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Why become a Sale representative of Arion 
 

 
 
 
 
 
 
 
 
Why become a Sale representative 
 
 
 
To 
 
 
 

1. To work with a winning team 
2. Make some money  
3. Build a business for your self. 
4. . 
5. .  
6. .
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Personal Ambitions  
 

 
 

 What are some important desires / ambitions that ha ve been fulfilled 
for you? 

 
 What are your personal unfulfilled ambitions? 

 
 Do you wish to own business? 

 
 

 
 
Why ? 
 
1. 
2. 
3. 
4. 
5. 
 
 
 
Why not ? 
1. 
2. 
3. 
4. 
5. 
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Personal Goals  
Goal are  
 
 
 
 

1. Specific  
2. Measurable  
3. Expressed clearly in written form 
 
 
 
 

 
 Immediate goals  
 Long term goals 

 
 
 

Accomplishments  
 

 
 

 In 20 years what would be the 3 most satisfying accomplishments you 
would like to achieve?  

 
 In 5 years what would be the 6  most satisfying accomplishments you 

would like to achieve?  
 

 What kind of money/income do you need to achieve the above personal 
goals?  
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Aligning Personal & business Goals  
 
 
 
 
 

 3 years personal goals  
 

 1 year Personal goals 
 
 
 
 
 
 
 
 
 

 3 years business goals 
 1 year business goals 

 
 
 
I plan to …….
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Business Plan  
 

 
 
Selling tour packages  

 
Monthly Business volume Target 

 
 
 

= Monthly Income up to 10 % 
 
 
 
Selling Membership ( Adding the Profile to this web site ) 
 
                                  = @21 USD / 1000 INR 
Your Commission 
 

=   Number of Member X @ 25 % 
 
The number of members  
 
 
 

 In the first week  
 In the second week 
 In the third week  
 In the fourth week  

 
 Monthly Total 
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Prospect List 
 

“There are no strangers, only friends who have not met” 
 
 

Primary Prospect Secondary Prospect New Friends 
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Top 20 Prospects 
 

( From your prospect List identify 20 persons to ca ll on ) 
 
 

 Name  Address / Phone No Meeting time  
1    
2    
3    
4    
5    
6    
7    
8    
9    
10    
11    
12    
13    
14    
15    
16    
17    
18    
19    
20    
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Weekly Plan 
 
 
 
 

 
 

 
 

Weekly total___________ 
 
 
 
 

 Mon Tue Wed Thurs Fri Sat Sun 
9.00-10.00        
10.00-11.00        
11.00-12.00        
12.00-13.00        
13.00-14.00        
15.00-16.00        
17.00-18.00        
18.00-19.00        
19.00-20.00        
20.00-21.00        

Total        
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Sale Representative Checklist 
 

1. Read all materials included in the Arion sale representative starter kit that include 
the Publicity & Promotional materials, including the information on the company, 
and the business plan. This introductory material will provide you, with basic 
information about the tour packages that you have to sell to your prospective 
customer & how you may benefit as a sale representative of Arion.   

 
2. It is important for each sale representative to go trough so that they will be able to 

share to your prospective customer & help you to respond to the customer’s issues. 
. Do not worry if you do not fully understand, it would be explained to you. 

 
3. Write down the reasons why you joined Arion. Take your time and think about what 

the Arion business opportunity can give to you. This personal reason will serve to 
inspire and motivate you when facing the difficulties associated with starting your 
own business.  

 
4. What are your three year, two year, and one year goals? After three years, what 

would you like your monthly income from Arion to be? After two years ? After one 
year ?  

 
5. Visualize your success. After three years what will your organization look like ? How 

many sale representative and executives will be in your own organization ? What 
level of achievement have you attained? What levels have your business partners 
achieved?  

 
6. When you have accomplished these levels of success what will you be able to do 

that you cannot do now? How will this accomplishment change your way of life ?  
 
7. To achieve this success, how many hours per week will you be able to dedicate to 

your Arion business ? During which part of the day (morning, afternoon, evening) 
will you work ? Which days of the week ? Make a schedule of the days and hours 
that you can devote to building your  business.  

