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Notice

Before and while completing the research contained in this book, both my
family and | received death threats. Out of fear, | had chosen the pseudonym "John
Jacob" at the time. | have since decided to both go public and publish in my own
name, Eric Scheibeler. The text is being updated to reflect his now.

This text is the original and contains the family pseudonym "John Jacob" and
this note is included to explain these references.

Your Help Is Needed

First, save all of your books, tapes, CDs and literature purchased through your upline's tools resources.
Secondly if you are a distributor or have been one, your testimonial could be very helpful. Please send the
amount of your net income/loss along with details of representations that were made to you to:
enschei@yahoo.com

You May Also Fax testimonials to 570-227-0060.

These testimonials will not be made public and will only be shared with regulators, consumer advocates
and government investigators. Putting up this site and releasing the book Merchants of Deception globally
for free is something that | have morally compelled to do. | am however, not naive, and am aware that by
taking these actions | am literally stepping in front of a bus.

Someone had to or it would never have stopped.

Legal Defense Needed

From what you have learned upon reading this site, you probably have a good idea what is going to happen
to me for exposing this global fraud. At the very least, a good number of attorneys are to immediately
descend upon me from Amway and its Kingpin distributors.

All of their actions will be made public. Despite this, | will need some of the best legal counsel in the
country. If you can refer a very large firm that would have an interest in a high profile free speech
case/defense, please contact me immediately at enschei@yahoo.com.

It appears that Amway’s Arbitration agreement and gag order were forced upon all of us to simply aid the
perpetration of known fraud and is therefore invalid. | will be silenced only when the public is safe.




Support Needed

If you would like to make a donation to support me in my legal defense and
efforts to bring about regulatory justice, it would be very much appreciated.
You can do so by going to:

http://www.paypal.com

to use Paypal's ultra-secure servers to send monetary funds, even if you do
not have a Paypal account.
My account for donations is my email address:

enschei@yahoo.com
PayPal
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People’s Perceptions of . ..
Merchants of Deception

"Mr. Jacob's book is a chilling portrayal of the process by which intelligent people can
persist for years in pursuing the Amway dream while making no money. It is all the
more significant because he earned his way to one of the highest distributor levels in the
Company. He understands the subtle methods used to keep distributors reaching for the
brass ring even in the face of dismal earnings and how they are prevented from learning
from each other that many, if not most, are in the same boat.

Jacob describes the mental conditioning that diminished his ability to make critical
judgments in the face of overwhelming factual evidence and his guilt about not attending
meetings even after he had decided to leave the company. I learned of similar experiences
from ex-distributors when I interviewed them for the State of Wisconsin's Amway
litigation in the early 80's. Such conditioning may explain why the tax returns (obtained
for this litigation) of all active Wisconsin Direct Distributors, the company's top 1%,
showed an average net income of minus $900. Why did these men and women persist in
earning their way to Direct Distributor status under these economic circumstances?
John Jacob’s book answers this question for those whose minds are clear enough to read
its pages."

- BRUCE A. CRAIG, retired Assistant Attorney General,
Wisconsin Department of Justice - Office of Consumer Protection.

(This statement is my own and not that of the State of Wisconsin)

"They have diamonds, limousines and mansions. John Jacob has a book. With cash
contributions to politicians they seek to influence regulatory agencies, state laws and
national trade policies. In telling his story, John Jacob asks for legality, honesty and full
disclosure. They pay ex-presidents of the United States, famous televangelists and
motivation speakers to prop up their image. John Jacob stands on his own and speaks
for himself. And they have a raucous army of followers, clingers and defenders who sing
and shout their praise. John Jacob gives voice to millions more who are silenced by
deception, manipulation, fear and shame. With such odds arrayed, Amway and its
related motivational organizations are no match for the thunderous truth of John Jacob's
expose."

- ROBERT L. FITZPATRICK



Author of False Profits: Seeking financial and Spiritual deliverance in
Multi-Level Marketing and Pyramid Schemes

“John Jacob's new book, Merchants of Deception is a must read! It reveals the inner
workings of one of the largest privately held companies in the world, whose distributor
force has used deceit and mind control techniques to ensnare millions of people around
the world. Cult mind control techniques are not only used in religious groups - they
have entered the world of business - and everyone must become aware of it, or risk the
consequences. John Jacob has shown in this book, how intelligent, educated mainstream
citizens can be seduced and controlled. After his years of committed leadership with
Amway, he experienced most of the characteristic psychological problems people have
after walking away from a cult. As a licensed mental health counselor, I can say that I
am convinced that there is a cult mind control problem with the Amway Motivational
organization's system. I have been counseling people with cult mind control problems
for over twenty years, and John Jacob’s problems fit the classic profile. I am so pleased
to see that he has worked hard on his recovery and that he is so dedicated to share his
experience and knowledge. He is courageous and I heartily applaud the release of this
important, new book.”

- STEVEN HASSAN M. ED, LMHC
President of the Freedom of Mind Resource Center www.freedomofmind.com

Author of Releasing the Bonds: Empowering People to Think for
Themselves

“Misconceptions abound about people who join groups-- but Amway? Why, this group
is main stream, these are people just like us--wanting a better life, sacrificing family-time
to make just a little more money. From Jonestown to Heaven’s Gate we have found
comfort in believing, ‘Those folks are a bunch of nuts-- Thank God I’m not like them!”

John Jacob’s chilling portrayal of life inside a professed money making machine will
convince anyone who ever said, ‘That could never happen to me’, to think again-- It can
happen to the best of us.”

- DEBORAH LAYTON

Author of Seductive Poison, A Jonestown Survivors Story of Life and Death
in the Peoples Temple.




“John Jacob was an Emerald in the Amway business, well on his way to Diamond. In
Merchants of Deception, he has drawn a brutally honest picture of high-level
achievement in a large Amway Motivational Organization (AMO). He describes vividly:

+ the poverty-level lifestyle he lived as a ‘successful” Emerald

* his gradual descent into mindless loyalty and obedience to the all-powerful upline

+ the enormous inconsistencies between the promises and the reality

» the demands on him and his organization to pour money into the system that was
secretly making their ‘leader’ wealthy beyond the bounds of avarice

» his huge financial, spiritual, and relationship losses, and those of the people in his

group
* and the nightmare of emerging from the deceptions and mind control.

After working as many as 100 hours or more per week for nearly ten years in his quest
for a lifestyle of freedom to enjoy his family, and achieving a level that fewer than 1/10th
of 1% of all distributors ever achieve, Jacob’s life began to unravel. Desperately clinging
to the hope that what he wanted to believe about ‘The Business’ and ‘the upline’ was
true, in the face of mounting evidence of lies and deceit, Jacobs suffered through months
where he was nearly catatonic as the internal and external battles raged. Through the
black pall of deep depression, enormous financial losses -- including bankruptcy and
imminent home foreclosure -- through the demoralizing realization that the 100+ hours of
work per week he had poured into ‘The Business’ had only served to take him away
from what was important to him, and through a serious death threat, Jacob emerges
victorious.

Is he wealthy? Not by a long shot. It will take years to overcome the financial and
emotional depredations of the fraud he was lured into. But he has his self-respect, his
sanity, his faith and his family back.

While there have been other books which exposed the AMQ's deceptions and lies, and
discussed the cultic mind-control techniques used to entice prospects and keep them
pouring money into their uplines' pockets, none has the raw, emotional power of this
personal account of one man's descent into the AMO hell and back again.”

- RUTH CARTER

Author of Amway Motivational Organizations: Behind the Smoke and
Mirrors

“After 4 years of ‘business building” and not even making 2500 in volume, our family was
breaking apart and we were near bankruptcy when I said I'd had enough. Our children
were suffering while we put their needs on hold until we ‘got free.” A few months after I



quit the Amway business my wife filed for divorce because I had suddenly become a
‘dream stealer’ and a  ‘loser.” This book chronicles exactly how the Amway
Motivational Organizations expertly use psychological, emotional and financial
deception to, at all costs, increase their secretive income source. My family and finances
are but one of the many casualties. This book is a gripping, well-documented white
knuckle express to the darkest depths of deception and betrayal.”

— ASHLEY WILKES, photographer/filmmaker

“Merchants of Deception by John Jacob is the engrossing account of the author’s
recruitment into a cult, his rapid advancement as a recruiter of others, his awakening after
many years of mind-dulling dedication to the cult ideology, his disconnection and
deepening disillusionment, and his progressively strengthening personal resolve that
what happened to him will not happen to others. The author could have entered into an
easy and lucrative settlement with the cult gatekeeper (Amway) that would have sealed
his lips and sealed the fate of many, many others. But he didn’t. The resulting book is a
modern story of awakening to the existence of an elaborate evil, and searching for one’s
own redemption.

The untimely and mysterious death of my son was the beginning of my own discovery
of the evil that cults perpetrate. The story of Noah’s death in Time: ‘Scientology, the
Cult of Greed,” May 6, 1991, and Readers Digest: ‘A Dangerous Cult Goes
Mainstream,” October 1991, resulted in an extensive public awakening. Americans,
however, still have a great deal to learn about the manipulative and destructive
organizations that riddle and subvert our society. John Jacob’s book is an important
testimony and will help make the world a better and safer place as it advances each
reader’s understanding.”

- EDWARD A. LOTTICK, M.D.

“In Merchants of Deception, John Jacob does a chilling study of how a destructive cult
can subtly, yet completely, take over one's life and reshape one's thoughts however the
leadership of the cult wishes. Though I was never a member of the Amway
Motivational Organizations, | was a member of a destructive cult for six years, and all of
the exploitations that John describes in Amway's MO also apply to me. The financial
exploitation, the powerlessness before the leadership, the reforming of one's thoughts so
that the group and its goals became the focus of one's life -- all were present in my
experience, and the experiences of thousands of people who have had their lives taken up
by one of these destructive groups. John goes through very explicitly how anyone,
given the right circumstances, can be taken in, and I highly recommend his book for those



interested not only in the practices of Amway's Motivational Organizations, but in
those of all destructive cults and who want to learn how to protect themselves and their
loved ones.

- NICK DICIACCIO

“As a mental health professional who works with people in cults and an ex-cult member
myself (6 years in Scientology), I have to say that John Jacobs has done a masterful job
at illustrating, in this compelling book, how certain business groups can have the very
same cultic dynamics as the more well-known religious cults. This book is a page-turner.
John Jacob tells the story of his experience within the Amway ranks, from his earliest
recruitment, to his decision to leave the organization and the emotionally and financially
devastating aftermath. This is an account I have heard many times before from ex-cult
members. This could just as easily been the story of any ex-member of any well-known
cult, since the dynamics were the same. In the organization I was a member of, there
was information that people were not told about, until they were both very emotionally
and financially committed to the group.

Controversial information was given only very gradually and people were told
acceptable truths. Had I known this information from the start, I never would have
gotten involved. The same holds true for John Jacob’s experience within the Amway
Motivational Organization. In my group, we were encouraged to perfectly ‘duplicate’
the material that came from our leader. No creativity or originality was allowed. Ditto
for the Amway group, who even used the exact same term that we did (duplication).
People who left the organization were considered to be miserable, degraded, losers who
had committed crimes against the group. Members were made to fear leaving the group,
which was seen, in our distorted, indoctrinated state of mind, to be tantamount to
complete personal destruction. Once again, we see this pattern throughout John Jacob’s
experience. The aftermath of the emotional traumatization ex-cult members go through
after leaving is also the same. If anyone thinks that cults have to necessarily be religious
in nature, they need to read this book, which solidly proves otherwise. 1 highly
recommend that anyone who's life has been touched by the cultic experience, read this
book, whether it be the professional, the ex-cult member, or a family member with a
loved one involved in a cult.”

- MONICA PIGNOTTI, MSW, CSW, ex-Scientologist




In the first half of the 20" century someone wrote that: “The broad mass of people falls
victim to a big lie more easily than a small one”, someone else that: “Work will set you
free”. In the second half of the 20™ century the instigators of the so-called “American
Way Association” (a.k.a. “the Amway Corporation”), Rich DeVos and Jay Van Andel,
have amassed hundreds of millions of dollars by following the first of these maxims and
by promoting the second as “the supreme truth”. At the start of the 21* century their
victims number tens of millions in 80 countries internationally; my own brother is one of
them in England. However, it is generally accepted that, to lie to people in order to get
their money, is fraud, which is a form of theft. A former US Marine, John Jacob, was a
victim of the Amway lie. He was deceived into working hard in pursuit of a cruel illusion
for almost ten years of his adult life; what he lost was far more precious than his
money—his human dignity. John Jacob’ book is not just an insider’s description of the
occult system, which DeVos and Van Andel have baptised “multi level marketing”, but an
important social document bearing witness to the most dangerous phenomenon facing
humanity-ritual belief instigated for the purpose of human exploitation (a.k.a. destructive
cultism). As a result of his discovering free information published on the Internet, which
the criminal controllers of Amway had tried to suppress, John Jacob was finally able to
break the chains, and escape from his psychological prison. As you will discover when
you read this book, his ordeal did not end there. He could have run away, but he took the
conscious decision to stand his ground and fight against this evil. I salute his courage! By
the way, the first of the above maxims was published in 1925, in Adolf Hitler’s “Mein
Kamf”, the second remains painted above the gates of Aushwitz.

- DAVID A. BREAR
Author of “Amway” The American Dream Made Nightmare (France)

As one who has spent years researching and writing books and developing analytical tools
for assessing the harm from network marketing programs, I am frustrated with the
difficulties in getting regulators and consumers to look at the impossible math of all types
of product-based pyramid schemes. The math and legal issues are enough to condemn
highly leveraged breakaway compensation programs such as Amway’s. But Mr. Jacobs
reveals a dimension with Amway that sets it apart in a class of its own — the extreme
cultism that has grown up within its ranks. Based on Jacobs story, and my own
background in psychology, I have to say that the psychological and social damage
suffered by many Amway participants is far greater than any of us had imagined.

Amway would have you believe that failure to make money in their program is due to
lack of skill or effort on the part of participants. Jacobs paints an interesting picture of



Amway dreamers subscribing to a continuing stream of sales tools and training to help
them be successful at doing the business. What is comical here, is that almost no one in
the program stops to ask whether their financial losses might be due to a fraudulent
system, rather than to their own inadequacies. Jacobs was one of the few who finally
came to realize that failure to profit as promised had far more to do with Amway than
with the distributor. He is like the child in the fable who shouted, “The emperor has no
clothes.”

Jacobs and I both see cognitive dissonance as an appropriate explanation for the disparity
between the belief systems or better judgment of participants — and their deceptive
behavior. In order to succeed at Amway, one must first be deceived, then maintain a high
level of deception (with the assistance of cultish control mechanisms), and finally go
about deceiving others. Jacobs story is a chilling portrayal of just how true that is. The
book is a great read, one I could not put down until it was finished.

Jacobs has it right now, and is doing penance by telling his story with
candor and courage.

-Jon Ml Taylor, Pthl
President, Consumer Awareness Institute and Director, Pyramid Scheme Alert,
Researcher and author of “Product Based Pyramid Schemes”

A captivating story which speaks directly to the human heart. John Jacob has
provided a well-documented, quite readable accounting of the pure seduction of the most
subtle, and therefore most dangerous, manifestation of evil — that which cloaks itself in
the name and teachings of Jesus Christ. However, the actions of the antagonists in this
story belie the hearts and minds that could not be further from the truth. These are
people, I believe, whom our Lord addresses in the 25™ chapter of Mathew with those
telling words: “Depart from me — I never knew you.”

[ am a busy professional with absolutely no “free time” — yet | found the time to
read this book and I trust you’ll find yourself doing the same.

- Joseph DeMay, M.D., F.A.A.P.

Far too often Evangelical Christians have remained silent or ignorant when it comes to
abuses within its own ranks. Little is said about abusive pastors, or cultic churches. Even



less is said about helping victims of cults or spiritual abuse. Such things rarely come up
on anyone's missions committees, or any committees as a worthy cause. It would be
unheard to even dream that the great Christian businessman such as Rich DeVos may be a
wolf in sheep's clothing. Yet that is exactly what Jacob's contends. His experience in
Amway is compelling evidence that Amway is abusive.

John P. Jacob's Merchant's of Deception masterfully and prophetically exposes this
system of serious abuses in Amway and Quixtar. Jacob spells out a modern day tragedy-
the promise of financial success, the subtle conditioning to achieve such success, the
inability to gain the wealth promised, the ensuing blame and guilt management lays on
distributors for not making it, and then the incredible high cost to achieve the false
promise (i.e., 100 hr. work weeks, exhaustion, financial ruin, depression, etc.)
Concurrently, Jacob gradually realized that Amway and all its related enterprises was a
program of lies, deceit, false promises, moral blackmail, and possible criminality at the
top levels.

For John Jacob, possession of this truth was dangerous, it was possible life threatening.
In sum, John Jacob in Merchants of Deception was a victim of a type of social influence
that I have commonly seen over the last 17 years in my full time practice with victims of
destructive cults.

In spite of several serious reports of death threats John Jacob refused to be silenced.

Typically, the church unknowingly reveres the abuser and discredits the victims. Yet the
mission of the church is the opposite. It's mission is to silence the "Wolf" and mend the
"Sheep." not silence the 'Sheep" and feed the "Wolf". In Jacob's case Christian publishers
nearly succeeded in silencing the sheep by refusing to publish his book!!!

Jacob's Merchants of Deception should serve as a wake up call to those is the church who
are unwittingly feeding the wolves!! His book is a must read. It is a call to action.

Paul R. Martin, Ph.D.

Psychologist and Director

Wellspring Retreat

A Rehabilitation and Retreat Center

for those recovering from spiritual abuse
and cultic affiliation
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Purpose

Despite your initial thoughts, this book is not an assault on Amway distributors.
The purpose is, rather, to stop the incredibly, well-orchestrated harm that is being done to
them. You see I, myself, was a high-level Amway distributor who devoted nearly a
decade to building a global business.

Throughout this book, you will know me as John Jacob, not my real name. You
see, entering Amway was the easy part. Leaving it, after achieving such a high level, has
been an entirely different story. The secrets I discovered resulted in a threat on my life
and unspeakable slanders being circulated about my family. But I cannot keep silent. I
feel compelled to share what really happened to me, so that other innocent people will not
be led to financial slaughter and personal destruction.

My wife and I were first introduced to “The Business,” as Amway distributors are
taught to refer to the corporation, on November 15, 1989, and we got off to a relatively
fast start as new distributors. We moved quickly through the ranks and went “Silver
Direct” in our first year. During the next ten years, we devoted all our energies and
resources to The Business, resulting in our moving on to “Emerald,” a level achieved by
only a small fraction of one percent of distributors in any year in North America. We
recruited and sponsored literally thousands into our Amway business. With this
background, you can see that [ am not a spectator, an outsider, or someone who just gave
it a quick try and now has an axe to grind.

I am a former Federal Auditor who, upon first seeing this business, evaluated it on
the basis of logic, not emotion. Based on what I was told, shown and observed, it looked
very good; the great hopes and dreams my wife and I had for our family and future
seemed about to be realized, as we began to work on building our business. We
sponsored large numbers of people into The Business and went from being attendees at
seminars to being the only speakers at some of these daylong functions. It was not easy
for two relatively shy people; neither of us had done much of any public speaking before.
Nevertheless, in a few years we were onstage speaking to thousands. Our “upline”
(people above our level in The Business and ones who had directly recruited us) even
flew us to Argentina to speak to an organization there. I traveled through Japan to the
Philippines and worked in many cities there expanding our business. The Amway
business that Kathy and I developed, our organization, also expanded into Europe and
South America.

My wife and I went from listening to motivational tapes every day to having tapes
of our own seminars marketed internationally. In a few years, under my upline
“Diamond’s” guidance, I left my corporate career and had a “retirement” party at the age
of thirty. The American dream seemed to be very much alive; not only for us but also for
the friends we were going to lead into the Promised Land.

We continued to build our business and were given more and more
responsibilities by our upline “Diamond.” I attended the secretive, invitation-only, Yager
Network Marketing Institute (YNMI) that provided specialized training for rising “top
guns.” I was also given the opportunity to run much of the backstage coordination of



speakers and hosts at the many motivational “Dream Weekends” and “Family Reunions.”
These are two of the largest seminars a year in Amway with thousands in attendance. The
Amway business Kathy and I developed grew so large that by the January 1999 Dream
Weekend, our group alone represented almost exactly 10% of those in attendance.

Working the backstage is considered a dream assignment for anyone in The
Business. What a thrill for a regular couple like us to meet motivational guest speakers
and personalities, such as Oliver North, Dave Thomas, Robert Schuller, Zig Ziglar, Glenn
Campbell, Roy Clark and others. Not only that, but the backstage job also afforded me
the opportunity to meet many of our personal heroes, the Amway Diamonds. (“Diamond”
is an award level given by Amway to signify a very high level of success in the Amway
business.) We were captivated by the quality of life they described. Many referred to the
“Diamond lifestyle” as affording them six Saturdays and a Sunday, unlimited family time,
and residual income to help others. These rewards were a source of great motivation to
Kathy and me, as our faith and our family have always been of primary importance to us.

We learned that there was a very specific pattern or system for success in the
Amway business. As a matter of fact, within it, we were told there was a “100% success
rate and outside of it a 0% success rate.” My sponsor and the rest of my upline referred
to this system for success continually. It involved the ongoing weekly purchase of
cassette tapes, books for daily reading, videos, CD-ROMs, tickets for the monthly
seminars and frequent training sessions. (What we didn’t realize until much later is that,
in essence, this system of success was little more than a gradual and unrelenting
indoctrination.) We heard a college professor, who also happened to be a direct
distributor; declare that this was the greatest educational system he had ever found.
Almost all of the millionaire and multi-millionaire distributors praised this all-inclusive
system as the most important resource they used in becoming wealthy in their Amway
business. It's hard to argue with results. There were hundreds who spoke of becoming
wealthy in Amway by means of the same system.

Many prominent speakers outside of the Amway business would make similar
representations. Respected author and lecturer Shad Helmstetter was brought in to speak
to thousands of distributors. This is the endorsement he gave of both “the system and “the
business”:

“I have traveled around the world. I have met, gotten to know,
interviewed, and followed up on year after year distributors from every
level in the business. I have watched the system that you have. It is a
system second to none. Don't ever try to change it. They've got it right.
Stay with it. I believe in the business because the business works.”"

He also took out advertisements in US4 Today to promote his independent

findings on the success of the Amway business and its distributors. The first letter of this
nature read as follows:

“An American Victory - Letter #1
(Wednesday, May 29th, 1996)

A Special “Thank You”



To All Amway Distributors and Friends

After a long and careful evaluation of who you are, what you do, and
why you are successful, there are some things you should know about
YOU, as an Amway Distributor.

First off, you made a good choice! You are a member of one of the
finest, most positive, and worthwhile organizations in the world today.
You represent free enterprise at its greatest, and personal growth at its
best.

You are at the heart of what is right about America. You recognize
the values of faith, home and family, good goals and honest work—and
you make those values an essential part of your business and your life.

You lift people up. You build the healthiest kind of self-esteem in
yourself and in others. You care about people. You give them hope, and a
future, and freedom. Because of Amway, and the important work you do
in your business, you are helping more people than you will ever know.

You are not only building a business, you are creating a better
life—for yourself, for your family, and for the rest of the world around
you. You and your organization are helping bring this country back to the
roots of its greatness . . . and you are taking that message of freedom and
greatness with you wherever you go.

You have the leadership and guidance that comes from the highest
levels of character. Your success is founded on decades of experience of
quality people, working together to make your business second to none.

You have the right tools, the right plan, and the right attitude. If you
are presently an independent Amway Distributor, you are in the right
place. Stay with it. (If you have not yet become a part of this exceptional
group of people, you should.) Whether you are just getting started, or you
are experienced in the business, one thing is clear: the best is yet to come!

There are many fine people everywhere who join me in thanking you
and recognizing you for the great job you're doing. Never forget:

“There may be no greater service you can perform—for the
betterment of your life, your family, your community, your country, and
for the betterment of mankind—than to be a positive, active member of
the Amway organization.”

You should be proud of the team you're on. Yours truly is an
American Victory. God bless you, and keep doing it!



Shad Helmstetter, Ph.D.”

Many, like Mr. Helmstetter, would come in and speak of the virtues of our upline
leaders as well. Our new leaders seemed to be people of unquestioned principle,
speaking often about faith, character, courage, and integrity. The many Diamonds that
were brought to inspire us affirmed that the leaders we were working with (almost always
a husband and wife team) set the standard in the area of values. These couples were bold
in proclaiming their faith and patriotism and also in practicing what seemed then like
unparalleled generosity. The reason they were so successful, we were told, was due to
their having helped many, many others succeed financially. We were reminded that the
same practice of helping others would become the measure of our success.

The Diamond-level distributors became real-life heroes not only to us, but to our
children as well. I studied and emulated their every move and mannerism. What a
fulfilling life we were going to lead by helping so many of the people we loved! Our
group, indeed, was more like a family to us than friends or business partners. We had
little time for any relationships outside of Amway; consequently, our children referred to
members of our new Amway family as “aunt” or “uncle” so-and-so. This is an Amway
pattern, such that there are distributors who have affectionately named their pets, and in
some instances their children, after members of their upline.

After achieving the level of Emerald, we spent more and more time around many
very wealthy distributors and even had some personal time with billionaire Amway
founder Rich DeVos. It was this increased contact with high-level distributors, from
Diamond through Crown Ambassador, that finally permitted a chance event of fate to
lead us to some terribly disturbing discoveries. These inadvertent discoveries eventually
led to an agonizing exodus from “our” business, my becoming a federal witness and the
actual publication of this book. The carefully guarded secrets I discovered, and am about
to share with you, became a nightmare that plagued our every waking moment, an evil
monster that ate at the fabric of our carefully structured lives like a swiftly moving
cancer.

I was horrified to discover and later document that the Amway business is used in
a “bait and switch” fraud of global proportions. As much as 94% of some Diamonds’
income is derived not from Amway but from another, secretive, source altogether. As a
result of this, nearly all of the thousands of people we brought into the Amway business
lost money. Some lost tens of thousands of dollars. We were unknowingly used to extract
millions of dollars of good people’s hard-earned money for our upline Diamonds’ covert
business. Amway’s owners and management have known of this deception for twenty
years and have failed to stop it. Looking the other way has made them wealthy beyond
belief.

Before we entered The Business, I figured the only danger was that I might waste
a few weekends and lose a couple hundred dollars of our savings trying to move product
that wouldn’t sell. After ten years in The Business, I realized the danger had unbelievably
escalated to not only the worst kind of slimy character assassination, but also having my
life threatened.

I am going to share with you the reaction of our leaders, upline Double Diamond,
and fellow Amway distributors as we revealed the truth. The people we had admired and



loved worked insidiously to undermine our position in the community. Our horrifying
escape from building “our” Amway business, its related “support” system, and our upline
may literally keep you awake at night. The unnamed symbiotic relationship between
Amway and its related Motivational Organizations has unimaginable psychological and
financial control over many of its distributors. In fact, the enormous motivational
organization, that I was a part of, is a cult (using the very definition of such provided to
Amway distributors on tape and at a seminar). This cult exercises control and
manipulation over distributors beyond your imagination. We got started in this venture to
experience the freedom of owning our own business and setting our own income in, what
was described to us as, the purest form of free enterprise.

You may be thinking, “Come on now, Amway is just a harmless soap business,
right?” My friend, I wish this were true. However, it is not. We have been advised
repeatedly that we could “sell our business.” Included in that sale would most likely be a
half-inch thick secrecy or confidentiality agreement. My silence is not for sale at any
price. I was used as a dupe to swindle so many people that I cannot be silent and live with
myself. Already, I have lost almost every friend I have ever had, been bankrupted, and
forced to the brink of foreclosure since speaking, on a small scale, of what I know to be
the truth. It is a strange irony that those I loved the most now see me as the enemy. Many
of my closest friends have participated effectively in our character assassination. Some
pray for us, believing that Satan is using us to do a great evil.

Publishing this book is against the advice of almost all who care about me, but it
is one of several actions I am taking to stop the harm being done to so many families
around the world who are unconsciously buying into a cult.

This book may also serve as a guide to help many families who do not understand
the seemingly bizarre actions and motivations of loved ones in Amway/Quixtar. This is
not written out of a spirit of anger or retribution. I pity the people who took great liberties
with our trust and used us as unwitting dupes to extract millions from the people we love
most. One day, these cult-like leaders will have to face themselves in the mirror.

If this book helps you or someone you love, I am one step closer to undoing the
damage I did as a trusting Amway distributor. I am one step closer to being able to live in
peace.



“The difficulty is that a counterfeit initially looks so good
and feels so good that one rarely suspects something is wrong.
Only when the counterfeit is examined and compared with the
real thing does the counterfeit become apparent. By then it’s

often too late...” ™
- John Ankerberg and John Weldon

Note: The quotes and events in this book may not necessarily be given in
exact chronological order but have been organized by topic. Also, I have
tried to protect the people we were closest to in Amway by not using their
real names.

™ Ankerberg and Weldon, Encyclopedia of Cults and New Religions, Harvest House (Eugene, Oregon)
1999, p. xviii.
! “Walters” Free Enterprise 1997 Highlights video tape



CHAPTER 1

Theft by Deception

“Amway is one of the most effective marketing and
distribution companies in the world. Motivation and concern
for others set Amway people apart form the rest of the crowd.
They know that if you can change one person’s life for the
better, you have helped a community and changed the

world.””
- Robert R. Holcomb, M.D., PhD.

Our journey into the darkness began uneventfully. As a young, newly married
couple, Kathy and I were very much in love and enjoyed spending as much time as we
could together. I had a job as a Federal auditor, working for a branch of the Department
of Energy. The position provided a good salary for a recent college graduate. It was a
nice upgrade for me, after working in McDonald's, factories, and cafeterias for minimum
wage for most of my life.

I had moved out of my home my senior year of high school and understood,
firsthand, what it was like to struggle. The struggles of life had overtaken my parents'
marriage many years before. They each, in turn, found and re-married very special people
and began new lives. I grew up living with my mother and stepfather.

In terms of a home environment, we did not have much money. Too many of the
decisions seemed to revolve around what we could afford, not what was the most
important to us. Money seemed to be a master that controlled our most important
decisions. My mother and stepfather were hardworking, honest people. Despite this, we
always seemed to struggle. This had a profound effect upon the manner in which I
viewed success. As far back as I can remember, I wanted to succeed and to be in a
position to help the people that I loved.

I landed my first real job at McDonald's. Working the grill was a great learning
experience. Many other employees were just putting in their time, but [ was learning how
businesses worked. One night the owner came in, shook hands with the employees, and
then left in a powder blue Jaguar. Most of the other employees mocked him for being the
"rich guy," but I was excited. I had heard his story. He started as a waiter and then met
Ray Kroc, the founder of McDonald’s. Ray took him under his wing and mentored him.
It wasn’t long before he owned several McDonald’s restaurants. I just knew that if [
worked hard enough, one day I would be like my boss. Perhaps he would be my mentor.
Somehow, I knew that I, too, would become an entrepreneur.

Although bored with school, I read constantly. The usual focus of my reading was

* Robert R. Holcomb M.D., PhD., Vanderbilt University Amagram, May 1999



about real-life, “rags-to-riches” stories. The Horatio Alger stories intrigued me. I had no
interest in get-rich-quick schemes. My focus was on people that founded successful
businesses on a shoestring, faith, and hard work. Because of this, I started a lawn
maintenance service and soon had over 30 customers. Through this experience, I learned
a lot about both the good and bad nature of people. Some were kind and encouraging,
while others treated me like the "yard boy."

I worked hard and finished high school. Soon after graduation, I was off to a large
state college. For far too long, I majored in fun, and my grades reflected that. I was still
searching for the right answers for my future. Then, because so many of my relatives had
served in the U.S. military, I thought I should explore that avenue. I attended Marine
Corps Officer Training Boot Camp at MCDEC (Marine Corps Development and
Education Center) in Quantico, Virginia.

This proved to be one of the best experiences of my life, in terms of giving me
discipline. I graduated in the honor platoon and realized how much further I could push
myself both physically and psychologically than I had previously thought. While my
patriotism increased as a result of this time, I wanted a little more freedom in my choices
than a military career, as an officer would afford me. Upon graduating from the training
program, I took the option of declining my commission as a second lieutenant and was
honorably discharged.

Around this time, I decided to transfer to another University campus to get a fresh
start. I didn’t know any other students there, but that helped me to get focused on my
studies and my future. My transfer was one of the single most important decisions of my
life, because it was at the new campus that I met Kathy, the love of my life! Her quiet
confidence and gentle nature made her different from any other woman I had ever met.
Before long, when I wasn't with her, she was all that I could think about. She wasn't just
special: She was, and still is, “the woman of my dreams.”

I met her parents for lunch one day, and they were just like the Waltons from the
old family television show. They were kind and strong in a quiet way. They displayed the
same warm, compassionate nature that had drawn me to Kathy. This was unusual,
considering the fact that I was dating their beautiful twenty-year-old, only daughter. I
now marvel at their openness. (As the father of two young daughters, I can’t imagine
having the same composure. I would be tempted to greet prospective boyfriends while
wearing full camouflage with a Bowie knife in my teeth.... Fortunately, I have a several
years to prepare myself for that encounter.)

I graduated with a degree in business a year before Kathy and started my career
with the Government as a Federal Auditor. It was exciting to begin traveling the country,
as | worked within large corporations. My first audit took me to Jackson, Mississippi. It
was a wonderful place, where I met many nice people, but there was something
missing—a part of me was missing. I was scared to death of marriage and probably took
a job in far away Mississippi to avoid the decision. This was a strange contradiction. I
had met the woman of my dreams, but [ was also terrified of the idea of commitment and
loving her completely. It seemed that nothing good in my life had ever lasted; I was
afraid to get my hopes up and put my heart on the line.

There are a few moments in each of our lives in which we stand at life-changing
crossroads. One of mine came on a warm spring night in Jackson. I lived in a beautiful
apartment complex that had many elderly residents. Many were widows or widowers. I



was walking my dog one evening and saw several elderly men and women out doing the
same thing. We exchanged pleasantries and commented on the seasonal weather. I
realized that they were very much alone. I was alone. Unless I did something different, I
would become them. The only difference between us was the passing of time.

I got on a plane and flew back across the country. I asked Kathy...okay, | begged
her to marry me! Fortunately, she saw enough good qualities in me to take the chance.
We drove straight to a mall to put a small down payment on an engagement ring. What a
great day that was! We were married in August of 1986, honeymooned in Cancun, and
returned to begin our married life at the next audit site in Miami.

