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For network marketing profits, posture is just as 
important as knowledge. 
 
A proper posture or stature in network marketing is absolutely 
essential in obtaining lasting profits for you and your downline 
distributors. Proper posture is positive and powerful. It’s readily 
recognized by those around you — the distributors in your downline, your 
upline, company contacts, and critically important, by your prospects. You 
demonstrate it verbally, as well as, non-verbally. Your posture in network 
marketing is communicated through your words and your actions. Your 
posture is determined by your thoughts and beliefs. 
 
Posture is defined as the position or attitude of the body. It’s the 
characteristic way of bearing your body. As it pertains to network 
marketing, it’s the frame of mind affecting your thoughts or behavior 
regarding network marketing. Your network marketing stature is your 
overall attitude, development, and growth regarding network marketing. 
 

YOU must develop proper 
posture! 

 
It needs to be positive and powerful. Your posture in network marketing 
greatly affects your actions and the results you obtain. Potential 
distributors judge your opportunity by what they see and hear. First 
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impressions, the initial contact by you or your marketing materials, create 
lasting impressions. For many prospects, your posture is the critical 
ingredient in the decision to join you in a business relationship. Discover 
and internalize the elements of proper posture in network marketing and 
you can attain the success you seek and work to obtain. 
 

In addition to financial success, 
proper posture is the key to 
having fun and enjoyment in 
network marketing. 

 
Proper, positive, and powerful posture is not arrogance. I don’t like the 
connotation or the characteristic of arrogance. Confidence is not 
arrogance. Confidence is a positive characteristic and of utmost 
importance for positive results in recruiting and downline development. 
Confidence is a part of proper posture. 
 
Once you discover and create the proper posture for network marketing, 
you remove negative beliefs, fear, barriers of doubt, guilt, and skepticism 
from your attitude and appearance. In their place you deposit 
commitment, confidence, empathy, effective and persuasive 
communication, enthusiasm, and passion. It takes about the same 
amount of energy to create a negative or poor posture as it does to 
develop a positive and proper posture for network marketing. Poor 
posture provides no-win situations. Proper posture produces win-win 
relationships. 
 

As YOU build win-win 
relationships in network 
marketing, YOU succeed. 

 
There are five key elements for proper posture in network marketing. You 
must develop and maintain all five in order to really engage in the 
business with all your heart and soul. Many of you already have one or 
more of them, and hopefully all five. Discovering them and utilizing them 
empowers you to obtain the proven profits of network marketing that you 
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desire. It makes doing the business much easier. The five elements you 
need to internalize are as follows: 
 
Posture Number One: “I LOVE network marketing!” 
To be a successful professional in network marketing, you must love 
network marketing. I love network marketing! I have a passion for it. 
Network marketing is the last bastion of free enterprise. Network 
marketing offers the most powerful opportunity for the greatest number of 
individuals to succeed in owning a business. I love network marketing. 
It’s the best way for average people to enhance and own their lives. 
 
I am proud of the theory of network marketing. The theoretical principles 
that make the business work are powerful. When properly employed, they 
enable an individual to capitalize on the efforts of many. They empower 
people to earn a significant residual income and enjoy one of the greatest 
benefits of life — time freedom. 
 
If you are not able to love network marketing because of past experience 
or lack of knowledge, the key to obtaining the “I love network marketing!” 
posture, is education. Perhaps you do not comprehend the serious nature 
of the business opportunity. Maybe someone presented it to you with the 
wrong focus. Get more good information about the business. Study and 
learn the principles upon which the theory of network marketing is based. 
 
Once you understand these principles, choose an opportunity that 
conforms to them and can provide you the financial rewards that you 
seek. When properly presented and worked, programs that are built upon 
correct principles do not produce negative experiences. 
 

The theory makes good business 
sense. 

 
Use your business sense in evaluating the industry and any opportunity 
presented to you. There are programs that foster the “I love network 
marketing!” posture. 
 
When you love network marketing, you are never embarrassed about 
being in network marketing. You readily convey to others that you are a 
network marketing professional with a tremendous part-time or full-time 
career opportunity. You don’t have to use the “curiosity approach” or hide 
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behind deceptive prospecting techniques sneaking up on people in an 
attempt to get them in the business. The “I love network marketing!” 
attitude is recognized by prospects. They feel and know that you are 
sincere about what you are doing. Many are attracted to you because of 
your posture. 
 
Posture Number Two: “I LOVE my company!” 
If you are to sell others on your company, you must love your company! 
You must believe that it’s a dynamic company with great products, great 
management, great stability, a great compensation plan, great vision, and 
great potential. You love the company because it offers a complete and 
realistic business opportunity for individuals from all walks of life, and 
especially for part-timers. You are proud to tell others that you are 
associated with “XYZ Network Marketing Company.” You believe the 
company offers an unprecedented business opportunity — the timing is 
right to be involved with your company. 
 