 
8. Make a list of prospective customers to whom you can sell these tour packages. Do 

not pre-select people and leave them off the list. Everyone should be give the 
chance to see Arion tour packages, Let him compare with other. If you leave 
someone’s name off the list they may be on someone else’s list.  

 
9. The Arion business is a business opportunity for you to make your dreams come 

true. To be successful at this enterprise you must believe in the company, Arion, the 
business opportunity, and yourself. If you believe in these three things, nothing will 
stop you from achieving your goals. Not everyone will be able to understand this. If 
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they don’t believe, don’t let their scepticism effect you.  
 

10. If you want to accomplish a professional goal or get something done through other 
people, develop an action plan. An action plan on the job is a statement of logical, 
systematic flow of actions you need to take to effect result. 

 
Factor to consider when creating an action plan 
 

 What need to be done? 
 Who should do it? 
 When is the deadline? 
 How will it be done  

 
11. Build a mailing list, a complete and accurate mailing list; to inform your customer 

about specials, when you have new, valuable information to share or new offerings, 
you will have a ready-made mailing list of potential customers. Sending out a weekly 
newsletter is also a great way to get your name out in front of new and potential 
clients. Thanks to the Internet, you can send out your newsletter via e-mail using 
online templates and automated delivery systems 

 
12. Choose marketing media wisely, there are plants of cheap advertising time on 

cable, & local penny saver newspapers are inexpensive. . Expand to another 
location. That could mean renting "virtual" office space in a business center or by 
sharing office space with another growing business. 

 
 

13. Trains staff on telephone etiquette. A large part of your business' success will be 
determined by the quality of the people you recruit. Taking on people will always 
mean some form of investment for your business and requires careful 
consideration. Taking this investment seriously can make it more valuable and 
improve your chances of success. 

 
 

14. Beware the competitor. You also need to know how your competitors' advantages 
and disadvantages compare to your own. Describe any competitive analysis you 
have carried out and include some what-if scenarios that show how your business 
would deal with customers' changing needs or any other market changes.  
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Sale  Skills 
 
 

1.      Creating your prospect list 
 
   
 
When you are beginning as a Arion Sale Representative, the very fist thing you 
will need to do after you have heard about the business is to make your list of 
friends, relatives and business associates with whom you will want to share this 
business concept. It is very important that you really open your mind and think of 
everyone you know. This list should come from all the people you have known 
throughout your whole life. You now have the ability to build your own company 
the way you want and work with the people you like and admire. My suggestion 
is to sit down and begin to make a list of people from your address book, your 
calendar, and all groups in which you belong such as family, friendships, 
neighborhoods, communities, clubs, business organizations. It is important not 
prejudge anyone. The biggest mistake new Sale Representative make is to try 
and decide who would be interested in the business without showing the 
business to them. It is impossible to decide for someone else, so it is important 
to share the information with them and let them decide for themselves. The 
more names you can think of the larger your group can be.  
 
Use the yellow pages as memory reminder. If your list does not contain at least 
200 names, you are most likely prejudging and pre-screening the names before 
you are putting them on your list. When you feel like you cannot think of any 
more names look in the phone book and scan the headings from A to Z by 
profession. When you come to each profession or occupation try to think of 
everyone you know related to these industries. For example when you come 
across C at cable : who do you know makes cable, sells cable, at computers : 
who makes computes, who just bought one, who wants to buy a computer, who 
is married to a programmer ? This is an excellent way to broaden your list 
immediately. Keep your list by your bed and write down names when you think 
of them. This will be your starting point for your merchandising and business 
building. You may write names on pieces of paper through out the day but is 
important to keep one list so you are not spending time looking for lots of pieces 
of paper. Also remember that this list is always growing and changing so treat it 
like a living being.  
 