The nature of my job meant that I was assigned to one big city after another for
months at a time. This got old quickly. Kathy and I longed to be back home near our
families, and we wanted to put down some roots. Over all, I found the daily routine of
auditing rather boring, but I did learn a great deal about documentation while employed
in that field. Working with people really seemed to create more personal satisfaction for
me than working with numbers and spreadsheets. So, I presented my boss with a two
weeks notice. Once home, I landed an entry-level management position as an underwriter
for a large insurance company. Fortunately, although this new job paid less than my
auditing one, we experienced an increase in lifestyle. Kathy accepted a job with the same
company, and we were able to spend a great deal of time together. Acquaintances
commented that they couldn't hack that much time with their spouse, but we very much
enjoyed taking breaks and lunches together.

We bought our first home, and it was an incredible dump. Some homes are fixer
uppers and some blower uppers; this one was right on the border. It was a dump, but it
was our dump. We took great pride in working together to make it a nice place to live.
Most of our friends shook their heads in disbelief when they first saw it, but with time
and with a lot of “sweat equity,” the house turned out great. It was a double home with
three bedrooms on both sides. The biggest advantage was that the rent from the one side
paid most of the mortgage. I studied real-estate seminars and used the equity in this
property to buy several others. Finally, we were beginning to plan for our future.

We spent a lot of time working on the home and met several couples that lived on
our street. Some of our neighbors told us that that they had gotten into Amway through a
mutual acquaintance. Privately, we thought this was a real joke. They had put pictures of
Mercedes and enormous homes up on their refrigerator and spoke often of Zack Walters,
this "Diamond Guy," who was going to help them get wealthy. I distinctly remember
feeling that they spoke of him with an unnatural level of respect. It was as if they
thought he were God-like. Our neighbors told us that our mutual friends, Kerry and
Chris,* had "gone Direct," whatever that meant. Because I supervised a woman at work
who had told me she was in Amway, I mentioned to her that Kathy had some friends who
had “gone Direct.” She informed me that they must be making at least $25,000 a year and
probably that was just through working part time. That figure was equal to my full-time
salary at that point. I still remember thinking that I would NOT go and sell soap, even for
that much extra money! I was too busy building a mini real-estate empire to be bothered
with door-to-door sales of soap.

One day, Kerry and Chris, the couple that had "gone Direct" in Amway, called us,
because their printer had stopped working. They knew I was handy with computers and

* Not their real names
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asked if I would come look at it. We went over and I tinkered with it for a while and then
gave it the last rites. Soon, the four of us were sitting around their dining room table.
They were very engaging and wanted to know more about us and how our properties
were doing. They asked so many questions about us that, out of politeness, I asked them
how their Amway business was doing. They seemed almost to cringe at the mention of
the word "Amway" and advised us that it wasn't really Amway. It was their own
business, and it involved hundreds of companies. Kerry and Chris told us that it was
going better than they had ever expected and wanted to know if we wanted to see "the
business" sometime. We agreed to look at it sometime, more to be polite than out of any
real interest. Kerry said he would call us, and we could get together when he had time.

As promised, Kerry called about a week later and set up an appointment to come
over. Soon, we found ourselves at our kitchen table seeing "the plan" for the very first
time. He explained that it was far more than just Amway. Kerry told us that, "Amway
was only the corporate supplier." We saw a catalog that had a huge selection of
recognized brand-name products. (Amway later developed brochures with the quote,
"Known for the Company we keep."' This went on to list companies like Kenwood,
Playskool, Samsung, Goodyear, Magnavox, Nikon, Maxell, Toshiba, Kodak, Puma,
Adidas, Champion, Hyatt, Nestle, 1zod, Seiko, Zenith, Sanyo, Sharp, Whirlpool,
Kellogg's and many others.) The most striking thing I remember about that day was
seeing the book entitled Profiles of Success. It depicted many, many couples who became
wealthy in the business we had just been shown. Over the next decade, I would become
so familiar with their stories that I could practically recite them by heart. At that first
meeting, Kerry told us that these Amway millionaires were actually willing to come teach
us how to do what they had done. But we had to be willing to do the work.

They explained that there was a specific pattern of success helping all these
people become wealthy in Amway or "The Business." The word Amway was spoken only
once in the two-hour presentation. They promised us that we would have access to
monthly seminars and ongoing training by people who had gained wealth through The
Business. The catalog and the diversity of products impressed me. Kerry explained there
were so many products, that we did not have to sell things. This was a relief, as neither
Kathy nor I were salespeople. Apparently, our business would be just to purchase
products we already used from their special catalog at discount-store savings and then
show the discount catalog to other potential “members,’ recruiting them to do the same. It
sounded good. At this first meeting and later at other meetings, these common
representations were made: "30% average off on everything you buy” and “Can you
imagine taking 1/3 of your household budget and putting it into your savings account
every year?"’

Much later, we saw a brochure that was made available to recruit potential
distributors. It alleged potential annual savings for a family of four of $6,481.° It was
explained that these massive savings were the result of two factors. The first was the fact
that "we" did not have the cost of traditional retail establishments. There were normally
large amounts of revenue eaten up by the cost of buildings, labor, employees and
employee theft. The second factor was that there were tremendous economies of scale
negotiated to the benefit of the distributors. Specifically, we were able to get a far better
price on sneakers, for example, because Amway purchased in such volume— perhaps
10,000 pairs at a time. We only needed to purchase one pair as distributors for our own
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use, but we reaped the benefit of the price negotiated for the bulk purchase. (The 30%
average savings on almost all household purchases was one of the most common
deceptive representations made to prospects to induce participation. Our sponsors would

not leave catalogs with us to check prices. We had to take the promise of savings on
faith.)

“Some people that are brand new, they come.. they say.. Who
sells? Somebody sells... I always like to say to them.... “when

you find that person let me know.”
- Amway Crown Jody Victor”

I was not interested in sales, so it appealed to me that you could simply "use your
own products and teach others to do the same." As we referred others and taught them to
shop “from themselves,” profits from these sales would come back to us monthly. The
"middle man" had essentially been cut out, and the profits that normally went to
traditional retailers would now come to us. This "wholesale" arrangement, we were told,
was what created the many millionaires and multimillionaires depicted in Profiles of
Success. A black information pack, containing quite a bit of literature and two cassette
tapes, was left for our review. It was a catchy idea, but we were indifferent at that point.
Before they left, Kerry and Chris had arranged to come back in two days to pick up the
information and to answer any questions we had.

Before our prospective partners arrived, we were already having an argument over
The Business. I knew the value of mentors. After many trials and tribulations, Kathy had
given birth to our first child, Josh, and did not ever want to be away from him. I knew we
needed to get around wealthy people, if we were ever going to succeed. In the middle of
this “discussion,” the doorbell rang. It was our Amway friends.

Somewhat to our surprise, Kerry and Chris did not want to talk much about
Amway at all. Instead, they focused on helping us create a list of our dreams and goals.
Sure we wanted to be debt free, have a nice home in a safe neighborhood, drive newer
and safer cars, vacation, help our parents, and be together; what did that have to do with
how this business worked? They pulled out Profiles of Success again, and we thumbed
through it. They told us that the Amway Diamonds featured in the book had no work
schedule and extensive family time. This lifestyle was constantly referred to as one of
“six Saturdays and a Sunday.” Because of the residual or regenerative nature of the
income, the more you made, the less time it took. (We actually found out much later that
no one lives this reported lifestyle.)

[For purposes of clarification, let me again state that the quotes and
representations referenced in this book are not necessarily in exact chronological order,
but rather in topical order. They are indicative of the statements and business
philosophies that were promoted to either prospects or distributors in Amway.]

" It’s Unbelievable audiotape DBR 897
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Don’t you want to be like Ray Kroc?

“Amway is an outstanding company that understands the
power of motivating people to discover and reach their

potential.”
* Zig Ziglar

One of the many analogies used by Amway distributor leaders to illustrate this
was a reference to the McDonald’s franchising system. Would you rather own one
McDonald’s or be Ray Kroc and have the right to franchise or duplicate your efforts?
Isn't it far better to have 10% of one hundred businesses than 100% of one? By helping
many people succeed in owning their own franchise, so to speak, you could literally work
yourself out of a “job” and live comfortably on the residual income, generated by the
businesses you started. This residual income stream could even be passed on to your
children as part of your estate.

There was "no way to lose money", as it was the perfect business opportunity
with "no employees or overhead."" When we questioned them about the apparent
pyramid nature of the business, we were advised "no one makes more money off your
business than you." Kerry later informed us, "This is a legal requirement that keeps this
business from being a illegal pyramid."

Profiles of Success sold me. It was obvious, from all the information we had
accessed, that this business worked! As a corporation, Amway was doing somewhere
around two billion dollars a year in volume, and was dealing with the many of the largest
manufacturers in the country, and had created many millionaires, as evidenced by
Profiles of Success. This appealed to me very strongly. All my life, I had dreamed of
succeeding and being able to provide very well for those I loved. I wanted to be able to
create a large income—and we were advised that the Diamonds were making at least
$250,000 a year in Amway. Most important of all, to have unlimited family time would
be a dream come true! I had always wanted to have my own business, and this looked
like the answer. I did not believe that anyone was willing to work harder than I would in
this business. If I could meet one of the many millionaire mentors, I knew we would
succeed.

We were very fortunate in that we were able to meet an Amway Double
Diamond, Zack Walters, in just a few weeks. Zack was "showing the plan" at a home
about 10 minutes from where we lived. We were told that he was a millionaire-maker. He
was a former teacher, who, we were told, had become a millionaire in this business in
only four years. We were later informed, "he bought a home appraised at a million and a
quarter when he was twenty-nine years old...the same year he bought a bank." He
certainly sounded like someone who understood the principles of success, but we
remained cautious.

* Zig Ziglar Amagram January 1999
" Typical representation
" Not his real name.
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For some reason, we expected him to be somewhat arrogant just because he was
wealthy. When he drove up in his Mercedes, people were rushing to hold the door open
for him and to carry his briefcase. Upon entering the home, he was handed a cup of
coffee, already prepared exactly to his liking. It was almost as if a member of the royal
family was visiting. He wore a hand-tailored suit, expensive leather shoes, and tens of
thousands of dollars in jewelry; all of which certainly made him look like the picture of
success. This very slick image was exactly what we had expected. But much to our
surprise, he was very friendly and had more than his share of charisma. He joked and
laughed with those he knew. He casually walked around the room and met most of the
new people. His sincere smile and warm handshake made us feel as if we had just met a
new friend. This was not at all what we had anticipated. After about 15 minutes of small
talk, our sponsor got up and introduced Zack as the speaker for the evening.

We expected a very hard-core, high-pressured sales pitch. We could not have
been more wrong. Zack began his presentation with a few lighthearted jokes that set
most of the audience at ease. The presentation moved into a description of how hard Zack
had worked before The Business in an effort to succeed. It seemed as if no matter what he
had tried to do in the past, he always ran out of either time or money. By now, he had my
attention, because this really sounded like me!

Zack went on to explain many people’s lack of success is due to our engaging in
production work of one sort or another. Specifically, most of us toiled our entire lives,
exchanging time for dollars. It would not matter if we were bricklayers or neurosurgeons,
as both merely traded hours for dollars. No matter how long we did this, we would
always be busy. Zack used many analogies to illustrate the point that most people were
working harder and longer for less and less. He emphasized that, according to the Social
Security Administration, 95% of the people at retirement would be either dead, dead
broke, or still working. Only five percent would ever become financially free.

How could anyone succeed against such staggering odds? It was really quite
simple, he explained. All we had to do was get advice from people who had already
achieved success. How do you stay broke? Simple. You just get advice from people in
the 95 percent group and follow it. To succeed, all people needed to do was ‘plug into’
others who have already succeeded, those who are in the five percent. Simply put,
wealthy people could teach you how to become wealthy. Even the best and most well-
meaning parents, teachers, accountants, attorneys, friends and co-workers could not
possibly help you accomplish something that they themselves had never experienced.
How could someone give you directions to a place that they have never been? This
philosophy made sense to me. I whispered to Kathy, “It’s what I’ve been telling you. All
I need to do is get business advice from a millionaire.”

Zack then spent an enormous amount of time developing people’s dreams. He
claimed that God’s word said, "a man without vision shall perish." Zack stressed the vital
importance of dreams and goals. He explained that most people don't focus on these
things but, instead, focus on the negative in life. Soon, we all were thinking about living
debt free, driving newer vehicles, living in newer homes in nicer neighborhoods, taking
our children to Disney World, helping our loved ones, and spending time with our
families.

Before long, most of us had verbalized these goals and objectives. Zack
commended us, saying that most people get so busy earning a living that they have no
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time to design a life. He declared that many people spend more time planning a family
vacation than they spend planning their entire future. Obviously, we were going to be
different, and it truly was exciting to think about the possibilities our future held. Zack
concluded the presentation with a quick review of the logistics of the Amway sales and
marketing plan. This portion of the two-hour meeting took only about 15 minutes. The
details became clearer, as we saw the plan again.

Zack described what we saw as a very specific two- to five-year plan for financial
freedom. Once again, Amway was mentioned only once, very briefly, at the very end. It
was described as only serving a supply function. The Business operated on a very simple
concept in that you just changed your shopping habits to purchase goods and services
from yourself, at a 30 percent discount over the retail stores, where you currently did
your shopping. Due to these economies of scale, the business was commonly referred to
as a "wholesaling business."

Now, as consumers, we collectively had nearly two billion dollars in annual
purchasing power. This represented an incredible increase in leverage, affording us the
ability to purchase things from ourselves at "wholesale." In wrapping up the meeting, he
thumbed through Profiles of Success, in which he was featured. There was one statement
that Zack made that I can still hear as clearly as if it were yesterday. He revealed, "This
business didn't make me a millionaire.. It made me a multi-millionaire.... Everybody has
got to be something." Kathy and I were almost in shock at the prospect of having a multi-
millionaire helping us personally. To make it even better, he spoke of his faith and time
with his family and of things we all cherish. He shared how he and his wife enjoyed
greeting the school bus together when the kids got home. He had found that elusive
balance in life and was willing to give us directions. I thought for sure this was it. I had
found my mentor.

There followed a whirlwind of introductory and follow-up meetings, and it
became time to "break open our kit." The only thing we knew this kit contained was a
"vendor number" to track all of the business volume back to us for payment. We were
surprised and confused to see the box was filled with Amway products. Was this really
Amway or not? It was explained that technically we were wholesale business owners and
that Amway merely served as our supplier. The most important part of the business was
the support side, which included the team of people in our upline. They would teach us
how to build a network through which large amounts of product would flow. On this
note, our sponsors completed the application and handed it to us to sign.

We were advised many times in The Business, “There is nothing in the Amway
kit to teach you how to build the business. Rich and Jay [references to Amway Co-
founders Rich DeVos and Jay Van Andel] haven't sponsored anyone in 20 years... your
upline is the source of information, as they have developed the organization that moves
the majority of all the products." We did not understand clearly if this was or was not
Amway. Specifically, it was not clear what the difference was between Amway and our
upline. Despite the initial confusion, we were excited about having a chance to build our
future together. We signed the Amway application, and our sponsors, Kerry and Chris,
congratulated us. We had no hint that what we had just signed up for would take us to the
brink of hell—nearly complete personal, financial, emotional, and spiritual destruction.
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Getting Started

Kerry and Chris scheduled a time to help us get some people together for a
meeting. They also left more tapes and a follow-up pack for us to go through. They left
most of the literature and products on our kitchen table but took the box with them. They
joked that we would get the whole box once we sponsored someone. This seemed a little
odd, but it was a distinct pattern that we would later learn, duplicate, and teach. We
closed the door, as they cheerfully congratulated us on becoming new business owners.
They were nice people, and they were actually going to help us succeed. We listened to
the tapes they left, which were full of motivation and inspiration. The speakers were from
different backgrounds, but all had developed incredible wealth and an enviable lifestyle
via The Business, Amway.

Many of the speakers on the tapes, like us, had originally held the misconception
that Amway was a door-to-door sales business. I decided that the concept of the
wholesaling business, or Network Marketing, seemed simple enough. I knew that I could
easily find plenty of people who would be interested in saving 30% off their shopping,
while developing a large secondary income. What an incredible concept! You would
actually succeed only as a result of helping your friends save money and succeed in their
own business. This truly was what I later heard renowned author and motivational
lecturer Zig Ziglar describe as a "Win/Win" opportunity.

Kathy and I still did not have a complete grasp of the mechanics of how The
Business worked. It was reassuring to know Kerry and other members of our "upline"
would always be there to explain the details until we were more comfortable with them.
This was like having a personal business consultant that you did not have to pay. This
mentorship program was one of the most appealing and key benefits of this business.
What a blessing to have successful people leading the way for us.

Kathy and I began studying the follow-up pack that described the mechanics of
starting your own business. The literature advised that to have a successful meeting, we
needed to invite at least twice the number of people that we expected to come. In the
follow-up pack, we also were given “inviting” techniques and instruction on how to
handle certain questions that friends might ask. I was very clearly coached to make
certain not to use the words "Amway", "products" or "selling" in the phone calls to
friends. There were many approaches suggested, but the basic call went like this:

Hi, Joe. It’s John. How are the kids? How's work? The reason I am
calling is that you seem like a very business-oriented guy. Are you
interested in making more money?

To better handle their response, since the people we called wouldn't have a script,
we were given a tape called "Telephone Inviting." A very successful, powerful Amway
Double Diamond, and former Amway Distributor Association board member had created
this teaching tape. I followed the instructions on that tape almost word for word. The
advice given on that tape was to say this:
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The reason I asked you.... I have my own business; I have gone into
business with a friend of mine who has a wholesaling business. They are
wholesaling all over the country and several other countries. We're
handling for Spalding, Westinghouse, General Electric, Craig and
Nutrilite and many other companies. And one of the things we're doing is
expanding right now and it looks like there is a good possibility that we
may be expanding in your area. I really don't know for sure. We're looking
for a couple of people that have their act pretty well together that have
some management background and some management skills.*

The GETTING STARTED literature gave specific responses to other questions I
might be asked. They were as follows:

Question: "Is it Amway?"

Response: “We get goods and services from over 2,000 different
manufacturers. Are you looking for a particular product line or what?"

Question: "Is it selling?"

Response: “Do you like to sell?" "No? Great! I'm not looking for some door-
to-door, party plan sales person. We're looking for some level headed people
to run and manage their own business."

Question: "Is it legal?"

Response: "Do you think I'd call you about something that could hurt you or
your family?"’

These responses seemed to allay my own questions, and I figured they accurately
portrayed what The Business had evolved into. Most of the people I called did, indeed,
have some level of interest. This proved to me that the system worked. Had I made the
calls without the tapes and literature, I would have been tongue-tied.

“The System”

“The case is...each and every one of you has an opportunity
today that is frankly much better than the opportunity was
many years ago. You have more tools for you to use. You have
more experienced leadership as everyone has learned over the

past years... to help guide you along the way.”*
- Doug DeVos

* Doug DeVos, Head of North American Operations, quote from Amway Special Guests Speakers D.
DeVos, B. Kerkstra GDL 96-21
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Every successful program has a system. The one used by The Business was later
described as a "field proven multi media professional development program."® As a
matter of fact, it was not only field proven, there was a 100% success rate among those
distributors that utilized it and, in turn, taught this pattern of success. We soon met many,
many wealthy Amway distributors at large seminars, who gave all the credit of their
financial success to the system. Most were openly Christian and praised both God and the
system for their good fortune. We were getting great results on the phone calls and were
very excited at the prospect of helping our friends. Most were young, ambitious couples
with families, and they could use some help in the area of finances. This venture was
looking like a dream come true.

Kerry and Chris loaned us a copy of Profiles of Success to keep until we received
the one that we had ordered. We stayed awake late every night reading each Diamond's
success story. Most all had struggled before they entered The Business. From the book
and the tapes that we were now avidly listening to, we learned that these people had
become full-time parents. Making money was not the highest priority in their lives. Most
all spoke about “the system.” Many praised God for their new lives. I was not a deeply
spiritual person at that point, but it gave me a sense of reassurance that we were dealing
with people of faith and integrity.

The tapes we listened to spoke not only of business success but also of patriotism,
family, and strong values. Kathy and I wondered how we could have thought that this
was some stupid door-to-door sales business. This was something great, and we were
going to be part of it. It was truly our chance to work hard for ourselves and succeed.
Many of the Diamond-level distributors that we met in person, or saw pictured in the
literature, wore large diamonds, drove luxury cars, and lived in palatial homes. This
flaunting of wealth did not interest me. However, my auditor's training to question
everything was appeased, because these trappings supplied documentation and
verification that this business worked. To Kathy and to me, "making it" did not
necessarily mean owning a Rolls Royce, expensive jewelry, and a home big enough to
get lost in. At that point, success meant having the freedom to be together as a family,
whenever we chose. It meant being in a financial position to help those that we loved.
The Business just provided a financial vehicle to take us from where we were to where
we wanted to go in life. We weren't going to change or get lost in this process.

Sometime early into the business, Kerry and Chris began promoting a weekend
seminar with Dexter Yager. Dexter was spoken of not only as the most successful
distributor in Amway but also in the history of all Network Marketing businesses. Before
The Business, Dexter had driven a beer truck in Rome, New York. Now when people
spoke of him, it was with an unusual awestruck reverence. He was doing somewhere in
the area of a billion dollars a year in business. But being new, we did not want to take the
time or spend the money for a whole weekend with an Amway guru. We settled, instead,
on driving almost two hours to the Sunday afternoon session to hear Dexter's leadership
talk.

We found what we thought was the right building; there were hundreds of well-
dressed men and women streaming into it. We asked a few people if this was the Amway
seminar. They answered something like "Walters International” and kept walking past us.
Confused, and feeling like an idiot, I asked someone else if this was the Amway seminar.
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Again, this person corrected me and said, "This is Walters' Enterprises." Then, seeing our
very real confusion, he walked us in to buy our tickets. It turned out that the business
name that we kept hearing was the name of Diamond Zack Walters’ Amway
distributorship. We quickly learned that saying Amway was taboo. This seemed unusual;
it did not make much sense that this was a 'dirty word' among what seemed like a large
group of Amway distributors.

We purchased our tickets and walked into a large hall that must have seated about
1500 people. The women in the audience wore conservative dresses, and the men were
nearly all clean-shaven and in suits. It was a sharp-looking group. The energy in the room
was contagious. We met a few people, and they all seemed friendly and upbeat.
Someone walked onstage and began to warm up the group, pep-rally style. Many yelled
with excitement. This seemed odd, but we were intrigued, wondering what caused the
near evangelical fervor in the room.

After several speakers had each worked the crowd into an even more excited
state, Zack and Molly Walters were brought to the stage as our host and hostess for the
day. The crowd seemed suddenly to have lost their minds! There must have been a three-
or four-minute standing ovation. It was all Zack could do to calm them down. I now felt
even more fortunate for having had personal contact with someone this important. When
Molly spoke, she was emotional about the blessings that this business had brought to
them. She also seemed to be very sincere and down to earth.

Zack took the microphone and spent quite some time telling us of the successful
background of the speaker he was about to introduce. He described Dexter Yager as a
man who had become very wealthy, due to his uncompromising willingness to serve
other people. It looked like the plaster might literally vibrate loose from the ceiling when
the thunderous applause erupted as soon as Dexter emerged onstage. To Kathy and I, the
remarkable enthusiasm seemed both odd and wonderful at the same time.

We had never been to either a business or church meeting that had this level of
emotion and excitement. These people had an absolute passion for life. We also were
encouraged that someone as successful as Dexter Yager would come back to help us, the
new recruits. I do not remember much of the specifics of his speech that day. The sight of
the room filled with over a thousand enthusiastic people was more than enough
motivation for me to get going. (Little did I know that, one day, Kathy and I would also
have an enthusiastic audience several times that size of Amway distributors cheering for
us.)

We ran into members of our upline support team. They greeted us enthusiastically
and commented on what a sharp couple we were. They were all extremely positive and
radiated hope. Soon, all we could think of was getting back home and making business
calls. We were very excited!

In short order, we had two meetings, in which our friends came to see the plan.
My sponsor, Kerry, did one meeting for us, where we sponsored four distributors, right
off-the-bat. The momentum was beginning to build when we got the incredible news.
Zack Walters had asked about us personally and was going to come to our home to do a
meeting for us. We knew he had helped many people become wealthy. All we could
think of was, what a true blessing to have a young millionaire coming to our home to help
our friends and us secure our futures.

18



19

We had no idea what kind of future this visit would really secure for us...

“Some people are hungry for power over others. A quick way
for them to gain control over others is to tempt people with
the opportunity to discover some “knowledge” unavailable
outside of an exclusive group.” 15T

' SA-1386 Amway Corporation Copyright 1996

> HVC-4 Videotape

? TL-244 Internet Services corporation Copyright 1991, 1997

* E-178 Telephone Inviting audio tape

> Follow Up Pack Literature

% TL-440 Internet Services Corporation (CR)-Content Reviewed and approved by Amway

5T Smith, P.W., Hayes, C.P., McRoberts, K.D., In Search of Truth. Springfield, MO:Radiant Life, (1997).
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CHAPTER 2

Seeing Is Believing

“The vision of Jay Van Andel and Rich DeVos has opened
doors of opportunity for millions of entrepreneurs and their
families all over the world. The remarkable character and
achievements of these men—now continuing with the second
generation— provide the solid foundation for their remarkable
company and the businesses of Amway entrepreneurs. Like
the U.S. Chamber of Commerce, Amway has been a champion
of the economic principles that create greater opportunities
and prosperity for all.”

- Thomas J. Donohue, President & CEO, U.S. Chamber of Commerce °

The Amway bonus schedule was beginning to make more sense, now that we had
seen the plan several times. All the products you purchased were tracked back to you by
your distributor number and assigned a point value. You were compensated at the end of
the month for all the business volume that went through your organization. This is where
the power of leveraging or duplication was evident.

We would be paid on a sliding scale from 100 PV (point value) through 7500 PV.
The bonuses started at 3% and ranged up the scale to 25% when you hit 7500 PV. The
plan was still a little confusing, in that Kerry and Zack drew out "100 dollar" circles
when showing the plan. Each distributorship in the plan was depicted doing a hundred
dollars in volume. The speakers referred to "doing your hundred" often. In reality, it took
closer to $220 in purchases to equal 100 PV on the bonus schedule. When I questioned
Kerry about this, he said something like, "This is how we always have done it" and “most
people do not find it confusing."

I remember thinking that I must not have communicated very well the fact that
some of our people, including us, were finding it misleading. He had answered the
question but, at the same time, seemed to be ignoring the issue. It seemed like he didn't
understand what I had told him. I did not realize it at that time, but I had just stepped over
one of the boundaries you were never supposed to cross. You were not to question
upline, for any reason. The meeting remained friendly, because as a new person, [ was
unaware of the many unspoken rules governing behavior in The Business. It would be
quite a while before Kathy and I were fully indoctrinated.

We had begun sponsoring our friends almost immediately. We sponsored my best
friend, Paul, first. We then sponsored some young professionals that I worked with.
Kerry and Chris helped us break open the new members’ kits and go through the

* Amagram February 1999.
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paperwork until we became more familiar with the process. They explained that they
intentionally took away each kit box after emptying its contents on the table of new
distributors. This would encourage them to begin using “their own” products. Most, like
us, were surprised that the products were almost exclusively Amway products. We were
puzzled to see Kerry and Chris remove a small white form that we had never seen in our
literature. It was Amway literature that advised all distributors to sell products to ten
customers per month. We were told to take these forms out and throw them away. They
were part of the old door-to-door Amway. This was the new wholesale, networking phase
of Amway. We were just supposed to use our own new household products and teach
others to do the same. This made us comfortable, as no one we knew wanted to sell
Amway to family and friends.

The handful of distributors we had sponsored were very motivated to get people
out to see Zack. We all were impressed by the fact that he and Molly had traveled around
the world, and yet he was taking a night out of his life to come and help us. Zack himself
remarked that he could be home with his family or in countless other places in his
business, so we should take full advantage of having his time. We were not completely
naive. We understood that he would derive some benefit from helping us. This concept
would be constantly reinforced over the next nine and half years: 'No one makes more
money off your business for your efforts than you.'

The specific example normally used to illustrate this was that of the four percent
bonus. Specifically, when you help someone in your organization do 7500 PV, they "go
direct" and are getting paid 25% on the bonus scale. You then receive a leadership bonus
of four percent of that distributor’s personal group volume for having helped build it.
Since you, yourself, are probably also doing 7500 PV, you are also receiving your own
25% bonus on all goods and services that go through your business. Your sponsor is also
being paid the additional four percent leadership bonus as well. Again, it was clear that
no one made more money off your efforts than you. You would receive a 25% bonus
from the goods and services that went through your business, and your sponsor would
receive 4% for assisting.

The 4% leadership bonus was referenced countless times to illustrate one of the
greatest fundamental principles that drove The Business. Your upline would never give
you bad advice, because it would adversely affect their income to do so. Your upline had,
what was continually referred to as, a "vested interest" in the success of your business. It
directly benefited them to give you good advice. They became like a new family that you
could trust without reserve. Several standard analogies were commonly used to delineate
how very different the advice was that you were likely to receive in the "real world." One
of the most commonly used analogies was that of the insurance/investment broker.
Distributors were instructed to be wary of advice they might receive from a broker,
because “you may end up ‘broker’ if you listen.” The reason was simple. They were
compensated on a transaction basis, simply for making the sale, and not upon the quality
of advice given.

The wealthy distributors in Amway that would act as your advisers were more
interested in your long-term success, because it was of mutual benefit. My skeptical,
auditor’s nature was overruled by the pure simplicity of the compensation plan. I have
always been good with numbers. Math feels safe to me. It cannot lie and has no emotion.
Clearly, my support team would not benefit unless they helped Kathy and me succeed
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financially in Amway. This understanding was also the source of tremendous personal
inspiration for us as well. We would only stand to gain after helping our friends prosper
in their own businesses. It truly was a win/win situation—or so it seemed.

We became very busy helping our other distributors as the day of Zack's meeting
drew closer. The instruction regarding the necessity for exact duplication had been quite
clear. This business was very much like a franchise and to try something "new" would
not be a good idea. Why reinvent the wheel? People who had successfully built this
business for over two decades had already established a system or pattern for success.
Using the same pack of follow-up information, we helped our people invite their friends
to the meeting that Zack was doing. Some did much better than others on the phone, but
overall, the results seemed very good. The momentum was already beginning to build, as
the people we had sponsored now had others interested in looking at The Business. You
could see the excitement in their eyes, as they began to believe that this could also work
for them.

Our sponsors, Kerry and Chris, came to our home about an hour before the 8:00
p.m. meeting. With Zack coming, they both seemed incredibly nervous about everything
being just right, making coffee and preparing Amway-brand snacks to be served after the
meeting. The "plan" would be shown on a white board and easel that had to be placed
away from the door, so that latecomers would not interrupt the speaker. Children and
pets were not to be in or near the meeting area, in order to preserve a professional
atmosphere.

As I was the host for the evening, [ was given very specific coaching as to how to
introduce the speaker. We were advised that since I had a great deal of credibility among
my distributors and their friends, / should introduce Zack by speaking of his success. This
would transfer my credibility to him. This made sense to me, as Zack was a stranger to
almost everyone that would be present that evening. Kathy and I were the only ones who
had gone to a big seminar and seen him onstage. We were the ones who could realize just
how many people he was helping.

Once again, the GETTING STARTED literature from the follow-up pack was
used. These were the guidelines that distributors were to follow, whether or not they
even knew the speaker. (It also pre-supposed the often-false notion that the speaker had
made any money at all in the Amway business.) The literature gave the following
instructions:

“DURING THE MEETING

A. Introduction — Introducing the speaker is one of the most vital parts of
the meeting. It sets the correct atmosphere, gives the speaker and the
business credibility and allows the host to convey his conviction,
commitment, and enthusiasm towards the business. Remember people
will be watching you! A good sample introduction is as follows:
"Okay folks, we are ready to get started... I'm glad everyone could be
here tonight. We are fortunate to have with us a good friend and
business associate (Speaker) who has driven here from (city, state) at
his own expense to discuss a business concept that (spouse) and I are
very excited about and in which we intend to be successful. (Speaker)
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has been very successful in the business and I recommend you give
him your undivided attention as he explains it tonight. So, without
further delay, I'll turn it over to (speaker) and let him get started.”

B. Be alert and show enthusiasm. Take notes during the meeting. Have a
cassette recorder ready to record the presentation.”’

Much later in The Business, we learned that people would do business with others
that they knew, liked, and trusted. That technique or approach certainly helped create the
desired atmosphere.

People began to show up about a half-hour early. Unbeknownst to us, some other
distributors had been invited to our home and buzzed with excitement about getting that
close to Zack. Once again, it seemed as if others' enthusiasm for Zack nearly bordered on
worship. In my mind, this attitude was somewhat naive. I was enthusiastic from a
business perspective. To me, having Zack there to teach our fledgling group was a
tremendous business coup. It was like starting a new fast-food franchise and having Ray
Kroc, the founder of McDonald's, there to train you and your partners.

The house filled to capacity with people. It truly was an exciting time. To my
surprise, Zack arrived almost 15 minutes late. I expressed concern over this to Kerry, and
he advised me that most of the people in the room should be willing to wait for hours, if
necessary, to get the information that they were going to receive from Zack tonight. Once
again, I got the message that it was not okay to question upline.

Zack arrived in his new Mercedes and parked in the space that had been reserved
for him directly in front of our house. Men who had been waiting outside in the cold
winter air opened his car door, took his briefcase, and escorted him into the house.
Immediately upon Zack’s entering our home, someone took his overcoat, while another
person handed him a cup of coffee prepared exactly to his liking. All the active
distributors thanked him for taking the time to come share with them. It looked as if we
were entertaining a visiting dignitary or head of state. We were beginning to feel more
and more blessed that someone of this stature would come and help us.

Despite all the fanfare, Zack Walters was again very warm and engaging. He met
quite a few of the new people, greeted them with a warm handshake, and learned their
names. When he came over to Kathy and I, he greeted us by name and complimented us
on our nice home. Zack had a warm and winning smile and completely focused eye
contact when he listened to others speak. He had the uncanny ability to make each
person feel comfortable, almost immediately. Meeting with him in person made you
almost feel as if you were being reunited with a long lost friend.

After some friendly conversation, he let me know it was time to start our meeting.
I was not a public speaker by any stretch of the imagination. As a matter of fact, it was
something I truly dreaded. To make matters worse, the crowd had grown to the point
where we had to carry furniture out of the room, so we would have enough space for
people to stand and listen to the presentation. I got up, nervously, and gave my well-
rehearsed introduction.