Because 90% to 95% of the participants in network marketing are part-
time networkers, in order to love your company, the compensation plan 
must be designed to enable these part-time networkers to create 
significant residual bonus checks. If part-time participants cannot make 
money, how can you love the company? I love the company that I 
represent. 
 
All companies have challenges they must continually work through. They 
change, and there are always challenges. That is true for network 
marketing companies, as well as, what others consider to be more 
conventional and traditional companies. It’s part of business. To increase 
the love of your company, obtain and digest additional company 
information! Read the policies and procedures of your company. Learn 
about the management and key executives. Become familiar with the 
company’s mission statement. 
 
Because I have the strong postures of numbers one and two, when 
people ask me what I do for a living, I answer, “I’m in network marketing 
with a company called XYZ Company. What have you heard about XYZ 
Company?” 
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I respond with positive emotion 
and feeling. I say it with 
enthusiasm. 

 
I am not a “closet networker” that is embarrassed to let others know that I 
am a network marketing professional. 
 
Posture Number Three: “I LOVE my company’s 
products! I am my best ‘retail’ customer!” 
What this means is that I am a product user. Networkers have been 
taught to be “a product of the product.” You cannot expect others to get 
excited about your products if you don’t use them and love them yourself. 
When you are your best “retail” customer and use the products, you know 
from personal experience that the products work. You give personal, 
persuasive testimonial to the results that you obtain. You develop total 
confidence in the products and their validity. You continually use the 
products and make them available to others with enthusiasm and 
passion. Your prospects and customers can tell from your posture if you 
really love the products and are using them. Yes, I love my company’s 
products! They enhance my life and are valuable to me! “I am my best 
retail customer!” 
 
Posture Number Four: “I LOVE my distributor support 
organization! I tap my team members into the support 
organization!” 
A distributor support organization is essential to your success. Of course, 
company-provided support is necessary and helpful. But it’s critical to 
obtain training, support, and motivation from peer-group distributor 
leaders. These are individuals that are in the field. They are earning 
bonus overrides. They have “hands-on” experience in building distributor 
organizations and know how to teach others about team building and the 
development of residual bonus income. 
 

A distributor support 
organization should provide a 
“track to run on” that encourages 
and supports duplication. 
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Distributors can benefit from the leadership, tools, and training that make 
financial success in network marketing attainable for anyone who is 
willing to work for it. There should be key leaders providing the support 
and systems who have a proven track record of financial success in 
network marketing. The upline mentors and systems must teach and 
assist part-timers, newcomers, and full-time career professional to make 
money. The support organization should offer several synergistic turnkey 
systems utilizing fundamental principles of relationship building and 
financial success. 
 
You should have a strong desire to tap into the support organization 
because the leaders are people driven with a focus on teaching the 
business of network marketing, as well as how to do the business. 
 

The beauty of an appropriate 
distributor support organization 
is that it provides “institutional” 
support to all members of the 
team. Team members can tap into 
the support in many ways and 
don’t have to rely solely on 
personal sponsors for support 
and motivation. 

 
Such systems as personalized web sites, 24/7 audio and video 
recordings, newsletters, training, motivation, getting started in the 
business, and especially live, interactive conference calls are powerful 
elements of an institutional support organization. New team members and 
part-time team members can benefit from the personal assistance of key 
leaders and top money earners — they have access to them.  
 
Tapping your team members into the many systems of the support 
organization encourages and supports duplication. It increases the 
continuity of the program. Wise networkers love to be a part of an 
institutional support organization that remains focused on building 
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personal relationships among its team members. I love our distributor 
support organization and tap all of my team members into the 
various systems that are in place. 
 
Posture Number Five: “I ALWAYS seek win-win 
relationships!” 
Many people are able to develop the first four postures. The fifth may be 
the most difficult for people to acquire, and once you are in the business, 
perhaps it’s the most important. 
 

Network marketing is based upon 
win-win relationships. 

 
It’s really a team effort. If a network marketing opportunity is based upon 
the theoretical principles of network marketing, it builds win-win 
relationships for many, many people, and not just a select few who profit 
at the expense of the vast majority. When only a few succeed, it is win-
lose. 
 
Another way in which a win-lose relationship takes place, is when people 
come into the business and expect you, the sponsor or upline, to build the 
business for them. This does not work in the long run for the sponsor. 
 

To produce a win-win 
relationship, requires that people 
work together for a common goal. 