Sometimes people like to use a system to make their list. One method is to think 
of yourself as a pebble thrown into a large flat pond. The first ripple is the group 
of people who are closest to you like your husband or wife and children and 
family. The next circle are your close friends from work and school. The next 
circle may be your neighbors and so on. 
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A.                 Immediate Prospects:  
 

1.                  Family  
 
2.                  Friends and Acquaintances  
 
3.                  Neighbors  
 
4.                  School Friends  
 
5.                  People who you know would benefit  
   
 
B.         Secondary Prospects  
 
People you know because of your children, family, neighbors, home, school, job, 
services to you, services to your home, social contacts, religion, clubs, 
committees, and organizations. This list should include people who are in all the 
groups and organization related to you and your family. Consider these names 
as sources not just names.  
 
C.        New Friends :  
 
There are no strangers in the world, only friends who have not met. If a Sale 
representative can develop a way to make new friends, he or she is guaranteed 
success in the business of network marketing. One should develop an 
awareness for helping others everyday through their business everyday. Before 
we speak to our prospect, visualize that they are benefiting from the tour 
packages ..  
 
If we are good listeners and ask the right questions, we can find out how Arion 
can benefit our friends. A great way to generate a growing list of prospects is to 
circulate and cultivate. This means going to a place regularly and beginning to 
develop conversations with people who work and shop, and go to the same 
places. Be relaxed and confident and make a friend first. Friends naturally share 
things they feel can benefit their friends. There are thousands of ways to reach 
out to new people even through the newspapers and yellow pages. We will help 
you to find a way to introduce which suits your personal and business style. 
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II Contracting & Inviting  
 
 
 

This business is all about introducing people to Arion Club and wonderful 
tour packages to India. To be successful with this business, all you have to do is 
be effective in these two areas;introducing the Arion Club and introducing the 
tour packages. You must first invite them to meet with you. We want to show 
you how to build your business quickly and effectively.  

The best people are your friends and associates, who will be the most 
excited about the business. These individuals will be the ones who will set the 
pace for your business. It is important to pick the very best people you can. 
When you are inviting keep in mind that you will not be presenting the business 
to them yet. You are simply giving an idea about this business, to take a closer 
look, how to make money by selling the tour packages  

 
 
The most important thing you can do is create curiosity and interest and 

set the appointment. There is a great temptation to tell them everything over the 
telephone but IMPOSSIBLE to give them the whole story. Once you have 
successfully created curiosity and interest and have set an appointment, get off 
the phone. Avoid explaining the business in bits and pieces, because you will 
only give your friend a small idea of what Arion is all about. If you had a valuable 
painting to show your friend you wouldn't tear a piece off to show it to them. This 
is a visual and emotional business. It must be explained person to person. Your 
objective is to attract your friend to see and experience these tour packages and 
business. 

 
When using the telephone to invite friends and relatives sometimes it is 

helpful to ease into the conversation rather than inviting them right away. One 
effective way to ease into the conversation is to use a FORM. Talk about things 
you have in common such as Family, Occupation, Recreation, and Money. 
These are very common topics to be talked about between friends and 
associates. How is the family? How is the new baby? Did you say you moved? 
How is your company? Have you seen the movie … ? When you have new, 
valuable information to share or new offerings, you will have a ready made 
mailing list of potential customers.  

Did you go on a vacation recently? Take an interest in them and think 
about how you can help them. The more information, which you know about 
them the more you, knows how you can help them. Today more than ever 
people feel the pressures from money and time. Every person makes choices 
and decisions related to these two things. When they can make choices 
independent of these two things they are financially independent. Help them see 
how Arion can provide this financial independence. which you should employ 
when inviting. 
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II.b. The Do’s and Don’ts of Inviting 
 

 
1. Do study the information about getting started that Arion Club  has provided for 

you before you begin to start inviting people for yourself. Then have him/her 
answer any questions, which you may have before you contact anyone about the 
business.  

 
 

2. Do share your excitement about the Arion Club  and the business in a brief 
manner. It is best to make the call short and to the point. Please do not try to 
explain this business over the phone or give too much information. The more 
information you give the lees of a reason your prospect has to meet with you.  