I sat down and immediately started my tape recorder. After all, I had been told
that it was the best students who became wealthy in this business. As a standard practice,
Amway distributors were encouraged to take notes and tape these opportunity meetings,
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counseling sessions, training sessions and seminars. We were hungry for every word of
guidance and advice we could get. This was just like a franchise. We could not afford to
miss anything, and so, I taped the best of the best and studied every tape. I memorized the
jokes they used to set audiences at ease. I learned a large number of analogies that could
be used to effectively communicate several vital points in the Amway sales plan.
Figuring this was a shortcut to success, I taped nearly 200 hours of income
representations, training, and counseling with my upline. I would not know for nearly a
decade how desperately vital these tapes were to become.

The presentation of the plan went well. Zack's down-home humor and stories set
everyone at ease. The pattern of how to show the plan was becoming more and more
clear. The speaker would usually share anecdotes of struggles that they had endured
prior to Amway. Then it was explained that they had been unknowingly taught to fail.
Specifically, strategies that had once worked for our grandparents no longer applied in
the economy of our day. The old school of thought was that a good education would get
you a good job. Nowadays, there are many people with college degrees who cannot even
find a job in their field. Many who do secure good jobs later find themselves either laid
off or stuck in a dead-end position. Most are not adequately prepared for retirement, as
evidenced by the Social Security Administration figures, revealing that 95 percent of
Americans are either dead, dead broke, or still working at retirement age. (We did not see
documentation of this from the Social Security Administration, but this was routinely
referenced as fact.)

It was explained that the irony we faced in the economy was a typical statement
that went something like this: "Today, we may find that the A student (an educator)
teaches the B student to work for the C student (who now owns a business, because he
was not "smart enough" to get a job). Because he was not smart enough to get a job, he is
now a wealthy business owner, employing quite a few well-educated, smart but broke
people." Usually, the speakers threw in a few horror stories of people who had been laid
off in their late 40s or 50s. This steered us to the inevitable conclusion that
entrepreneurship, or personal business ownership, was clearly the key to both personal
and financial success. Just as we had grasped this, we were informed that not all
businesses were good businesses. Some business owners were actually owned by their
business, instead of vice versa. With traditional businesses normally came enormous
overhead and the stresses that came along with employees. The bigger a traditional
business grew, the more headaches it normally created for the owner.

Over and over again, we heard the story of a business owner who lost his business
and his home, all at the same time. It was a business tragedy, followed by a personal
tragedy. Normal or traditional businesses required a large investment and also a
commensurate level of risk.

By contrast, Amway had all the benefits of business ownership with almost none
of the detractions. There was no overhead. Speakers often held up their brief cases and
said, "This is my overhead, and there is nothing to lose... if you left your briefcase here,
that is more than you can lose in this business."” As there were no employees, there was
no employee theft. There could be no theft in a closed system.

The speakers often referred to making two thousand dollars a month or more
within three to nine months. "This could be done on a very limited, part-time basis." The

" Often repeated representation
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most common representation of the time required to create this size income was 12 to 15
hours a week. It only meant giving up "TV time" a few nights a week, while your
children were sleeping. The most common financial reference used repeatedly in The
Business presentation was that of a two- to five-year plan. The financial reward that
could be gained in this period of time was usually described as "a strong six-figure
income" or simply "financial freedom." In describing the specific time frame for success
within this opportunity, Amway Diamond Barry Joye said, "This business will work. It is
not a 2- to 5-week plan. It is not a 2- to 5-day plan. It's a 2- to 5-year plan to total
financial freedom."” (In the background on this tape, Amway Double Diamond Brig Hart
says "Amen" in agreement.)” I knew that it would take a tremendous amount of hard
work. However, I would be willing to be a humble student and work incredibly hard for 2
to 5 years to provide my family with economic freedom. After experiencing the
heartbreak of my parents’ divorce, it was my family, not the money that motivated me.

Enticement

“Most people still believe that America is the land of the free,
but things are changing. America has become a nation that as
often as not protects the freedom to do evil as much as the

freedom to do good, because we no longer know the

difference.”
- Dr. Walter Martin’

Perhaps the greatest selling factor for both Kathy and I, and also the thousands of
people that we ended up bringing into Amway, was the "fact" that we could create
ongoing, residual, “will-able” income. This concept differentiated Amway from any
other business opportunity. Our business would grow as we helped other independent
business owners succeed in owning their own business. We would all be very motivated
to work hard and would never "fire ourselves" or "lay ourselves off", since we owned
The Business. It was a wonderful paradox. The larger our income became, the more free
time we would have to spend with our families.

From a logical standpoint, this appeared to be a business whose time had come.
Despite all the labor- and time-saving devices we have, we seem to be getting busier and
busier as a society. Success is no longer solely defined by financial affluence. This was
also addressed in the plan. Many speakers would ask if the audience knew anyone who
worked 60 hours or more a week at a job or business and succeeded, only to lose his
family in the process. That price was far too high to pay. This rare and unique business
opportunity could provide financial security for the family, but most importantly, it
would give us time to be with the people that we loved the most. For the first time in my
life, I felt as if I were at the right place at the right time.

The distributors and guests at our house, that first night Zack was our guest

" DBR-769 Your Next Move audiotape Copyright Internet Services Corporation
* Martin, Walter, The Kingdom of the Cults, Bethany House, Oct. 1977 Anniversary Edition, p. xxvii.
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speaker, seemed very interested in owning their own business. Kerry and Chris had been
right. We had been tremendously fortunate to have Zack come, “at his own expense,” and
assist us in getting our business off the ground.

We utilized the guidelines that were provided and ended with some personal
reflections, regarding our sincere interest in building our own business as well as helping
them succeed in theirs. There was tremendous energy in the room as the meeting broke
up, and people began to get snacks and ask questions. Kerry made sure everyone knew
that Zack had been kind enough to stay later to go over some important details with those
who were already involved or seriously interested in The Business

Zack informed us that "Direct distributors" made around $25,000 a year, and he
and Molly had helped thousands of people earn over $2,000 a month. What a thrill it was
to get advice from someone who clearly had the answers! Part of success, he explained,
was the need for humility. Years ago, despite his having a college education, he realized
that he needed to go to Dexter Yager for advice. Dexter only had a high school degree,
but he had wisdom. Dexter had business experience. One slogan heard often was, "A man
with experience is never at the mercy of a man with an opinion." As The Business
progressed, I would often hear Zack say, "I'd rather be humble and wealthy than brilliant
and broke." The secret to success was incredibly simple. "If you want to succeed, find
someone who has become successful and do what they do." 1t is the basic concept of
modeling. If you do what I do, you will have what I have. If we would humble ourselves
enough to follow the advice of the wealthy distributors who were willing to advise us,
success was assured.

As the teaching session progressed, Zack made it clear to all of us how fortunate
we were to be working with Kerry and Chris. They had already reached the Silver Direct
level (7500 PV) that put them in a position to help us move ahead. He built them up as
our local leaders. They had become far more successful than we had known. He
explained how important the books, tapes, and seminars had been as he developed a large
international business. (There was no need to sell me on the tapes, because I was already
hooked. They were motivational as well as instrumental in teaching me the fundamentals
of this business. I got a tape deck and turned my old, silver, beat-up pick-up truck into a
university on wheels.) Zack stated to the group that if we did the following five things, he
would guarantee us any level of income we desired from The Business.

1. Read at least 15 minutes a day from a book on the "tool list"
2. Listen to a tape everyday

3. Attend all functions (seminars, training sessions etc.)

4. 100 percent self use of products in our home

5. Show the plan to people we would like to help
At the end of the meeting, Zack invited Kathy and I back up front to share about
the future that we saw in The Business. Once again, we knew what to say from the

'Getting Started’ literature. Nothing was left to chance. The guidelines for speaking
after the meeting were as follows:
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“AFTER THE MEETING

A. After the presentation of the plan, the speaker will invite you, as the
hosts, to briefly share what you like best about the opportunity and let
everyone know what you expect to accomplish with YOUR
BUSINESS.

B. It is important for the hosts to guide in keeping the conversation on the
positive aspects of the business. Keep the questions on the positive
side i.e.: "What did you like best?" "Looks real good, doesn't it?"
"Now you can see why I'm excited!"

Objections are positive signs of interest. Here are three proven ways
to handle them: Using the feel, felt, found method. ‘I know how you
feel. I felt the same way, but this is what I found”."

That seemed simple enough. All we needed to do to succeed in our Amway businesses
was learn the pattern and teach it. During the announcements that followed, Kathy and I were
glad to hear that there was a seminar coming up soon. We had gone to see the Dexter Yager
seminar alone. The enthusiasm, excitement, and hope that we had experienced there was
contagious. This time we would be going with a small group of people. Little did we know
that the organization that would develop from this handful of friends would one day literally
span the globe.

Seductive Poison

“In business, [the desire to control others] is often expressed
in advertising that entices people to want what they do not
need and to buy what they cannot afford.”

- Derek Prince’

We were building The Business at an unusually fast pace but did not know it, as
we had no point of reference. We went "1000" in our first full month in The Business.
This means that the organization we were developing had done 1000 PV or roughly
$2200 in business.

We drove to the next seminar early with Kerry and Chris. One or two carloads of
our people were to come down at the regular seminar time. Seminars were traditionally
held on Saturdays. Meetings ran from 2:00 p.m. until 5 p.m., with a break for dinner, and
then from 8 p.m. until 11 p.m. Our early arrival was due to the fact that Kerry and Chris
achieved the magical 7500 PV level (referred to by distributors as "Direct"), and they had
to attend the "Directs' meeting" that took place prior to each seminar.

This was a source of tremendous motivation for Kathy and I, because the

* Prince, Derek, They Shall Expel Demons, Chosen Books, 1998, p.138.
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speakers would give the "Directs" very specific coaching on how to build an even larger,
more prosperous business. We hated waiting outside those closed-door meetings. Some
of the speakers had actually retired in their late 20s or early 30s. It was clear to us that the
keys to our family's financial future were in that room.

Everything that happened at the seminar did so according to a very specific
pattern, which soon became quite familiar to us. Once again, we were surrounded by a
highly enthusiastic, well-dressed group of men and women. Almost every one of them
was upbeat, happy, and smiling. There were quite a few people greeting one another with
hugs and warm handshakes. The atmosphere was almost electric. One of the Direct
couples got up on stage to open the seminar. They were greeted with applause and a few
sporadic hoots and cheers. The mood turned suddenly somber, as they led in a prayer for
the speakers, for each of us, and for the country. (Even though Kathy and I were both
Christians, praying seemed oddly out of place in a business meeting.)

The microphone was then turned over to another popular Direct husband-and-
wife team. They, too, were greeted with warm applause and cheers. They said something,
(which I cannot remember or did not understand) which caused the audience to explode
into applause and then a standing ovation. Most everyone started a slow rhythmic
clapping while they chanted, "Fired up! Fired up! Fired up!" This group behavior was
bizarre and made both of us very uneasy. It seemed very much out of place for a
business-training seminar. When the crowd settled down, the couple on stage led in the
pledge to the American flag. This, too, seemed somewhat out of place, even though we
considered ourselves patriotic. I was beginning to feel embarrassed that we had brought
people to this. I remember thinking, "Perhaps this is an aberration." We could only hope.
We had gone there to learn the logistics of how to build a successful Amway wholesaling
business, as had our friends. Since our sponsors were our ride home, we could not leave.
We truly were a captive audience.

The next couple was brought up and identified as our hosts for the day. They
were well spoken and professional, thank goodness. They spoke of our speakers, Bob
and Wendy, with the highest regard. Wendy had already retired, and Bob was going to
shortly. They both were in their late 20s or early 30s. Now they had my attention. Bob
and Wendy came on stage to a thunderous ovation. There was still an excited
atmosphere, but Bob quickly set the tone for the afternoon. He spoke briefly of their
introduction to The Business, their early struggles, and their current success. He spoke of
Wendy with a great deal of compassion and respect. He introduced her as his partner and
the love of his life. Bob gave her a quick peck on the cheek as he handed her the
microphone. It was obvious that they had a great marriage. Wendy spoke of Bob with
admiration and described him as their children's hero. This all seemed a little surrealistic,
but at the same time, it seemed like they had succeeded in areas of life that were
important to us.

Wendy spoke almost solely on the woman's role in The Business. The women
took the orders by telephone on a certain night and organized the products for pickup a
few days later. We would receive orders from the people that we had sponsored. These
orders would be compiled on one order sheet and then called in to our sponsor. The
ladies were encouraged to go to meetings, training sessions, and seminars with their
husbands. After all, it would be far better to be out for a few hours a couple of nights a

* Not their real names.
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week than have a full-time job and someone else raising your children, wouldn’t it?

She reinforced some of the language/terms specific to this business. Your upline
was your sponsor and everyone above them in your line of sponsorship. Your downline
was everyone that you sponsored and the people below them. People that were not in
your upline or downline were considered "cross line" to you. She also stressed the
importance of the books and tapes for the women. The system allowed for growth in
many areas. It helped build your confidence, interpersonal skills, and beliefs. After using
about one-third of the allotted time, Wendy brought Bob back on with an enthusiastic
introduction.

Bob literally took control of the room. He opened with some down-home style
jokes. His warm, confident smile and slightly self-deprecating humor made him a very
easy person to like. He was one of us who had made it. He wasn't slick, nor was he a
backslapping salesman. Kathy and I were in awe of this young couple on stage. They
were not much older than we were, and yet they had a confidence rarely found in people
twice their age. Men and women, representing many successful vocations, were around
me taking notes and listening intently to this young, successful speaker. He spoke of the
many things that were now becoming familiar to us. The books, the tapes, and the
seminars (which were referred to as "functions") were collectively known as the system.
The system obviously was the key to succeeding, as every speaker made specific mention
of it.

Over time, we discovered that the success of the system is probably one of the
most frequently promoted topics. The representations made regarding the system are
typified by the following comments made by an Amway Emerald at a teaching session
after a large meeting in a hotel:

"I teach ... I don't let people in (Amway) unless they
agree to the system." ...

"To me it is very cut and dry. The success rate in the
system is 100%, the success rate out of the system is
zero...now, if you asked that question, you probably don't
believe that answer right away ... and so I'm going to tell
you this. There is not one person that I have ever seen, that
listens to a tape a day, reads a chapter in a book every day,
does not miss a function and shows the plan at least three
times a week and he does that continuously for somewhere
between two and five years that does not make a six figure
income"*

The Amway Emerald hosting the meeting affirmed the statement by saying:

"I think you were a little soft on it but going in the right
direction.... That's good ... 100% in. Zero percent out...That's that
...period."

The last topic Bob discussed was "showing the plan." This was Amway lingo for
making the presentation. It was also referred to as "drawing the circles," due to the many
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circles you would draw out to represent each distributor in the organization when you
showed the plan. It did not matter what products you had or how good the system was if
you were not out showing the plan to people. This was the work, if you can call it that. It
was so incredibly simple. We could hardly wait for the dinner break to be able to talk
with our friends about the seminar. Each one of our friends seemed as excited as we
were.

As we left the seminar, we noticed most of the Directs were getting into nice-
looking luxury cars. Many were climbing into well-polished Cadillacs, and one young
single Direct got into a BMW. It was obvious that there were young people making some
very good money in this business. We could not wait to get back home to get to work. I
thought of a few more people to contact and wrote their names down in the margin of my
seminar notes. I wished I had called them earlier so that they could have been here with
us.

The night session had a whole different format. It opened up with all of the Direct
couples on stage with Bob and Wendy. We were told that this was the awards ceremony
to honor the achievers. Our sponsors made certain we were ready to go up. The first
award was for the "Eagle Club" qualifiers. The crowd in attendance was told that over 90
percent of the people that qualified as "Eagle," would end up going Direct. Now these
were the specific logistics that I had come for. Kerry and Chris would soon give us an
Eagle Club sheet that we could fill out as we went along. Eagle Club qualification would
take some work, but it was relatively simple. To go Eagle, you had to do several things in
a 90-day time frame. We needed to personally sponsor five distributorships and ten more
in depth (beneath them). The rest was basically following the system. We needed to read
daily from a book on the tool list and purchase the weekly standing-order tape series.
Additionally, we were to attend all functions (seminars) for which we qualified and must
have 100 percent self-use of products in our home. We had come ready to run fast. We
just wanted to know what direction to go in. The Business system was giving us a track
to run on.

A couple that had just gone Eagle were brought up on stage and recognized with
an enthusiastic applause. They were going to be the next Directs. Our sponsors, Kerry
and Chris, were given the microphone and welcomed the new 1000 pins. Once again, we
were unfamiliar with the semantics of The Business. We later learned that each new level
of achievement in The Business was referred to as a "pin" or "pin level," due to the fact
that you are given a small pin, for recognition, to wear on your lapel. We were brought
up on stage and greeted warmly by each Direct couple. Our sponsors held the
microphone in front of us (non-Directs are not allowed to hold the microphone) and
asked our names, where we lived, and how long we had been in The Business. The crowd
broke into an excited roar when we told them that we had been in The Business for just
over a month. We had no way of knowing that this was unusually rapid growth. We
would later work with couples for almost a year to help them accomplish the same goal.
Being on the stage made us nervous, but at the same time, it made us feel good about
ourselves. The goal now was to return to a seminar and have ALL of our people being
recognized onstage.

The excitement grew as each new pin level was announced and recognized.
Couples paraded proudly onto the stage to be recognized at the levels of 2500, 4000 and
7500 (PV). Some of the comments were as follows: "Now they're making enough to

31



32

really make their neighbors mad!" There were a lot of people making money in this
business. The proof was on the stage. Some of the Direct men spoke of buying their first
Cadillac and of their wife's retirement. The Directs on stage were impeccably dressed and
all looked like very successful professionals.

Owning a Cadillac was nothing that interested us, but being in a position to keep
Kathy home with our baby, Josh, was of tremendous importance. The awards ceremony
was completed, and the hosts for the day invited Bob and Wendy back up to the podium
to accept a gift. Bob and Wendy were sincerely thanked for taking a day out of their lives
and away from their children to come and teach us about The Business. Their wisdom
had been greatly appreciated. Then they proceeded to unwrap the gift, and it was a
beautiful plaque from Walters International with their names engraved on it.

The Directs moved off stage to their reserved seats on the front row. This was
another perk of being Direct. The rest of us had had to wait outside in a crowded room
like cattle until the doors opened. A mad rush to the front seats followed. As we were
often reminded, the best students got there early, took notes, tape recorded everything,
and stayed late.

The night session was much more casual in nature. This was not a teaching time
per se, but a time for the speakers to share their stories. This session, in Amway lingo,
was referred to as "the rally." It took a while to learn this new language! The speakers
each made brief references to their lives prior to becoming involved in this business.
Most of the evening centered around how the speakers were sponsored into Amway as
well as their initial thoughts and apprehensions.

Most of the speakers at these seminars would focus on the many intangible
benefits that The Business had provided. Almost all had improved in areas such as goal
setting, time management, and communication. Nearly all gave credit to The Business
and the system for the wonderful marriages that they now enjoyed. Most of the men
spoke of their wives with tremendous pride, gratitude, and respect. Being in The
Business was not just a great financial opportunity but also a means by which you could
improve every aspect of your life. The women would speak of their husbands with a
reflective level of admiration and often comment on how thankful they were to be
married to a real man. These men were heroes in their own homes. They were men of
integrity and good providers.

A Godly Business

“From the very beginning ... Rich and I sought to run our sales
organization according to biblical principles of integrity,
faithfulness, and truthfulness. ... A business without integrity
will be penalized in the marketplace.”

- Amway Co-Founder Jay Van Andel’

Something stirred deep within me. I would have given anything to have Kathy

" Jay VanAndel from An Enterprising Life
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feel that way about me. Quite a few of the speakers would give praise, thanks, and glory
to their Lord Jesus Christ. Even though we are Christians, these professions of faith in a
business setting made us somewhat uneasy. The children of distributors appeared to be
the greatest benefactors. We learned that almost all of the women at the Direct distributor
level (referred to as "Directs") were stay-at-home moms. This was an option that we had
wanted to exercise until our children were of school age. Kathy had a degree in preschool
education and was looking into courses at a local college. These courses would enable
her to get her BA in elementary education with her teaching certificate and allow her to
fulfill her dreams of being a grade-school teacher, once our children were all in school.

We learned that all the Diamonds and the distributors at the "Emerald" level were
retired, making at least $100,000 and had become full-time parents. Having grown up in
a family that had not survived the many stresses of life, this would be a dream come true
for me. At the core of my being, I felt that I had to be able to provide financial security
for my family. To be able to accomplish this and have unlimited time with Kathy and
Josh would be a blessing that I could barely comprehend.

There still were small fears and apprehensions, but the more I was in the system,
the more comfortable I became. It was a relief to hear that, early on, many of the Amway
leaders had felt exactly as we did now as new distributors. Many of the speakers that we
would come to hear also had the preconception that Amway was a soap-selling business.
We were all relieved to be in what was described as Phase 3 of Amway. This phase was
described as network marketing. The evolution of Amway was well described in The
Business Handbook, which was written by Dexter Yager and his son, Doyle. The
description they gave was as follows:

"During 1959 and continuing through the 1960s, Phase One of
this new phenomenon began, primarily in the form of direct sales. The
company, with a relatively small number of pioneering distributors and a
limited number of well received products, did $500,000 in sales the first
year. By the end of the decade, sales reached over $300 million.

Looking back, we now see that Phase Two began emerging during
the 1970s as a new term was added — "multi-level marketing"—which
emphasized the long term aspects of building organizational depth.
Distributors began to recognize the additional security through this new
business dimension.

During the early 1980s, not only did Amway's retail sales cross the
$1 billion mark and we started exporting our marketing method to other
countries, we moved into a new phase. With the introduction of numerous
corporate products and services (beginning with the Amway/MCI efforts)
into the system, Phase Three heralded the advance of network marketing
— building on the then — new concept of networking, as prefaced in John
Naisbett's Megatrends. Corporate America and Wall Street began
awakening to the power of network marketing and began knocking on
Amway's door."°

This development explained why preconceptions had caused some people to have
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a negative, if not hostile, reaction to even the mention of the word "Amway." This was
no longer a soap-selling business at all! What a relief it was to learn that even some
Diamond-level distributors had that preconception upon seeing The Business. Amway
Executive Diamond distributor Ed Knickman came into The Business as a successful
sales professional with one of the world's leading computer companies. His initial
apprehensions were described as follows in Profiles of Success:

"It seemed too good to be real," the Florida businessman recalls. "I
even had my tax attorney look at it. When he agreed that it would work,
Rose and I started figuring out what we were going to do with all the
money we were going to make!"’

“The Knickmans made several excellent decisions. One of the best
was to follow the proven Yager system: attending business meetings
regularly, reading positive books systematically, and listening to
instructional tapes zealously."®

He initially thought he should purchase a lot of Amway literature to figure out
how to go sell "all this stuff". More specifically, in speaking about his initial confusion,
he said the following:

I think that one of the things that you may experience that I did,
having come out of a sales background, I looked at this business and I saw
all of these thousands of products and services and my first instinct was to
say okay, never mind all this circle stuff, somebody has got to sell all this
stuff. It's probably running through your mind too. So my first order,
instead of listening to what my upline was telling me, I wanted to go out
and order about 50 or 60 dollars worth of literature because I figured I
couldn't sell all this stuff without the literature. I tell you that because I
don't want you to make some of the same mistakes I did. I got excited
about this business, like you are. I have seen the little sparkle in both your
eyes. I know you're both excited about this. There is another temptation.
That is to want to run out tomorrow, go to work, and start telling all your
people that you work with about this great business that you have gotten,
how excited you are, and all these great products and services ...you
can buy all these things in these catalogs. I can only tell you this. I
tried that too and it didn't work. And then, finally, I wised up and
started listening to a guy that you heard from....” (emphasis added by
author)

We felt incredibly blessed to have a system where millionaires and
multimillionaires would teach us either in person or on tape. The difference between
Amway and our upline was not entirely clear yet. The more we studied materials we have
been given, the clearer it became. Mr. Knickman defined the supply/support roles of
Amway and our upline on a cassette tape as follows:
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There is actually going to be four of us that are going to be
involved in getting started in this business. One part of this four-cornered
puzzle is the Corporation that is backing us and supply us. They have a
responsibility to do just that. They back us up. They supply us with goods
and services. They make the contracts. They run the warehouses. They
keep the computers humming and they get the checks out to us on time.
That is their commitment to us. There is a support organization that you
have heard us talk about. And they are bringing out a lot of experience
and a lot of know how, a specific business plan and a lot of tools and
support materials that are going to help us work together to build your
business.'’

We came back from the seminar and began to build The Business in a flurry of
activity. I still felt that I had far too little knowledge of The Business to make the
presentation myself. Fortunately, Kerry was very confident in “showing the plan”
(presenting the Amway sales and marketing plan).

This mentorship program was essential for our success as well as those we were
to assist. My sponsor would show the plan for us until I was proficient. Kathy and I were
very thankful that he was willing to do this for us until I could come up to speed. We
were very hungry students. It was clear to us that the best students, in turn, became the
best teachers. Whoever helped or taught many people to succeed in this business would
then prosper as a byproduct of this servant hood. In a Forbes article, Amway co-founder
Rich DeVos is quoted as defining his company by stating, "Amway is more than just a
company; it's a movement to help people help themselves.""'

The ‘people helping people’ aspect was the main philosophy that attracted us to
this business. This inspired Kathy and I as much as the fact that The Business was
founded and built upon principles, values, faith, and integrity. This was far different from
anything we had ever experienced in the corporate world. Amway's business network
Website, referred to as ABN, described some of the fundamental principles that made
The Business work:

Freedom

Freedom is our natural state and most conducive environment in which to
live, work, achieve, and grow. It allows for our belief in God and for the
opportunity to build a meaningful, purposeful life. The Amway business
recognizes, supports, and expands our freedom, which is both personal
and economic. Thus, it is our responsibility to insure, protect and sustain
our freedom.

Famil

The family is our primary social structure, providing love and nurturing,
heritage and legacy. The family provides us with a consistent set of
values, and a framework for growth and the ability to thrive as individuals.
The Amway business respects and supports the family, as evidenced by
the Amway Policy Board and the prominence of "family" in Amway
distributorships.
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Hope
Hope gives us the power to transform our lives in positive ways. It is a
force that allows us to envision dreams, establish goals, and achieve great
things. By offering hope, we open windows of possibility for others, and it
is why Amway speaks so meaningfully to the needs of people around the
world.

Reward

Reward involves the shared action of giving and receiving. Reward helps
us grow, either as the giver or the receiver, and there are many ways we
are rewarded. At the most basic, it is to be acknowledged and loved as a
person. To be rewarded also means to be recognized for one's
commitments, valued for one's contributions, and compensated for one's
efforts. Reward helps productivity flourish by providing both closure for
one action and impetus for a new action. Reward is integral to the Amway
business as we help each other grow as people and as entrepreneurs.

These fundamental principles are preceded by Amway's corporate vision
statement, which is "to be the best business opportunity in the world."”

It made us proud to be associated in business with people of obvious integrity.
Most of the many Diamonds' speeches we heard were reflective of these principles. Not
only was The Business based upon a seemingly solid foundation, it worked! This was
evidenced clearly by the lavish lifestyles displayed in the book Profiles of Success and
videos of the same title.

Author Shad Helmstetter published another open letter in US4 Today regarding
his independent findings on the burgeoning success of the Amway business. It read as
follows:

“ An American Victory Letter #2
(Tuesday, July 15, 1997)

“An Open Letter to Amway Distributors & Friends”

In my research, and throughout the course of writing a number of books in
the field of personal growth, I have always looked for those ideas and
methods that work best, and help us change our lives for the better.

A year ago, after several years of researching the Amway Distributor
organization, I published an open letter to Independent Amway
Distributors. Since that time I have continued my research into the Amway
organization. I have met and interviewed Amway Distributors at every
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level. I have traveled overseas and observed, first-hand, the growth of
Amway internationally. I have studied the results in the lives of the
individuals and families who are Amway Distributors.

As a result of my research, I have come to believe that becoming an
Amway Distributor may be one of the best ideas for personal and
professional growth I have ever found.

Here is a brief summary of what I have learned:

1. Amway works.

There are successful Amway Distributors today who
are the grandchildren of people who became Amway
Distributors three generations ago. The Amway
business has proved itself by enduring and growing. I,
and others, predict that as we head into the 21st century,
Amway will be one of the healthiest and strongest
independent business organizations anywhere in the
world.

2. Amway has won the respect of business leaders
everywhere.
Through decades of growth and refinement, Amway
Distributors represent the forefront of a system of
distribution that is state-of-the-art today, and is clearly
the coming wave of the future. Amway has emerged at
the head of its field at precisely the time when more
people than ever want to be independent, work out of
their homes, or be in business for themselves.

3. Amway's success is not an accident.

The growth of the Amway Distributor organization
itself is based on solid principles and values—family,
home, integrity, real goals, helping others, and honest
achievement. Independent Amway Distributors are our
neighbors, our families, and our friends. When I met
and studied the people in the Amway business, I
discovered they are people just like us, who share a
common goal to improve their lives, create the best for
their families, and make the world around them a better
place to live.

4. Being in the Amway business creates a winning way
of life.
There is an attitude throughout the Amway organization
that is healthy, positive, and filled with belief. It is a
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reminder of the same kind of determination, spirit, and
strength of character that made our country great in the
first place.

Shad Helmstetter, Ph.D.”

The credibility seemed to grow in tandem with Amway’s now escalating multi-
billion dollar global annual sales. We occasionally received photocopies of Amway
bonus checks that members of our upline had deposited. One set of these checks came
from Zack and Molly Walters. There were six checks that came in over a two-month
period. The grand total of these checks came in at just over $166,000. Another set that we
received came from Dexter Yager and his wife, Birdie. Once again, it was pointed out
that these came in during about a two-month time frame and had a cumulative total of
over $2,132,000. This income was for only two months! Zack and other Diamonds later
emphatically stated, "Many of you will earn a strong seven-figure income." Several of
the Diamonds had their own private jets. Certainly, no one was going to tell us that
Amway didn't work. It was working for somebody!

I was doing four out of five activities in the system. The books and the tapes were
inspirational. The large group seminars helped us visualize success and picture one day
having a large organization. We understood the talks on product loyalty. Over and over
again, the distributors heard, "99% loyalty is 100% disloyalty." We had to use all of our
own products. Products purchased outside of Amway were referred to as "negative"
products. We were told that distributors would even look in the closets in our bathroom
when they were over for meetings. We certainly could not afford to have them find a
negative product and think that we did not believe in The Business. There were even
little, orange, "hazardous material," negative, product stickers that you could order that
had a skull and cross bones across them and said something like, "this product may be
hazardous to your PV." One prominent Florida Diamond talked about having negative
PV raids on the homes of his downline distributors. It sounded like it was done in fun,
but they would actually run through the distributors' houses, either labeling or collecting
all non-Amway products. This was serious. We purchased the products from "OUR"
business, and consequently, they were going to lead to our financial freedom. Products
like Tide were not going to pay for our kids’ college education. Brand loyalty was
essential for success.

Products like the vitamins and dog food seemed outrageously expensive.
However, we could not afford 99% loyalty. We were taught that the key to this entire
business was duplication. Our group of distributors would duplicate what we did or did
not do. We were also advised that our downline distributors would duplicate what we did
wrong more often than all the things that we did right. There certainly would be no
negative products found in our home. It would be financial suicide to do anything other
than use all our own products. It would also show tremendous disrespect to your upline
(who was working for you) if they saw negative products in your home. They would
think that you were not serious about The Business or your future, and they could choose
to help someone more committed. Our children would eventually learn to not even ask
for any non-Amway purchased products. They would soon realize that products from
OUR business were going to bring Mommy and Daddy home and take them to Disney
World. This was so simple.
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The critical element to success, however, was still missing in our case. Yes, we
were listening to the tapes, reading the books, going to the seminars and using ALL our
own products, but I was not yet showing the plan. It didn't matter if we did everything
correctly—if we had no organization in which to duplicate the proper business building
techniques. Kerry would get up and show the plan and let me say a few words at the end.
It took a little while, but eventually, I studied it long enough to be able to show the plan
on my own. When the people that we had sponsored finally saw me showing the plan, it
gave them the confidence to go out and do it themselves.

Soon, we were moving many Amway kits on a regular basis. Kerry let me know
that I could not continue borrowing all his tapes indefinitely. I had become a tape junkie
from the ones that he had loaned to me early on. Five dollars a week for a cassette
seemed like a lot, but I signed up for the standing-order tape program. The tapes would
just come automatically with our Amway product order every week. We duplicated this
immediately, so that all our distributors would get their tapes automatically and all the
information that they needed. After all, it only made sense that they had a millionaire on
tape teaching them as opposed to me.

Something happened one day at product pick-up that at first made me very
uncomfortable. I was carrying boxes of tapes and Amway products from my sponsor’s
basement to my car. As I loaded the last box, she smiled and said sweetly, “We love you
guys.” I smiled and left quickly. They began to tell us this more and more, as did other
members of our upline, as we got to know them. They told us we were special people and
had unlimited potential with the way we were able to relate to people. It seemed strange
at first, but it was refreshing to be around a group of people that were so uplifting. Over a
period of years, we would eventually become closer to this group than any of our former
friends or family.

In mid December, Kerry and Chris came over and described to us what was
essentially the opportunity of a lifetime. It was a weekend-long seminar almost five hours
away. It was early in January and was called Dream Weekend. There were several
reasons we could not go. First, we were feeling overwhelmed! Although we were
enthusiastic, our total involvement was all moving far too quickly. Second, we had an
infant son, Josh, and we were unwilling to leave him for an entire weekend. Third, we
did not have the several hundred dollars that it was going to cost for the seminar and
lodging in the high-end hotel, in which it was scheduled. There was just no way it was
going to happen. We would catch the next one when our situation was better. Kerry and
Chris were very persistent. This was something that I would thank them for later

They explained that Josh was the biggest reason that we needed to go. His future
could hinge on this important seminar. There were many millionaires and
multimillionaires that were flying in from all over the country to teach those who 'really
wanted to learn.' Money was tight for us now, but after a function like this, it probably
would never be a problem again. Being strapped financially was actually another major
reason to go and learn from people who were financially free. We could even bring Josh
with us to the seminar and were encouraged to bring food in a big cooler to save money.
After hearing all this, we felt like we had no more excuses. All the issues that caused us
to not want to go were presented as the biggest reasons we needed to get there. We
reluctantly agreed to put the trip on a credit card. This Dream Weekend could actually be
what allowed us to become debt free. I internalized their nudging as meaning ‘invest in
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yourself now for a brighter financial future.” If I didn't invest in myself, who else was
going to? This concept of investing made sense to me. There was no way for me to
foresee that by utilizing these principles, I would later be used as an unknowing dupe to
extract millions of dollars from many, many good people.

