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The Case for 
Network 
Marketing
By Chris Widener

If you’re reading this book, it probably means 
that someone you know, maybe a friend or 
a family member or maybe even a coworker, 
has talked to you about network marketing. 
When you hear the term network marketing, 
or perhaps it’s called multilevel marketing or 
even direct sales, you’re a little skeptical to 
say the least, so you’re doing some checking 
into it and you’re asking yourself, “Is this 
really legitimate?” I’d like to talk to you about 
the legitimacy of network marketing.

Now the first thing I have to tell you is I have 
nothing to gain from you joining a network 
marketing business. I don’t make any money 
if you sign up with the person who told you 
about this book or is trying to get you into a 
network marketing program.  But here’s the 
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fact: over the last nearly thirty years, I have 
spoken to lots and lots of groups, lots and lots 
of businesses from companies like Microsoft, 
General Electric, and Cisco Systems. I’ve even 
spoken at the Harvard Business School. I’ve 
also spoken for lots of network marketing 
companies over the years. As I always like to 
say, everybody from Amway to Zinzino, from 
A to Z, hundreds of companies have hired me 
to come in and to talk to them primarily about 
leadership, success, motivation, and business. 
My work has been split between traditional 
businesses, large and small businesses, and 
network marketing businesses. Of course, I’ve 
always viewed traditional businesses as being 
legitimate and when I entered into the world 
of speaking to network marketing businesses, 
I also had some of the reservations and 
skepticism that you might. Over the years of 
speaking to many, many of these groups, I 
realized that network marketing is a legitimate 
business.

What I’d like to do in our time together is just 
help you understand first and foremost about 
how business works and help you overcome 
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some of the ideas that you might have that 
cause you to think of network marketing as an 
illegitimate business model. I’d like to do this 
by comparing and contrasting a traditional 
business and a network marketing business.
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A Comparison 
of Business 
Models

Traditional Business Model: There are lots 
of traditional businesses that sell everything 
under the sun, and then when you get into 
network marketing, there are also all sorts 
of products and services. In fact, virtually 
every product and service has at least one 
network marketing company that is selling 
that product or service.

For the sake of discussion, I’m going to use 
an energy drink. Now, for a traditional energy 
drink, you walk into your local convenience 
store, and you walk to the aisle where you 
decide you want to buy an energy drink. 
Most of the time, you’re going to walk in, 
buy that drink, and it’s going to be about $3. 
You never walk into the convenience store or 
the supermarket, walk up to the energy drink 
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aisle, grab that energy drink, and buy it for 
$3 and say, “This is an illegitimate business 
model!”

Let’s take a look at that $3 energy drink that 
you buy. I don’t know the numbers specifically 
and I’m making a guess, but I think the guess 
is pretty accurate that at the beginning of the 
journey of that energy drink, when it was first 
produced, it was probably about $0.10 worth 
of aluminum or whatever the can is made out 
of, and inside is sixteen or twenty ounces of 
the energy drink. At the end of its journey, it’s 
about $3, so that leaves $2.90. Where does 
that $2.90 go?

Let’s take a look through the journey of a 
traditional business model selling energy 
drinks. When it leaves the initial building the 
cost is $0.10. It is then put into trucks and it’s 
taken to a regional distribution center. The 
initial company has to pay for the building 
that they operate out of and then they have 
to pay for a manufacturing plant. They then 
sell it to a wholesaler and take it by truck over 
to the distribution center. The trucks aren’t 
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free, and the driver isn’t doing it out of the 
kindness of his heart. He makes a certain 
amount of money per hour to drive the 
energy drink from the manufacturing plant 
over to the distribution center. Some of the 
money in that $2.90 is shaved off as profit 
to the company, and then it’s put into the 
truck driver, the truck and the costs therein, 
and then the distribution center. Now these 
distribution centers are big distribution 
centers. They’re not super expensive because 
a lot of them are just tilt-up concrete, but still 
there’s a cost, and then it’s decided where 
the drinks are going to go from there. You 
also have to pay for the employees of the 
distribution center and you have to take 
some profit for the person who owns the 
distribution center so another part of that 
$2.90 is taken up there.