 
 

3. Do stay in control of the conversation. Alternate between comments and 
questions and if questions begin, regain control by answering with a question.  

 
 
 

4. Do tell them that you stated you own business. If you are approaching a 
colleague about joining you in a business relationship with Arion Club, tell them 
professionally that you should meet to discuss this business, & you may give your 
opinion . 

 
5. Do about a specific day and time to meet. It is best to give your prospect a choice 

such as “Let’s meet for lunch. Which day is better for you, Wednesday or 
Thursday?”  

 
 

6. Do ask them to bring their spouse if they are married. Both people need to have 
the same amount of information to make an educated decision. Educate both at 
the same time. One usually does bot educate the other successfully.  

 
 
 

7. Do use the idea of being part of a team. It is exciting to work as a group towards 
the same goal. Individuals who work together towards a common purpose benefit 
from the synergy they create as a group and can accomplish more than if they did 
it by themselves.  

 
 
 

8. Do arouse curiosity and excitement. Other people are attracted to ambition and 
excitement. These two qualities work like magnets to draw participants who want 
to do more and feel better as well.  
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9. Do ask for a firm commitment to meet you for your appointment. A simple phrase 
usually lets someone known that you are planning to meet them at the appointed 
time.  

 
 
 

10. Do invite more than you expect for group presentations. When you are planning a 
larger in home meeting or hotel presentation, invite three to four times more than 
you think will show up. For example, to meet twenty people invite sixty to seventy. 
Many unpredictable things happen to people before the meeting. If fewer people 
show up than expected, do not show that you expected more.  

 
 

11. Do confirm appointments 24 to 48 hours in advance. This technique will remind 
your prospects and save you time if you have to make adjustments.  

 
 

12. Don’t mention about the tour packages or selling at first. Avoid the words” or” 
husband and wife business,” since our business is neither little, nor does it require 
that both husband and wife participate actively. 

 
 

13. Don’t hesitate calling people. Inviting people can be one of the most enjoyable 
parts of this business. Treat your invitation as if you are giving away gold. If they 
don’t want to come that’s fine, there are lots of others who will appreciate it that 
you thought of them.  

 
 
 

14. Don’t continue to call prospects if you are having too many difficulties inviting 
people to hear your presentation. If you are not getting positive responses from 
your prospects, seek advice from Arion  and tell him/her what is happening. Arion 
will help you to become successful.  

 
15. Don’t wait until its too late to invite prospects to meet with you or to come to a 

group presentation. Professional business people need at least 48 hours in 
advance to schedule a meeting and some individuals have to rearrange their 
schedules a little to meet with you. 
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Sale  Skills 
 
 
III.               Presentations 
 
 
 
Types of present action  
 

            There are three basic ways to present the Arion business. 
 
1. One-on-one 
2. Group meeting 
3. Video and audio tape 
 

 
·   The first way is to present it person to person, which is called a one-on-one. This 

method is the best way to present the business because you can use a very 
personalized appeal and make sure that your style of presentation suits your 
prospect.  

·  The second type of presentation is a group meeting. A group meeting is a forum 
where an individual or a small group of people address a group of people. This 
can be done in your home or hotel meeting rooms and conference centres. 
Group presentations are excellent for providing your prospect with a bigger 
picture of the business. Large meetings show how popular the business is and 
can help to reinforce the power of this type of marketing.  
The third way to present this business is through video and audio tape. 
Obviously the best way to explain this business is one-on-one, and the numbers 
grow larger it will be easier for you to build your organization and you Arion s 
organizations together group presentations.  
 
Remember , A well presented opportunity an will reinforce the positive 
impression on your prospects. 
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Do Read it  
 
 

Presentations are a great way to tell people about your business, but planning is 
essential for success. These tips are based on our extensive experience over 
several years of inviting thousands of people to seminars and meetings. 

1. Target your audience  
If you want to have personal contact and build relationships with the attendees 
you may be better off not inviting other firms in similar businesses. Just decide if 
you want the event to be an opportunity for you to meet your customers or for 
other businesses to meet your customers. 