By this time, we had quickly qualified as Eagle. We were well on our way to
Direct. We could convince no one else in our group to attend Dream Weekend with us.
That was okay. From the books and tapes, I was beginning to understand how leaders
think and act. Leaders lead. With much anticipation, we made the long journey with Josh
to the seminar. We arrived at the hotel, checked in, and changed into our meeting
clothes... a conservative dress for Kathy and the standard suit and tie for me.

The meeting area was an enormous ballroom. I had been to many corporate
functions but had never seen anything of this magnitude. There must have been at least
2000 people there. They all seemed very enthusiastic and friendly. It was the most
positive, energetic group of people I had ever seen in my life. It was also a group in
which you felt very safe. It was almost like a family. Speakers at these seminars often
commented on the fact that this was probably the only group where a woman could leave
her purse on a chair or table and not worry about it for hours. Things could not have gone
better.

We learned that there was special reserve seating right up front for the Directs
and new Eagles. We walked from the nosebleed section right up to a table near the stage.
We were fortunate enough to be seated with two young Direct couples that gave us
tremendous encouragement. They were where we wanted to be someday. They were
making at least $25,000 working only part-time. We thought what a wonderful business
this was where people who didn't even know us would give us encouragement! The
weekend opened with the traditional prayer and pledge. We were becoming more
conditioned to this sort of thing, so that it no longer made us uneasy. As a matter of fact,
we were now becoming proud to be part of it. Zack and Molly were the hosts and were
greeted with a thunderous ovation immediately upon their walking onstage. We were
now participants and were standing and clapping with contagious enthusiasm for them.
We had crossed the line. We were no longer spectators or observers. We were "in."

The people at our table could not believe how fortunate we were to have had Zack
do a meeting for us in our home. They told us of the enormous global empire he had
developed. We, too, were slowly beginning to understand how very fortunate we were to
be personally working with Zack. There was one perception that was firmly cemented in
our minds as we attended the seminar. What was very clear was the euphoric
understanding and belief that this business worked and did so in a big way. All of the
speakers had come into the Amway business with some misgivings and apprehensions.
Many had overcome incredible struggles and were now completely financially free. More
importantly, they had no jobs and unlimited family time.

A New Line of Reasoning

“We at Empower America are interested in bringing
Democracy and freedom and entrepreneurial capitalism to the
rest of the world. I've got a great way to do it. If we want to
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bring down astro and bring down Communism in Cuba...send

them some Amway distributors... that will do it!”
- Jack Kemp *

Without our knowledge, an educational indoctrination process had begun that
would ultimately alter and control nearly all of our fundamental beliefs. Up to that point,
politics had never been a real issue of interest to me. At this seminar and most that
followed, we began to learn about the evils of liberalism and of the Democratic Party. It
seemed that the liberals wanted to take from the hardworking, honest producers (us) and
give to the lazy, nonproductive members of society (them). Even our taxation system was
deemed to be incredibly unfair. It seemed that the rich (the producers) paid the great
majority of the taxes, which ultimately benefited the lazy members of society who chose
not to work. They tried to explain that logically there ought to be a tax on the poor. After
all, it was the lazy poor who were the ones that were constantly draining the system that
was supported by the hardworking families in America.

It certainly did not seem fair that hardworking families, like ours, supported the
third and fourth generations of families that were non-productive by choice. This made
me quite angry, once I began to understand. 1 went from having compassion for the poor
to contempt for them. This did not happen overnight or over the course of one weekend.
This type of information was continually reinforced through tapes, videos, seminars and
training sessions over a period of years.

Unknowingly, distributors tended to develop and embrace a totalitarian we/they
or us/them paradigm. This was most clearly evidenced a few years later at another Dream
Weekend held in Washington, DC. As chance would have it, another group, called the
Rainbow Coalition, was having a seminar at the same location. Jesse Jackson was there
to either speak or lead the conference. They, too, were a very well-dressed, sharp-looking
group of people. Their group also had tables where people could buy books and support
materials. In fact, our groups appeared nearly identical with the exception of one clear
distinction. They were Black Americans, and our group was almost entirely Caucasian.
The Diamond leadership had a field day when one of our distributors spotted a book on
"their" table for sale. The topic was something to the effect of how to get social security
at any age.

This became a topic that several speakers addressed with lots of emotion. Here we
were teaching people free enterprise, capitalism, self-sufficiency and the work ethic. It
was hard to believe that they were in the same building, promoting how to leech off the
government and the producers. It was portrayed in a manner that almost made it seem
like a battle of good vs. evil, strong vs. weak or the diligent working vs. the lazy.

At this seminar in Washington, DC, we learned of another great evil that had the
potential to inflict great harm upon our families and the American family unit, in general.
It was the National Organization for Women (NOW). We learned that they were trying to
redefine the role of women in America. It seemed as if they almost wanted to make
women into men. They were described as "Femi-nazis." The exodus of women from the
home and into the workplace was actually tearing at the very moral fiber of what made
this country strong. Amway Diamonds would often make statements, "There is no

* Jack Kemp, on Faith, Family, Freedom & The Future audiotape FED 94-7 copyright Internet Services Corporation
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amount of money that my wife could earn outside of the home that could replace the good
she could do for the children within it." In a sense, | agree and still agree with the basic
premise of this statement. Initially, this was an opinion that Kathy and I shared, but it is
not a moral yardstick by which we cast judgment on others.

In our Amway experience, women who choose a career "over" their children were
deemed to have a lack of values or were just plain stupid. Distributors would often hear
other comments. "Why do you think she's working, because she hates her kids?" To not
openly offend the un-indoctrinated, these types of remarks were often cushioned with a
disclaimer such as, "I certainly understand the bad position that these women are in.
Some are forced into the workplace, because they are married to a man that just isn't a
man. [ don't know about you guys, but I did not marry my wife so that she could pay her
half of the mortgage." This would put tremendous pressure upon the men to be "real
men," as defined by the system. The well-meaning husbands now had enormous
psychological and emotional pressure to build this business aggressively to "bring their
wife home" and prove their love, while retaining their manhood. If you could not
accomplish this, it would cause a long term, psychological self-emasculation. Rescuing
your wife from the workplace was something that every man needed to do and do
quickly.

The Diamond leadership became aware of the fact that the National Organization
for Women had rented the very same facility for a national conference the next weekend.
Once again, we were faced with the conflict of good vs. evil. Who would protect our
families? God certainly would if enough of us would rise up. One of the leaders led
somewhere near 2,000 of us in prayer against the National Organization for Women and
its leadership.

The only specific of the prayer that I remember clearly was that God was asked to
create confusion and dissention at the meeting and among NOW's leadership. A couple
of weeks later, we were joyfully informed that the meeting held by NOW had been a
disaster. We were told that the president had announced that she was a lesbian, and there
was a massive power outage in the middle of their conference. Certainly, God had
answered all of our prayers and had provided protection for all of us who loved our
families.

Another great evil that we had been unaware of was that of organized labor.
Distributors were advised that unions generally used their clout to actually protect
nonproductive people and reward them with a high pay scale. This was one of the great
problems with America, and one of the reasons we, as a nation, may have had challenges
in competing in a global marketplace. The "union mentality" was a subject of constant
derision at seminars and training sessions. This was one of the reasons for the extremely
high costs of putting on a major seminar in any of the cities that we attended. The
American people "needed to be educated” on some of the fundamental principles of
capitalism for the country to remain strong and survive.

The "entitlement attitude" that unions allegedly maintained was very harmful to
our country. There were countless references to lazy people who made statements like
"that's not my job." Complaints were voiced that, "a lot of people seem to stop looking
for work right after they get a job." We needed to develop the strong work ethic, teach it
to our children, and duplicate it throughout the country to make our nation strong once
again. Distributors were advised that unions wanted to extract unlimited income from
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companies without any corresponding effort or benefit. This type of attitude could
bankrupt companies and be the downfall of free enterprise.

It was presented that perhaps the worst of these unions was the National
Education Association (NEA). This allegedly was a group determined to subvert our
family values and Christian beliefs, in general. It was another liberal group that
reportedly used its clout to do many bad things. First, it wanted to protect its poor
teachers and non-producers by allowing them to hide behind tenure. If they were not
good teachers, they should be fired! Forget tenure! This was not socialism or
communism, which were topics that they were freely teaching our children. Distributors
were also advised that teachers in this liberal system had free rein to teach our children
homosexuality, sex education, and even Satanism, despite our wishes.

Once again, this set of beliefs was not created in one day or over one weekend.
This paradigm was developed and nurtured in many tapes, seminars, and training
sessions. Occasionally, a public school teacher in the organization would talk about some
of these topics from firsthand experience. This caused us not only to fear public
education, but also, eventually, to view it almost as a form of child abuse. As our family
grew, we finally enrolled our children in a small Christian school to insulate them from
this evil. Other distributors did the same or chose to homeschool.

Early on, the prayer and the pledge and all of this education about politics and
unions seemed out of place in a business meeting. It was explained that we needed to be
very knowledgeable in these areas to be able to vote correctly. A well-placed vote would
protect the future that we were working so hard to build. Distributors were encouraged to
do more than just vote; they were also to contribute financially to the campaigns of those
conservative Republicans who were brought in to speak to us. It did not matter if they
were not from our home state, as we were urged to get them in office in order to get the
whole country right. We were thankful that our leadership had more concern for us than
simply our financial success. It was refreshing to be around people that truly wanted to
have their lives make a difference in the world. Once again, Forbes seemed to have a
firm grasp on this movement when it reported:

In a world where many people find little satisfaction in the
paychecks they receive from big companies or public agencies, such
visions of financial independence are often compelling. But Amway goes
a crucial step beyond mere money. It offers its recruits membership in a
community of like-minded people — entrepreneurial, motivated, upwardly
mobile people who believe in their country, in God and in their family.
"This country was built on a religious heritage, and we had better get back
to it. We had better start telling people that faith in God is the real strength
of America!" Richard DeVos writes in his book Believe!

.......... Amway Distributors are bound by a set of shared beliefs
reinforced by myths, icons and documents. They are expected to read self
— improvement books (popular titles include Believe! and How To Be
Happy Though Married). They purchase and listen to Amway-sponsored
inspirational cassettes (usually live recordings of their "upline" leaders'
speeches and seminars). And they are expected to use only Amway
products in their personal lives.
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............. Amway rallies typically resemble a mix between a rock
concert and a religious revival meeting. The evenings are often kicked off
with inspiring music — the theme from Rocky, say, Chariots of Fire —
followed by much audience hand — holding, singing, swaying and
listening to testimonies. Some Amway leaders, such as Dexter Yager, are
famous for working their crowds into Amway chants and for revving their
audiences with inspirational speeches that last into the early-morning
hours. If Amway seems like a commercial version of fundamentalist
religion, DeVos offers no apologies. "For a lot of people, Amway is their
only route out (of poverty)," he says. "So Amway relates right down to the
grassroots, right down to where people live.""?

We left our first Dream Weekend with total confidence in the knowledge that this
was a good and honorable business and that we could succeed. More importantly, we
could help our family and friends succeed in the process. Again and again, these words
were used reinforce the all-for-one and one-for-all propaganda: “A rising tide raises all
ships.”

“There are three ways the desire to control others expresses

itself: manipulation, intimidation and domination.”
- Derek Prince *

! Getting Started Literature from Follow Up Pack

* Walter’s Tape of The Week

? Getting Started Literature from Follow Up Pack

* Amway Distributor Leader 02/16/99 Open Recruitment Meeting at Hotel

> Amway Emerald (Kerry) 02/16/99 Open Recruitment Meeting at Hotel

® The Business Handbook, Dexter R. Yager, Sr. with Doyle Yager p. 68

; Profiles of Success, Copyright Internet Services Corporation 1978, 1995
Ibid

’ DBR-769 Your Next Move Copyright Internet Services Corporation

* Prince, Derek, They Shall Expel Demons, Choice Books, 1998, p. 137.

44



45

' DBR-769 Your Next Move Copyright Internet Services Corporation
" Forbes, December 9, 1991 p. Klebnikov

'2 Amway Business Network Site post July 12, 1999

" Forbes, December 9, 1991 p. Klebnikov
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CHAPTER 3

Fully Committed

“Amway distributors are dramatic proof that the American
spirit of free enterprise is, and will continue to be, a vibrant

force for good at home and around the world.”
- Gerald R. Ford, 38™ President of the United States *

We came home from the Dream Weekend seminar with a euphoric mixture of
motivation and exhaustion. Some of the meetings had gone until past 1:00 a.m. The odd
part was that almost no one got up and walked out, even after midnight. Others must have
been used to this. We did not yet have that kind of endurance. What we lacked in
endurance, though, we made up for with work.

Soon, I was doing one-on-one presentations and group house-meetings almost
every night. The numbers began to grow rapidly. It was not long until we had our own
"open meeting" in our town. This proved a tremendous advantage in furthering the
growth of our organization. In an open meeting, a very successful distributor would show
the plan on a large board and easel in the ballroom of a local hotel. This was a very
professional setting and added to the credibility of our now rapidly expanding business.
The open meeting was held once a month and was presented by either an Amway Profit
Sharing Direct-, Emerald-, or Diamond-level distributor.

This terminology of the various levels requires some definition and description. A
Profit Sharing Direct was a distributor who had maintained 7500 PV for six months in the
fiscal year. An Emerald distributor had not only achieved the level of profit sharing but
had helped at least three of his down-line distributors accomplish this as well. We were
informed that Emerald distributors made at least $100,000 a year. Most were able to
retire at this level. The standard repeated slogan was "three you're free, six you're rich."
Diamond distributors were those who had helped at least six different distributor
organizations reach the level of profit-sharing in a fiscal year. We were told that the
lowest representation of income at this level was normally around $250,000 a year.

It certainly was a thrill to have many young, financially free distributors show the
plan, and teach us and the “leaders” we had sponsored. The most important part of these
meetings was the nuts-and-bolts teaching sessions after the prospects had left the room.
As distributors, we could write questions on a piece of paper and pass them forward to be
answered by the guru du jour.

We ‘went Direct’ in a little under a year. This certainly was an exciting time! The
real thrill was not for us to be recognized on stage, but to see distributors in our group
brought up and recognized at each new level. When Kathy and I went Direct, it gave all

* Take Charge of Your Future; Stock No. SA-217, copyright 1997 Amway Corporation
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of our friends the hope that they could do it too. A renewed, high-energy level rolled
through the organization, as it began to pick up momentum. We now had an open
invitation to all of the Direct meetings. We got there early with notebooks and tape
recorder and stayed late. Here we began to meet the Emeralds and Diamonds that we had
only known from a distance. We felt as if we had known many of them intimately from
listening to all of their tapes. We wanted to know what they knew, and we wanted to have
the family-oriented lifestyles that they described.

The teaching at this level became far more streamlined. We had heard many times
about the Cardinal Rules, but they were repeatedly hammered home at this level. "The
Cardinal Rules," distributors were advised, "were rules that you must "never, never,
never, never, ever violate." It sounded a little hardcore, but Direct-level distributors were
advised that violating any of these principles could cause significant damage to even a
large organization. At lower levels, these rules were important, but at the leadership level,
they were as vital as water is to life. Our upline Diamond shared these principles with us
solely to assist us in protecting what we were working hard to build.

“When a movement requires you to lose your identity, most

times the movement is a cult.”
- Billy Hornsby"

Never Pass Negative

The first cardinal rule is that a distributor should never speak negative words. You
were not to talk negatively about a situation, a person, or product. My firsthand
experience with this came fairly early on in The Business. Kerry and Chris had given us a
chocolate food-bar to try that had come from The Business. The next time I saw them,
they asked what I had thought about it. In my mind, that meant I was supposed to give
them an honest opinion. I told them that it tasted okay, but it seemed grossly overpriced.
They smiled and did not really make any comment at that time.

In a week or so, we had a training session for the group. One of their talks was on
the topic of "never passing negative." Specifically, if you do not like a product or feel that
it may be pricey, don't ever speak it. Why? Because someone in your group may like it
and may determine, by their standards, that it is reasonably priced. This business was
predicated upon successful duplication, and if everyone spoke about the one product they
did not particularly like, a new distributor might get a poor impression of the product
line. I understood the strong message, and on the surface, it actually seemed to make
sense.

There were mnever any “problems.” There were only "challenges" and
"opportunities for growth." If there ever was a challenge in the group, you were never to
discuss it with downline. We could take the limited time we had with our people to either
give them words of encouragement or discouragement. It was only productive to take
challenges upline for discussion and resolution. There was never a need to burden

* Hornsby, Billy, The Cell Driven Church, Kingdom Publishing, December 2000
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someone with a challenge that did not affect them personally. One of the common
sayings used to illustrate this very important principle was, "Remember to only 'throw up,
never down.'" In a family, there were challenges that a father and mother handled without
the children’s knowledge, but for the children’s own benefit. This was very much the
same.

Even more important than never speaking negative words was the policy of never
thinking negative thoughts. It was important to have enough discipline never to allow
your mind to entertain a negative or doubtful thought. Why was this so important? It was
simple.

We were taught that by nature we moved in the direction of our most dominant

thought. One of the most valuable things that I learned from Zack and quoted often was
this: "Your actions will follow your thoughts, just as surely as your shadow follows you."”
He spoke often of the vital importance of controlling your environment. That was
brilliant! If our actions gained directional control by our thoughts, the key to success was
this: We simply had to have enough self-discipline to control our most dominant
thoughts. That was why the system had been so essential to the success of all those who
had gone before us. It helped to maintain focus and also block out the negative.
In light of this, it was vital to avoid negative thoughts, negative people, and negative
counsel. In the book Mark of a Millionaire, co-authors Dexter Yager and Pastor Ron Ball
spoke to this issue. They explained that it was important to learn to avoid bad counsel.
The characteristics of bad counsel were as follows:

"1. Bad counsel is negative.

Negative counsel comes from well-intentioned people who keep
telling you what not to do. "Don't try..." "Don't do..." "Don't reach
for..." they always tell you no when you need to hear a yes. I'm not
saying that counsel can never tell you something that you don't want
to hear — sometimes it must, but then it should provide you with a
positive direction to replace the negative warning. Counsel that is
always negative is bad counsel. Avoid it.

2. Bad counsel is almost always over-cautious.

Bad counsel will warn you about every danger, caution you about
taking any risk. It tends to be extremely conservative. It makes you
afraid to move, wary of the consequences of any action. Bad counsel
tells you not to build a business because of the financial risks, or not
to grow too big or else you'll be a materialistic person, or don't try to
accomplish something that might make someone mad at you. Again,
it's not that caution can't be valuable advice, but that counsel that is
entirely cautious can paralyze you.

3. Bad counsel is oversensitive about other people's opinions.

If you're getting counsel from someone, and they're always
counseling you to be careful of what so-and-so thinks, take it with a
grain of salt. Remember that if you accomplish anything significant,
someone is bound to criticize.
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4. Negative counsel creates confusion.

Instead of helping you think clearly and get your goal in focus, bad
counsel confuses you and blurs your vision for the future. Counsel
should be clear and logical.

5. Bad counsel violates the principles of the Bible.

I don't make any apology for that statement because I believe those
principles are basic to your life and your success. To go against the
teachings of the Bible is to jeopardize everything you love and
everything you hope for. If you violate the principles that God has
given, then you endanger your family, your children, and yourself.
You play a fool's game of high risk with God. You want counsel that's
consistent with what the Bible really teaches."’

This information helped us block out the ridiculous stories we would hear about
people that came into Amway and left after losing their homes, going bankrupt, or having
$5,000 worth of soap in their garage. Diamonds finished those stories by saying "if a guy
lost his shirt in Amway, it must have been a pretty cheap shirt." As distributors, we often
laughed among ourselves at the idiots who would believe and repeat such stupid stories.
Little did we know that we also would eventually be forced into bankruptcy and face
losing our own home.

Never De-Edify

“...the cults almost invariably teach their followers not to
question, not to interact with outsiders (especially ones
critical of the cult’s beliefs) and to depend on the cult
authority structure to tell them what to believe without any

personal reflection at all.”
- Dr. Walter Martin *

The second cardinal rule was that a distributor should always edify, or build up,
his or her upline. The more you built up your upline verbally, the more effective they
would become in working in your group. It would then only benefit you to give a great
verbal introduction to your sponsor at a meeting or training session. This would give
them more credibility, which they could use to assist you in developing your business.
Distributors were often told stories of people who had all the potential in the world but
had blown themselves out of the business, because they had an out-of-control ego. Part of
being an outstanding leader meant that you had to have been an outstanding follower.

The distributor was never to contradict or criticize his upline openly, as this would

* Martin, Walter, The Kingdom of the Cults, Bethany House, Oct. 1997 Anniversary Edition, p. 36.
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set up a pattern of bad duplication. Phony edification was as bad, if not worse, then open
de-edification. This would involve being loyal and complimentary to your upline in
person, but being critical when you were alone with members of your group. This false
loyalty, distributors were taught, would always come back to get you. Specifically, if you
criticized your upline, you were teaching your group to be critical of you. Once again, a
marriage analogy was often used for illustration. There were times when a husband and
wife would not agree on the topic involving the children. However, they needed to
always show a "united front" before the children and resolve their differences in private.

Never Cross Line

The next rule requires a basic understanding of the network or multilevel
marketing structure. As mentioned before, your sponsors and the people above them were
your upline and had a vested interest in your success. The distributors that you sponsored
and those below them were your downline and were distributorships in which you had a
vested interest. Any other distributor would be considered cross line. For example, let's
say your sponsor sponsored you and another couple named Bob and Mary. Bob and
Mary, and the entire organization that they developed, would be considered cross line to
you.

"Never cross line" was a core principle that referred to not having business-related
or personal conversations with distributors that were cross line from you. It was
recommended that you had little or no social contact with these people as well. The
reasoning was that this could cause confusion and inadvertently damage both of your
businesses. Here was the scenario that was normally utilized to explain this situation. Bob
and Mary had 10 people personally sponsored and went to their upline for advice. Their
upline gave them specific, business building advice, based upon the structure of their
business. Bob and Mary were told not to sponsor anyone else personally and just to work
depth (working depth was a reference to helping those that you sponsored to sponsor
others and then helping those new distributors do the same).

You, on the other hand, may have only sponsored one other couple so far. Your
upline told you to personally sponsor five more as fast as possible. The danger of cross
lining appeared when you were having a casual conversation with Bob and Mary. You
mentioned that you were told to sponsor five more as soon as possible. Bob might say,
"That's odd, they told me not to sponsor anyone else right now. I wonder which advice
was right?" Your upline gave advice to suit the specific need, just as a physician
prescribes different medications for different ailments. To compare notes and hear
seemingly contradictory advice could create confusion and a loss of faith in the upline's
advice.

Early on in the business, Kerry and Chris called to talk to us about a couple we
had sponsored named Justin and Samantha.” Kerry and Chris found out that Samantha
had been taking walks for quite some time with a neighbor who was now in Kerry and
Chris's organization. We were told to call Samantha and have her stop doing this, as they
were now cross line. This all sounded a little too "Big Brother-ish" to us, and we flat out

* Not their real names.
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refused to tell Samantha to stop walking with a good friend. We agreed to recommend
that they not discuss business and left it at that. We understood the importance of the
principle but figured our sponsors desired us to enforce it to an extreme that was certainly
a little more zealous than it could ever been intended.

Never Implement New Ideas

The beauty of the plan and its accompanying system was its simplicity. To bring
in hundreds of distributors, and eventually thousands and tens of thousands, the process
had to be kept very simple and exactly duplicate-able. To implement one small change
could have as dramatic an effect as having a ship that was crossing the Atlantic off by
four degrees for the entire trip. Initially, there would be no noticeable variance from the
planned route. However, at the end of the journey, the ship would be literally hundreds of
miles from its intended destination.

One analogy that we were all familiar with from our grade school days was that of
whispering a secret to a child in the front row. This child, in turn, tells the student behind
her, and this process continues until the last person in class has the message whispered to
him. It is almost comical to hear the bizarre message that emerges after several
permutations in the communication process. This is why we had to keep the system pure.
Prospects were invited in the same manner, shown the plan in the prescribed way,
followed up on with specific starter materials and started in The Business and on the
system in a nearly identical manner around the world.

We were told that there was no need for new ideas. Both couples, Dexter and
Birdie and Zack and Molly, had spent over two decades in developing the perfect system
and pattern for success. We did not need new ideas! What we needed were new people in
a system that worked. This was where the importance of counseling came into play.

One of the benefits of working with people who were successful in this business
was that once a month you could get with your upline 7o counsel. This afforded you the
opportunity to ask specific questions and to increase the profitability of your business.
Additionally, if you had a challenge, your upline could provide a quick solution. This was
entirely logical, because it was nearly impossible to develop a new scenario that they had
not already dealt with somewhere in their organization.

We were very blessed in that we had sponsors who were already successful and
were such a tremendous encouragement to us. They were terrific up-lifters and made us
feel as if we were truly leaders. We greatly appreciated their efforts on the behalf of our
business. In the process of building our business to the Direct level, we met several other
members of our upline. All of them were extremely complimentary and helpful in
developing the foundation of our business, from which a global enterprise developed.
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Kindred Spirits

“I want you to know that I love each and every one of you”

- Amway Crown Ambassador Dexter Yager *

It took a while to get used to hearing the words, "We love you guys.” Many of
the speakers from stage would say they loved us, because we were kindred spirits, so to
speak. We were on the same journey and understood each other. We began developing
very strong emotional bonds with those in our organization as well as in our upline. It
became very much like a family. This was the most loving, compassionate, encouraging,
God-focused group of people that we had ever been associated with. These were the
people that we wanted our children to emulate. We felt, we now had an incredible
environment in which to raise our children.

There were now many distributors in our organization” that were much more like
family members than business partners. We had begun spending a great deal of time
together. Rick and June were one of these great couples. They came into the business as
quiet, somewhat shy people. It was incredible to watch them blossom as leaders in the
organization that they developed. Like us, they saw their distributors as partners more
than downline. Both Rick and June overcame their natural shyness and became very
effective public speakers. Their love for The Business and particularly for their people
was quite apparent. Their combination of sincerity and professionalism enabled them to
build a very credible organization. In their group were teachers, attorneys, physicians,
insurance professionals, a pastor, and other people from many walks of life. It was a thrill
to see them recognized onstage at seminars for their accomplishments!

Then there was Kirk and Linda. They both came to The Business from
professional backgrounds. In contrast to Rick and June, Kirk and Linda were extremely
comfortable in leadership roles. They enjoyed public speaking and excelled at it. They
became the role model for the work ethic among leadership in our organization. There
was no limit to how many miles Kirk was willing to fly or drive to build their business,
with the goal of ultimately purchasing ‘his freedom.” The organization that they
developed would eventually span many states and expand its outreach into South
America. We took great joy in building The Business together. I particularly appreciated
their leadership and work ethic, as I did not have to spend much time in their organization
once it was up and running. They established challenging goals and pursued them with
dedication.

There was another wonderful couple named Dean and Kelly. They were in their
forties and were models of integrity. Their daughters often babysat for our children, as
our family grew. Our children literally grew up together because of this contact. They
were not bold, confident speakers but made up for this with sincerity and compassion for
others, making everyone around them feel comfortable and welcome. Dean and Kelly

* Crown Ambassadors, Dexter & Birdie Yager Stock No. FED 94-12 Copyright Internet Services
Corporation
I am not using their real names in this book in order to protect their identity.

49



50

were a special breed. They were the kind of friends that you knew you could trust without
reserve. These qualities, combined with a great sense of humor, afforded them the ability
to develop an organization that included quite a few Directs and an Emerald. This
organization would include police officers, a surgeon, CPAs, a financial planner, and
members of nearly every respected profession. This group grew from humble beginnings
in a small, rural town, eventually extending into many states, Europe, and the Philippines.

These were just a few of the many very close friendships we developed, as we
were building The Business. We spent countless hours together in open meetings, at
seminars, and in cars driving great distances to do “house meetings.”

Gradually, these people became our family. We all came into the business with
the understanding that we could build on a "very limited part-time basis," when it would
fit in our schedules. After listening to the tapes daily, reading all the books, and going to
the seminars, many of us found ourselves going out four, five, six, and some even seven
nights a week building The Business. It was a slow, unnoticed alteration in our life. We
now understood free enterprise and the rewards that were available to us and to those we
loved. We had a new understanding, and we were no longer willing to suffer the
oppression of regular jobs.

Thankfully, we had all learned quite a bit from the system and our upline.
Distributors were advised that it was okay if they did not want to have a luxury home,
new vehicles, furs for their wife, or family trips to Hawaii and Disneyland. Our efforts at
our jobs were providing these luxuries for our bosses and the stockholders.

There were several examples that were frequently used to reinforce the group's
paradigm that employers were oppressive. A rhetorical question often asked of male
distributors was this: "Who do you love more, YOUR wife or your employer's wife?"
Some Diamonds would remark, "You must love your boss more than your wife, since you
have decided to spend more time every day with him."

Others would make joking comments to the effect of: "Scientific surveys have
documented that your wife is peaking sexually at about 1:00 p.m., and you missed it by
being at work. Had you been a retired Emerald or Diamond, you would have been home
more often to capitalize on this scientific phenomenon." Another Diamond described
people who had jobs as "handicapped in a sense." Having a job was referred to as the
form of modern-day slavery that many of us chose to voluntarily submit to before coming
into The Business.

The basic theology or doctrine that many of us would eventually embrace as our
own, after hundreds of hours of tapes, training sessions, and seminars, was fairly simple.
Why would a person of reasonable intelligence choose to put himself in a position where
someone else (an employer) would have near total control of his time and income? The
rhetorical question often asked at seminars and meetings was this, "If someone else
controls your time and your income, they actually control what?...They control your
life." Why on earth would you want to slave away and get paid wholesale for your time,
when your boss charges retail for it? You would be at the economic disadvantage of
going to the store as a consumer and paying retail for products with money from a
"wholesale" income. In your own business, you get paid retail for your time and buy
products at wholesale. Because you are the business owner, the fruits of your labor will
be on your tree. How many professionals do you know that slave away at a career, and
when they stop working, the income stops? In addition to that, they have built no equity.
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In this business, you could create a permanent, residual, walk-away income that you
could will to your children for the estate purposes.

In addition to the working career, you were investing your life in something that
had little or no security. Don't we all know people who were faithful, hard-working
employees, only to get laid off in their late fifties, just before they became fully vested in
their retirement plan? They would then go to Wal-Mart and could not even land a job
there, because they were totally over-qualified.

In many meetings, the acronym, J.0.B., was used with great frequency. If you
have a J.0.B., you may be Just Over Broke. A member of our upline would even state
that it was your boss’s specific goal to keep you broke; otherwise, you would have the
ability to leave. We were told that you were paid what your job was worth, not what you
were worth. Your employers' objective was to keep the position filled for as little as
possible. If you had a J.O.B., you might not know it, but the word job was a Latin word.
The root word’s original meaning was "jobus operandi," which translates today into "Jerk
On Board", or so the joke goes. An Amway Emerald would often describe the time that
he and his wife both had jobs and referred to themselves as "double jerks." Knowing the
above, if you chose to spend the rest of your life working at a job for a boss, most likely
you were a "Jackass Of the Boss." With the climate of corporate downsizing at the time,
these philosophies fed the fears of many people who had legitimate concerns about
economic security in an evolving marketplace.

I certainly did not hate my career, but at the same time, I did not want to be taken
advantage of in any manner. Why would I continue to let someone else control both my
income and my time with my family? It made a lot more sense to work for myself and
have my family benefit directly from the fruits of my labor. Kathy and I decided to push
ourselves hard and build 'our business' without reserve. We needed to hit the 7500 PV
level to go Direct and make an additional $25,000 a year!

On Our Own

At about the time we reached 4000 PV, Kerry and Chris stopped having almost
any involvement in showing the plan in our group. I understood this was certainly from
the specific direction of upline counsel. Like many distributors, they did absolutely
nothing in their business without checking upline. We noticed at the training session,
there were very few people outside of the organization that Kathy and I were developing.

We assumed that upline had told Kerry and Chris to go work with new groups, as
we were "up and running." Their function changed from showing the plan in our
organization to giving us specific direction in counseling some of our leaders. In addition,
we would still plan the training sessions together that they hosted for us. At this time,
there were no problems. The business and system had functioned appropriately, and they
had successfully duplicated themselves.

To make these counseling sessions effective, there were several things that we
needed to bring. We had to bring our schedule book, a notepad, a goal sheet planning
guide (simply referred to as a goal sheet see page xx), a tape recorder, our group drawn
out in circles, and an accurate listing of the amount of books, tapes, and seminar tickets
that we were moving. The important data that we needed to track was listed on the goal

51



52

sheet.

The goal sheet was a form that basically served as a road map to go Direct and
help others do the same. The books, tapes, and seminar tickets were considered fools. We
would learn that the PV, and its related income, would always follow the tool flow. Let
me explain how this happened.

The more books and tapes that your organization was consuming, the more
knowledgeable and motivated the distributors would be to build their own businesses. We
were advised that there was a direct correlation between how many books, tapes, and
seminar tickets you are moving with each PV level. Specifically, the goal sheet showed
that if your next goal was 4000 PV, you should have 50 distributors in your entire
organization, 12 of which you had personally sponsored. Of those, you should have had
at least 25 signed up on the weekly, continuing education, tape program and be selling at
least 100 additional instructional or "rally" tapes per month. Additionally, you should be
selling at least 50 books, 10 Amway Kkits, and 16 boards and easels a month. Also, you
should have at least 25 distributorships at the monthly seminar (which would usually
equate to a goal of 50 seminar tickets). The seminar cost ranged from $10-12 for local
seminars to as much as $400 for full weekend seminars. The two primary numbers to
track were the tapes of the week (continuing education) and seminar tickets.

Once you and your organization had achieved the level of 4000 PV, you could
then set your sights on going Direct by doing 7500 PV. In terms of dollars, this normally
would equate to well over $15,000 in goods and services. By following the chart on the
goal sheet, it would be clear that you needed 80 distributors in your group, with 15
personally sponsored, and 40 on tape-of-the-week. You also need to be selling at least
200 additional tapes, selling at least 75 books, 16 Amway kits, 25 boards and easels. You
would also have at least 40 distributorships, (which translates to 80 tickets, since the
distributors were usually married couples) buying tickets to seminars monthly.

Once again, Distributors were instructed that there were two key numbers to focus
on at this point. You would normally have “gone Direct” when you had 40 people on
tape-of-the-week and had sold 80 seminar tickets in your group.