From there, what do you do? You usually put 
them into smaller trucks that then deliver 
them to a local convenience store. Now I 
might be even condensing this down a little 
bit because someone told me that a head of 
lettuce goes to fourteen different points from 
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the field to the end-consumer. This might be 
a little bit less, but you’re going to get the 
idea here.  They have to pay the little truck 
driver to take it to the local convenience store. 
Now a little bit of the money gets eaten up 
there. Of course you have gas and you have 
insurance and all these kinds of things that all 
wrap up into that $2.90; that is the difference 
between the $0.10 and the $3.

One thing I haven’t even talked about at this 
point is all of the ad money that is spent. 
We’ve all watched things like the Super Bowl, 
the Rose Bowl, the World Series, and other 
major events and big television shows, and 
what do we see? We see commercials for 
energy drinks. These commercials are not 
inexpensive. It costs hundreds of thousands if 
not millions of dollars to produce the ad and 
then the ad buys. One Super Bowl ad can cost 
millions of dollars. All of that gets paid for out 
of – you guessed it – the $2.90 between the 
$0.10 and the $3 that the consumer pays.

Now you’re at the convenience store. Where 
does the money go there? Well first and 
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foremost, they usually have to pay a lease. A 
big grocery store can probably pay $100,000 
or more for their lease every single month. A 
little convenience store might pay $20,000 or 
$30,000. A small one might even pay $5,000 
or $7,000 per month, so of course all of that 
is paid out of the $2.90. Unless you go to one 
of these very advanced convenience stores 
that have no people working there, of which 
there are virtually none, they have to pay the 
workers and of course, the workers are not 
super expensive. They’re maybe $10, $12, 
$15 an hour. Where do these people get paid 
from? They get paid from the $2.90. Then of 
course there has to be some profit.

When that energy drink gets sold for $3, 
that’s where the $2.90 goes. It makes perfect 
sense, doesn’t it? Everybody has to make a 
little bit of money. Everybody has to take their 
little bit as it goes from the main company 
and manufacturing plant on to the trucks, on 
to the distribution center, on to the smaller 
trucks, into the convenience stores, and then 
sold to the consumer. Nobody has a problem 
with that, and in fact that’s the way most 
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business is done in America. The way most 
business is done is traditional model.

Network Marketing Model: Now let’s take 
a look at the network marketing model to 
sell an energy drink.  Again, the cost of the 
drink is about the same, $0.10. They sell 
it for $3. There’s $2.90 in there, but here’s 
what doesn’t happen. They don’t drive it to 
a distribution center, so they don’t have the 
cost of the driver, the trucks, the distribution 
center, and the employees at the distribution 
center. They don’t have any of the advertising 
costs because they don’t advertise. It’s a 
word-of-mouth business. They don’t put 
it on a little truck, which then drives it to a 
convenience store where you have to pay 
the lease on the building and the employees 
and the profit of the person that owns the 
convenience store.

The consumer buys it for $3. The company 
produces it for $0.10. Where does the $2.90 
go? Well, of course some of the profit goes to 
the network marketing company. They take 
a portion of that when they sell it. They sell 
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it direct to the consumer and of course they 
make a profit.

Let’s say that they make $1.40 off of every can. 
They produce it for $0.10, they sell it for $3, 
and they take a $1.40 profit. That now leaves 
$1.50. Where does that $1.50 go between 
the $1.50 and the $3? This is the beauty of 
network marketing. The $1.50 also goes to 
the distribution network.

This is what you have to understand. Network 
marketing is simply a model of distribution 
just like I portrayed to you that a traditional 
model is company, manufacturing plant, 
distribution center, store, and consumer. 
This is also a distribution model, but it is 
manufacturer to consumer. But how does 
the consumer know about the energy drink if 
there is no advertising for it and if it’s not sold 
in the store? Well, it’s through a network. It’s 
through word of mouth.

Joe works directly with the network marketing 
company. He signed up as an independent 
distributor. Joe tells Tom and Tom begins to 
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buy this drink and Tom says, “You know what, 
I’m going to tell Dick about it.”

And so, he tells Dick and Dick says, “Oh, I love 
this energy drink. It’s great.” Now Joe and 
Tom both make a little bit of that $1.50. The 
beauty is that Joe gets paid even though he 
didn’t directly tell Dick. So now, Joe tells Tom 
who tells Dick who tells Harry.

Harry then says, “I love this energy drink. 
It’s filled with great things and it’s the same 
price as what I buy in the grocery store, so I’m 
going to buy it.” Now, Joe, and Tom, and Dick 
all make a little bit of that $1.50. See, they’re 
paying for distribution but they’re not paying 
for it in a traditional model.