2. Tell your people  
Tell them how important this event is, what the purpose of the evening is, how 
valuable the event is to your customers. Tell them about the speaker and how 
lucky you are to be able to get this person.  

3. Give your people something on paper  
which they can hand out to their customers and contacts.  

4. Get every person on your Team to bring along a mini mum of 2 people  
This is a team effort and everyone must play their part.  

5. Select a quality venue  
and check it out beforehand  

6. Evening meetings are best attended if organised for  a Tuesday or 
Wednesday  
On Mondays people seem to have other things to do (usually going to the gym to 
work off the excesses of the weekend). On Thursday and Friday they are already 
getting into activities for the next weekend.  

7. Be aware  
Try to avoid days on which there is going to be major sporting or political events.  

8. Give people plenty of notice  
Allow 5-6 weeks from the time of your initial invite to the day of the meeting  

9. Create interest  
Send an invite that has impact and whets their appetite.  

10. Include something memorable  
Send something with the invite. A packet of sweets, a tea bag, a packet of seeds 
('Forget Me Not' of course!). Anything to make your letter really memorable. It's 
also a great talking point when you come to your telephone follow up.  

11. Emphasise the benefits  
For example, 'This is going to be a great opportunity to network with other 
businesses. Don't forget to bring your business cards with you.'  

12. Organise a press release  
Offer a small number of FREE places to the first x readers of The Local Rag to 
phone this number. The same press release can be sent to any number of 
different papers so long as each one specifically mentions the paper you are 
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sending it to.  
13. Telephone follow up is crucial  

Approximately 10-14 days before the meeting, telephone targets and get them to 
commit to coming.  

14. Charge a fee  
People expect to pay for something that is of real value. In many ways, the 
greater the price the greater will be their perception of the value. This money must 
be paid up front when they return the reply device. This cements their 
commitment and means that the majority of people will actually attend.  

15. Encourage attendees to bring a guest  
along completely free of charge. If they can bring their spouse they may be more 
likely to come. If they bring a colleague or a customer it increases the potential 
value for you.  

16. Be prepared to sell  
You have invited people to this meeting because you feel that it is of real value to 
them. And, the meeting is guaranteed. So that if they don't feel it was of value 
they can get their money back - no questions asked. Take the time to explain this 
to them if necessary. Much depends on your personal relationship and their trust 
in you.  

17. Stress that there will be food and drink  
available and at which stage in the meeting. In the invite ask them to confirm their 
acceptance early so that you can reserve their place and be certain that you have 
catered for them.  

18. Ask if they have any special dietary requirements  
This reinforces the fact that food is being served and shows that you care.  

19. Only provide soft drinks until the end of the progr amme  
You want people to remain focused until the end.  

20. Arrange for a bar within the meeting room  
at the end of the programme and invite people to stay and have a drink with you.  

21. Make sure that you have a presence at the meeting  
A display, pads and pens, name badges. All of these things get you recognised 
as the heroes in the event.  

22. Make sure that you have sufficient people there and  that they stay to have a 
drink with the participants at the end  
Ideally one of your people to every 4 or 5 guests works well. Your people must be 
prepared to open up conversation with your guests and to talk positively about the 
event. Avoid discussion directly related to your own business unless your guest 
insists on it.  

23. Get a testimonial  
If people are really pleased with the event, ask them if they would put their 
thoughts in a letter to you. Use these testimonials when promoting other events.  
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The Basics of Presenting the Business 
 
The following five subjects when presented to a new prospect in the initial 
meetings will provide the prospect with a solid fundamental understanding of 
Arion as a network marketing opportunity in India .  
 
Be prepared for your prospect to have questions for you as you present these 
ideas. These questions will be encouraging and will serve to foster a dialogue 
between the two of you.  
 
This doesn’t have to be a formal presentation. All you need to do is tell your own 
story of how you were introduced to this company and some company 
information. Video tape can be provided to the sale representative like you to 
help you to explain the business affair as well as tour packages. So before you 
feel confident about telling the Arion business story, the video can do it for you.  
 