These representations did, in fact, work out in real life. We developed a leadership
team that helped many distributors hit the magical 7500 PV level and go Direct. Some
achieved this volume level with less than 40 people on the tape-of-the-week plan. There
was never an instance, however, where someone had an organization with at least 40
people on tape-of-the-week that did not do 7500 PV. This seemed to reinforce the need
for the system.

These specific logistics gave our organization and us a track on which to keep
running. We did not have to be millionaire Amway Diamonds to give our leaders
accurate direction. Distributors were advised not to try and go 7500 PV but, instead, to
build the organization that would support 7500 PV indefinitely. There was a mention of
customers on some goal sheets, but it was not made a priority in counseling sessions,
training sessions, seminars, or on tapes.

Selling represented the old days of Amway! We were building distribution
networks. The momentum continued to grow, as we developed a team of loyal,
motivated distributors. The real leaders were out almost constantly in a frenzy of
activities. There were continual open meetings, seminars, training sessions, special
promotional meetings, and the usual array of house meetings and follow-ups/start-ups.
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The pattern became fairly simple to follow. You would show someone the Amway Sales
and Marketing Plan and focus on their wants and needs.

Continually referring to these needs enabled you to nudge them to build a list of
their friends, family members, and co-workers for an effective start up. We would
normally help them develop a list of one hundred names and telephone numbers. We
would then help distributors call these names for two house meetings at their own home.
They would utilize the same form that we had used from the follow-up pack to call their
friends and family. The objective was to have them make the call, schedule the meeting,
and get off the phone without having to answer any questions.

The longer they were on the phone, the more challenges they would encounter.
So, the goal was to get them on and off the phone within a minute, if possible. We were
even encouraged to use hourglass egg timers to create that sense of urgency to finish the
call quickly. If they were met with difficult questions ("Is it Amway?"), distributors were
taught to say, "That's a great question, my partner is right here. He can answer that for
you." They could then hand the telephone to a more experienced distributor. Being more
experienced, the senior upline distributor could usually dodge the Amway bullet and talk
about opportunities in global distribution. It would also help to mention a few Fortune
500 companies, for which we were wholesaling. It was not viewed internally as deceit.
Most of us acknowledged that we would never have gone to our initial meeting had we
known it was Amway.

This was network marketing, not the preconceived door-to-door selling business
that most imagined. We were instructed not to tell people any details on the phone, in
order to protect them from having their own inaccurate preconceptions cost them their
entire future.

The objective was to have a house meeting for a couple at their home within a
week from when they first saw the plan. It did not give them much time to evaluate
anything about The Business or product pricing, but they were excited when they
sponsored someone new and felt as if their business was working. Many, like us, had
sponsored quite a few people who relied upon our representations before they actually
had any first-hand experience in The Business. In the beginning, we had not been given
any time to evaluate or compare pricing, and due to the big push to sponsor quickly, we
relied almost solely upon the representations of our sponsor and upline team.

Having people sponsored quickly excited us. What we did not realize was that
these relationships would be one of the reasons that we would stay in The Business to our
own detriment, far beyond any point of reason. We had an obligation to help these
people. We had to make it work, not only for us, but also for them and for their children.
Many of the Amway Diamonds would quote Dexter and say, "When you build a
friendship, you build a 'direct-ship'." This seemed to be very true!

“They claim to direct us to the light, but they actually entice us into
darkness.”

- Derek Prince’

* Prince, Derek, They Shall Expel Demons, Choice Books, 1998, p. 121.
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CHAPTER 4

Big Wheels
Kept on Turning

“Rich DeVos [Amway Founder]| is one of the most energetic
and dedicated Christian laymen I have ever known. I am
never in his presence that I don’t feel his strength of character

and dedication to the things of God.”
- Evangelist Billy Graham *

We went Direct (silver producer), and things began to get very exciting! We were
invited to the Directs’ leadership meetings before each seminar and Direct-only seminars
hosted by Zack and his leaders. This was a thrill! We began to meet the leaders that we
had previously only known from stage or from hearing on tape. Most were dynamic,
friendly people, and they were a source of great encouragement.

At these special meetings, the key principles of loyalty (to your product line and
upline), goals setting, and the work ethic were all reinforced but far more strongly. The
metaphor, "you wouldn't feed steak to a baby," was often used to describe the tiers of
teaching within the leadership. As Directs, we had proven ourselves and were advised
that we were ready to hear it straight without any "sugar coating." Directs would often be
asked questions, such as this by speakers, "You're the real men, aren't you? How many of
you have jobs?" Another favorite was "How many of you enjoy spending more time with
your boss than your wife? Who is going to do something about it?" They would joke
about praying for those of us who still had to get up early and go to jobs.

Indeed, sleeping was becoming a major goal for many of us. I would often stop
home briefly after work and grab a sandwich, kiss Kathy, and head out of town to show
the plan. Many nights, I would not get home until 1:00 or 2:00 a.m. and sometimes later.
I would get up feeling groggy a few hours later, kiss Kathy goodbye again, and head off
to work—and the cycle continued. We kept telling ourselves that it was going to be worth
all the effort, and soon, we would be full-time parents together! We had to 'pay the price,'
as they say. I would soon learn to drive myself far past the point of exhaustion. Kathy
only recently told me how fearful she was of me dying on the road on any of the
countless nights that I was out showing the plan. I would drive from my home state in
Pennsylvania to as far away as Maine, Michigan, or Atlanta. In some cases, I would
arrive home at sunrise, just in time to catch a few hours sleep. The result was that our
group was growing and freedom was soon going to be ours!

We had been expecting to make around $2,000 a month as new Directs. These

* DeVos, Rich, Hope From My Heart, (Endorsement by Billy Graham)
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were the representations made in all the plans that the distributors see. That income
representation was made in the SA-4400, an Amway-produced document that must be
given to all prospects after they have seen the Amway Sales and Marketing plan.
Distributors and prospects were routinely advised that that this was a "Federal Trade
Commission" document. This continual representation gave an ongoing air of legitimacy.
The income representation of making over $2,000 a month was based upon sponsoring
six new people, each of whom would sponsor four, who, in turn, sponsored two more.
The illustration was also predicated upon each of these doing 100 PV in monthly volume.
This process was described routinely as a "no brainer." One Diamond was known for
saying, "Even a blind dog with a tape in his mouth could go Direct.”

The challenge was nearly impossible to accomplish! We went Direct with a
growing organization, but it was incredibly difficult to keep that many people active. The
turnover was overwhelming. We went Direct with a few growing organizations; yet we
were making a net income after system expenses of closer to $600 dollars a month rather
than the expected $2,000. I was now spending well over forty hours a week building our
business, and Kathy was working even harder. In retrospect, I now realize that her work
was far more taxing than mine. Sure, | had to go to my corporate job on little sleep and
then drive to meetings. She had to take total care of the children, and our house—meals,
laundry, cleaning, taking out the garbage and sometimes mowing the lawn—be a source
of constant encouragement to our downline, and take our downline’s orders, all the while
being the perfect, cheerful Amway wife. This was far easier said than done.

“This business is a way of life.”

- Amway Crown Jody Victor *

I do not recall at exactly what point we surrendered our entire life to The
Business, because we certainly never consciously made that choice. I do not believe that
anyone consciously makes that decision. It was the specific result of an intensive,
seamless recruitment and indoctrination process. After an enormous amount of
indoctrination and training, we honestly believed our complete commitment to our
business was the only way we could best serve our God, our family, and our country. We
began to forsake all other friendships outside of The Business. There was no other way.
We had no time for anything else.

There were two groups of people that we had to deal with. There were people who
were in The Business and those on the outside. They were two separate and distinct
worlds. People that were "in"” understood, and you could easily communicate using
business clichés. People were either "fired up" (excited) or not. They were positive or
negative. They were motivated or lazy (if they did not get in). Showing someone The
Business was often described as a financial or intellectual IQ test. It was all very black
and white. Friends and family to whom you showed the plan were either for you or they
were against you.

Unknowingly, in a gradual process, we went from casual distributors to totally

* Jody Victor, It’s Unbelievable audiotape Stock No. DBR 897 copyright unknown
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dedicated business owners. We were not committing to this business, but to our own
family’s financial future. After all, the income stream from the global distribution
business we developed would be will-able to our children. It was a slow process, but after
a year, we had little or no contact with anyone outside of The Business. Our schedule was
one of unending training sessions, seminars, product fairs, promotional trips, open
meetings, house meetings, and follow ups. I began to log tens of thousands of miles a
year in my car. It was not unusual for a committed "road warrior" to sleep in his car in his
suit, just out of sheer exhaustion. We were fighting for our families' economic freedom. I
had to be man enough to be willing to pay the price.

Distributors were constantly reminded that God's Word says, "A man without
vision shall perish" (Proverbs 29:18). We had the vision and had to keep it alive to endure
the constant travel and time away from our families. When Kathy and I were together, it
was usually only for an open meeting or seminar. And this was our only time
together—with few exceptions.

In retrospect, I cannot comprehend how she made it for all those years. As our
business grew, so did our family. She loved and nurtured four-year-old Josh, two-year-
old Ashley and our newborn joy, McKenzie, almost completely on her own. I was gone
constantly and exhausted when I was home. I had trained myself to go on very little sleep
and could keep up a grueling pace for about ten or more days. I would sometimes
collapse on a weekend and sleep for almost an entire day, as my body recovered.

No one in our downline knew of this, as we always just smiled and worked more
and more. We were taught (by several Diamonds) not to share our schedule with the
group. "They wouldn't understand it, because they don't have the big dream yet" was the
usual reason that we were given. The plan was shown and prospects were told that
income could be made in a 12- to 15-hour weekly time commitment. Somehow, this was
just not making much sense, as Kathy and I worked that much in a single day for a
combined total of 30 hours. But it was going to be worth it, as we were both going to be
full-time parents soon. What a joy all of this was going to be!

Our efforts appeared to be paying off, as our organization began to mushroom
throughout many states and eventually into other countries. Kathy and I achieved the rare
level of Ruby direct, which meant that we had developed a personal organization that
moved 15,000 PV in products and services that month (over $30,000). Because this was
such a rare achievement, Kathy and I were brought on stage at the next seminar and
recognized with much fanfare. It was humbling to get a standing ovation from your
closest friends. We both would rather not have had that kind of attention, but we were
thankful that God was using our accomplishments to inspire others.

It seemed like the more we succeeded, the more people in our organization
believed they could become just as successful. I use the term "succeeded" loosely. At that
point, we had expected to be earning over $50,000 a year, but in reality, our net income
was nearer to $10,000 for a superhuman effort. Your income, we soon learned, was a
nearly taboo topic. You would be treated like an imbecile for even bringing it up. After
all, this was the purest form of free enterprise in America. We were all paid on the
same scale, and we completely controlled our own income. Anyone who was not happy
with his or her income was advised to get a mirror and look directly at the person
responsible.

When you had maintained at least 7500 PV in monthly volume for six months in a
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fiscal year, with certain restrictions, you would be recognized as a Profit Sharing Direct
distributor. At that point, the plan showed a monthly net income stream of over $2,000 a
month. With year-end bonuses, Profit Sharing Directs were depicted making around
$35,000 a year on a part-time basis. This was for a business that was structured 6-4-2.
Specifically, you sponsored six, who each sponsored four, who each sponsored two, all of
whom did a monthly volume of 100 PV.

In the mid to late ‘90s, the sales & marketing plan shown to prospects changed
dramatically at the direction of our upline Diamond. We were now to show a 9-4-2
configuration when showing the plan to prospects. Once again, for clarity, this depiction
represented you sponsoring nine, each of whom sponsored four, who each sponsored two.
Now the annual income showed for Profit Sharing Directs working part-time leapt to
$54,000. This was an enormous shift in representation, perhaps used to draw in a more
upscale, professional distributor. Our organization began to change in demographics to
include a growing number of extremely successful professionals and business owners.

Something else of critical importance happened to distributors at the profit
sharing level. They were covertly inducted into a business, in which they were already,
unknowingly participating. All of our downline leaders, as well as Kathy and I, were not
aware of the fact that we had been participating in an extremely secretive, secondary
business. This secretive, secondary business was their upline Diamonds' book, tape,
video, CD-ROM and support-material business. We were notified about our
"confidential" meeting shortly after being recognized on stage as new Profit Sharing
Directs.

Our sponsor called us over for a counseling session and explained that we would
now begin receiving a small confidential perk. We would get a fifty-cent break in price
on every tape that our organization purchased and a small percentage off every book that
was purchased by members of our group. This was specifically described as not being an
income source, but a means by which our Diamond wanted to help put more gas in our
tank for traveling and to help us stock more tools in our trunk to sell.

We were advised to discuss this with no one. This seemed to make sense. It was
such a completely insignificant amount of money that it did not even pay for the amount
of gas my car was consuming weekly. Leaders at my level were completely unaware of
the scope or magnitude of their instrumental role in this covert business. At this point, we
did not have access to any information that would have led us to question this
insignificant perk. Therefore, we never felt any conflict about it. This was particularly
true when we helped members of our group go Profit Sharing and passed this perk on to
them, thereby reducing or eliminating our own.

Somewhere between going Direct and Ruby, we got "the call" that we had worked
so hard for. We were told that we had earned the right to counsel directly with Amway
Double Diamonds Zack and Molly at their 10,000 square foot mansion. We were advised
that this was a very rare honor and that we should consider it to be a real privilege. They
were, indeed, millionaire makers. They had helped many people become tremendously
wealthy. These lucky people had unlimited family time and lifestyles that most people
only dream of. We were told that Zack and Molly had over 100,000 distributors in their
organization and had helped thousands of them make well over $2000 a month.

This certainly was not an opportunity to be taken lightly. We were instructed to
bring a written list of questions, a goal sheet, and a tape recorder to tape the entire
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session. We were both nervous and excited at the same time. This was one of the few
times in our lives where we felt we were at "the right place at the right time.”

Zack had my utmost respect. It was not because he had become wealthy from
humble beginnings. He had my respect because he had achieved all his wealth by serving
others in the Amway business. We were told again and again that his success had been
predicated only upon his servant hood to thousands of other people whom he had helped
succeed. I wanted to become more like him. My goal was not simply to succeed. What
made this different from any other business venture I had seen was the fact that you only
moved forward by helping others to do the same. Zack had certainly done this and in a
big way. I was given Zack's private, unlisted home telephone number and a specific time
to call to schedule our counseling session. My heart raced, as I dialed the seven digits of
his telephone number. With each ring, it seemed as if my heart was pumping peanut
butter.

Molly answered and was incredibly warm and gracious. She seemed to intuitively
sense my nervousness and immediately set me at ease. She had done this for others many
times before. Zack got on the phone and was warm and encouraging. He even told the
few jokes to lighten up the atmosphere. He told me that he knew Kathy and I were going
to be big in this business, and he was anxious to get with us personally to help give our
business a jump-start.

We scheduled a time to get together, and he was very concerned to make certain
this time would not be in conflict with my corporate work schedule. I knew how
successful he was and was pleasantly surprised to learn, on a firsthand basis, how
sincerely concerned he was for others. Kathy and I wanted to emulate Zack and Molly in
every way.

Molly and Zack were larger-than-life heroes to me. People from literally all over
the world have learned from them by listening to their tapes. Some were even fortunate
enough to see them in person at huge seminars. Some flew in from Europe to counsel
with them. Going to their mansion to personally counsel with them was The Business
equivalent of going to Mecca. They had been presented to us as being almost all
knowing.

They seemed to have a great marriage. They spoke from stage of one another with
incredible respect and gratitude. Their enduring love for one another and strong marriage
made them models for us. They had a wonderful family with whom they reportedly spent
an enormous amount of time. We were so thankful to get their time, because we so
wanted to achieve these things as well. This couple had helped many, many people
improve all areas of their lives.

The great news of our counseling directly with Zack and Molly spread quickly
throughout our group, giving us even more credibility within our own organization. Zack
often spoke of paying more taxes in a week than he used to make as a salaried
professional in a year. This made his time extremely valuable. Distributors were told that
there was no way they could afford his time should he ever chose to bill them for it. We
certainly had to make this meeting count.

Kathy and I were dressed in our best, as we began our two-hour journey to their
mansion. It was very exciting to know that the life of our dreams would soon be a reality.
All we had to do was take the advice that Zack and Molly gave to us and apply it. Not
only were we well groomed, but our car was spotless as well. Kerry and Chris had made
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sure that we remembered this detail, as it would be de-edifying/insulting to drive Zack
and Molly in a dirty car should they decide to go out for lunch.

You Can Trust These People

“Rich DeVos is one of the wisest men I've known”
- Charles W. Colson

Upon our arrival, it was incredibly clear to us—Amway worked! They lived debt
free. Their home was enormous. Their fleet of luxury cars was worth several times more
than our home. We walked apprehensively down the slate walkway to the large wooden
entrance doors. I smiled nervously at Kathy, as I rang the doorbell above a large
gargoyle-like statue. Molly greeted us warmly with a hug and invited us into their home.
Zack was busy on the telephone; so Molly gave us a tour, while we waited for him. We
had never seen anything like it.

The house had nearly 20-foot high ceilings in some rooms with decorations and
furniture from all over the world. The incredible thing was that it was all paid for, as a
result of the financial principles that they had learned in The Business. Being somewhat
simple people, we never wanted a house that ornate. It was quite a showplace. However,
it excited us tremendously to know that we could create any level of success and do with
it as we pleased. The extreme material success that they enjoyed was not what we
desired, but simply more evidence that The Business we were building worked and
worked well for those willing to put in the effort.

Molly got us each a cold drink and excused herself to see how long Zack would
be unavailable. In a few minutes, they returned together. Zack greeted us with a warm
smile and focused eye contact. He shook my hand firmly and gave Kathy a gentle hug.
He was a true gentleman. Because their time is so valuable, we anticipated jumping right
into The Business counseling.

They both helped us feel more at ease by asking many questions about us, our
children, and our hopes and dreams. They were extremely complimentary and went out
of their way to make us feel good about ourselves. They showed a real interest in us and
seemed very warm and compassionate. Zack complimented us both, specifically for not
being overweight or heavy. Because we controlled our weight, it signified that we had the
internal self-discipline to succeed.

Molly said almost nothing for the next two hours, except for interjecting
occasionally an agreement with statements that Zack had made. He once again advised
that we were going to be big in this business, and he wanted to give us the specific
logistics to buy our financial freedom and help me get out of my job. We waited
anxiously for this "new" leadership level information.

He pulled out the tool list, which is a listing of hundreds of books and tapes that
were available for purchase. He asked me if I had heard certain tapes and read certain
books. Zack would cringe in mock disbelief, when we would find one that I had not been
through yet. He said, "I'm sorry, I have been holding you back. I should have told you to
get this book a long time ago. No wonder you're not wealthy." The message was simple.
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There was no new leadership information. The educational system of books, tapes and
seminars was THE secret to building a profitable Amway business. It was simple! We
just had to promote the books, tapes, and seminars better. The more educated and
informed our group was, the more profitable they would be as well.

A great deal of time was spent in building up our sponsors as people we could
look to for leadership and guidance. They were edified to a level that was almost
unrealistic. We were both at the same level in The Business as Direct Distributors. Kathy
and I did not feel like we had an enormous amount of business knowledge and wisdom at
this level, but Kerry and Chris were portrayed as very wise, seasoned leaders. We were
told to promote and edify them at every opportunity, in order to give them the credibility
they needed to work effectively in our organization. This would, in turn, only benefit us,
as they were working to help us get free. We were working well together at this point,
and it seemed a little odd that so much time was spent on reminding us that they were our
upline. In any event, Zack and Molly knew more than we did about how to make this
work, and we trusted them completely.

Zack and Molly helped us review a goal sheet and re-emphasized the importance
of moving more books, tapes, and seminar tickets into our organization monthly. In the
past, distributors had been advised to stock Amway products in their homes to be able to
supply their group on short notice. Because we had very little money, Zack advised us
that it was more important to keep a running inventory of books, tapes, and other tools to
sell to our Distributors.

He shared that the secret to his success was the fact that he was willing to stock
enough tapes and other tools to supply his group adequately. When he was a Direct, he
had two tables almost full with stacks of tapes 12 inches high. The organizations with the
most motivation and logistical knowledge obviously were the ones that were going to
succeed quickly. Every business required an investment, and this was a small investment
in comparison to the return in our future. We left their house with complete confidence
that we had the opportunity and the ability to earn financial freedom for our family and
others as well.

Soon, we began to help people in our organization go Direct, and the excitement
built, as they were recognized on stage at seminars for their achievements. At each level,
we were advised that the big money was just around the corner at the next level. There
was no reason to doubt this, as we were literally surrounded by wealthy people and a few
young people that had retired. The level that people normally retired was Pearl or
Emerald.

“Bill Gates is responsible for helping develop 3300 millionaires, and
then he said the number two company that has produced the most
millionaires is the Amway Corporation. He said the Amway
Corporation is an organization that is growing in leaps and bounds
and they are responsible for producing over 2200 millionaires. ”

-voice mail passed on to distributors

" Jan 30™ 1999 Amvox Voice mail sent to group from Zack and Molly and Dexter and Birdie
Yager in which a distributor describes an (alleged) news report
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Pearl was a "big money" level in Amway. We worked with a young crossline
couple that had retired in their twenties at that level and had an incredible lifestyle. To
accomplish the level of Pearl, a distributor had to help at least three different
organizations do a minimum of 7500 in volume in a single month. This was a
monumental feat to develop a part-time organization of people that mostly consume (self-
use) 22,500 PV or over $50,000 in products in a single month! We were advised on
multiple occasions that one young man made well over $100,000 a year as a Pearl in the
Amway business. This was a source of enormous motivation for us.

To go Pearl, would put you in an elite category of leadership, as somewhere less
than 1% of all active North American Distributors ever accomplish it. At this level,
another bonus, which was referred to as the depth bonus, kicked in. This was certainly the
beginning of the big league of money making in the Amway business.

I was sure all this hard work would soon bring me home with my family. I missed
them so much. I was almost living in my car, spending countless hours building our
business for our freedom. I would devour tape after tape on these long, lonely trips. Many
of these tapes would speak of the freedom of being a full-time dad and having six
Saturdays and a Sunday with your wife and children. No other business could provide
that type of lifestyle.

In a traditional business, the bigger it became, the more time it required to manage
it. Most, we learned, were slaves to their own business, and the business owned them
instead of vice versa. Many business owners we heard on tape (and eventually sponsored)
echoed these types of frustrations.

In the Amway business, your income was predicated upon helping others succeed
and was leveraged by their efforts in their own business. The bigger it became, the more
leverage you had and, in theory, the less time it took. It was the same principle that made
Ray Kroc wealthy—by franchising and re-franchising a simple business concept that
worked. He had helped, not hurt, many individual business owners (franchisees). Zack
and Molly, and the other Diamonds, had helped thousands of people succeed in Amway,
and they were financially free, as a result of this servant hood. What a blessing to be able
to work hard for yourself for two to five years to become totally economically and time
free. Most would not be willing to pay the price we were paying in hard work, but most
would be shackled to jobs or businesses that would control them for a lifetime. What a
blessing that we could help our friends as well.

I missed Kathy so much I would cry silently at times on the long drive to
meetings. She was the wife of my dreams, and it was so hard to be away that much. In a
twisted way, it is my love for her that was used to keep me going out night after night to
put an end to this marathon of a schedule. We got a cell phone to be able to check voice
mail and leave each other messages. She would often call near midnight, when I was on
my way home, for a 'wake up' call, to make certain I was not falling asleep at the wheel.
She feared that I could die on the road from going so long in such an exhausted state.

This was not an unrealistic, emotional thought. We were aware of quite a few
accidents that resulted in broken backs or even the deaths of distributors. We had one
friend who was involved in a late night accident, in which his wife was injured, and he bit
his own tongue in half. This all happened during the month they were pushing hard for
Direct. Another Emerald leader's own brother was killed in a car crash, and a great deal
was made of the fact that when they retrieved the schedule book from his body, the next
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two weeks were booked solid with Amway meetings. At the time, I remember thinking
that it was a valiant manner in which to give your life. He had been doing his best for
those he loved. Later, I would brag with other high-level leaders and compare our "asleep
at the wheel" stories. It was a badge of courage for the fully committed road warrior. I
had been fortunate to survive several close calls.

The more I missed Kathy and our wonderful kids, the more driven I became to get
the job done. Many of the speakers at seminars and on tapes spoke of putting their last
dollar into the gas tank or into a seminar where they made the decision to get free. They,
too, had slept in their cars. Their wives and children now looked to them as heroes in
their own home. We often heard stories of incredible success that came shortly after a
point of utter desperation and despair. We were guided to work through these challenges
that were an inherent part of the success process. After all, a diamond was at one time
just a worthless piece of coal that went through intense pressure, finally emerging as
something of beauty and value.

Amway Diamonds often joked about how broke they used to be. Some speakers
told of leaving for a long-distance meeting and having to sell tapes upon their arrival just
to get enough gas money to make it back home. We would have to do a great deal on
faith, but there were times when I wondered if my faith would be strong enough.

Although we were "succeeding" and being given tremendous recognition on stage
as successes in The Business, we were making a small fraction of what we had been
promised. If you asked your upline about money or making more income, you knew that
the topic at the next seminar was going to be on envy or jealousy. Our Diamond advised
us that these things came from the bowels of hell! So did gossip! We were never to talk
cross line, because this was gossip, and as leaders, we were never to discuss our tools or
system price breaks.

We made the decision to do whatever it took to go Pearl. We were working
unimaginable hours already and could not picture how we could do any more, but
somehow we had to. We could not live like this any more. We had to go Pearl and make
a large income, so that I could retire and be with my family. Once again, to go Pearl we
needed to help three different people we had sponsored go Direct in a single month. Very
few go Direct, as a percentage of distributors. To help three do it, and all in one month,
would take some real work. Kathy and I spoke of it as we set the goal and decided to help
not three but four of our organizations go Direct in the same month. We wanted to have a
spare, in case one couple missed the mark and could not hit their goal.

From that moment on, we focused entirely on what The Business was predicated
upon, helping others succeed. We had heard many times from Zig Ziglar and our leaders,
“If you help enough other people get what they want, you’ll have everything that you
want.” Our energies were focused on helping our people set and achieve their own goals.
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Profess It, Confess It, Possess It

“Cults use Christian terminology, but redefine terms to suit
their own belief and practices.””

Freedom was the big dream for most distributors we worked with. We talked
about it constantly. At seminars and training sessions, we often related our dreams to
each other, describing the joy we would feel when we handed a resignation letter to our
boss. Some described smashing their alarm clock with a sledgehammer. Some young
Pearls or Emeralds spoke of the day they left leaving work in either a limousine or a
helicopter. We dreamed of having the lifestyle of six Saturdays and a Sunday. It was all
we could think of. We had to learn to focus our mental resources in this direction. From
the books, tapes, and seminars we learned that as humans, we could move clearly in the
direction of our most dominant thoughts.

If we could control our thoughts and keep them positive and focused on our
objectives, we would succeed. Distributors were even encouraged to keep a negative jar
in the kitchen. When the husband or wife would speak any statement with even the
slightest hint of negative, they would have to put 50 cents in the negative jar. We were
instructed that professing only purely positive was biblical. Diamonds would repeat the
phrase “what-so-ever ye sayeth shall come to pass,” a loose translation of Mark 11:23.

To speak negatively was not only harmful, it was against God’s word. The book
What You Say is What You Get! is devoted almost exclusively to that topic. This book
was strongly promoted and sold to members of our rapidly growing organization.
Building the business was not easy. It was often difficult and challenging. Although I did
not consider myself to be very spiritual, the principles we learned in this book seemed to
help in both our business and personal life. Because I did not know the Bible very well,
the following scriptures and the description of their real-life applications seemed very
helpful.

“Never Again will I confess “I can’t,” “I can do all things through Him
who strengthens me” (Philippians 4: 13 NAS).

Never Again will I confess lack, for “My God shall supply all your needs
according to His riches in glory in Christ Jesus” (Philippians 4:19 NAS).

Never Again will I confess fear, for “God hath not given us a spirit of
timidity, but of power and love and discipline” (2 Timothy 1:7 NAS).

Never Again will I confess doubt and lack of faith, for “...God has
allotted to each a measure of faith” (Romans 12:3 NAS).

Never Again will I experience weakness, for “The Lord is my light and
my salvation. Whom then shall I fear?” (Psalm 27:1 NAS) and “The

" Smith, P.W., Hayes, C. P., McRoberts, K. D., (1977) In Search of Truth. Springfield, MO: Radiant Life
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people that know their God will display strength and take action” (Daniel
11:32 NAS).

Never Again will I confess supremacy of Satan over my life, for “Greater
is He who is in you than he who is in the world.” (1 John 4:4 NAS).

Never Again will I confess defeat, for “Thanks be to God, who always
leads us in triumph in Christ...” (2 Corinthians 2:14 NAS).

Never Again will I confess lack of wisdom, for “But by His doing you are
in Christ Jesus, who became to us wisdom from God, and righteousness
and sanctification, and redemption” (1 Corinthians 1:30 NAS).”

Not to agree with these principles is to disagree with God. The author further
explains this:

“We must agree with God that we have what He says we have: His
name, His nature, His power, His authority, His love. Through His Word,
we own these things already — but we must take possession of them by our
spoken words. We possess what we confess. Like Joshua and Caleb, we
are the rightful owners of what God has already given us in His Word —
but we have to take possession of our “promised land” by faith.””

It was exciting to learn these principles. We got into this business simply to make
extra money, and now even our spiritual life was benefiting. It amazed us that people
criticized the Amway business and its leaders. These were the godliest people I had ever
personally known. It was no wonder that they are so successful. They were living by
and applying God’s laws, weren’t they? We taught these principles not only to members
of our organization, but to our children as well. Our children were not allowed to say the
word “can’t.” In challenging situations, they learned to say, “I’ll try.” Kathy and I were
even becoming better parents, as a result of the business. We were both very thankful to
learn godly principles that we could teach to our children.

An event was about to occur that would forever alter the direction of our lives.
Our sponsors, Kerry and Chris, spoke often of freedom. We had met Pearls, Emeralds,
and Diamonds that had developed extraordinary lifestyles with their Amway businesses.
Zack and Molly lived a life that was beyond description. They seemed to travel the world
at will. We had not seen anyone that we knew personally come up through the ranks and
retire young. Kerry and Chris were Profit Sharing Direct Amway distributors the day he
called me. I will never forget it. Kerry called and said he had some incredible news. He
shared with me that he had retired from his job. Zack had not only given his permission
for this, he had helped craft Kerry’s resignation letter to a tyrannical boss.

Kerry certainly did not leave quietly. He went out in blazing glory. He had
planned his exit carefully with Zack. From his description, Kerry had worked for a
terrible boss who had asked him to do things that were unethical. Kerry had an arrogant
streak at times, and there was no love lost between him and his boss. Kerry gave no
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notice and simply did not show up for an important staff meeting. He let his boss
frantically page him several times.

Eventually, he showed up at the staff meeting, which was already in progress, and
interrupted his boss. He handed his boss his resignation letter and a gift. The man did not
know what was happening and asked to discuss it with Kerry later. Kerry insisted that he
read the letter immediately, in front of the rest of the staff. From what we were told, it
was far from complimentary. Kerry then insisted that his boss open his gift, which turned
out to be a gift-wrapped copy of the book How to Win Friends and Influence People.
This story was repeated again and again to the glee of distributors, working hard to obtain
their freedom.

This was another crossroads in my life. As Kerry told me the story, my heart
began to race. I can tell you the exact tiles I was standing on in our kitchen when I got
this call. My life was changed forever in a moment. I had no idea you could make enough
money as a Direct in Amway to retire! I vowed to work at an almost inhuman pace to get
my freedom. There were no excuses now. We had living, breathing proof that this
business was working. Kerry soon began speaking often of the joys of freedom. He talked
about sleeping in and having the whole day with his family. He had obtained the lifestyle
of six Saturdays and a Sunday; we had until then only heard of. Now it was real.

He would later go on to buy a gorgeous white Mercedes SL from Zack. No one
would ever again tell me that this did not work or that there was no money in Amway. If
we could just do what they had done, we could be together every day as a family! Kathy
and I were elated and energized by these events. Kerry was incredibly loyal to Zack and
became more so as time went on. All we had to do was remain loyal to the business be
teachable, and our dreams were soon to be realized.

“On encountering a cultist, then, always remember that you
are dealing with a person who is familiar with Christian
terminology, and who has carefully redefined it to fit the

system of thought he or she now embraces.”
- Dr. Walter Martin °

" What You Say is What You Get!, Don Gossett

* Martin, Walter, The Kingdom of the Cults, Bethany House, Oct. 1997 Anniversary Edition, p. 30.
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CHAPTER 5

Going for Broke

“Helping people to help themselves is what Amway and
Easter Seals are all about. Amway’s independent business
owners are united in their goals and dreams by the Amway

business opportunity.”
- Jim Williams, President & CEO National Easter Seal Society”

It was around the sixteenth of the month when Kathy and I set our new plan in
motion to have not three, but four leaders go Direct in our downline. We never discussed
our objective with our downline leaders, as our focus was to help them bring their own
businesses to the next level. We helped each leader set goals with each of their key
people. I met with one couple, Keith and Linda, late on a weeknight; we set their goal
with them, and we prayed together that God would bless them and guide their efforts.

Within just a few days, nearly everyone in the organization had a goal that was his
or her own. This focus electrified the group with energy and direction. We all put on our
track shoes, so to speak, and ran hard every night and weekend to help all our people
achieve their objectives. It was a thrilling time, as one distributor after another called with
the news that they had hit their goal and were going to be recognized on stage at the next
seminar at 1000, 2500, or 4,000 PV.

On the last day of the month, after all the orders were totaled, four different
organizations (referred to as "legs") had gone Direct! We had never heard of anyone
breaking in four Directs in a single month. That was thrilling! The organization that we
had developed had just done over 30,000 PV, which was somewhere near $70,000 in one
month! We were new Pearl Directs and could almost taste the freedom for which we had
worked so hard.

No one in the group knew our own goal had been met as our focus had been on
their goals. Of course, because of the rules regarding cross lining, they would not know
that each other had gone Direct until the awards ceremony. Oddly enough, this was even
true of close friends or co-workers. You were never to discuss any details of your
business. It would be economic suicide to do this, or so the experienced leadership in our
upline had taught us. Therefore, the success of our entire organization was almost a
secret, which Kathy and I joyfully shared only with each other. Our freedom and family
time were just about in sight now!