Now Harry tells Sue and Sue tells Mary. When 
Mary drinks the $3 energy drink, there’s still a 
$1.50 in profit and it is distributed out to Joe, 
Tom, Dick, Harry and Sue. Then Mary drinks 
it, and all of the people who are in her upline, 
as they call it, get a piece of the $1.50. That’s 
the brilliance of network marketing!
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The first thing you have to understand about 
network marketing is it’s not a scheme. It’s not 
a scary plan. It is literally, in its essence, simply 
a distribution model. The profits and the 
monies and all those things get distributed, 
yes. Instead of being distributed heavily into 
all of the things that go along in a traditional 
model: buildings and employees and trucks 
and gasoline and all that, it is simply shipped 
to the end consumer. The network marketing 
company has computer models that tell us 
who told you, and who told that person, 
and who told that person, and who told that 
person. They take the $1.50 and they spread 
it out. That’s a beautiful, beautiful model.

The first thing I really want to challenge 
you to understand is that when someone is 
talking to you about a network marketing 
company, they’re really just talking to you 
about a product and they’re talking to you 
about a distribution model. It’s different from 
a traditional model but the money works in 
much the same way except the money is paid 
to people who spread the idea about the 
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product and services. They get paid for telling 
other people about it.

The first and foremost thing you have to 
understand is that network marketing is, 
at its core, simply just another model of 
distribution of the product and distribution of 
the profits that come between the difference 
of cost of the product to the manufacturer 
and the cost of the product that’s being paid 
by the end-consumer. 
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Network 
Marketing versus 
Pyramid Scheme

Now, you might be thinking, “Wait a minute! 
This is a pyramid scheme.” I know that’s a term 
that is bandied about a lot. Let’s talk about 
that for a moment. First thing I’d like you to 
do is, if you can write it down, if not, just think 
it through, a pyramid. There’s little at the top, 
very wide at the bottom. When people talk to 
me about a pyramid scheme, I traditionally 
say to them, “Okay, you’re talking about one 
of these deals where there’s one guy at the 
top and he makes the most money.”

They say, “Yeah, exactly. The guy at the top 
makes all the money.”

“But then there’s usually some people below 
him, either ten or twelve people and they 
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make just a little bit less, but they still make a 
lot of money.”

“Yeah, yeah. That’s it. The guys at the top, 
they all make the money.”

“And then there’s even more people below 
them and they make even less money.”

“Yeah. That’s right.”

“You can literally see drawing a pyramid. One 
guy at the top. It’s a little wider below that, 
a little wider below that, a little wider below 
that, and then all those people down at the 
bottom and they make the least amount of 
money. Is that what you’re talking about?”

They say, “Yeah, that’s exactly what I’m talking 
about!”

You know what I tell them? “You’re talking 
about Corporate America. Pick any large, 
successful company and there’s one guy 
at the top who makes the most money, 
and he’s the CEO. He makes the most 
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money, millions and millions and millions 
of dollars. Then there are the people below 
him, the vice-presidents, and they all make 
$500,000 a year. Then there are the junior 
vice-presidents; they all make $200,000 a 
year. Then there are the sales managers and 
then the managers, the regional managers. 
They all make $100,000. You get down to the 
bottom people sitting in cubicles; they’re all 
making $30,000 a year. Guess what? There’s a 
lot more people sitting in cubicles than there 
are at the upper echelon.

You draw that out. It looks like a triangle. 
It looks like a pyramid scheme. Here’s the 
difference, though, between a traditional 
pyramid scheme and what people call a 
pyramid scheme with network marketing. In 
network marketing, you can sign up right at 
the beginning, pay a little bit of money to get 
in, and off you go, and you can actually end up 
making more money than the person above 
you. If the person above you is not particularly 
interested in building their business out 
much but you say, “You know what? I’m just 
going to just go for it. I love this product 
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that I’m selling. I’m going to tell everybody 
about it. I’m going to help other people start 
their own businesses,” you can actually pass 
up the person above you. It doesn’t matter 
if you only have a high school education and 
the person above you has a PhD. The fact is 
that it’s the ultimate meritocracy. You get to 
build whatever it is that you want to build. 
It actually flips the pyramid upside down. It 
says that the person at the bottom can end 
up making the most amount of money. Don’t 
look at it as a pyramid scheme. First of all, 
it’s not a scheme. It’s a distribution model. 
Second of all, anybody can climb their way 
up the pyramid. They can build out a team. 
They can break away from the group that 
sponsored them. They can end up making 
more money than the person who sponsored 
them.