 
It means the sponsor or upline works with the downline, but not doing it 
alone, for the downline distributor. 
 
Always seeking win-win relationships puts you in a comfortable and 
proactive position. It helps your recruiting and prospecting mentality. YOU 
reject those prospects who do not like network marketing for one reason 
or another. YOU decline working with someone who does not see the 
power and financial rewards of your opportunity. YOU reject those who 
do not comprehend the significance of the results your products provide. 
YOU choose not to work with someone who expects you to build the 
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business for them — those who join network marketing with a “win the 
lottery” expectation. 
 
Any of these relationships would be win-lose or possibly even lose-lose. 
When you determine that a relationship will not be win-win, reject it. In 
this way, YOU become the “rejecter” instead of the “rejectee.” Then, 
you no longer fear rejection as some people do. Then, you proactively 
prospect, seeking win-win relationships and determine if YOU want the 
relationship. You look forward to contacting people because you are 
looking for those who desire a win-win relationship. Your attitude remains 
positive. You talk to people and remain enthusiastic. You find and attract 
business builders. 
 
If you allow others to reject you and destroy your positive attitude, then 
prospecting and follow-up become negative experiences. You become 
reluctant to call or talk to others. You are not sure if you want to follow-up 
with a prior contact. 
 

When you have the posture that 
“nobody rejects me,” the 
telephone never gets heavy. 

 
You are never reluctant to share this opportunity with others. If they don’t 
see the same thing in the opportunity that you do and don’t desire to build 
a win-win relationship, YOU kindly and politely reject them. When YOU 
decide that you are not going to work with someone, make sure to ask for 
referrals — names and phone numbers of people they know that do like 
network marketing opportunities. 
 
Once you truly get the fifth posture, you can have great fun and generate 
tremendous success in your business. It enables you to take charge of 
your business. You no longer have to deal with rejection the way that 
others teach you to do. You are not rejected. You simply don’t allow it to 
happen to you. 
 
I have a friend with two brothers. One is a millionaire in the hotel industry, 
while the other is a full-time network marketing professional with a 
posture for profits! He did not always have the proper posture. Once he 
obtained it, he was so excited and committed about his opportunity, the 
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products, and about helping people that he could not help but present the 
program to his millionaire brother. He was not worried about what his 
brother would think. He knew the program could assist his brother. He felt 
compelled to share it because he cared about his brother. That’s what 
getting the proper posture is all about. You can talk with anybody about 
your network marketing business. 
 
Another way to express this fifth posture is: “I reject people, nobody 
rejects me!” Once you comprehend the nature of win-win relationships, 
you realize that this is not a negative way to express the posture. It is 
absolutely essential to your success in network marketing. 
 
From Self-Affirmation to Mentor 
These five principles of proper posture in network marketing are powerful 
statements of positive affirmation. Read the statements out loud every 
morning and evening along with other self-affirmation statements. This 
habit helps you feel good about yourself and your involvement in network 
marketing. You are encouraged and motivated. You eliminate negative 
thoughts regarding network marketing. When you change the way you 
think and believe, you dramatically change your posture. These changes 
lead to a change in the way you act. Developing and maintaining the 
proper posture and action in network marketing drives you to create the 
success you desire and deserve. 
 
The proper posture in network marketing makes you a role model for 
others to copy. Now you create real duplication in your downline. You 
become the mentor as others recognize the positive stature that you bring 
to the business. Those who create and enjoy residual income and time 
freedom do it through the power of duplication. Be someone that others 
want to copy. 
 

Develop and model the positive 
and proper posture in network 
marketing that enables you to 
obtain significant financial profit 
in your life. 
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David A. Nelson has been a full-time network marketing professional for 
some 20 years. He has a successful track record as a distributor and 
trainer. He has a total commitment to network marketing and the viability 
of network marketing as a home-based business enterprise for great 
numbers of people, and not just a select few. He has a book published 
called: Create Your Fortune in Network Marketing: A Part-Time 
Distributor’s Guide to Financial Success. 
 
Prior to network marketing, he was a Sales Manager for Procter & 
Gamble and a District Sales Manager for Johnson Baby Products 
Company. In addition, he owned and operated the David Nelson 
Securities Schools of Denver and Dallas. He trained sales and 
management professionals to pass the National Association of Securities 
Dealers license qualification examinations. 
 
David graduated number one in his class with an MBA from Brigham 
Young University after earning a Bachelor of Science in Economics. He 
lives with his wife, Nanette, in Centennial, Colorado. To get more details 
about “Posturing for Profits,” feel free to contact him at 
dnelson@denveronline.net or 303-694-4151. 
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