Because of the no crosslining policy, the general recognition for each of our
people would come at the next seminar. That event finally arrived; couple after couple
came proudly across stage and were congratulated publicly for their efforts. It was a
wonderful celebration. This was another aspect of The Business that made us so proud to

* Jim Williams, President & CEO National Easter Seal Society, April 1999 Amagram
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be part of it. People were built up and their accomplishments celebrated. In the corporate
world, a promotion usually resulted in hidden jealousies and behind-the-back sniping,
because only one person could get the raise. Here, not only was success unlimited, but the
more others succeeded, the easier it was for you to succeed. This came about because of
the credibility built into each new success story, as one couple after another moved across
the stage. It wasn't socialism, but instead, it was a wonderful win/win cooperative effort,
where you determined your success by the amount you helped others.

All the new Directs, wearing corsages and boutonnieres, were brought onstage to
the theme of a loud Rocky soundtrack. The crowd of hundreds went nuts. They began
clapping and chanting, ""Fired up! Fired up! Fired up!" The people in the audience now
had their belief level elevated, as they saw others they personally knew beginning to
succeed. Nothing inspires confidence quite like success! The host commented
something to the effect that "it looks like Amway works here..." to the crowd's glee and
burgeoning enthusiasm. In their own way, each couple looked like Ken and Barbie. The
men wore freshly pressed suits, and the wives all looked like queens in the new dresses
they had purchased just for this occasion. They all seemed closely bonded as couples and
also as a group by the experience. There was camaraderie and a respect among those who
had paid the same price to move ahead.

As if our pride in them had not made this exciting enough, what happened next
thrust us into a world that we were not prepared for. We were brought on stage as brand-
new Pearl Directs, and the crowd went wild. This was the big time! The standing ovation
and yelling seemed like it would never end. The triumphant music track blared on loudly,
as people ran forward to take pictures of us. Men hugged their wives closely and
whispered promises in their ears. You could see the excitement, belief, and hope on all
their faces and in their eyes. Some of the women cried. Every man wanted to make his
wife queen for a day, and every woman wanted to feel that special. Kathy was my queen,
and I was so proud of all the work that she had done to help us succeed. She had become
a literal wonder woman to pull it all off. This congratulatory experience bonded our lives
together, and we felt even closer than before.

We were once again thankful that God was using us to inspire others to better
their lives. We were allowed to speak for a few minutes. As we had heard many others
do, we praised our upline and gave credit to them and the system for our success.

“Is This the Big-Time or What?”

“But you look at this business... Where there is people
praying for you, loving you, hugging you, encouraging you. In
what other business would the people care?”

- Amway Crown Jody Victor "

The next step was a big one. We bought a tuxedo and gown to wear on stage for
the larger seminars. It wasn’t long before we were being invited to do full-day seminars

* Jody Victor, It’s Unbelievable, Stock No. DBR 897
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as Pearls. This was incredible to us! Once, we had been brand-new, awestruck
distributors, attending our own first seminar. Now, we were the speakers at the all-day
seminars.

At the Pearl level and above, there was an almost cult-like hero status. Weeks
prior to a seminar, Kathy and I began receiving many cards and letters from those who
would be in attendance. These came from a diverse group including truck drivers,
physicians, single mothers and many, many others. Most notes were brief, but some folks
poured out their hearts to us, even though we had never met them. Almost everyone
spoke of being thankful for our time and looked forward to having us share our wisdom
with them. Both their upline and the system had taught them all very well. It is of
paramount importance for distributors to be thankful for their leaders' time.

The organization was constantly reminded that the leaders speaking onstage had
willingly chosen to take a day away from their own business and their family to "help"
them. Many spoke of this duty as their only way to give back to the system that had given
so much to them. Tapes were made of the speeches that Kathy and I had given. Our
enthusiasm made us a very popular drawing card for our upline. We would later learn that
Zack was marketing thousands upon thousands of our tapes both domestically and
internationally.

We received two letters in one month from distributors in our ever-growing
organization to thank us for giving them hope. Both letters shared about how they had
been on the verge of suicide before coming into our organization. Being in The Business
and hearing us speak gave them hope for the future. We felt humbled that God would be
using us to serve His people. How could we feel anything but gratitude for such a
mission.

Our organization began to grow exponentially. We now had monthly open
(recruitment) meetings at a local hotel. Normally, a Pearl, Emerald, or Diamond would
come in to do this presentation. This gave The Business more credibility as young,
“retired” speakers rotated through our town. We had to travel almost two hours to the
monthly seminar early on. Now that we were pulling large numbers out, the seminar was
moved to our city. We had to rent out the local high school auditorium or another large
hall to accommodate the growing crowd of distributors.

In light of the results we were getting, we were afforded the opportunity to
counsel more and more with Zack and Molly. We discussed these letters with them and
Molly told us that she and Zack received letters like that almost constantly. This further
fueled our desire to become Diamonds. We would more positively impact an even larger
group of people. Zack was very clear in letting us know that we were now more
accountable to God than we had ever been. It was a powerful responsibility that we
needed to take very seriously. Now, we fully understood why there was a prayer before
every seminar and training session. We were God’s messengers. The Business was just a
vehicle we used to improve people’s finances, while we reached them for Christ. It was a
bait and switch situation, but in a good sense.

Many speakers spoke of being “tricked” into getting into The Business to make
money. Now they said their finances were great, they had a closer walk with the Lord,
they were better parents and had a strong, loving marriage, all as a result of the teachings
in The Business. They joked about what a terrible trick we [upline] played on people.
This was described as one of the main reasons why Amway and Amway distributors
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received criticism and bad press. Whenever God was going to use people to do His will
or something good, Satan would do all in his power to try to destroy the efforts. We had
to stick together, stay faithful to the system and our upline, and not think negative
thoughts. Optimism and positive thought came from God. Fear and doubt come from the
depths of Hell itself.

To doubt was a sign of weakness and demonstrated a lack of faith. For our own
benefit, we were trained to shut these thoughts out immediately upon recognizing them.
Leaders throughout the system spent a great deal of time training us to program our
subconscious mind with positive affirmations. Satan wanted us to doubt and not reach
more people for God. He would make us feel too tired or lonely when we were away
from our families. He would tempt us to quit just before we achieved the Diamond level
and won the ultimate victory for the ones that we loved the most. All of this was
happening on one level of our lives. On another deeper level, I felt as though things were
falling apart. Oddly enough, the doubts rushed in a few weeks after that moment of our
first great success in achieving the Pearl level

I was tired and frustrated with myself. Things just weren’t adding up, and it was
harder and harder to banish those negative thoughts. Here we were at a level that very
few distributors ever reached, doing an enormous monthly volume, but only making a
small fraction of what we had been told to expect. Exhausted from that last month’s
efforts, we hoped that our first Pearl check would bring the promised rewards.
Meanwhile, we continued at a pace beyond belief, and we did not complain.

During the month we had gone Pearl, our organization moved somewhere near
$70,000 in goods and services in a one-month period. This was where “the big money”
was to kick in. At this point, a new bonus, referred to as a depth bonus was added. Zack
had reminded us that this would be our biggest income source. We could not wait to get
the check that month. With tremendous enthusiasm, we carried the mail in to our kitchen
and opened the envelope together.

We were shocked at what we saw. Our huge depth bonus for doing nearly
$70,000 or more in volume was (if my memory is correct,) exactly $64 dollars. There
were other bonuses that we received for that volume that brought our income for the
month near $2,000, but we were crestfallen.

We had worked incredibly hard to get to this point. How were the other Pearls
making over $100,000 annually and retiring? Because of the rules regarding cross lining,
that was a dangerous question to ask. It was a dangerous question to even think. From
all the representations we had heard for years, we had anticipated making $80-100,000 at
this level. Combined, Kathy and I were involved in business activities and, combined,
were working well over 100 hours many weeks just in The Business. I also hadn’t yet
been able to quit my job, so we were physically stretched to the max. There just weren’t
enough hours in the day. We were doing tens of thousands of dollars in monthly volume,
but our income after expenses was not $80,000 or $100,000. It was closer to $20,000 for
a superhuman, all-consuming effort. When you figured it out as a per-hour wage, with the
taxes we had to pay, we’d be better off flipping burgers at McDonalds.

We knew from all we had been taught that we were the problem. There was
success all around us. Again and again in leadership meetings, Amway Diamonds would
mock the “idiots” who complained about not making enough money. Like taped
messages the slogans ran through my mind:
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“Who is in charge of changing your income?”

’

“Be a man.’
“You can make excuses or money but not both.”
“A real man gets out of debt.”

“A real man solves the money problem.”

“A real man focuses on his business and doesn’t concern himself with the
business or income of another.”

’

“A real man keeps his wife home to enjoy her freedom.’

’

“If you don’’t like your income, look in the mirror.’

“We are all paid on the same schedule.”

I cannot tell you how many times I heard this type of message...

This is the purest form of capitalism and free enterprise on the
planet. We are all paid the same based upon performance, not skin
color or office politics. If you don’t like your income, go perform.
You are morally obligated to your group to make a lot of money to
build their belief. You are an example and only you can decide if it
is to be a good one or a bad one. Don’t you love your wife enough
to get the job done? Somebody is taking his or her kids to Disney
World this week, why not you? I don’t think they would hate you
for taking them there. Back yourself in a corner where you have to
perform and tell your kids when you are going. Faith is seeing and
believing in the unseen. How will your children ever learn to have
faith if they never see you step out and proclaim it? Be a leader. It
1s what America needs the most. America needs men who are men,
not wimps but leaders who can lead. You can be that great
husband, father and leader that your wife, your children, your
church, your community, your country and your God needs.

Believe me, the propaganda and moral blackmail were very effective. We were
taught that if we were concerning ourselves with the success or income of another, it was
no wonder that we were not making what we wanted to make. According to the
teachings, it must be that my focus and my heart were all wrong. Jealousy and envy do
not come from God. They were tools the devil used to distract us from our own victory.
Someone that concerned himself with the income of another would never make much
himself, due to that character flaw. It was socialism to want to have something that
someone else has earned. Socialism has never worked in a single country, because it
steals the incentive from the producer. We were instructed that Socialism only worked in
theory, on the liberal college campuses, where misguided philosophers taught it. Here,
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when you produced, you reaped the harvest. It was not like a job where someone else
controlled your income. You were in complete control and should be both elated and
thankful to have unlimited opportunity to live your dreams.

I felt so conflicted. Here, we were being held up as heroes and successes on stage
at large seminars. Tapes of our seminars were being made and sold by the thousands.
Inside, I felt like such a failure, because my income did not match what we were told
other Pearls were making. I really felt like we were living a double life. Something was
missing. I read many of the faith books promoted and sold by our upline. Books by
Robert Schuller and Norman Vincent Peale made me think that I had to strengthen my
faith to truly succeed in all areas of life. At a large Dream Weekend seminar for Amway
distributors, there was an emotional Sunday service that ended with an altar call.
Hundreds began to move forward. I wanted to go up, but at the same time, I felt
paralyzed by fear.

At the last minute, I left my seat and went forward and recommitted my life to
Christ. I was working so hard but something was wrong, because I seemed to be the only
person not making a strong income to help my family. From the indoctrination, I believed
that I had a spiritual problem: a lack of true faith that was blocking me from being the
husband, father and provider that I was called to be.

This was to be the first of several trips I made to the altar over the next few years.
Each experience was more emotional than the last. I felt completely drained, not knowing
why I was not succeeding. I was desperate to find the solution. Surely, God would hear
my prayers. | was spending far more time serving His people than with my own family.

Running with the Big Dogs

Cult characteristic - “Despite the claim for honesty there is
use of intimidation or deception on both members and
outsiders... despite the claim for openness, there is secrecy.”

- John Ankerberg and John Weldon *

The training or indoctrination at the Pearl level became far more intense and
demanding. None of us at this level questioned anything. By this point, most of us had
unknowingly lost all ability to utilize critical thinking. As a leader at this level, you had to
be completely in line philosophically with your upline. No dissension was allowed. We
began to hear horror stories of Pearls, Emeralds, and even Diamonds who had lost it all
and even had jobs now. They had all gotten their ego out of control and thought they
knew more than their upline. They were not team players. Some had decided to cross line
and counsel each other. We were told that some former Diamonds wanted to serve
alcohol at the seminars.

Alcohol use was taboo with this group, as was smoking. Very few leaders
smoked, and you would never see one consuming alcohol. There seemed to be a very

* Ankerberg and Weldon, Encyclopedia of Cults and New Religions, Harvest House (Eugene, Oregon), 1999, p. xxiv.
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high moral standard set in most areas. The alcohol prohibition did not bother Kathy or
me, because we were not drinkers. We might share one or two bottles of wine in a year. I
would not have more than a six-pack of beer in the same time frame. The only time I
would have one was on the rare occasion that we met with friends outside of Amway. I
would not purchase it but would have a beer socially, if offered. It did not seem like a big
deal to either Kathy or me. We rarely spoke of it, but we both resented what were to
become more frequent invasions of our upline’s rules into what had been our private life.
This was just a business.

We were told of some former Diamonds that were now broke and working jobs.
They had broken another “rule” of success. Some of them weren’t real men and listened
to their wives “bitching” and complaining. It was a paradox. On stage, men were
implored to love their wives as Christ loved the church. Christ loved the church so much
that He gave His very life for it. However, in person at high-level leadership ‘men-only’
meetings, we were directed not to listen to our wife’s complaints. We needed to be strong
enough to overlook their feelings for now, and they would certainly thank us for it later.
If you loved your wife, you would listen to your upline instead of her and provide well
for her. She would be thankful later that she was married to a real man, not a wimp. I
would not recognize this skillful manipulation of loyalties and values until far too late.

Some former Diamonds, we were told, had committed the ultimate sin of
disloyalty to their upline. Zack told us how years ago, he had had a group of Diamonds
that got together and decided that they knew more than Dexter. They represented a large
portion of Zack’s organization and came to his house for a meeting. They had decided to
split off from Dexter and create their own system of seminars, etc. They told Zack his
choice was to come with them or lose most of his organization, or so we were told. He
remained loyal to Dexter, and they did their own thing. Eventually, they lost nearly their
entire organization and now had jobs (the ultimate degradation). Zack told us, with a
smile, that they could have their own Dream Weekend now in a phone booth. We all got
a good laugh out of their stupidity and could not understand how they could be disloyal to
an upline who had helped them so much.

High-level leaders were also told that these former Diamonds weren’t really ever
leaders. Their upline had built almost all of their organization and had allowed them to
take credit for it. Since they were not the builders, their businesses died when removed
from the Yager system and the influence of a seasoned upline team. Disharmony and egos
out of control had cost thousands of people their futures, as this organization fell apart.
We had to stick together, in line with our upline, as many futures beyond our own were at
stake. Zack had a global organization and was a multimillionaire, because he remained
loyal to Dexter. He advised me personally that he made over a million dollars a year. One
hundred per cent unquestioning loyalty, he taught, was a non-negotiable element of
success.

Zack and I spent more and more time together, as our organization became a
good-sized percentage of his enormous business. Zack had slowly begun to replace the
other men in my life, becoming a father figure to me. In fact, I wrote Molly and Zack a
letter telling them that he was the father I had always needed. He guided me and
counseled me. More than anything, I wanted to go Diamond to make him proud of me.
No one wants to let his father down. Several other men at leadership levels expressed this
same bond. Molly related that many men had told her that Zack had become their “father
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figure.” I was so thankful to have him as a mentor and coach. I wanted to emulate him
perfectly by being the perfect family man, husband, father, son, and loving servant to
many.

Those of us, who were Zack’s protégées, studied his every gesture and mannerism
and could do his presentation and teaching sessions almost identically. Perfect
duplication meant perfect results. This whole business was predicated upon the theory
that ‘if you do what I do, you’ll have what I have.” I would tell the same jokes with the
same verbal inflections and facial and hand gestures. I had listened to his tapes so many
times that we would joke that I would open my mouth and Zack would come out. I
handled challenges exactly as he would with principles he had taught.

I kept telling myself that it was exciting to be part of something great that was
making a difference in the lives of others. To have successful Christian mentors was the
icing on the cake. Zack and Molly had helped many become wealthy. We just needed to
stop doubting and questioning in our own minds and submit fully to their leadership.
After all, one routinely reinforced principle was this: Your upline can never make any
money unless they first helped you to succeed. It had to be a win/win scenario. They
would never give you bad advice, because it would hurt them and their business as well.
One typical analogy that was utilized to reinforce this was that of a financial planner. The
philosophy touted went something like this:

They (financial planners) are not paid on the quality of their advice but based
upon selling you something regardless of results. If they were truly wealthy and
understood financial principles they certainly would not be at your house trying to sell
you something. The Diamonds had mastered financial success. You can only learn from
someone who has done what you want to do. A man with experience is never at the mercy
of a man with an opinion.

One more “perk” of being at the Pearl level was that we were able to attend high-
level leadership meetings with the Diamonds. Usually the first night of a large weekend
seminar, there was a Pearl and Emerald meeting with all the local Diamonds, and those
brought in to speak. As Pearls, we were often assigned the duty of hosting these visiting
Diamonds. We were to dress very well and pick them up at the airport in a limousine. By
now, Zack and another Diamond in his organization had purchased their own limousines
for this purpose. We were to greet visiting Diamonds at the airport, carry their luggage,
and get the doors for them. They literally were treated like visiting dignitaries. We felt
proud to be part of an organization that showed that much respect for others.

As hosts, our responsibility was to make them feel welcome and to attend to their
needs for the weekend. Part of this included getting them to the backstage area ahead of
time, so that Zack could greet them and brief them on what he wanted them to speak
about.

Another duty was to get them to the Pearl and Emerald meeting, which took place
after the normal seminar and often went until 1:00 in the morning or later. Usually, we
were all physically shot by then, but were thankful, despite being extremely tired, to be
around the leadership. Once again, Zack would often give visiting speakers very specific
coaching as to what to emphasize at this leadership level. The talks here were normally
very hardcore and nothing that the general populace of the organization would hear. We
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were told at this level that we would have to work at least six and seven days a week to
get the job done. Too many people were counting on us to succeed for us not to do
exactly that.

At these late night to early morning leadership meetings, the Diamonds spoke of
the incredible lifestyle that they and their families shared, since making the decision at
Pearl and Emerald to “give it all they had” and move on to Diamond. They spoke of now
retiring their parents and taking them on incredible cruises or trips to Hawaii. Some
spoke of buying homes and cars for their parents, and one spoke of funding an
orphanage.

There was a whole new performance standard expected here. One hundred
percent total commitment was the only acceptable example we could reflect as leaders,
particularly if we wanted to stay on the speaking schedule for seminars. As Pearls, we
were paid $600 for doing a seminar, and this extra income certainly helped out. The most
important aspect of speaking at these events was the fact that you were clearly
acknowledged as being part of the “plugged in” leadership. This gave you more
credibility when you went to work within your own organization. People were very
excited to invite their friends to a house meeting that I was doing, if they had just seen
Kathy and me speak at a seminar to hundreds or thousands of people.

On three separate occasions, different Diamonds taught us how to keep our hectic
and chaotic nonstop schedules from our organizations. The justification was that we were
working this hard by choice, and they would never have to if they did not personally
decide to do it. Zack himself said that we should never let our group see our schedule
book, because it might scare the average distributor, who did not yet have a big enough
dream or understand the big picture. Another Amway Diamond advised us to be like
ducks going across a pond. They are calm, collected, and effortless on the surface and are
paddling like mad underneath.

Another one of Zack’s Diamonds advised us on how to make lifestyle
representations. He instructed us to do things like golf one morning and then talk about it
for a month. This gave the impression that you were golfing constantly and would
motivate the golfers in the organization that wanted time to play. After all, most of the
people in these leadership meetings were “retired” from their jobs. If they chose to work
their business day and night, it was their option. No one else had to work that schedule.

Movin’ on Up!

The process of edification or building up was taught and reinforced over and over
to entry-level distributors. Showing proper respect to upline was required of leaders.
Distributors were taught always to be both thankful and respectful of their upline’s time.
We should even buy gas for our upline when we were out together to demonstrate our
respect for their time. We were expected to buy our upline’s meals as well. The reason
given for this was the fact that you would benefit more from this time together than they
would. The analogy used was this: “when a broke guy and a wealthy guy get together and
talk, who will benefit the most?”

We accepted this as simply showing respect for mentors. Distributors were
reminded constantly that their upline could be with his family or anywhere else in his
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organization but chose to ‘invest’ his or her time in you. We never saw Amway Double
Diamonds Zack and Molly buy a single meal of their own in the nearly ten years we were
in business with them. When Kathy and I hosted seminars, we had the speakers’ cars
taken out and cleaned while they were on stage. We would also send their children a
bouquet of balloons to thank them for loaning us their mom and dad for a day. It seemed
comforting to be part of an organization that showed such a high level of respect for
people.

A strange shift began to occur after we went Pearl. People in our own
organization began to treat us very differently. These were not just faces in a crowd or
people that we knew casually or from stage. Our closest friends began to treat us in an
unusual manner. It was with a reverence that made us uncomfortable. It was not anything
like the near-worship given the Diamond-level distributors; yet, it was similar in nature.
People that had been like family to us now made certain to tell us how thankful they were
for any time we would share with them. They became even more anxious to “counsel”
with us.

They always took special care to be on time and insisted on buying us soda,
coffee, and our meals when we were out together. They began to share more intimate
details of their lives and struggles with us. People outside of our organization did the
same. Many knew us from stage and from the seminars we had started doing, and others
knew us because our tapes had gone out to thousands on the “tape of the week” program.
Distributors, from as far away as Canada, called to tell us they had been inspired by our
example. We had a friend who had a distributor from England call to tell him the same
thing. This building up seemed more like “deification,” and we had became the recipients
of the adulation.

It made us very uncomfortable, as this hero system gave distributors an almost
cultish respect for leaders and an unquenchable thirst and desire to become one of them.
We soon had business people, surgeons, pastors, an anesthesiologist and many others
wanting to get advice or counsel from us. There was a sudden perception that we had
more wisdom than we actually did. Indeed, we had read and studied an enormous amount
of the system materials regarding time management, communication skills, goal setting,
and motivation. We had begun to accomplish levels in the business that a very small
percentage of distributors achieve, despite tremendous effort.

The bottom line was the fact that we were just a hardworking couple in our late
twenties, and we did not yet have a great deal of life experience. We would later have
professionals willing to take a day off work to spend a few hours receiving our counsel.
Strangers would walk up to us in airports and greet us. Although the recognition initially
made us feel a little uncomfortable, we felt good about what we were accomplishing, and
it certainly fueled the motivation in our organization. Fame and recognition were never
our motivation, so they quickly grew old. We were somewhat private people and began to
feel like we were living in a fishbowl.

We counseled more frequently with Zack and Molly and were now invited to
what was considered the Mecca for distributors. As I said before, we were invited
[attendance was mandatory] to the Pearl/Emerald/Diamond leadership meetings. Here we
began to meet and develop relationships with those we had once only admired from a
distance. We were now able to learn directly from these millionaires and millionaire
makers. These were couples that we had come to respect and emulate. The work that we
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had done to achieve this level was incredible. Having shared similar challenges to get to
this point gave us all an esprit de corps. There was an incredible sense of camaraderie
and mutual respect to be one of the few who made it this far.

We received a warm welcome from this group, the inner circle. We were told that
over $100 million dollars of Amway’s annual volume was generated through this small
group of Zack’s leaders. These were the best of the best. The leaders at this level were
very family-and- faith-oriented and spoke often of our business as fulfilling the great
commission to reach others for God. Many often quoted Scripture. They were always
impeccably dressed and appeared extremely wealthy. The real motivator for us was that
they had each helped many, many others succeed as a prerequisite for their own personal
success. The greatest servants had become the greatest leaders, and we were among them.
Prodding at us in the background was our very real desire to be well-paid servants. We
had yet to see much of the promised income.

Therefore, the wealth that the Amway Diamonds openly displayed put us off and
motivated us at the same time. The Amway Diamond-level distributors had an enormous
amount of jewelry, particularly diamond jewelry. This was a visible outward sign of their
economic success and symbolic of their achievement of the Diamond level in the Amway
business. Most Emerald-level distributors wore diamonds. Coming into the business, |
did not think it was a manly thing to wear diamond rings. It certainly had not been a goal
of mine, but in The Business, it was a symbol of manhood. It was a symbol of servant-
hood. It symbolized reaching your full potential for your God, your family, and the
people in your organization that you loved.

The high-level distributors would often take off their diamonds and other jewelry
and pass them around for us to try on. Molly had a six-carat diamond ring, and Zack
sported a ten-carat ring. We were told that it was a nearly perfect investment grade stone
valued at over $100,000. He also sported a presidential Rolex with a face, bezel, and
band nearly completely diamond encrusted. Molly had a large collection of gowns, shoes,
and furs. Zack often spoke of getting into The Business, wanting to have a good car, and
at one point owning over a million dollars in vehicles alone. They lived in what was
described as a 10,000 square foot home, appraised at over a million dollars. It had been
purchased from a non-believer. (Speakers would teach us from stage that God made these
sorts of things for His kids, not Satan’s.) It was very important to know that there was no
mortgage on this home or on any of the other homes that Zack and Molly owned. If we
just followed the principles we were taught, we too would one day live debt free and
stress free. What a joy that would be for us!

The gaudy or ostentatious displays of wealth motivated me in that again and again
it demonstrated that this business worked. It was not necessary for me to have worked as
a Federal Government Auditor to document that Amway worked and worked in a big
way for those willing to put in the effort and take it seriously. We saw the evidence all
around us.

Zack and Molly were not an aberration. We were beginning to meet many, many
Diamond couples who all spoke of the same incredible lifestyle. Some even had lifestyle
videos made professionally that were available to sell to our distributors to help “build
the dream.” They were a source of tremendous motivation and encouragement to us all.
Building this business was not an easy thing to do and required an enormous amount of
physical, mental, and spiritual perseverance. When people from “the outside” told us that
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there was no money in Amway, we thought they were idiots. Some would even tell us
that they never knew anyone that made money in Amway; yet, we knew of well over a
hundred millionaires. Some would say that it was a small percentage that ever succeed,
and I would ask them how many people, where they worked, retired in their thirties and
became wealthy. The answer was always ‘none.” Here, in this business, we were
repeatedly told there was a “100% success rate” for those who plugged into the system
and did the work.

One fundamental principle taught in The Business, as a requirement for success,
was the ability to ‘dream build.” This was one habit that our upline exposed us to on a
regular basis until it became our own. Family, security and time together were nearly our
sole motivations upon entering the Amway business. These remained intact, but others
were systematically added as time progressed. One of Dexter Yager’s, oft-repeated
quotes was, “When the dream is big enough, the facts don’t count.” The dream, as
defined by the system and our upline, could not be just freedom or family time. It had to
be something physical or tangible. We had to experience what was out there to know why
we were working so hard.

We never had an interest in owning a Cadillac; yet that was the car that leaders
were expected to drive. We began to take them out and test drive them and soon needed
one. This was not just a comfortable car to buy. Again, it was an outward display of
loyalty, success, and manhood. After counseling with our upline, we got an inexpensive,
older used model, and it motivated our group tremendously. Soon, each of them needed
one. Many went Direct and eventually ended up purchasing Cadillacs or Mercedes.

On one occasion, Molly took Kathy and other leaders out to a furrier. Many tried
on minks. Kathy had never worn a mink, but the picture they took of her wearing a
beautiful white and brown trimmed full-length fur that matched her dark-blonde hair
perfectly gave us a new goal. She looked like a princess in it and said it felt incredible.
Male distributors were often told that they didn’t have to get a fur for their wife. We
were encouraged to remember that their efforts at work bought a fur...just for the boss’s
wife or that of a stockholder. That old question haunted me: “Who do you love more?” I
began to hate my employer and wanted desperately to succeed in my business to provide
these things for Kathy, as opposed to someone else’s wife.

Zack took me for a ride in his newly purchased Ferrari. It was appropriately
Ferrari Red and handled well even on country roads. He and I went out in his turbo diesel
Mercedes SDL and other assorted Mercedes in his personal fleet of luxury cars. After one
counseling session, just Zack and I went out in his Prevost coach. Distributors were told
it was worth over half a million dollars.

I had never been in a home that had an interior as nice as this coach. It was a
luxury coach and had marble floors, a mirrored ceiling, and indirect lighting. We spent
some time in his limousine as well. One of his more flashy acquisitions was a
Lamborghini Diablo. Those cars cost well over $100,000 and literally stop traffic with
their sleek design. All the while we were together, he would counsel me and give me a
combination of business, personal, spiritual, and financial advice.

Much of the advice he would give me would tie back into a scripture relating to
faith or servant hood. He would jokingly describe his purchase of luxury vehicles, homes,
and resort-like properties as minor purchases. Minor purchases were defined as purchases
that you could write a check for; major purchases required a loan from the bank. To some
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people, buying a refrigerator was a major purchase. To Zack, buying a private island was
a minor purchase. There was no money stress in his life. What I wouldn’t give to have
Kathy live like that!

I felt incredibly blessed to have someone this successful mentor me. It was as if I
owned a new McDonald’s restaurant and had founder Ray Kroc to mentor and coach me.
Success was inevitable. No one was willing to work as hard as I would work! I was
coached to laugh at people that told me this business did not work. Such critical people
usually slaved away for an oppressive boss, who controlled both their time and income.
What morons! My entire perspective and fundamental beliefs had begun to change
dramatically. Kathy and I were thankful for having been enlightened and rescued from a
lifetime of employment slavery. We were going to become wealthy and spend all day and
every day together.

If we could just work a little harder, I could retire from my job and begin life as a
full-time dad. Thank God! That was the dominant thought that kept me going. Kathy and
I were both so tired and were now used to living in a nearly exhausted state from lack of
sleep. I remember barely being able to concentrate at work from being nearly brain dead
after days with minimal sleep. On one occasion, I was on the telephone in the office at
work, waiting on hold, and I remember thinking they’d better speak loudly when they get
on the line, because I was going to sleep. I stared at my computer screen and drifted off
until a voice on the line startled me back to consciousness.

This was not uncommon for a leader. Amway Superstar Diamond Randy Haugen
related the story of being in a management meeting at work, falling asleep, and actually
rolling out of his seat onto the floor. It got to the point where I pushed myself so hard I
continued to drive until I hallucinated for the first time. I was driving home from an out-
of-town house meeting at about 3:00 AM on a weeknight and had almost made it home.
The exhaustion was catching up to me, but home was only a quarter mile away.

Suddenly, before me in the middle of the road was the back end of an elephant
that I was about to slam into at full speed. I stood on the brakes with both feet and
skidded to a screeching, violent stop. In my now fully awake state, I realized that the gray
elephant I had slammed into was actually a thick bank of fog that looked solid in my
headlights. I went home a little shaken but more determined than ever. It never felt so
good to kiss my sleeping children and Kathy goodnight, as I collapsed into bed for a few
precious hours of sleep before work. I knew that I just had to quit my job soon.

As leaders, we were getting counseled to build The Business seven days a week.
In a private session with Zack and Molly, this directive was strongly reinforced. Kathy
did not like the fact that I worked on Sundays. That was almost our only family time, if
was home. Zack counseled Kathy for almost an hour on getting over this “challenge” in
one counseling session. We were told repeatedly that all we had to do to make $100,000 a
year was to go Emerald. Get the job done. No excuses! IF you were a distributor that was
not happy with your income, you were advised to look in the mirror to find the person
controlling it. This wasn’t like a job where you could blame your situation on your boss,
office politics, or the economy. This was the “purest form of free enterprise.”

We continued to ‘dream build,” as we were encouraged to do, by going through
luxury homes and driving expensive cars. However, the one thing Kathy and I
desperately longed for was time together as a family. It was all I could think about all day
long. I had to do more to retire. A real man got his freedom.
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What's Your Goal?

“I figured it out folks. If this business didn’t work, I would
know by now. I would have figured it out. This business
works and in a big, big, big, big, big, big, big, big, way.”

- Amway Crown Jody Victor, *

“Freedom” was the one big dream for which most of the distributors in our
organization toiled many hours. At the profit-sharing level, most of the women in our
organization retired from their jobs. Some were picked up in limousines for their last day
of work. This was a tremendous source of motivation for the working moms in our group.
The Business promoted the idea that it was stupid for a woman to have a career, whether
she had children or not. At a Directs’ meeting, Birdie Yager referred to any job-holding
woman in the room as an “idiot!” Such women could be helping their husbands build a
multi-million dollar business but instead choose to build equity in their employer’s
business. It showed a woman’s lack of belief in both her own business and in her
husband. If you do not believe in your business, how did you expect your downline to
believe in it? There was tremendous system and upline pressure to “fire your boss!”
Distributors were advised to actually write their resignation letter, no matter what their
current financial condition. They were not to give it to anyone but to read it daily to stay
focused. You moved in the direction of your most dominant thought. Distributors were
led to chant things like “Freedom!” “Freedom!” or “I’m going Diamond” again and
again late at night at seminars.

We studied the system and taught its principles well. We became very adept at
getting distributors to visualize, using all their senses, what their last day of work would
be like. They took tremendous joy in visualizing the look on their boss’s face when they
handed in their resignation letter. They were often told to plan on sending him half a post
card from Hawaii and writing on it “you never could see the whole picture.” We helped
them visualize the limousine pulling up in front of their workplace to whisk them off to
freedom and family. They would imagine the look on the face of their stupid brother in-
law (the one who had told them that Amway didn’t work).

Revenge against those who had laughed at you was a motive that was repeatedly
reinforced. One Amway Diamond spoke of having his luxury coach polished to tow his
Rolls Royce to a high school reunion, to the glee of the audience in attendance. Zack
spoke of having his driver take him in his limousine to school to straighten out a teacher
who had maligned his son. Power and revenge seemed to be forces that the Diamonds
enjoyed dwelling on.

Another Diamond related the story of a friend who had laughed at him and said,
“Come back when you get rich in Amway.” He drove to his friend’s place of business
and leaned on the horn, then got out of the car, and leaned on the emblem of his newly
purchased Mercedes. His friend came out and said something to the effect of “Oh my

* Jody Victor, It’s Unbelievable Stock No. DBR 897 copyright unknown
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'9’

God, you’re rich
and retribution.

By this point, Kathy and I did not only want to be free. We had to be free! It was
all we lived for. Beginning at the leadership level of Direct, there was tremendous
pressure to leave your job and “walk the beaches of the world” with the people you
loved. Believe me, this sounded better and better the harder we worked.

The crowd exploded into applause with a vicarious sense of victory

“...four components of mind control: 1.) Behavior control (2.)
thought control (3.) emotional control; and (4.) information
control.”

