
63 Business Building Guide

E
n

ro
ll

Discover	Their	Pathway	

Understand the three pathways below so you can effectively discover which one interests each enrollee after they experience a 

presentation or a Wellness Consult. Use the following to help determine where to best place them. Choose long-term vision and 

success	over	short-term	needs	by	placing	people	where	they	will	best	thrive	and	be	supported.	Refer	to	page	108	for	greater	

details on the following roles.

Placement	Strategy
The	successful	placement	of	your	new	enrollees	is	critical	to	getting	paid,	rank	advancement,	and	long-term	success.	

Establish	clear	expectations	to	safeguard	relationships,	as	some	choose	their	path	right	away	and	others	take	time	to	choose	to	

go beyond being a customer.

14-Day	Follow-Up 

You	are	given	a	14-day	window	to	support	new	members	

you	enroll.	Use	their	first	14	days	and	their	Wellness	

Consult	as	the	time	to	learn	more	about	their	interests	

and	desires,	and	then	make	better	placement	decisions.	

Consult	your	upline	for	support	and	strategy.	

Your engagement with your new enrollees is critical to 

their long-term success. Use these placement strategies 

to guide your follow-up activities. To truly change lives, 

think	of	these	first	14	days	of	their	membership	as	the	time	

you	“pay”	the	price	to	ensure	your	business	success—and	

all it costs you is a little bit of your time to show you care.  

By modeling this support, your builders are more inclined 

to do the same.

Builder
• Wants to create income.

• Enrolls	as	a	Wellness	Advocate.

• Commits	to	a	100+	PV	LRP	order	
monthly to receive commissions.

• Probably scored higher on tally.

Identify	What	Kind	of	Builder

The placement of builders on your 
team is crucial for long-term success. 
Place builders who are committed  
and	capable	on	your	first	level.	
Consider putting builders who are 
either committed or capable on your 
second level. 

• Committed: Follows and completes 
the 5 Steps to Success.

• Capable:	Enrolls	a	builder	on	
their	own	in	their	first	14	days	of	
committing to build.

Customer
• Primary interest is in using the 

products for personal health and the 
health of their family. 

• Enrolls	as	a	Wholesale	Customer.

• May	or	may	not	be	on	LRP.

Sharer
• Wants to share with others by 
hosting	a	class	or	one-on-one(s).	

• Enrolls	as	a	Wholesale	Customer	
or—in order to enroll others and 
receive commissions—enrolls as a 
Wellness	Advocate.

• Is	on	LRP	with	a	100+	PV	order.
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What	Is	Your	Role?

Enroller

•		Usually	the	person	who	brought	an	enrollee	to	dōTERRA.	

(Whose	contact	is	it?	Who	invited	them?)

•		Receives	Fast	Start	Bonuses	on	the	new	enrollee’s	purchases	

for	the	first	60	days	after	enrollment.

•		Works	with	Sponsor	(if	different)	to	predetermine	who	does	

Wellness Consult, follow-up, and other support.

•		Enrollee	counts	for	enroller’s	rank	advancement	(one	per	 

physical	leg)	but	does	not	have	to	be	on	the	frontline	of	that	leg.

•		Always	keep	enrollership	of	your	enrollees	until	it	makes	

sense to transfer it to their Sponsor or another builder for  

rank advancement and long term building strategies.

Where	Should	You	Place	Them?

Place	new	enrollees	where	they	will	best	grow	and	be	supported.	Add	builders	as	you	find	them.	The	pace	of building 

team structure varies. Depending on when your builders or business partners are enrolled and engage determines the rate 

at which you launch each new leg. For example, some start with one builder and grow from there, while others may start 

with	three.	Perhaps	they	began	with	a	larger	network	or	previously	established	relationships).