Step One – Tell A Brief Story of Arion Club.  
 
Step Two – Tell Your Own Personal Story    
 
Step Three – Let your prospect know, how they can benefit, financially  & well 
as socially. explain to them in detail. 
  
Step Four – Ask them to join you, The final stage of the presentation is when 
you ask your guest their opinion. 
 
I like to say, “Now that you have heard everything, what are your questions?” If 
they do not have any questions, it means I have done a good job explaining this 
simple business.  
 
Would you like to try some tour packages and become a customer of mine or 
would you like to build a business with me and become my sale representative.  
 
Step Five – Close  
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Handing Objections 
 
During the course of building your business through introducing these tour 
packages  and business to others, people will have objections and questions. 
When your prospect has an objection to try the tour packages  or start the 
business. It is helpful to identify the objection and address it. I have found that 
objections are really request for more information. Once the prospect has the 
information and feels comfortable with the material, they will usually proceed.  
 
   
 
1.         Listen carefully to the prospect.    
 
2.         Repeat the objection. This is to make sure that you understand what is 
stopping them. Also sometimes when you repeat the objection your prospect 
realizes this is not a real objection.  
   
 
3.         Use Fell, Felt, Found. Share with the prospect you experience or the 
experience others have had with this issue. For example:  
   

Sale Skills 
 
IV. Personal Business Plan  
 
   
 
  The importance of goals  
   
 
Desire is the starting point of all endeavors. Once some one desires something 
they must be able to define their goals and their course for success. One of the 
greatest books ever written on the subject to goals  is called ”Think and 
Grow Rich” by Napolean Hill.  In researching this book the author interviewed 
over three hundred successful people and from these interviews he distilled a 
formula of what successful men and women did to make their dreams come 
true. He interviewed Andrew Carnegie, Henry Ford, Thomas Edison and many 
other highly successful people . I encourage everyone here in this room to go 
out and get this book and read it cover to cover. All successful people I have 
known in my life talk about how great this book is.  
   
 
Long term and short term goal breakdown  
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Once you have a clear idea of what you want, break this goal down into smaller 
achievements. Make it so that each achievement brings you closer to your goal.  
   
 
What’s the best way to eat an elephant ? One bite at a time. The same adage is 
true for goals and desires. Don’t be afraid to walk slowly, and pick up the pace 
as you go along. Make your goals something you have in attaining yet just 
beyond your reach.  
   
 
Daily and weekly action  
 
   
 
When our goals are clearly defined in front of us we becomes quite clear about 
what it is that we have to do to become successful.Now don’t misunderstand me 
and think that I have to separate myself from the others who decide not to join 
me. I don’t. What I am saying is that I have the feeling that I can positively 
impact the lives of other people through the use of Arion tour packages  and 
through the involvement in the Arion business and my actions follow my beliefs.  
 
   
 
If you chose to do  this business and pursue your dreams, you must set time 
aside during the week to do this business. And during this time you should be 
strict with yourself about how you handle your time. If you treat your business as 
a business and not a hobby, then you will succeed. If you treat it as a game your 
results will be unprofitable. When you treat something like a business, you 
analyze your actions and activity with one simple question. This is fundamental 
to any business, not just this one. You should ask yourself, “how does this 
activity add to my bottom line”. This separates productive actions from simple 
activities and busywork.  
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IV.              a. Daily Action 
   
 
Six things you must do daily 
   
 

 Planning 
   
 
Every morning or evening, you should spend 30 minutes in a quiet place to plan 
your daily schedule, prioritize your activity and reinforce your vision. 
 
   
 

 Exercise  
 
   
 
Exercise can make you feel more energetic and more efficient.  
 
   
 

 Positive, aggressive and happy attitude  
 
   
 
Strengthen your attitude everyday by reading positive and motivating stories, 
listening to motivating tapes and constantly reinforcing hopeful message. Guard 
your life and stay away from dreamstealers.  
 
   
 

 Expand your personal social relationship  
 
   
 
Associate yourself with positive, optimistic and enlightened people. Surround 
yourself with people who are achievers. Together everyone will have a positive 
effect upon eachother.  
 