- Dr Walter Martin®

* Martin, Walter, The Kingdom of the Cults, Bethany House, Oct. 1997 Anniversary Edition, p. 49.
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CHAPTER 6

The Dawning
of a New Day

“In Compassionate Capitalism, Rich DeVos tells you how
you can make your dreams come true by centering your life in
love of God and country and an authentic desire to help

others.”
- Robert Schuller *

The pressure to retire from this nonstop, exhaustive schedule was intense. It
literally was a matter of survival at that point. I could not go on much longer on this little
sleep. It was only a matter of time until I had an accident. Distributors were told to cut
out all distractions from their lives. Any distractions could keep you from becoming a
Diamond. If it took you even one more year to go Diamond than it should have, this
delay would have cost you $250,000 or more. Distributors were told to cancel their cable
TV. Some were actually advised to sell their TVs to raise money to attend seminars.

There were other distractions that could hold you back. Distributors were
informed that having any “plan B” constituted a lack of faith. Specifically, if you had
investments or another business to fall back on, you must not believe in your heart that
you could become a Diamond. Before the large bull market hit, distributors were told that
somewhere near “97%” of investors lose money in the stock market. We did not know
otherwise, and by that time, we were nearly totally isolated from outside sources of
information. Zack stated on multiple occasions that he and Dexter did not have any other
investments outside of their Amway businesses until they each went Double Diamond.
They could not afford to be distracted.

The credibility and financial magnitude of the business continued to grow. Robert
Schuller, the famed founder and Pastor of the Crystal Cathedral Church in Garden Grove,
California, and the host of the Hour of Power television ministry, was the author of many
books that we bought and sold in the system. His books reinforced the principles of the
system helped change my life in a manner that I perceived to be good. Life's Not Fair, but
God Is Good; Move Ahead With Possibility Thinking, Tough Times Never Last, but
Tough People Do and Self Love.

Pastor Schuller shared at one of our large seminars that had many thousands in
attendance. He spoke, both on and off stage, of Amway and its leaders with great respect
and admiration. “I want to say what an honor it is for me to be at such a great assembly of
one of the greatest organizations ever conceived on planet earth... to give everybody a

* DeVos, Rich, Compassionate Capitalism (Endorsement by Robert Schuler)
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chance to make it. I think the world of the Amway Corporation,” he said, “I have been a
friend of Jay VanAndel and Rich DeVos almost from the time they started this
business.”"

As leaders, we got to spend some personal time with Pastor Schuller backstage.
He was very tall and very gentle. It was such a thrill to be able to meet some of our real-
life heroes. These were the kind of people we wanted to model ourselves after. He had
made a difference for God by serving many others. We felt so fortunate to be part of this
incredible organization. There seemed to be an unending number of confirmations that
we were at the right place at the right time.

Author, researcher, and lecturer Shad Helmstetter published a third letter, touting
Amway’s virtues and promoting his web site to distributors. His web site was and is a
forum to promote the success story of Amway and its distributor force. On this web site,
which can be located at www.firedup.org, distributors can review his American Victory
letters, learn about his seminars, and read success stories of others like themselves. It
gave our efforts more credibility, because he was an outsider. On the site, he published an
interview of himself regarding Amway.

“The Shad Helmstetter Interview:

The Real Story of Today's Amway

Dr. Shad Helmstetter is the author of nine best-selling books. He is
respected worldwide as a leading authority in the field of personal growth.
His books are published in more than 64 countries around the world.

Dr. Helmstetter has been a repeat guest on Oprah Winfrey, ABC, NBC,

CBS, and CNN News. He has been featured on over 1200 radio and
television interviews in every major city in the United States.

Dr. Helmstetter spent more than five years studying the Amway business
as an outside, independent researcher. He is not endorsed, paid, or
financially remunerated by or associated with the Amway Corporation or
any of its affiliates. The following comments are based on Dr.
Helmstetter's independent research and are entirely his own....

Q: You have been one of the most outspoken public supporters of
Amway Distributors. Why is that?

SH: In my field I study people who work at improving their lives. I spent
more than five years studying Amway Distributors, and I was
impressed with what I found.

Most Amway Distributors are people who are trying to do something
worthwhile with their lives. They understand positive values, they
support marriage and families, they're willing to dream and they take
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their dreams seriously, they work hard to reach their goals, and they
believe in helping other people do better.

Amway Distributors are the families who live next door to us. They
are people who are trying to keep their kids off drugs, make their
marriages work, improve their lives, and take responsibility for
themselves. They also tend to be positive and hardworking.

That's the kind of attitude that gave this country its freedom in the
first place. How can you possibly criticize that?

Then why do some people criticize them?

For the same three reasons most people criticize someone else for
doing something different than they are—they criticize other people
because of their own prejudice, ignorance, or misinformation. And
that's unfortunate, because people who criticize others, without
knowing the truth, can hurt a lot of good people.

What would you say is the greatest problem that Amway
Distributors have to overcome?

The first problem is that many people are either uninformed or
misinformed about the Amway business. If I could wave my wand
and make every false rumor go away, people would suddenly be
calling their distributor friends and asking them if they could join
them in the business. By the way, I predict that will happen. The
overriding positive facts about the business are becoming public
knowledge.

The second problem is that anyone who wants to get ahead—in
anything—has to stay motivated. Motivation is often a problem for
any of us because it's human nature for people to let the day-to-day
problems of their lives get them down. I've spoken and written a lot
about that in the past, and with this web site I've decided to offer a
more direct form of help to people who could use some additional
motivation from time to time.

I often send personal motivational messages via e-mail to people I
believe in. That kind of uplift can really make a difference. Now,
anyone who is reading this site can participate, and I will send them
personal e-mail encouragement and motivation on a regular basis.

Some critics say that some Amway Distributors sell dreams.
What would you say to that? Are they dream builders?
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The distributors aren't selling dreams, they're encouraging people to
be willing to dream. That's important! That's something everyone
needs to do!

As I wrote in The Achiever's Bill of Rights, people who aren't
dreaming aren't growing. Without dreams we go nowhere. With the
ability to dream, there's no telling what we can do!

Look at the facts; our nation was founded on dreams. Marriages are
built on dreams. The day you start college, you start with a dream.
Every new idea, every invention, every improvement you and I
enjoy right now, started with a dream. Name one thing that makes
your life better, and if you research it, you'll discover that it started
with a dream.

No one who is truly a quality person will ever question your
dreams—people of quality encourage your dreams. They know that
if you do not dream, you cannot really live.

What about the old criticism from years ago that said Amway
was a cult?

Working in the field of human behavior, I've studied the cults for
many years. The Amway business is the opposite of cult psychology.
As an example, cults practice a system of separating their members
from their families and friends. Amway is the opposite. The basic
concept behind Amway Distributors is designed to build stronger
relationships, not weaken them.

As another example, cults always control what their members are
told. Once again, Amway does the opposite. As a case in point, |
have been asked to speak to dozens of Amway audiences, but never
once have I been asked by anyone, in advance, what I was going to
say.

The old myth that Amway is a cult is supported only by people who
are either misinformed or uninformed. I would like to examine their
research. Amway Distributors are independent; they are building
their individual lives, and they are working freely to build better
lives for themselves, their families, and their futures. That's not a
cult; that's America.

What about the sometimes criticism that Amway Distributors
have to invest in business materials and they have to attend
meetings and seminars, in order to succeed in the business?

That shouldn't be a criticism, that should be a salute to good business
sense! The fact is that Amway Distributors do not have to buy
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training materials and they do not have to attend training seminars
and business functions. But I have studied their business "tools" and
I've attended their seminars and functions. The bottom line is that, on
average, Amway Distributor business support materials are superior
to most of the training and motivational tools that are available from
many of the top corporations in the US today.

When was the last time your company offered you training and
motivational materials that got your family involved and excited
about what you were doing? My outside recommendation is that
distributors should take advantage of every tool they have access to,
and attend every business function available to them. The point is
not how much of an investment they will make. The point is how
much value they place on improving the rest of their lives.

What about the people who say the Amway business doesn't, or
can't, work?

If there is anyone who is willing to say the Amway business can't
work, I'd like to see his research. During the past five years, I've
interviewed, met, or talked to more Amway Distributors than any
other researcher living today.

The fact is, for people who apply themselves and apply the plan, the
business works. What critics of the business ignore is that the
business is successful because it works at different levels for
different people.

Some people just want to be surrounded by friends and associates
who think like they do. Some people want to earn some extra
income, but not treat the business like a full-time job. Some people
want to quit their regular jobs and build a full-time business. And of
course, there are those men and women who want to create long-
term financial independence.

I've met a lot of people in every one of those categories, and
according to them, not only does the business work, it has added to
their lives in many positive ways. Why would so many good, solid,
intelligent people stay in the Amway business for ten, fifteen, twenty
years or more, and say that it's the best thing that ever happened to
them?

Think about that. And why would so many second and third
generations of independent sons and daughters of experienced
Amway Distributors follow in their parents' and their grandparents'
footsteps and choose the Amway business for themselves?

The only answer is, because it works—it meets the needs of a lot of
different people, and it helps them grow.
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(EDITOR’S NOTE: See Fired-up! Letters on this site, for individual
distributors' comments.)

Editor's note: Dr. Helmstetter's comments are presented in The
Helmstetter Report without approval, support, or
endorsement of the Amway Corporation or any of its
affiliates. His comments are entirely his own.””

These comments helped to reinforce all the beliefs we had about Amway and our
chosen career as distributors. We were impacting the world for the better. It was powerful
to feel as if you were part of a strong, positive organization that could eventually impact
world peace. There was camaraderie among distributors everywhere we went. We all
understood one another. Mr. Helmstetter’s comment on Amway not being a cult was
helpful as well.

We would, on occasion, run into a prospect or family member of a distributor who
thought Amway was a cult. Amway a cult? That was the most moronic thing I had ever
heard. I could not even understand why someone would say something so stupid. Here is
a business where people open every seminar with a prayer and a pledge to the flag. I had
never been around more godly people of integrity. These people, particularly the Amway
Diamonds, worked tirelessly as servants to their organizations to help them succeed. Here
we have former Presidents of the United States and key religious figures endorsing
Amway with glowing praise, and some nuts want to call us a cult. It was ludicrous, but it
is a fact that this topic came up on occasion. (Several years later, I myself would have to
spend days with a renowned cult expert and over a year in recovery to begin to be
deprogrammed from my involvement in an Amway motivational cult.)

We were taught how to address this issue. In one leadership training, Zack spoke
on this subject. He mocked anyone stupid enough to even repeat something this foolish.
He explained that in a cult, everyone does what the leader says to do. If that were the
case, we would all be rich! We all laughed and took the point well. If we all could follow
his direction more closely, we would be wealthy. In spite of the automatic cultic
response, I could not comprehend why someone would even mention cultism. It must be
some perception of Amway from 20 years ago that followed it around like an urban
legend of sorts. We were constantly reminded that the average person would criticize
above average achievement to justify his or her own laziness and lack of success.

The media was routinely blasted as an enemy of sorts. We learned, and later
taught our group that the media was a business. What sells, the truth or the sensational?
Sensationalism sells, even if it is completely devoid of all truth. The media, with its
liberal slant, was an effective, powerful tool in destroying the efforts of conservatives,
who wanted to make this country a better place for our children’s future. Key players in
the media were often maligned as idiots.

In one talk, Geraldo was referred to as Geronimo, Rikki Lake was called Wikki
Wake and Oprah was called Dope-rah. These derisive terms were ones that I would later
repeat, as I taught large organizations around the East Coast on the evils of the media. We
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needed to control our psychological environment. Our minds were very much like a
computer - garbage in, garbage out. We move in the direction of our most dominant
thought, so we had to control what we thought about on a regular basis. This is why the
system was so vital in keeping us focused. We needed to listen to at least one tape every
day.

We could never afford to miss a monthly seminar, even after nearly a decade in
the business. Your group would duplicate what you would do. The entire organization
was constantly reminded to follow and work with their plugged in upline. Plugged in is a
reference used to describe a distributor who was completely loyal to the system in
listening to the tapes, reading approved books, attending all functions and in line with his
upline. There was no room for ego here. If you missed a seminar, someone in your
organization could later duplicate your bad example. Not a good idea!

No leader would ever miss a monthly seminar for any reason. The standing joke
was, the only legitimate reason you could ever miss a seminar was for a death in the
family or... your own. As a matter of fact, in a talk about commitment, Zack related the
story of Arnold Schwarzenegger missing his own father’s funeral, because he had a very
important competition he had prepared for. His mother understood his dedication and
now was now proud, as Arnold was a hero who could provide well for her. Winners
instinctively understand total commitment and losers question it and make excuses.

Getting with the Party Line

“Some of the greatest growth experiences is when we were
late with our mortgage payment because we were covering
our orders. We didn’t understand it at that time. We thought,
“Hey we’re not covering our mortgage payment, we’re
covering our orders. What's this all about?” I'd rather owe the
bank than my upline. I'd rather not ever, ever have my upline

unhappy with me.”
- Amway Crown Jody Victor *

Kathy and I had worked hard before our Amway involvement to accumulate some
rental units to build equity for a retirement nest egg. We were only in our twenties but
knew we had to begin to plan and invest early in life. However, we eventually became
convinced that these properties were simply a distraction that would keep us from
becoming financially free. The many Amway millionaire Diamonds could not all be
wrong. They, too, had dumped all distractions and focused solely on what would give
them the greatest return on investment (Amway). Many repeated the same basic
philosophy in their own way. Once again, they had the lifestyle to back up the success of
this business principle. I was a “broke” guy with a few rental properties and a lot of
ambition. We soon sold these properties and used this money to pay off all of our debts.

Outside of our mortgage, we were debt free. We had paid off our car loans,

* Jody Victor, It’s Unbelievable, Stock No. DBR 987
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college loans, credit cards, and consumer debts. We certainly were now getting closer to
our freedom! The magical day was approaching. I’ll never forget the excitement I had
when [ went into our bedroom, closed the door, and called Zack for his permission to
retire from my job. Zack is a very detail oriented man. We discussed my current income
from my profession, my Amway income as a Pearl, our monthly expenses, the number of
distributors we had personally sponsored, the total number of distributors in our group on
the tape-of-the-week program, and the number we had attending monthly seminars. I will
never forget the excitement I felt when he told me I could retire from my job. I was going
to be a full-time dad! He had me schedule it so that he and Molly could come and speak
at my retirement party.

I hung up the phone and let out a yell that Kathy heard at the other end of the
house. We had both worked so incredibly hard to get to this point. We were Pearls on the
way to becoming Emerald. We were not making a very large income as Pearls but had
almost no debt, and soon we were going to be making well over $100,000 as new
Emeralds! We could hardly contain our excitement. I typed up my resignation letter
dated September 25, 1992. I gave my employer over one month’s notice and made
arrangements to part on good terms. This gave us plenty of time to plan my retirement
party.

Our family was finally happy. This was the moment that we all had worked so
hard and so long for. Even our children had sacrificed for this moment. They had learned
not to ask for any product that did not come from our business. They were willing to eat
off-brand, Amway-purchased cereal that they did not like. They had learned to eat
vitamins from Amway that they hated taking. Our son Josh had become accustomed to
my almost complete absence from the home. He and our young daughter Ashley were
good little troopers and almost never complained. They knew that it was going to be
worth it. We were going to play baseball together, go on picnics, and travel as a family
now. My resignation was to be effective October 30, 1992. Each day seemed to be an
eternity, as we all anxiously anticipated the arrival of my actual retirement date.

Word got out and the group seemed to be as electrified by this event as did our
own family. The dream was real! We had heard this phrase again and again at seminars
and on tapes. Our distributor force was energized by the clear belief that each of them
could earn his or her own freedom. They were literally as excited as Kathy and I were.
That was the beauty of this business. Success breeds success. In the normal corporate
business world, if one person succeeds, it is because he took the place that, now, no
others could fill. In our business, the more people succeeded, the easier it was for those
who followed to succeed. No one in our organization, to this point, had been willing to
work as hard as we did. Now, many were both motivated and had the faith to go do
whatever it took to get the job done.

We began making plans for the big celebration. A large hall was rented, as Zack
and Molly were coming to speak at our retirement dinner. A limousine was rented to
pick me up at work on my last day. I had pictured this scene in my mind’s eye 1000
times, during all those lonely, late nights driving home from meetings. Thank God, I was
finally going to be able to get some sleep. I missed my beautiful wife so much. What a
blessing it was going to be, to be able to spend time together! This was all going to have
been worth it.

It was our hope that this event would not bring glory or light upon us but that it
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would shed light to our group on the incredible possibilities that their own futures held.
We were going to press on to Emerald and then Diamond and bless thousands in the
process, just as Zack and Molly had. This was like a fairy-tale dream come true. I felt
sorry for those poor, misinformed people, who had criticized our participation in this
great business. They were relegated to a lifetime of servitude to an employer, who would
forever control both their time and their income.

We could hardly sleep on the night before my last day at the large, insurance
company where I worked. Kathy and I felt like kids at Christmas. An incredible,
wonderful life was about to begin in the next 24 hours.

We woke early, hearing this enormous commotion outside of our home at about
5:00 a.m. It was a surprise party, being thrown by a whole group of our distributors. We
quickly got dressed and went downstairs and talked about freedom. We watched videos
of trips to places like Hawaii and Australia. All the distributors there had, in their own
minds, a clear vision of what their freedom was going to be like.

The big goal of more sleep was a huge motivator for many of us that were driving
ourselves to near exhaustion. We videotaped an event that would later be described to
thousands of distributors. My alarm clock was put on an extension cord and placed on a
stump in our back yard. The alarm was set and the camera zoomed in as it went off. As it
sounded its annoying wake-up call, I hit it with a single blast from a shotgun that a
distributor had brought for the occasion. The clock literally vanished. Playing this tape
and recounting the story would bring cheers from crowds of distributors, who all were
visualizing their day of freedom. This was a powerful, symbolic act that I had dreamed of
for years.

I went to work as usual. My coworkers were very kind and gave me a small
going away party with gifts and a card that I treasured. I worked in a very large glass
building. I knew that the limousine must have arrived when I looked up from my desk
and saw about 50 people pressed against the windows on one side of the building. I
quickly changed into my tuxedo and began to walk from my desk towards my family and
the freedom we had fought so hard for. One wonderful surprise was the reaction of my
coworkers. Understand that it was not easy for them to see someone my age retiring and
walking out to a waiting limousine. As I walked from my desk towards the door, like a
scene out of a movie, they each slowly stood up and began clapping. Some had made fun
of us for being in Amway. Now they were willing to cheer for our victory. I was
overwhelmed by their kind response.

As I walked nearer to the door, I could see out the second story window down to
the parking lot area. It was an incredible sight. There was a large white limousine and a
huge number of our friends, all holding large helium filled red, white and blue balloons.
The sight literally took my breath away. I walked down the stairway and took a moment
to compose myself. A loud cheer went out from the group, as I walked out of the building
towards the parking lot. Video cameras were rolling everywhere. Someone opened the
limousine door and out stepped Kathy, looking more beautiful than I had ever seen her
before. She was absolutely radiant. She was holding Josh’s hand and carrying our
daughter Ashley. The large crowd parted in the middle to make way for them. Josh
broke free from Kathy’s gentle grasp and ran to me with a bear-hug tackle that literally
knocked me over. Someone yelled, “Free at last, John!” Someone else set off fireworks,
and the crowd simultaneously released their freedom-colored balloons into the waiting
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powder-blue sky. People were laughing, giving hugs and high fives to each other and to
us. Many eyes were filled with tears of joy. This was truly a miraculous day. We got into
the limousine and pulled out of my place of employment for the last time. Dad was going
home. I was a free man—or so I thought.

A parade of our Direct distributors and others in Cadillacs followed us to our
home for a celebration party. Every moment of the day was recorded on video, so that we
could use this spectacular event as a motivational tool to help others realize the unlimited
potential in this wonderful business. It was clear that God had honored the desires of our
hearts, as we saw not only our own lives, but also the lives of our many friends
transformed that day.

Kathy did not know it, but I had a very special surprise prepared for early that
evening. We celebrated with all of our friends. All of our friends were, by now, only
people in The Business. We enjoyed a great party that, of course, did not have any
alcohol. Alcohol was for people that had no hope. We shared tremendous hope and an
unlimited future. None of us had a need to dull our senses. One by one, each of our
friends eventually left the party. What Kathy did not know was that they were all
reuniting at another location for one of the most important moments in our married life.

I had told Kathy that a couple in our group was having their baby baptized that
night. We dressed for the occasion and headed over to our church with Josh and Ashley.
Kathy was pregnant with our third child, McKenzie, at the time. She looked beautiful.
Both sides of the street were nearly filled with cars parked top to bottom, but we found a
parking spot and headed quickly toward the steps of our church, as it looked as if we
were late. I reached down and grasped the brass door handle, my heart pounding, and I
opened the door for Kathy.

The church was completely filled with all of our friends and family.
Unbeknownst to Kathy, they were all gathered there to share in our re-exchanging of our
wedding vows. We were beginning a whole new life together and wanted to do so in the
presence of God and all those we loved. It was an incredible moment in time. Here we
were surrounded by a large group of people, where each seemed like a member of our
family. We stood together at the same altar where we had originally exchanged our
wedding vows. This time Kathy and I held each other’s hand and the little hands of our
children.

It had all been worth it. It was incredible to tearfully and emotionally re-affirm
our love for one another. What a blessing it was to know that we would now be able to
spend each day together. It was hard to believe that all our dreams were finally coming
true. We felt very fortunate and blessed. This certainly was the happiest day of our lives.
It is difficult to even describe the euphoric feeling that we shared as we nearly floated
from the altar down the aisle to our new life.
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Just Exactly Who Are You Anyway?

“Amway is an equal opportunity for everyone in this room

regardless of what your background may be.”
- Dick. DeVos *

We were soon enjoying the fruits of our newfound freedom. It was incredible to
be able to sleep until we were both rested. What a concept! We had both gone on very
little sleep for years. It was a true joy to begin to spend time together as a family. We had
missed each other so much in the years that I had worked both day and night. It actually
felt odd to not be completely exhausted. It was wonderful for Kathy to have me home,
and she was no longer single-handedly taking care of our entire household.

The training that we had received and continued to absorb in the Amway system
was powerful, in several ways. We had developed very strong interpersonal and
management skills. We had become effective motivators. We had become good time and
money managers. We have learned to seek out and see the solution in every challenge.
As a matter of fact, we learned that there were no problems, only challenges. Challenges
were simply opportunities for greater personal growth. We had trained our minds by now
to instinctively block out nearly all negative thoughts. Our spiritual beliefs and faith grew
in tandem with the above skill sets.

We received very specific training on how to identify and motivate each of the
different personality types. A company named Personality Insights, Inc. was brought in to
help train distributors in recognizing, communicating with, and motivating each of the
four personality types. We were reminded that a carpenter has many tools within his
toolbox and that each tool is effective for a different use. He would not use a hammer to
do the job of a saw. Likewise, you would not attempt to communicate a message to two
entirely different people in the same manner, using the same “tool.” Personality Insights,
Inc. broke down the four personality types into a model they referred to as DISC.

The “D” personality type is known for being strong, dominant, task oriented, and
decisive. They tend to be very businesslike and to the point. They do not enjoy
socializing too much or wasting time on anything frivolous. With this personality type,
we needed to be very quick and to the point if we were to sponsor them.

The “I” personality type is highly social. They are extremely friendly and not
often detail oriented. They tend to be both emotional and enthusiastic. They enjoy
having a lot of fun and being around a group that is full of positive energy. They tend to
be the life of the party. Their weakness is that they can often lose focus on objectives.
This personality type makes friends quickly and can often make others feel very
comfortable.

The “S” personality type is extremely people oriented and somewhat reserved.
They are very concerned with stability and have a strong aversion to risk. This type of
personality responds well to a very friendly, logistical approach. This group may tend to
be followers and want to feel as if they belong to part of a group. They want to discuss
things like credibility and long-term benefits. They’re not very concerned with having a
good time but will be open to developing a close personal friendship over time. They

* Amway Special Guest Speakers D. DeVos, B. Kerkstra Stock No. GDL 96-21
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need very full, specific explanations to their questions.

The “C” personality type is extremely detail and task oriented and not very social.
They will respond to a very conservative, patient approach. A “hard sell” will not work
with them. This group tends to be extremely analytical and looks for specific, accurate
answers. Quality and value are of the utmost importance to them. They, too, have an
aversion to risk. This group will not respond well to a hyped-up presentation.

Below are “True Motivational Statements for Each Type” ° from a resource
purchased at a seminar for Amway distributors. The directions on how to utilize these
statements effectively in motivating and influencing either the “D”, “I”, ”S”, or C”
personality are as follows:

The words we choose when speaking to others can have either a
motivating or demotivating result. You can pick “positive phrases” that
appeal strongly and predictably to specific personality styles. Using such
phrases creates a feeling that you understand what is especially important
to your prospect. Here are some suggestions that are both motivational
and frue. You may find them helpful as you think about sharing our
Business opportunity:

“JI can tell it’s important for you to be in control of your life,
isn’t it?”

* You can be in control of your life in this business!
* You can make this plan work for you!
* You will get credit for what you do in this business!

* In just a few minutes, you can demonstrate the practical
advantages of this business.

+ This is something you can call your own.

« This plan sells itself!

+ It is about opportunity of a lifetime.

* You are on the cutting edge of where all business is headed.

« It’s great to be your own boss!

* In this business, the advantages far outweigh any disadvantages.”

“I can tell you really enjoy being around good people, don’t
you?”

I

» The people you’ll meet in this business are great!

» There is no end to the exciting, new products/tools you can use.

* Our meetings are a lot of fun.

* You have the opportunity to travel and Go places in this business.
+ We have several weekends that are incredible... and life changing.
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+ You’ll learn everything you wish they had taught you in school.

+ With your entrepreneurial spirit, these ideas are a great
combination for future success. There are lots of product choices —
there is something for everyone!

* Ican tell you would like to expand what you are presently doing.
* You can “captain” your own team.

“It’s important to you to be involved with people who care
about people, isn’t it?”

+ Many people have found this to be a very reliable system.

« I’ll help you every step of the way.

« TI’ll be available for you.

* You can come along with me, and I’'ll show you what to do.

» There are many options — we want to find what’s right for you.

+ This is how others have become successful — we follow their lead.
» These methods have been proven over and over.

« It’s real “security” for your family.

* Your steadiness will work well.

+ You’ll make and keep new friends for life in this business.

“If you were going to involve yourself in a project, you
would want it to be legal and moral and ethical, wouldn’t
you?”

* Your decisions today will minimize your risk in the future.
» This program’s high standards “shine” under careful evaluation.
+ Many people have already proven this system’s effectiveness.

» This system will succeed for years to come, based on past
experience.

*  We are expanding while other businesses are cutting back.

* You are in a position to examine the facts and clearly see the
obvious benefits.

* A company this successful must be doing many things right.
+  We’re committed to the highest standards of business ethics.
+  We guarantee our quality.

«  Our success is documented.”

We received this personality-type training from Dr. Rohm, who onstage was a
charismatic, humorous, brilliant educator. Off stage, he revealed himself as a very kind,
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compassionate, Christian businessman. We essentially attended to all his needs for a
weekend, and he was a joy to work with. Dr. Rohm brought tremendous credibility to
The Business and its related system of success. His open praises of the system and its
success were extremely powerful, because he was an outsider with a great deal of
business acumen. The fact that he was very well known in Christian leadership was icing
on the cake.

Direct Contact

“We don’t care what your faith is. We don’t care if you claim
to have not faith. Build the business...you’ll... change to what
God wants you to be.”

- Crown Ambassador Dexter Yager *

As Pearls, we began to have direct contact with Dexter and Birdie Yager at high-
level leadership meetings once or twice a year. Spending any time with Dexter and
Birdie was the Amway business equivalent of going to Mecca. We knew that they had
helped hundreds of people become millionaires and multi-millionaires in the Amway
business. We were advised that they had helped thousands of people go Direct that were
not even in their own organization. Because of the incredible success of the Yager
System, many outside of his organization had requested permission to plug into his system
of books, tapes, and seminars. While Dexter had actually helped thousands go Direct in
other organizations, he never received a penny for it—or so we were informed.

This type of story was repeated often and reminded us of how fortunate we were
to be part of his organization and teachings. Distributors were told that Dexter was the
most successful distributor not only in Amway, but also in the global history of all
multilevel marketing businesses. The percentages changed at times, but a common
representation was that as much as 90 percent of Amway’s multibillion-dollar revenues
came from Dexter’s Amway distributorship. We were truly at the right place at the right
time.

Once a year, Zack and Molly would have Dexter and Birdie come in and speak at
a large “Yager Spectacular” seminar for thousands of distributors. Zack was a multi-
millionaire but remained humble and always stressed his total loyalty to Dexter. Zack
told us often how important it was that he still counseled with Dexter. He was making a
million dollars a year and still sought wise counsel. If Zack did this at his level, we all
certainly needed to counsel with him on a regular basis. Dexter was often referred to as
the master teacher.

Kathy and I were very excited about our first high-level leadership meeting with
Dexter. Zack began what we would come to know as a ritual about a month before
Dexter spoke. Zack explained that not everyone understood Dexter, because he was so
incredibly intelligent and successful. It was described as difficult for Dexter to come

* Dexter & Birdie Yager Stock No. FED 94-12 Copyright Internet Services Corporation
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down and speak on a level that the average guy may understand. Consequently, he was
often misunderstood. One frequently used anecdote that kept people from questioning
Dexter was this. As Zack often told the story, some broke guy was questioning why
Dexter was wearing a polka-dot shirt in his picture in the Profiles of Success.

To agree with or even acknowledge a comment like that would be de-edifying to
Dexter. Zack told the guy that polka-dot shirts were in style at Dexter’s income level. He
told the broke guy that Dexter owned several hundred apartments like the one he lived in,
so he would not expect him to understand the style that Dexter had been accustomed to.
Another common phrase was used if anyone questioned the fact that Dexter sported a
beard. Facial hair was another taboo in Amway. No leaders were permitted to have facial
hair. If others questioned Dexter’s beard, we were to tell them that when they were as
big in the business as he is, they could grow a beard too.

The bottom line is that anyone who questioned upline, but particularly Dexter,
had to be either stupid, broke, or both. We heard these stories repeated again and again
every time Dexter was about to join us. We had been well indoctrinated by then. We had
listened to over 1000 hours of tapes and seminars. We questioned almost nothing by this
point and were amazed that anyone would even think to question someone as successful
as Dexter. After all, he was a great Christian servant who had succeeded only as a result
of helping others succeed all over the world.

The big day of our first leadership meeting with Dexter soon came. Our sponsors,
Kerry and Chris, had gone Pearl and had gotten to the meeting just before us. They sat
right in the front row. None of the four of us had any conception of what we were in for.
As it turns out, you never sit in the front row at a meeting with Dexter. You never knew
what was going to happen, as Kerry and Chris were soon to discover. Thank God, Kathy
and I sat in the second or third row from the front.

Zack warmed up the group of about 30 Pearls, Emeralds, and Diamonds. He was
very solemn and almost reverent as he spoke of Dexter and his undying loyalty to him.
Experienced distributors around us chuckled at the fact that our sponsors had sat in the
front row and advised us that it was going to be a long night. We thought that was great.
The more time we got to spend with Dexter, the better. After all, he was a millionaire
maker and could be anywhere in the world right now but had chosen to be with us.

Dexter started to speak at about 10 p.m. that night. It was exciting, as he was
warm and friendly. He seemed very at ease and spoke to us with compassion, almost as a
father would to his children. But we soon moved into an area of his talk that I could only
describe as bizarre. He began to speak of the many, many steady girlfriends he had had in
high school. I think the highest number of steady girlfriends that we heard about was 100.
He began to tell stories about his childhood and then more stories about girlfriends. These
accounts seemed to go on endlessly with no point.

I looked around and people were smiling and nodding, and some were actually
taking notes. What could they possibly be writing down? From the atmosphere in the
room, it was obvious that he was a very powerful man. There was almost a sense of fear
present, or at least a feeling that went well beyond normal respect. Somewhere after
midnight, Dexter stood directly in front of Kerry and Chris and looked at Chris closely.
He bent over and stuck his face right in front of Kerry’s and asked him if Chris was his
wife. The room went silent. None of us knew what was coming next. Dexter commented
that Chris was attractive and got eyeball to eyeball with Kerry and asked if he could kiss
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her.

You could have heard a pin drop. Time seemed to stop as Kerry hesitated to
answer. We did not know what the correct answer was. Would it demonstrate loyalty to
let Dexter kiss your wife? The tension in the room was electric. The silence seemed to go
on forever, as Kerry seemed to begin to perspire. Kerry finally blurted out, “No!” and the
room went silent again. Dexter acknowledged that Kerry had given the right answer, and
we all breathed a quiet sigh of relief. Dexter then went off on some long tangent about
respect or love or commitment. Who knows? It was now nearly 2 a.m., and he was still
droning on about nonsense. Our eyes were rolling up in our heads.

We were all struggling to stay awake. There were no notes that he worked from,
and it was often difficult to even identify the topic in your own minds. However, we
knew better than to question this in either public or private. Zack closed the meeting and
reminded us how fortunate we had been and hoped we had all grasped “the message.” We
were too tired to even begin to wonder if there had been a message. We just wanted to
surrender ourselves to the pillows in our hotel room as soon as possible. Several years
later, I learned about the effects of deliberate sleep deprivation, in which the senseless
seems to make sense, and the bizarre becomes acceptable.

Dexter himself seemed to possess an unusual mixture of bizarre idiosyncrasies
and credibility. He told of having Ronald Reagan speak at the seminars. He spent a great
deal of time talking about the occasions when former presidents had had the opportunity
to meet him. He often spoke of the presidential tie tack that former president George
Bush had given him. It was surprising to hear how well connected Dexter and many other
of the high-level Amway distributors were. Dexter spent a great deal of time talking
about religion and his ultraconservative political agenda.

He seemed incredibly hardcore in most of his beliefs. We were soon to learn
exactly why Zack had prepared us psychologically not to question Dexter. We later
would also teach other distributors to do the same. The majority of our active distributors
showed up the next day for the general admission seminar. Dexter and Birdie were
brought onstage with tremendous fanfare and applause. You would have thought from the
crowd’s wild reaction that they were greeting a rock superstar. They stood and cheered in
a rousing standing ovation for what seemed like five minutes. We were extremely excited
that our organization was going to learn from the one who had been described to us as the
master teacher.

Dexter started out slowly and seemed to be relating rather well. He told many
stories of the old days when he and Birdie struggled. His talk soon shifted with incredible
force into his political agenda. This was a pattern we would soon become accustomed to.
At one of these meetings, with thousands of distributors in attendance, Dexter informed
the audience that he had distributors in The Business in high levels in the government. He
even told the group present that he had connections with Secret Service agents that
worked in the White House. These agents had advised him that Hillary Clinton was a
lesbian and that she slept in her own private bedroom—separate from Bill’s. The agents,
he said, had told him that our tax dollars were being used to shuttle Hillary’s lesbian
lovers in and out of the White House. We would hear this saga repeated often by both
Zack and Dexter at other leadership meetings.

