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Share	Your	Story
When	you	share	experiences	about	how	your	solutions	make	a	difference,	you	stir	

curiosity and build value so that prospects want to learn more and are more likely to 

make the time to listen to a presentation. 

Write	out,	refine,	and	draw	on	your	story	so	you	are	freed	up	to	listen	to	the	needs	of	others.	Your goal is to expose them to the 

possibilities as you offer hope and relief. When the time is right, share your story and customize it in a way that is relevant to them.
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Product	Story

Be	prepared	to	share	your	love	for	dōTERRA	

products	and	why	they	are	important	to	you.

•  What challenge were you facing? How long had it been 

going on? What problems were created as a result?

•  What had you tried? What kind of results were you 

getting? What did that cost you?

• �What�led�you�to�dōTERRA?�What�was�different�

about their solutions?

•  What kind of results did you start experiencing? 

How have the products changed your life?

•  What is life like for you now? Where are you going 

and what are you doing in the future as a result?

How do you see the dōTERRA products meeting 

people’s needs and changing lives?

Business	Story

Be	prepared	to	share	your	hopes	and	dreams	 

and	why	you	chose	the	dōTERRA	opportunity	to	

build	your	future.

• �Where�were�you�before�dōTERRA?�Perhaps�you�had�

two jobs, were sick of working overtime hours, or grew 

tired of your work environment.

•  Where are you now? Maybe you are in the middle of 

shifting out of a current job situation, or are ready to do 

something new, or live more on purpose.

• �What�do�you�want�to�achieve�with�your�dōTERRA�

business and success? Is your "why" choosing to build 

your own dreams instead of someone else's? Have you 

set a goal to take control of your finances? Is educating 

people about wellness with essential oils part of your 

mission? Do you have a humanitarian project you plan 

to give to on an ongoing basis and would benefit from 

recurring income?

How do you see the dōTERRA business meeting 

people’s needs and changing lives?
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Connect	to	Discover

Start	a	Conversation	with	Someone	 
You	Haven’t	Connected	with	Lately

When someone receives a call from someone they haven’t 

talked to in a long time, it’s exciting, especially if they have a 

great conversation. But if it turns into a business opportunity 

pitch, it can take away from the feeling that it’s an authentic 

connection. When reaching out in this way, earn the right to 

share by being up front.  

In person or over the phone, start the conversation. It’s been 

such a long time, and I have something specific I wanted to call 

you about, but first. . . . Make a connection: 

A. How are you? Tell me what’s going on with you and your family. 

B. Catch me up. What’s going on in your life? I saw your post 

about. . . .How are you holding up? Talk for as long as it feels 

comfortable.

After	a	while,	the	person	you	called	will	usually	say,	“So, tell 

me what you were calling about.” Or you can say, I reached out 

because. . . . Transition to the purpose of your call. 

If you end up running out of time and have to get going, the 

person you called will often say, “You had something that you 

wanted to tell me.” Simply answer, It was so great talking with  

you again. I can call you tomorrow and tell you about why  

I wanted to call. Continue to connect through conversation  

and build the relationship.

Connect	to	Your	Solutions

Share	Your	Story	and	 
Ignite	Curiosity		

Tell the story of how the products have helped you and your 

family	(refer	to	your	story	on	page	36).	Be	specific.	Keep	it	

simple and to the point. Well, you know how we struggled  

with. . . .We’ve loved how dōTERRA essential oils have helped  

us. . . ! I’d love to share. 

Expose	them	to	the	possibilities:	

A. I’m just curious, are you open to natural forms of healthcare? What 

do you know about essential oils? Are you open to learning more? 

B. Seriously, essential oils are rocking my world, and I can’t keep this 

to myself! I thought you would love them too. Have you ever tried any?

C. You know how so many people are into natural wellness these 

days? It seems more and more important to support a healthy 

immune system, eat better, exercise regularly, get quality sleep, 

and get rid of toxic products around the house. Is that pretty 

much how you are as well? What kinds of things are you doing 

with your family? . . . What do you know about essential oils? 

Discover	Problems	and	 
Measure	Impact

Make your sharing relevant by asking questions to discover 

health priorities and add value during the conversation.  

Then, you can more naturally match your solutions to their 

needs. When it comes to your . . . (e.g.,	overall	wellness), what 

would you like to improve? . . . How is that affecting you? . . . How 

long has it been going on? What has it been costing you? 

Share	&	Follow	Up
Be open and aware as you create opportunities to share and invite, no matter where 

you are or who you are with. 

Look	for	and	create	opportunities	when	sharing	makes	sense	and	comes	naturally.	Whether with an existing relationship or 

someone new, build trust in every interaction. 

You don’t need to be an expert to successfully connect and share. Just be authentic. Discover what’s most important to each person 

you interact with by taking genuine interest in who they are, what they are experiencing, and how you can serve them. Feel free to 

use or vary the scripts below.
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