Another thing that I hear from people is, “Well, 
I don’t want to spend all my time telling other 
people about a product or service.” Well, 
here’s the reality. You’re already in network 
marketing. You’re just not being paid for it.
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You say, “Wait a minute! I’m not in network 
marketing.”

Yeah, actually you are in network marketing. 
You market, and when you market something, 
you’re telling other people, you’re promoting, 
you’re getting the word out, and you’re 
marketing through your network - your 
friends, your family, your coworkers, the 
people you run into. So let’s think about that 
for a moment. Have you seen a great movie 
lately that you then showed up at a dinner 
with a bunch of other people and you say, 
“We just saw the greatest movie. You’ve got 
to go see it!”

I’ve done that just in the last few weeks. I 
saw a great movie. I went and told a bunch 
of people. Have you ever gone out to a great 
restaurant and the next time you were with a 
group of friends said, “Hey, you know what? 
We checked out that new restaurant. It’s 
amazing.” Then your friends all went in the 
next month or so. You’re already marketing 
businesses, products, and services through 
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your network. The problem is you just aren’t 
getting paid for it. 

The last thing that I want to address is this 
idea that I don’t want to go out and tell my 
friends and family. Well, the fact is you can 
build a network marketing business without 
ever talking to your friends and family, but 
I want to ask you a question. Why wouldn’t 
you tell your friends and family? If you find 
a product or a service that you really believe 
in, that you say, “This is a product and service 
that I’m going to buy myself, I’m going to use 
it myself, and I love this product and service,” 
why wouldn’t you tell your friends and family 
about it? If you have friends and family who 
have been looking for ways to earn extra 
income, who are looking for a way to start a 
business, why wouldn’t you tell them about 
it?

I’ll give you an example. I’m starting a 
traditional business. Right now, I’ve got a 
number of businesses including my speaking 
and writing business and some websites that 
I own. I’m starting a traditional business that 
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requires significant funding, and so, I decided 
I’m going to raise a portion of the capital that 
we need to start this business, and I’m going 
to utilize that so I’m not spending a lot of my 
own money. I’m putting some of my money 
into it. I’m putting, of course, some of my 
time and my efforts and my energies and my 
expertise and all those kinds of things into 
it, so I’m raising ten percent of the money 
that it takes. I’m selling ten percent of the 
company. Do you think I’ll just throw it out on 
the Internet and say, “Hey, who wants to buy 
ten percent of the company?” No. I went to 
my friends and family first. I went to a bunch 
of my very wealthy friends and I said, “Hey, 
I’m starting this new business. I wonder if you 
want in.”

Now why in the world would I go out to my 
friends and family? Because I think it’s going 
to be wildly successful, and I want them to 
make some money. It’s also a business that’s 
going to help change people and change the 
world. I want them to be able to say, “I made 
the mark on the world that I want to make.” 



27

THE CASE FOR NETWORK MARKETING

And they can make a lot of money while 
they’re doing it.

Now you might say, “Wait a minute! I’ve got 
friends and if I tell them, they might say no, 
and then they’re going to think I’m creepy 
because I asked them if they want to buy a 
product and service.”

Well let me tell you a story. I called up one 
of my very, very good friends. He’s worth 
probably $15 million to $20 million of real 
estate. I called him up and I said, “Hey, I’m 
starting this new business,” and he knows all 
the things that I’m involved in anyway. It kind 
of made sense to him, and it didn’t surprise 
him at all that I was starting this new business. 
I said, “I’m looking to sell ten percent of the 
business. I wonder if you want in.”

He said to me, “You know what, Chris? I have 
never made money on anything outside of 
real estate. So I’m going to pass. I’m going to 
stick with my real estate business. I wish you 
the best of luck, but I just have always lost 
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money when I invested in things outside of 
real estate.”

Do you think I said, “No, he hates me! He told 
me that he doesn’t want to do it. He probably 
thinks I’m stupid and foolish and…” No! I said, 
“Okay, cool. No problem. Hey, when are we 
going to lunch next? Next week? Okay, great. 
Let’s do it.”

If you have something that you believe in, if 
you have something that you think is a great 
product or service, and if you have something 
that you think can help some other people 
make some good money either part-time 
or full-time, why wouldn’t you go to your 
friends and your family? Now I am certainly 
not suggesting that you badger them. I’m not 
going to call this guy up again and say, “Hey, 
you know what? I know you told me no once 
before, but I really, really want you to do it.”