   
 

 Find new customers, Do business presentations and follow up.  
 
Arion is simply based on two fundamental concepts-merchandising and Arion 
ing. If we do these two things we will build successful business. 
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IV. b. Weekly Action 
   
 
Add one retail customer weekly  
   
 
These retail customers will give your business the volume you will need to 
develop and maintain.  
   
 
Train your down-line  
 
   
 
Part of your responsibility as a Member & Sale Representative of Arion Club ,is 
to provide your down-line with proper and correct training.  
   
 
Duplicate is the key to building a powerful and large organization. It is important 
to realize that this business begins with you. Whatever you do, you organization 
will also do. If you start to do this yourself. Your down-line will duplicate your 
training to their down-line and you will be able to see great results in the future.  
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IV. c. Becoming a Sale Representative  
   
 
How Much Time Do You Want To Give To Arion Business ?  
   
 
Please block out the time your are not available in the weekly time table 
provided e.g., currently working hours, time with family, house work etc.  
   
 
Then list the hours you will use to work your Arion business, add the hours and 
total them. This will help you to understand how much time you will have to build 
your business.  
   
 
Here are some approximate time periods you will need.   
 
To invite prospects you will probably need 30 minutes. The actual conversation 
will only take a couple minutes. However, you need time to prepare and 
followup. The presentation of the business will require about one hour.  
    

 
Decide in advance the time you will commit to your Arion business. How much 
time do you have for the Arion business ? How much time are you willing  to give 
in order to build your New Business ?  
 
Circle out your Arion business time. Then check with you goals and plan daily.  
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                                                IV. d. Values  
 
   
 
Most people must have a system to discipline themselves to work. If someone is 
disciplined in the basic and fundamentals of their business, it looks  easy ! So, 
why does one take ACTION ?  
   
 
Values. Values are the reason for action. Values get someone disciplined to do 
the fundamental and basics. Values are part of who you are and what you do 
everyday.  
 
   
Values are the reason WHY ! Values are the foundation to support your goals. 
One can only build a tower as high as the base is solid. Values are the 
governing principles that create the foundation for one’s business.  
   
 
Values such as INDEPENDENCE, FREEDOM, and CHOICE we all share. 
Values help overcome limitation. They are self-imposed and lead to inaction. 
Values are the why to take action.  
   
 
Develop values, and you will have the reason to contact people, create curiosity 
and interest, set appointments, do presentation and close.  
   
 
Sample Values :  
 
   
 

            I am a Contributor                    I am Innovative             I am Productive  
 
            I am a Giver                             I seek Excellence                      I am Competent  
 
            I have a Positive Attitude          I serve Others                           I am Honest  
 
            I Love my family                       I am Financially Secure I Love to have fun  
 
            I am a Leader                           I am Hard Working                  I have Integrity  
 
            I Grow Intellectually                  I am Physically Healthy I am Organized.  
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Sale Skills  
 
 
V.                 Positive Mental Attitude 
In life and in buildings a business, it is important to have a positive mental 
attitude. You would not let someone come into your house and dump garbage in 
your living room. Likewise, you would not want someone to dump garbage into 
your mind. Think about it this way. Everything we hear and listen to influences 
our attitude. Therefore, you should guard your attitude with your life. Your 
attitude is the only thing you can control and it is the only thing you have. Your 
mind and attitude are what controls your success. Focus your mind on positive 
and successful images and you will become positive and successful.  
 
There are eight influences which effect our attitude. Check the areas provided 
below and indicate whether these are positive or negative influences. If they are 
positive influences they do not need to be changes. Keep reinforcing the positive 
influences. If they are negative influences, ask yourself what you can do to 
change them. Try to stay away from negative influences. For instance, if your 
enemy comes to you and pours sugar in your coffee, what will happen? Nothing, 
except your coffee is sweeter that it was. What if your closet friend or relatives 
puts poison into your coffee, what will happen? You will die. Be aware who is 
putting what into your coffee. Sometimes poison from people who are close to 
us. You need to be aware of what people put in your mind.  
   