 
Find	Three

Ideally, you want to find three builders during your launch process. Continue to refer back to your Names List and 

Success Tracker	to	reach	out	to	those	you	identified	as	potential	builders.	As	it	can	take	multiple	interactions	and	

experiences	to	qualify	committed	builders	(which	is	why	utliizing	the	14-day	follow-up	window	is	critical),	use	the	

strategy	below	to	help	support	your	Power	of	3	Bonus	and	future	rank	goals	structuring.	Consider	placing	one	or	two	

customers	on	your	frontline	to	support	needed	volume	for	your	Power	of	3	$50	bonus	qualifications.

1.	 Enroll	your	business	partners. 

2.	 Place	them,	choosing	long-term	vision	and	success	over	short-term	needs.	 

3.	 Move,	if	needed,	within	14	days.

Sponsor

•  Person under whom the enrollee is directly placed  

(also	referred	to	as	their	direct	upline).

•	Benefits	from	Power	of	3	and	Unilevel	Bonuses.

•		Assists	with	the	Wellness	Consult	and	other	follow-up	needs	 

(depending	on	arrangements	made).

An	enroller	can	change	a	new	enrollee’s	sponsorship	once	

during	his	or	her	first	14	days	of	enrollment	via	the	back	office.

To	change	someone’s	sponsor	in	the	first	14	days:	 

doterra.com > Back Office > Team > Sponsor Changes

WC/WA-S

WC/WA-S WC/WA-S WC/WA-S

WC/WA-S WC/WA-S

Key
WC = Wholesale Customer

WA	=	Wellness	Advocate 

WA-S	=	Sharer

WA-B	=	Builder

Level	1: Your Business Partners 
(Committed and Capable)

Ideal	Structure

WA-BWA-B
WC WC

WA-B

YOU

Level	3: Customers+

Level	2: Builders and Sharers 
(Committed and/or Capable)
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Top Placement Tips
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For	placement	changes	or	questions,	refer	to	Team Tab > Placements in	your	back	office,	your	upline,	

or	dōTERRA’s	Business	Advancement	team	at	801–370–2140	or	businessadvancement@doterra.com.	

Requested	moves	and	changes	can	also	be	sent	to	placements@doterra.com.

•  Place	your	customers	on	a	leg	where	they	may	have	

similar	interests	with	a	sponsor	or	would	connect	well	

with	others	they	already	know	or	live	near.	Based on the 

different columns of your Names List	(pgs.	15–16),	find	

ways to place people where they can best support each 

other. You could create a family leg, a common friend’s 

leg, location leg, or a niche leg.

•  As	you	continue	to	enroll,	consider	placing	some	of	your	

enrollments	under	committed	and	capable	builders	

who	are	actively	enrolling	and	supporting	their	team	

and	customers. Supporting them in reaching their goals 

can help you reach yours. However, placing under 

“potential”	builders	often	ends	in	frustration.	It	is	highly	

recommended that you maintain enrollership until it 

is earned by the new sponsor. In the event they don’t 

actually perform as promised, you will still have the 

option to grow your enrollment as your own qualifying 

leg or have the potential to later move them.

•  If	you	haven’t	yet	found	a	committed	builder	for	a	leg,	do	 

the	best	you	can	to	choose	someone	(like	a	trusted	family	

member)	that	you	could	swap	out	for	a	qualified	builder/

business	partner	later.

•  Remember	the	following	in	regard	to	Wholesale	Customers:

 - You	can	move	or	upgrade	them	within	14	days	of 

enrollment if their placement is better suited elsewhere.

 - They can upgrade themselves to a Wellness 

Advocate	(WA)	in	their	back	office.

 - If	they	decide	to	upgrade	to	a	WA	after	their	first	14	

days, their sponsorship placement remains the same.

 - If you want to change their placement (after their 

first	14	days),	their	WA	upgrade	must	occur	90+	days	

after enrollment. Once upgraded, in order to qualify 

for a sponsor change, they must enroll a customer 

with	a	100	PV	order	within	14	days	of	upgrading.	 

You	then	have	14	days	from	the	date	of	their	

enrollment to decide where to place them.