People who do network marketing like that 
are never going to be successful, but people 
who come from a position of strength because 
they found a great opportunity and because 
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they found a good product and service, they 
make it available. Some people will do it, and 
some people won’t, but the beauty is that 
they’ll find enough people who will do it, who 
will find enough people to do it, and that’s 
where you can make a lot of money.

The beauty of network marketing is that the 
average person can utilize it to build a great 
amount of wealth and residual income that 
they would never be able to do through 
a traditional model or a traditional life of 
earning.
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The Wage System 
and Profit 
System

I’d like us to think about two economic 
systems. There’s really only two ways that 
you can make money in this world, and they 
represent the two economic systems. They 
represent the wage system and the profit 
system; that is you can work for somebody 
else for a wage or a salary or you can work for 
yourself for profits. Let’s think through this. 
If you are actually thinking, “I want to make 
some money. I want to make some financial 
independence. I’d love to get some residual 
income,” that is money that comes in every 
single month based on previous work that 
you’ve done. That is never going to happen in 
the traditional model of working for someone 
else, the wage system. Now the wage system 
is what most people are in. In fact, you’re 
told, “Son, grow up. Go to high school. Go 
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to college. Get a degree, and get a job where 
you work for someone else.”

Why is it that most people go into the wage 
system? Most people go into the wage 
system because it is very, very low risk. The 
fact is if you get a good degree, and you go 
out and you get a job, there’s very little risk. 
If you’re a hard worker and you’re ambitious, 
you’re relatively smart, and you’ve got a 
degree, you’re always going to make ends 
meet. You’re never going to get rich. You 
might struggle with your mortgage from 
time to time. You might have to wait six years 
before you get a new car instead of getting a 
new car every two years, or you might even 
have to wait ten years to get a new car, you’ll 
always kind of make it, but you won’t have a 
lot of risk. It’s low reward, low risk. That’s why 
most people go into the wage system.

Now there are a few people who can make 
a lot of money working, exchanging time for 
money, but they’re very, very few people in 
the grand scheme of things. There’s about 
320 million people in America, maybe 330 
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million people, and I figure to the best of my 
knowledge about 10,000 of them actually 
make enough money to be considered 
wealthy from exchanging time for money.

The best example of this would be a 
professional athlete. If you play a season, 
we’ll give you $9 million, right? You add up all 
the major sports – you have the NHL and you 
have the NBA, and Major League Baseball, 
and the NFL – and you’re talking maybe 2,500 
to 3,000 athletes that are making anywhere 
from $600,000 a year to $25 million a year. 
You’re talking about 2,500 people out of 
320 million people – very, very, very small 
percentage.

You might have some highly paid people in 
Corporate America. You’ll have some actors, 
for example. If you work for six weeks on the 
movie set, then you’ll make $5 million, or $10 
million, or the top stars make $20 million. But 
again, you add all these people up and you’re 
talking about less than 10,000 people who 
are actually making wage money that makes 
them rich. You’re in a conundrum if you want 
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to become wealthy or financially free but 
you’re in the wage system.

The average millionaire in America has made 
their money in the profit systems. Now there 
are a number of different profit systems. 
The first one is what I call the traditional 
profit system and I’ve already described it. 
To some extent, the traditional profit system 
is when you sell products and services. You 
sell it through a store. You might own a 
manufacturing company that sells to the 
stores, but the average American millionaire 
is someone who owns a chain of dry cleaners, 
or three or four very successful restaurants, 
or six or seven fitness centers, or something 
like that. They make enough profits. They 
invested over a period of time, they become 
millionaires, which is the big dream that 
everybody wants to have. Of course, $1 
million does not go as far as it used to, but 
the fact remains that this is the typical way 
people have made $1 million or more. But 
there is a problem with the traditional model 
for the average person, which is why very 
few people actually do it, and that is it’s high 
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risk. What do I mean by that? Well, if I was 
going to go start a traditional business, I 
would probably start a franchise. This is just 
me. I would probably say, “I’m going to pick a 
franchise that is already really successful. It’s 
already got a big brand name. I’ll probably go 
with something like a Subway sandwich shop 
or something like that, maybe a chain pizza 
parlor, or something that I know has a great 
brand name, and I’m going to open it up and 
people are going to come up to it and start 
generating a lot of revenues.”