 
The Eight Areas Influence  
 
1.      Spouse  
 
2.      Family and Relatives  
 
3.      Friends and Neighbors  
 
4.      Business Associates  
 
5.      Newspapers  
 
6.      Movies  
 
7.      Books  
 
8.      TV and Audio / Video 
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VI.              a. Associations and Meetings 
 
 
You should associate yourself with people who have a positive attitude. They 
are most likely to be the people who will have the most success in this business. 
They are the people you should look to and learn from. Attend regular meetings 
and those who will help you to succeed in this business. Listening to successful 
stories will help you learn skills and help you to focus on the positive aspects of 
the business and motivate you to grow and do more. Also these regular 
meetings allow people to share their experiences and build synergy.  
 
 
 



http/www.arionclubindia.com 
29

 Getting Started  

It is very easy to join! Please complete the information as desired and return it via E-mail  to our 
attention .You may require on time setup fee , depending upon your experience . We review the 
information of each newly registered Affiliate. In any event, we will keep you informed via e-mail as to 
the status of your request. Once you have registered and been activated, you start earning .It up to 
you Sky is the limit.  

Application for Sale Representative  
 
 

1. Name  
2. Father’s Name  
3. Gender  
4. Martial Status  
5. Age_______Years       Date of Birth  
6. Address for correspondence  

 
Residence no  
Locality  
City  
Distt 
State  
Country  
PIN/ZIP code  
 
Phone  
Fax  
Mobile  
E-mail  

 
7. Present Location  
8. Non Resident Indian Yes/No 
9. Permanent Address in India  

 
Residence no  
Locality  
City  
Distt 
State  
Pin code  
Who lives there  
Passport Number  
When did you first leave India 
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10. Please give details of country / places lived in  
Since leaving India, chronologically  

 
S. 
No 

Country & City   Period / Duration  Purpose for 
stay  

If Service, 
 please give job 
description  

     
     
     
     

 
If not applicable , please give the detail of  
Migration of parents / ancestors  

11. Nationality (in case applicant is not a NRI) 
12. Academic / Professional Qualification   

 
 

S. 
No 

Degree Held Year Board /Univ/ Institution 

    
    
    
    

 
 

13. Language known  
 
 

S. 
No 

Language Read Write  Fluent in 
Speaking  

  Yes No Yes No Yes No 
(a) English        
(b)        
(c)        
(d)        

 
Select any two for Col( b & c) 
Assamese, Bengali, Bodo, Dogri, Hindi, Gujarati, Kannada, Kashmiri, , 
Malayalam, Marathi, Nepali, Oriya, Punjabi, Sanskrit, , Sindhi, Tamil, Telugu, 
Urdu, 
 
Select any one for Col (d ) 
Chinese, French, German, Italian, Japanese, Spanish
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14. Present Occupation  
Service, 
Own business  
  

15. Nature of Business  
Manufacturer  
Distributors  
Dealer  
Reseller  
Retailer  
Vender  
Service Provider  
 
Please enter the Serial number from the list for  
the nature of service you provide  

16. How much you are expecting to earn commission , 
as a representative of Arion , & at what rate of % 

17. Legal Identity  (Constitution of the firm ) 
Proprietorship  
Partnership  
Private Ltd Company  
Other  

 
18. If other than Individual/ Proprietorship  Number of Partner / Share holder  

The designation of the applicant in the firm  
Name of the firm (If already existing ) 
Date of Incorporation / Registration / Commencement of business  
Number of employee  

19. Registered office /Business Address,   
 
Locality  
City  
Distt 
State  
Country  
PIN/ZIP code  
 
 
Phone  
Fax  
Mobile  
E-mail  

 
 

20. Business area ,selected  
21. Would you like to volunteer any information?  
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Signature  
Name  

Designation  
(For Partnership firm/Private Ltd.Co) 

                                                                     
 
 

Date ______________ 
Place______________  

 
 

 
 
   
 
 
 
   
 
 
 
 
 
 