Here’s the problem. I’d have to stroke a 
check for $250,000, $500,000, maybe even 
$1 million dollars to get into one of these 
traditional franchises, and that’s just to get 
the franchise. Then you’ve got to invest all 
your money. You’ve got to take out a lease 
on a building, usually a 5-year lease, and you 
have to sign a personal guarantee on it, and 
that’s going to cost you $10,000 a month, 
and then you’ve got to hire your employees. 
You’ve got buy all the ovens and the tables 
and your marketing fees.
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The average person does not have $100,000 
or more to invest in the vehicle that’s going to 
allow them to become wealthy or financially 
secure. That’s the gap between those who 
work for wages, which is low reward but it’s 
low risk, and those who seek higher rewards, 
who are able to take higher risk. They have 
the money.

I have a friend who owned an International 
House of Pancakes. This thing paid him, he 
told me, after taxes, $250,000 a year, but 
here’s the problem: it cost him $1 million to 
buy it. So that’s a good return, twenty-five 
percent on your money, $250,000 a year for 
four years. Now he’s just making money and 
he’s above and beyond his investment. But 
very few people have the $1 million to buy it 
in the first place.

We have one system, which is the wage 
system, which is low reward but low risk, and 
then we have the traditional profit system, 
which is high reward but high risk. You have 
to ask yourself, is there something better? 
This is where I believe that network marketing 
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is an amazing opportunity for someone who 
doesn’t have hundreds of thousands of 
dollars to invest into starting a new business 
but wants to achieve the high reward, the 
financial security, and the wealth of owning 
your own business.
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The beauty of a network marketing business 
is that you can get in for relatively cheap. 
Most of the ones that I see and talk to people 
about and I’ve spoken at their conventions, 
people can get in for $150 to $300. Some of 
them go as much as $1,000, maybe $1,500. I 
can’t, off the top of my head, think of anyone 
that costs more than $1,500. Where are you 
going to be able to open up a business for 
$1,500 or less? Maybe $150, and I know some 
that are $79 where you could literally earn 
tens of thousands, hundreds of thousands, 
or even millions of dollars building out a 
business over the course of time.

See this is the advantage of network marketing. 
You pay your money, let’s just say $150. Now 
you become an independent distributor for 
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that company, and you begin to tell people. 
Let’s say that you tell 100 people and they all 
say, “You know what? I love this product. I’m 
going to buy it,” and they go on auto order 
where every single month these 100 people 
get it. Now let’s say that you make $20 a 
month for telling these folks about it and 
these 100 people buy it. Twenty times 100 
is $2,000. That’s a nice little residual income. 
$24,000 a year. That will buy you a nice car. It 
will send you on a nice little vacation. It will 
give you a little room. You can put this money 
into your savings account in case something 
goes wrong, and that’s great. That’s what 
a lot of people get into the business for: a 
little extra income. But where you can really 
build an empire is by teaching other people 
to do the same. Remember that distribution 
network pays out that $1.50. Well, it goes to 
all the different people, usually about six or 
seven levels, so the end-user buys that energy 
drink, and it’s usually six or seven people who 
get paid that profit portion, right?

The way to build an empire is to teach other 
people to do the same. You’ve got your 100 
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people buying. You get your $2,000 a month, 
but then let’s say you decide, “I’m going to 
build a business and I’m going to help other 
people build a business, so I’m going to tell 
five people, and those five people are going 
to tell five people, and those five people are 
going to tell five people.”

Well, let’s do the math. You have five people 
and you’re going to make a little bit of money 
on them, and then those five people will go 
and tell five people. That’s now twenty-five 
people, and you’re going to make a little 
bit, a smaller portion but a little bit off those 
twenty-five people. You’re still not getting 
rich, but you teach those five people how 
to tell five people. Now you’ve got 125, and 
you’re making a little bit of money off of 
them. Then the 125 they tell, let’s just say they 
tell four people. Now you’re at 500 people, 
and you’re making a little bit of money off of 
them and they tell four people. Now you’re 
at 4,000 people. You’re making a little bit 
of money off them and now they tell four 
people, and you’re making a lot of money, 
and you can build that empire.
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My friend once said to me, “Chris, I don’t 
know. There are a lot of people that don’t 
make much money in this.”

He was right. There are a lot of people that 
get into network marketing and don’t make 
much money, but you know what? There are a 
lot of plumbers that don’t make much money. 
There are a lot of lawyers that don’t make 
much money compared to other lawyers. 
See, in every single business, there are people 
who don’t make a lot of money.

The beauty of network marketing is that you 
get to reap the rewards of the work that you 
do. You build out your business, you make a 
lot of money. You sit on the sidelines and kind 
of play with it, you won’t make that much 
money.

My friend then asked, “Chris, do you know 
anybody that makes a lot?”

I literally could pull out my phone and just 
scroll through all the names of people who 
are making $5,000 a month, $10,000 a month, 
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$50,000 a month, $100,000 a month. I know 
people that make $300,000 or $400,000 per 
month because they built out a big business 
not a get-rich-quick scheme. They didn’t 
do it in six months. They did it in five years, 
ten years, or twenty years. I have a friend 
who makes about $300,000 a month. It took 
thirty years to build out that business. But 
I’ll tell you what, you’re going to spend the 
next thirty years doing something anyway, 
wouldn’t it be great to build out a business 
that pays you residual income of $200,000 or 
$300,000 per month?

Let’s say you’re not even as wildly successful 
as my friend. Wouldn’t it be great to spend 
five years working part-time, telling other 
people about a product and service that 
you already love, that you would be making 
$5,000 or $10,000 a month residual income?

Maybe you don’t want to leave your job. You 
love your job. Maybe you’re a doctor and 
you’re helping cure cancer, a scientist and 
you’re working on amazing things, or you’re 
a teacher and you just love to teach little 
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children. That’s great! Stay in your job, but 
you can work fulltime on that job and you can 
work part-time building a business that will 
throw up residual income. You do your work 
on your first level, but then those folks go to 
work for you, and they tell people, and those 
people then tell people. You’re not telling the 
person on your fourth level; somebody on 
your third level told somebody on the fourth 
level.

That’s where it becomes what I call leveraged 
profit system. Now there are some other 
leveraged profit systems where you’re not 
trading time for money. You don’t have to 
go into the store every day. I actually have 
some leveraged profit systems myself. I 
own a website that is set up and running. A 
couple of people run it for me, and it throws 
off ad revenue and things like that. I also 
write books. I write a book once, and I get 
paid for it every single time somebody buys 
it. You might go into real estate and buy an 
apartment complex, for example. Again, the 
downside is you might have to spend $1 
million doing it, but if you buy it once and 
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then you collect rents, you get that money 
every single month.

But if you can’t write a bestselling book, if 
you don’t know how to build websites for 
money, if you don’t have $1 million to buy 
the apartment complex, how can you do it? 
You can create a leveraged residual income 
through network marketing. You tell a few 
people who tell a few people, who tell a few 
people. Pretty soon, you develop a big group 
of people who are buying the product every 
single month just like they would be buying 
it if they were going to a store to buy it. 
Yet instead of the money going into all the 
traditional distribution points, it gets paid out 
to the people who helped through word of 
mouth, by marketing through their network; 
they’re making the money.

I hope that I have given you some things 
to think about as it relates to network 
marketing. I hope that you’ll go back to the 
person who’s talked to you and dig in a little 
deeper. I hope that I helped overcome a little 
bit of your skepticism as it relates to network 
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marketing by understanding that it is simply 
a distribution model for great products and 
services.

I say great products and services because I’m 
telling you don’t get involved with something 
that you don’t believe in. Find a product or 
service that you’re passionate about, that you 
believe in, that you can sell, that you can go 
out and tell people about, and you can help 
them tell people about it. That’s the way to 
earn a great part-time or a full-time income, 
or maybe even your fortune.

Network marketing isn’t for everybody, but it 
is for anybody. I’d like to encourage you to go 
back and talk to the person who’s telling you 
about this network marketing business and 
say, “I’d like to learn a little bit more.” If you’d 
like to earn financial freedom, if you’d like 
to earn wealth that you wouldn’t normally 
earn in your traditional wage job, talk to the 
person who’s talking to you about network 
marketing.
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I’m not in network marketing myself but, I tell 
you, I’ve seen people. I speak to those groups 
in the areas of leadership and things like that. 
I have nothing to gain if you go and do this, 
but I am trying to help foster a great kind of 
business, which is network marketing.

Traditional business models are fantastic. 
Network marketing model is fantastic. Do 
yourself a favor and take a deeper look at 
network marketing. It very well may help you 
become financially independent and maybe 
even wealthy.

Good luck to you and your journey on 
network marketing!
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