At this meeting, and many others, Democrats were often characterized as
mindless idiots, bent on socialism and the destruction of the moral fabric of this country.
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We lost a good amount of distributors after this seminar. If you did not eventually change
your way of thinking from Democrat to Republican, there really was no room for you in
Amway. To stay in Amway and remain a Democrat would subject you to almost constant
derision and mockery. I do not ever remember hearing any Amway Diamond speak who
was anything but a conservative Republican. It almost seemed like a requirement.

The conservative Republicans seemed very eager to rally around Amway. Former
president Gerald R. Ford said,

“Amway distributors are dramatic proof that the American spirit
of free enterprise is, and will continue to be, a vibrant force for good at
home and around the world.”

We were not strongly tied to one political party or the other upon entering
Amway. Kathy and I were very proud of the fact that this many important political
figures fully endorsed, with their own reputations, The Business that we were now
staking our family’s future upon.

There seemed to be an endless parade of very important political, religious, and
business leaders that were anxious to endorse the Amway business. R. Craig Hoenshell is
chairman and CEO of Avis, which has been described as one of the largest and most
respected car rental companies. He related about Amway:

“Everyone knows that at Avis, ‘We Try Harder’ for the customer.
It's the way to be the preeminent car rental company. Same thing with
Amway. Independent Business Owners are part of a great enterprise. They
can count on Amway to be there --- always working harder to make it as
easy as possible for individuals to succeed in a business of their own. Avis
and Amway have a lot in common.””

Jerry Falwell came in and spoke at an Emerald and Diamond-only meeting for
Dexter. He was charismatic and well spoken, despite the picture that the media had
painted of him as someone on the religious lunatic fringe. It seemed as if any of us that
were going to do something good for our family, our God, or our country were going to
be subject to criticism. My respect for Mr. Falwell grew tremendously as he spoke. He
talked of enjoying talk shows where it was just him, Jesus, and a bunch of liberals
slugging it out. He spoke highly of our Amway business leaders and the foundational
principles that Amway was built upon. He described socialism as “shared poverty.”® We
epitomized the exact opposite of that.

The credibility of the business began to increase at an incredible pace.
Distributors were advised that Amway’s global estimated retail revenues were growing at
a rate of almost a billion dollars a year. There was talk of Amway becoming a trillion-
dollar company. Billionaire founder Rich DeVos was featured on the May 1996 cover of
New Man magazine.

An Editor’s note in the article stated that: “this section tells the stories of
businessmen who are fervent in spirit, serving the Lord. Each man has used his platform
of success in business to proclaim the love of God and salvation in Jesus Christ.”” The

" Take Charge of Your Future brochure SA-217 copyright 1997 Amway Corporation
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article gave a glowing review of Rich DeVos’ business and philanthropic efforts. This
was a wonderful article that gave us even more credibility within the Christian
community. It went on to say,

“Now at the age of 70, with a record of achievement and a
reservoir of riches nearly unmatched in the 20" century (his net worth is
estimated at $4.3 billion), DeVos is living with a renewed purpose and a
heightened gratitude..."

“Amway has grown into one of the world’s largest and most
lucrative privately held companies. It manufactures and sells household
products directly to consumers, marketed by distributors who are widely
known — and sometimes scoffed at - for their intensity and persistence...”

“Former U.S. Surgeon General C. Everett Koop says he regards
DeVos as one of his heroes. “Rich’s love for people and his vision to help
them be the best that they can be has deeply affected me and my personal
outlook,” says Koop. A long-time friend and confidant, Billy Zeoli of
Gospel Films, Inc. where DeVos has served on the board of directors for
30 years, has a more personal perspective. “Many people know that Rich
is one of the finest business leaders of his generation,” says Zeoli. “Many
people know that he practices what he preaches-that he backs up his words
with real action, putting his money and talents where his heart is. But few
people know what a tender spirit and loving heart he has. He is one of
history’s greatest motivators, precisely because he is motivated by the love
of God and a desire to be faithful to his Lord.””*

“DeVos’ resolute optimism, salted with a wholehearted embrace of
the Christian gospel, has taken him through many doors and helped create
moments not only for him but for the people he has inspired through his
books, speeches and businesses.

“In every achievers life, they must make a conscious decision to
make something of themselves, to take responsibility for that that decision
and too be willing the price,” he says. “The most important lesson I have
learned is the same lesson Winston Churchill illustrated famous three ---
word graduation speech: “Never give up!”””’

This was one concept that distributors would hear echoed again and again in
different words at seminars and on tapes. Never, never, never give up, never quit. Quitters
never win, and winners never quit. Your greatest victory is just beyond your greatest
challenge. Persist and win. Your God, your family, your group, and your country are all
counting on you.
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! “Strive” Tape CE-83 Robert Schuller Copyright unknown
* From firedup.org
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CHAPTER 7

I Think I Can!
I Think I Can!

“Having known many successful individual who are
practitioners of free enterprise, there are few as successful, as
committed to the basic tenets of capitalism and especially
‘compassionate capitalism,” as Rich DeVos. It is a mark of
Rich’s commitment that he shares his ‘personal credo’ with us

and with generations yet to come.”
- Alexander Haig, Jr.

Despite the locomotive-like force of credibility and Amway’s burgeoning billions
of sales, we had challenges. Problems did not exist. Winners only have challenges or
opportunities for growth. We had some serious challenges, however, that would not go
away. Soon after we went Direct, our sponsors, Kerry and Chris, seemed to pull away
from us. They no longer did much at all in our organization in terms of showing the plan
or follow-ups. They began to treat us almost as if we had done something wrong when
our organization took off in terms of growth.

We soon found ourselves being corrected constantly for the most minor infraction
of the rules as prescribed by the system. When we counseled with Zack, he seemed to
know intuitively what our challenges were. It was uncanny. He had a deep penetrating
stare and seemed almost to be able to read our minds. These counseling sessions became
more and more intense in nature. He now reminded us at nearly every session that Kerry
and Chris were our leaders, and we needed to be humble and follow them. We could not
expect our group to follow our leadership if we were renegades or even appeared to be
out from under their leadership. Kathy and I did not care about who was considered the
leader, as we were always team players and did not have any concern for who got the
credit. We just wanted to build a big business to help our friends and take care of our
family.

When we went Ruby, which was a pin level that Kerry and Chris never achieved,
some more serious problems began. We then went on to develop a large organization and
went Emerald before they did. Kerry later, half jokingly, told us that he wanted to send us
a dead fish when we did this. Our success should have been a feather in his cap. It was a
testimony to their having taught us the system so well. Instead, it appeared that we were
in competition and a threat to them. They went from being great friends and encouragers
to bosses who kept us at a distance. Their leadership talks, which had once been

* DeVos, Rich, Compassionate Capitalism, (Endorsement by Alexander Haing, Jr.)
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inspirational and motivational, became incredibly hardcore. They seemed to move from
just being loyal and committed to bordering on the lunatic fringe in relatively short order.

As Speakers that had once uplifted the group they now blasted them for not doing
more or not being loyal enough. Training sessions dissolved into a McCarthy Era-like
search for the disloyal. Kerry made many talks stating things like ‘you have not been
loyal until you have had the chance to be disloyal but have remained faithful.” He was the
most loyal to Zack and wanted everyone to know it. He even said on multiple occasions
that he would gladly take a bullet for Zack. This was nuts. The rest of their own
organization dwindled as a result of this shift in perspective. Soon, there were very few
people at all left in their organization outside of our group.

We were beginning to lose people as well. We had begun to recruit many credible
professionals into our organization. We were sponsoring physicians, surgeons,
accountants, financial planners, attorneys, teachers, police officers, and others. We even
had some millionaires in our organization. When they heard our presentation, they were
impressed enough to join. One of the keys for growth was to sponsor at your level and
above in terms of credibility and social standing. The logic was simple. The greater the
credibility you had in distributors in your group, the easier it was to recruit other like-
minded people. We were moving quickly beyond the old door-to-door stereotype of the
past.

However, our training sessions had to be led by Kerry and Chris, as they were the
upline leaders for our area, even though they had lost most of their personal business
because of their management style. This became progressively worse. At one training
session, Kerry dictated that to succeed required absolute commitment to the system.
People needed to listen to two tapes a day, every day, including Christmas, according to
him. This was insane. This was a faith based business, and here he was telling my
organization that they all had to listen to two Amway business tapes on Christmas day, or
they weren’t going to cut it.

He then continued his talk on total loyalty. The example he used we would
eventually hear many times. His entire family had planned for a long period of time to
gather from several states to have a family portrait done as a special get together and gift
for the parents. This was planned months in advance to assure that all could attend. At the
last minute, Zack called and invited Kerry and me to a secretive, leadership meeting in
Charlotte, North Carolina, with Dexter Yager and some key Diamonds. Kerry cancelled
on his family and left them all to gather in our town. His wife took his place in the family
picture. The rest of his family was furious. With pride, he said “My own brother thinks
that I am in a cult.” Total commitment and an unquestioning loyalty fo your upline were
required to win.

We had successful professionals actually get up and walk out while Kerry was
talking. I was in a state of disbelief. What about loyalty to your family? Isn’t that what
this was all about? Kathy and I had gone to Zack and Molly again and again on this issue.
We needed help desperately. Here we were sponsoring success-minded people from all
walks of life by describing a secondary income source that they could develop into a six-
figure residual income stream. They could develop a permanent income stream that could
be passed on to their children. They then go to a training session and hear someone
raving about taking a bullet for their upline and listening to business tapes on Christmas
day. What was this becoming?
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At first, we felt these challenges could be overcome. Zack had promoted himself
as a problem solver. He had told us from stage that if we were uncomfortable with
anything, to come to him, and he would help us resolve it. Kathy and I decided we
needed to bring this situation up tactfully, right after we went Ruby. Zack and Molly
were now like parents to us, and we trusted their counsel without reserve. In any event,
they would only benefit if they helped us succeed. We prepared for the meeting and went
to their mansion to counsel with great anticipation. We could resolve this and move right
on to Diamond.

We were dumbfounded and very much confused by what happened next. We
began talking and going over our goal sheet as usual. Zack was a detail man and always
wanted to know how our business was doing. We needed to have our numbers ready to
show him how many tapes-of-the-week our group was buying and how many seminar
tickets were being sold for the monthly meetings. These figures and the number of
Amway kits sold in a month were described as the pulse of our business. The volume of
goods and services a group purchased always trailed behind the sale of books, tapes, and
seminar tickets. The more educated and motivated the group, the more of these products
they would eventually move.

We finally got to the end of the normal counseling topics, and Zack asked if there
was anything else we needed to ask him. We confided that we were having a challenge
with people being offended by Kerry’s now almost militant talks and that some were
actually quitting over it. We gave quite a few specific instances in a very respectful way.
For some reason, it had become very easy for Kathy and I to relate to the masses both in
person and from stage, but Kerry and Chris seemed to be struggling. Zack smiled and
with a penetrating stare gave us nearly a two-hour lecture using analogies that we would
become far too familiar with in the coming years.

First, Zack assured us that there really was no problem outside of our own
perceptions. A couple of people may have misunderstood Kerry. We always needed to
protect our upline in situations like this. You never agree with downline. It was like in a
family, Zack explained. A husband and wife should always support one another and show
a united front to the children. This benefits not only the children but also the family as a
whole. Most people were not mature enough to put their own ego aside to do what is
right for the team, which is ultimately what is right for them as an individual. An
individual team member could not win if the team lost, right?

Zack asked us if anyone had ever misunderstood anything we had ever said in our
lives. Of course, the answer was “yes.” Would we like everyone in our group criticizing
our every move and action? Of course not. Were we perfect and above making mistakes?
There was only ever one perfect man (Jesus), and look what they did to Him. We should
treat and protect Kerry and Chris, as we would like to be treated and protected by our
people. They, after all, were the ones who had given us a chance to be free. We needed to
work harder to build them up better and to shut off any distributor that might criticize
them. Some people are just stupid and look to nit-pick or criticize any achiever in life.

The biggest thing that we needed to do was show a united front to our
organization and praise Kerry and Chris for our success. That was the type of winning
team mentality that we wanted infused throughout our organization. Zack and Molly told
us that they loved us very much and were only telling us this for our own good, as they
wanted to see us win. They did not want us to do anything that could harm our own
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business or our future. Our group and our own kids were counting on us. They loved us
like their own children. They asked if we had ever had to say anything to our kids that
they did not want to hear. Yes, of course, and we were motivated out of our love for
them. This love for us, they explained, was why they so sternly insisted we correct our
own perceptions and begin better protecting our upline.

They reinforced over and over that Kerry and Chris had been in The Business
longer than we had and were seasoned leadership. They had also spent a great deal of
time with Zack. Talking to Kerry, because he was so incredibly loyal and plugged in, was
in most cases like talking to Zack directly. Kerry did not make a single move without
Zack’s prior approval. We needed to learn to appreciate them as people and focus on their
strengths. That is what God would have us do. Satan would like to see us separated and
divided in leadership, in order to confuse the group and prevent us from reaching and
serving others.

We stung a little from the talk but were thankful for the correction. Part of us
thought that Zack did not truly fully understand the magnitude of the challenge, but he
did help us refocus on the positive. Zack and Molly ended the session with praising us,
our future, our potential, and our growing organization. They again reassured us of their
love for us and embraced Kathy and me warmly as we left their house.

We were a little shell shocked on the way home but realized the apparent error of
our ways. We had always been team players and had continuously given Kerry and Chris
the credit for our success, even though we had built our group on our own from around
the 4,000 PV level. We needed to be better downline members and to be better leaders,
setting a strong example for those who looked to us for leadership. We were growing in
many areas, and perhaps this was one that we needed to work on.

Mega-successful Crown Distributor Jody Victor explained this leadership
principle at a high level Emerald and Diamond-only meeting. At this meeting he said,

The thing about it is, you guys, you can’t go on the defensive. It’s
biblical, you know. It’s worse to take offense than it is to give offense. Our
upline might sometime make errors. If they are financial they should bear
them. But if they are other kind of errors we shouldn’t rent a billboard and
light it to tell the world about their errors. I think we should dig a hole
and help bury it. Why would we want to illuminate it? Because if you live
by the sword you will die by the sword. Someone someday will illuminate
yours. But if they see you quietly put it ... put it aside, help bury it
eliminate it, then I think that same thing will happen to you. '

The Business was obviously working. Zack and Molly purchased a private island
in the Thousand Island area of Canada. We heard about it in great detail and were
eventually invited for a weekend with our leaders. One of Zack’s island employees
picked us up in an antique wooden boat. It was one of several showpiece boats that had
come with the island. We motored for about a mile and were mesmerized by what we
saw as we approached his island. It was incredible! What a beautiful piece of paradise!
We did not know that places like this existed. The island had three separate homes on it.
One was the main house and had about seven bedrooms. The other was a guest cottage,
and the third was a home that the island staff lived in.
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Zack announced that he and his family would be spending most of their summers
there. We were all asked to sign a guest registry, as we went into the main home. As a
former Federal Auditor, I knew that this was to document business use of the property for
tax purposes. I mentioned to Zack that he must be able to write off a good percentage of
this secondary residence-private island, since he used it on occasion for trips like this. He
informed me that this was not a secondary residence. This was a business conference
center, according to Zack. I knew that Zack had quite a bit of business savvy, but I would
hate to defend a luxury island in the middle of the St. Lawrence Seaway to an IRS field
auditor.

In any event, we were all extremely motivated to see the rewards this business
offered. Zack talked and encouraged us by stating that any of us could have a place like
this for our family. We just needed to work harder, be loyal to our upline and the system,
and stay positive. The couples broke up later at night and all retreated to different parts of
the island to talk about what it would be like to have their own place like this. Kathy and
I knew our kids would love this vacation spot — the water was crystal clear and full of
game fish.

The Directs were sent back to the mainland on a boat to stay at a local hotel in
Canada for the night. Only Pearls and Emeralds were allowed to stay on with Zack and
Molly for extra counseling.

Go Get 'Em, Tiger!

“The purpose of the tapes, of course, is to understand the

Amway business.”
- Amway Diamond Bonnie Howard *

The training that we were beginning to receive in terms of time management,
sales, communication, and goal setting was incredible. We received this training, in
person, from Zack and Molly, from tapes, from training sessions, and large seminars. |
went from being somewhat shy to speaking to crowds of thousands with ease. I learned to
contact strangers at malls and convenience stores to prospect them for The Business. The
more we pushed and stretched what we thought was possible, the more we were able to
do. We learned how to meet people and develop an immediate rapport with them. We
actually got good enough to meet and sponsor complete strangers into our organization.
They would later become good friends.

One particular skill set that was a necessity in communicating effectively was
learning and remembering names. This did not come naturally to me. However, we
learned that the sweetest name a person can hear is his or her own. It creates a feeling of
value and respect. As I was doing Amway recruitment meetings nearly every night in
hotels and homes, there were lots of opportunities to practice. Like any muscle you
develop, the memory gets stronger, the more you use it. Eventually, I was able to walk
into a room and meet ten or twelve strangers and refer to them individually by name, in

* Amway Diamond Bonnie Howard Ladies Session Saturday Morning Stock No. GDL 95-1
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any order, in the course of an hour and a half presentation.

This amazed people, because it showed that I cared about them as human beings,
not just as prospects that [ wanted to sell on our business. We learned not only to develop
rapport, but also to quickly bond with people, as they came into The Business. We
wanted them to feel more loved and accepted with us than anywhere else in their life. The
whole organization became an incredibly close group of friends. They were like a family,
a perfect, accepting, loving family.

This created total loyalty, unity, and a team that was so unstoppable, it actually
became a problem at one point. At open recruitment meetings in hotels, all the
distributors would arrive early and wait for their prospects to show up in the lobby. We
would all arrive in our crisply pressed suits and dresses, looking like a very sharp group
of business people. We could not wait to see one another. There was a lot of hugging
when men and women greeted one another. It was always appropriate, but it seemed odd
to the prospects to come to a business meeting and see so many people hugging one
another. For years at seminars, we had to ask distributors to stop embracing each other
around public meetings. It was all right to greet one another that warmly at seminars, as
everyone there was in, and we all understood the bond we shared. Many of us became
closer to our friends in The Business than we were with any of our own extended family
members.

Many active distributors had gradually, unnoticeably shed nearly all relationships
outside of the group. It seemed like a natural progression. Many of us had become so
busy with work, training sessions, leadership meetings, trips, and showing the plan that
we had no time for any social life outside of The Business. The Business was our social
life. We felt more comfortable with people that were in The Business than with anyone
else.

We thought critically of former friends and even our own family members,
condemning them as being lazy. They were on a crash collision with failure and did not
seem to care. We were doing something wonderful with our lives by owning our own
businesses and helping others succeed. The more criticism others heaped on us for being
Amway distributors, the more committed we were to the cause. We had learned that
criticism was the death rattle of the lazy. There never was a statue erected for a critic or a
non-achiever.

The cumulative effect of over a thousand hours of tapes, videos, and seminars in
the system was gradual but powerful. We had now unknowingly internalized most all of
the prescribed businesses paradigms. ‘All Democrats were evil, stupid people. Attorneys
were truly bad. Anyone who used an attorney to sue someone else was a socialist,
wanting to take what someone else had earned. Lawyers were bloodsuckers, and the only
lawyers that were good were ones that had gone Diamond and had now renounced their
former profession.’ There was a serious problem in America: As a nation, we had
developed a lottery mentality that caused people to want to sue over anything to hit the
jackpot, instead of earning it themselves. How sad that they did not have any principles
of value to pass on to their children. This paradigm, that only losers ever sued anyone,
was continually reinforced at seminars and training meetings. I had no idea I would
eventually become one of those “losers”.

We had now been thoroughly programmed to believe that having a job made you
one of the lowest life forms in America, especially when you could choose The Business
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to be free, succeed, and spend unlimited time with your family. Only a moron would
choose to work for a lifetime at a job where he was building no equity. You could work
at a job for twenty-five years and be laid off, due to office politics or a downturn in the
economy. There was no security in any job. Even physicians were getting into Amway to
develop long-term residual income that they could enjoy in early retirement and later pass
on to future generations. Horror stories of successful fifty-year-old middle managers
being laid off were repeated with great emotion. Companies were maligned who would
consider doing such things to valuable people.

Many distributors actually began to detest their employers for taking advantage of
them and reaping the harvest of their employees’ labor. People often spoke of how hard
they worked for years with little or no respect only to have the owner and his wife go to
Hawaii, while they stayed back to watch his business. Who do you love, your wife or the
wife of your boss? Where should your priorities be? Should they be in his business or in
yours where you could reap tremendous rewards and take your family on wonderful
trips? One of the most often repeated slogans was in reference to walking the beaches of
the world together.

This shift in perceived business ownership caused several of our Direct
distributors to get fired or quit their jobs under bad circumstances. In their minds, they
were choosing between supporting their family’s future or their bosses’. One Direct could
not get the weekend off for a Dream Weekend seminar and decided Ais business was
more important than his employer’s. He gave his employer an ultimatum and was
promptly fired. Another one of our Directs was fired for using the company vehicle,
business contacts, and the cell phone for his Amway business. He lost his job, his
company truck, and his self esteem all in one day. To us, it made him more loyal and
committed. Another Direct quit his job under extremely poor circumstances. A Ruby
Direct of ours, I have been advised, had all but completely destroyed his career from
developing a hostile, defiant attitude and verbalizing it at work.

A Dream Come True

“We are going to control the World economy from this

business.”
- Jeff Yager

While these things were happening, we actually were taking many “lifestyle-type”
trips with the same people. We began to travel and literally walked many beaches of the
world with our new friends. Our group was now our family, and we loved traveling
together. At the Direct level, there were trips sponsored or organized by both Amway and
Walters International. For a small fraction of all distributors who qualified, Amway
launched what was called Q-12 trips for having achieved certain volume levels for twelve
months out of the fiscal year. These trips were all-expense paid. All we had to do was tell
them which airport we wanted to fly out of. There were also promotional trips that we

* Jeff Yager, Tuesday Evening Stock No. GDL 97-27 Copyright InterNET Services Corporation
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qualified for at the Emerald level.

Here, we began to get a taste of the good life. The company paid for these annual,
Amway-sponsored trips. (Directs’ trips, put on by Zack, were mandatory, leadership
training trips that we paid for out of our own pockets through a travel agent that Zack
knew. More on this later.) We went to Disney World in Florida several times. On one
Amway trip, we were flown into Orlando. Amway provided our transportation.
Employees of Amway greeted us as we got off the plane, and we never touched our own
luggage. It was tagged and later brought to our room in a luxury hotel.

When we checked in, we were given special clothing and handed a box
overflowing with gifts, Disney dollars, and passes to whatever park we chose to visit.
There was an itinerary for the week, but we had almost all day to ourselves with lavish
dinners and entertainment at night. On one occasion, we were all put on large buses and
brought over to Disney World for dinner.

What none of us knew was that the park had been closed to the public that night
and rented just for us. We were overwhelmed, as we were escorted through the back
service entrance of Tomorrow Land to see the enormous feast and entertainment that
greeted us. This was incredible! None of us had ever worked for an employer that would
do this. The lavish hospitality helped anchor many positive emotions within us in relation
to any thoughts we had about our upline or Amway. We were so grateful that someone
had given us a chance.

What a night to remember! We ate delicious food, and then hurried like little kids
to enjoy all the rides awaiting us with no lines! Can you imagine? We would get off
Space Mountain and immediately get back on to ride it again. There was an enormous
building that housed a giant arcade filled with countless pinball and video games. All of
these games were set to the free mode. We couldn’t spend a cent! We witnessed a couple
hundred adults immediately revert back to a huge group of tall first graders. There was an
incredible DJ playing music loudly, and many of us were actually dancing in the streets
of Tomorrow Land. We were with our Diamonds and the closest friends we had in the
world. It was a magical, warm night of fun and memory making that none of us would
ever forget. How would we ever come home and describe this to the rest of the group?
Easy — Amway videotaped it for us to show to the group. This helped reinforce the dream
building all of us had been encouraged to do. For a moment, we participated in the
opulent lifestyle. We just had to bring the rest of our group with us next year!

On another occasion, we were bussed over to Universal Studios for an evening of
magic. We had no idea what to expect but tingled with anticipation, as we got off the
buses. It was obvious that this, too, was closed to the public and had been rented
exclusively for us. We heard a very loud clamor, as we began to walk into the park. We
were herded down the main street and sidewalk. Police-like crowd control barriers
directed us all onto the center area of the street, and we rounded the corner to see a huge,
frenzied group of people on both sides of the street. Did you ever have a moment when
you just stop, because your mind is racing through all four quadrants of your brain to
process information, but you just cannot quite understand what is happening? We did not
comprehend all the screaming and yelling as we moved forward. Some took flash
pictures and ran out at us.

A strange sensation suddenly hit our heads and shoulders, as an enormous amount
of confetti began to float down upon us out of the warm summer night. We were at a
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parade. We were the parade!!! The huge number of people on the sidewalks taking flash
pictures and running up for autographs were actors hired to make us feel like celebrities.
We laughed and signed autographs until we almost cried. It was an exciting, emotional
moment that anchored our total loyalty and commitment in this business. Our reactions
were videotaped, and we were implored to press on and help many more people succeed
to the level where they could have experiences like this with the ones they loved. This
was why the Diamonds were so respected. They were wealthy beyond their own needs,
yet still worked to help nobodies, like us, enjoy life to this extent. We were truly blessed.

Events like this emotionally and psychologically bonded us to The Business, our
upline, and our dear friends in our group. I hated to even refer to them as downline,
because we saw them as partners. We knew all their hopes and dreams. We knew their
struggles and pain. Their children and ours were growing up together, all with an
incredible future to look forward to.

The trips that Zack put on for his Direct distributors were exciting as well.
Distributors could qualify to go for free or at reduced rates, but most could not meet the
demanding criteria established for this. (These were labeled “lifestyle trips,” and since we
normally had a couple of business dinners at night, we could write it off as a business
trip.)

This, we were told, was another advantage of owning your own business; in that,
you could write off a portion of your home and your travel to exotic locations as a
business expense. It was a great motivator to be able to travel and come back and tell the
group you had spent a few hours with Zack and Molly. When they went to Europe to
speak to their organizations over there, 40,000 people showed up for multiple sessions.
They felt fortunate to learn from Zack and Molly from a hundred yards away; yet we
could actually go to their Presidential Suite in the Hotel and learn directly from them.
Wow!

Loyalty, leadership, team effort, the four cardinal rules, and edification were the
normal topics covered very, very directly at these meetings. We learned things at this
level that the group as a whole would never be aware of. Again, we were reminded of the
former Amway Diamonds that had been disloyal to Zack and had lost everything. They
had also cross lined and shared inappropriate information with one another. The men had
been foolish enough to take counsel from their wives. They had all gotten their egos out
of control and wanted alcohol at seminars.

Their upline had actually built their organization for them, and they had
developed socialistic thinking. None of us could understand how anyone could be that
stupid. The worst thing, we were told, was that thousands of people had their dreams and
futures stolen, as their groups eventually dwindled to almost nothing. Zack and Molly
had remained loyal to Dexter and Birdie and rebuilt their organization to a huge global
empire. If we would follow their advice closely, we would never have to make costly
mistakes like this.

We were good, loyal distributors and continued to build our organization. In fact,
it began to stretch out across many states and into other countries. We went on some trips
that our sponsors, Kerry and Chris, did not qualify for. We did not want this to create
hard feelings and were always careful to thank them for giving us the opportunity. We
also praised them publicly whenever we spoke of these adventures.

On one occasion, we qualified for a near weeklong, all-expense-paid, Caribbean

108



109

cruise. Although it would have been the trip of a lifetime for us, after much thought, we
declined it out of loyalty. Otherwise, we would have had to miss a one-night Emerald
leadership meeting that Zack was having. We had to be loyal to the people who had given
us this wonderful opportunity to live a full, meaningful life.

We continued to build our Amway business, but some changes began to take
place that were difficult for us to understand. First, Zack and Molly counseled us on how
to go Diamond and went over every day of my schedule for a month. In his boardroom
for this counseling session, I had to account for every minute of a full month, using my
schedule book. I went over every appointment, meeting, training session, open meeting,
follow-up session, call session, and seminar that we either spoke at or attended.
Combined, we had put in nearly a hundred hours a week. But then Zack explained that
seminars and travel time did not count as work. Seminars, which started at about 10:00
AM and continued until midnight, were not considered productive work time. Travel time
did not count either, as commuters do not count their drive to work as productive effort.
Yes, but I was averaging almost 2,000 miles a month, driving through multiple states to
recruit prospects.

In any event, we were made to feel ashamed of our ‘lack of effort.” I was
humiliated, as Zack verbally attacked me for not being more productive. Zack asked in a
friendly way, “How many children do you have?” We responded three. He smiled and
said he thought we would have had a lot more and then said, “Well, what do you do all
day?” The implication was rude—that we must be at home doing nothing but having sex
with all this free time. I felt angry that he would even suggest something so vulgar in
Kathy’s presence. He could see that he had pushed us to the limit and then became
friendly again. He asked us if we thought it was his objective to help or hurt us. How
many correct answers are there to that question? We were becoming almost fearful of
him, as were others.

He showed me how to go Diamond. He explained that I needed to book my
schedule from 10:00 AM straight through until midnight seven days a week, with an
exception on Sunday morning for church. Kathy did not speak but bristled slightly, and
he picked up on her body language. He could see that she did not want me leaving the
family on Sunday. We had usually spent Sunday afternoons relaxing at her parents’
house. He spent the next half-hour convincing her to accept this strategic plan.

She wanted the Diamond Lifestyle for our kids, didn’t she? Pastors work on
Sunday, right? We’re serving God by helping His people. Did we think that God’s people
only needed help six days a week? Police officers work on Sundays. If she was home
alone, and someone was breaking into our house, wouldn’t she be glad that there was an
officer on duty on Sunday? If one of our children became deathly ill, would she be glad
that there was a physician at the hospital, or would she feel it was better to wait until
Monday? If we needed help, would we be glad that he would be willing to come serve us
on a Sunday?

This began what would evolve into years of nearly non-stop work. I was willing
to push on, because we could no longer live like this. The occasional Amway-sponsored
trips were wonderful, but they didn’t pay the household bills. We had to develop an
Emerald or Diamond distributorship to enjoy freedom and the residual income. We
thought we were close to that $100,000 income that came at the Emerald level, even
though we were working inhuman hours to have a joint net income of about $25,000 as
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Pearls. There wasn’t really anyone we could ask about the differences in income, because
anyone who complained about his income was maligned as an idiot. The Diamonds
reminded us that we were all paid on the same schedule. They were happy with their
incomes and business. This put me in the terrible position of having to assume that I was
somehow at fault. Everyone was making terrific money at this level [or so I thought], and
therefore, I must be making some gross error.

This constant fear was reinforced when Kerry reminded me, while we were out
driving to a meeting in his white Mercedes, that he had purchased the car from Zack with
a personal check. Other Pearls spoke of making $100,000 a year. Craig and Kara
Loupelle had gone Diamond in nearly two years, but he had somehow created enough
Amway income to leave his job almost immediately. I felt like such a failure, like I was
letting my family down. I felt as if I was letting Zack down, too, and part of me
desperately wanted to make him proud, to know that I was a team player and a leader that
he could count on.

Kathy and I wanted not only to take care of our own finances, but also to have a
surplus to bless the small Christian school our children now attended. We wanted to be
able to take care of our parents and take trips with them. We read the book Just Wait
Until We’re Diamond over and over to our kids. It was children’s book that talked about
the lifestyle they would enjoy as Diamond kids. They were very excited about all we
were working for. They would look at the book while we were both off at late night
meetings and gone for weekends to seminars. They, too, put off and delayed many parts
of their life, because we were so busy working to get to Emerald and Diamond for them.
They had spent a great deal of time with babysitters. We had learned the principle of
delayed gratification from the system and taught it to them. A couple that we were friends
with went Diamond, and they brought their kids on stage and recognized them as part of
their team. There were thousands in attendance and not a dry eye in the house when they
played a tape of the young daughter’s voice mail message to her dad saying that she
believed in him and knew that he was a Diamond. He had used his cell phone and
listened to that over and over on the way to meetings.

The Diamond ladies would often warn the women in the group not to let their
children make them feel guilty for going out so much to meetings and training sessions.
The Diamonds would recount stories about their leaving for meetings while their children
were crying. They would then call home from a cell phone at the meeting only to hear the
kids laughing and playing in the background. They needed to make adult decisions that
would benefit their children’s entire future.

“People come up to me all the time and say, “Oh Birdie, I just
love your wisdom. I wish I had wisdom like you. I wish I had
your wisdom...” And I'm like ... It’s not mine. They look at
me kind of funny and they went...”What do you mean?” It's
not mine. It’s God’s. But He told me I could have it whenever
I asked for it. So He gives it to me.”
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- Amway Crown Ambassador Birdie Yager

It was very hard to be gone so much. Josh once tackled me as I was leaving for a
meeting. He was only about five years old, but he missed me very much. I had on my
typical plan outfit, which consisted of a freshly pressed dark suit, white shirt and red tie.
He knew I was leaving for a long time when he saw this. He had thrown a red tie around
his neck and clutched my leg, begging me to take him with me. He was crying, and it was
all I could to wrench him off and push him away as I left. There was no consoling him. I
got in my car and cried as I left our driveway and drove off into the night. But times like
this made me more determined. Family was the reason to persist.

One new Diamond spoke of the trip to Hawaii he had taken his mother on just
before she died and the precious moments that they had shared, because he had earned his
freedom. He could not only take care of her financially but had the time to be with her at
the end of her illness. He praised God and Zack for this wonderful, blessed life. Another
Diamond recounted how his elderly mother, on a luxury trip with him, had stated that she
had tried to talk him out of the Amway business and thanked God he had not listened to
her.

Seminars with recognition ceremonies and stories like these often ran late at night
and involved bright, blasting strobe and laser lights that functioned in harmony with loud
patriotic, religious, or motivational music. This was combined with these incredible,
emotional testimonials and even the chanting of phrases like “Go Diamond, Go Diamond,
Go Diamond!” or “No Excuses! Five and Six Nights a Week” (a reference to showing
the plan). The crowds were revved into a peak, euphoric emotional and psychological
state, and these feelings were then anchored with the phrases chanted, the music, and
sometimes just the feeling of sheer exhaustion. As we would later be running the roads
for our freedom, listening to a tape of that seminar, a certain song or a return to the
exhausted state could trigger the euphoric feeling again.

Did you ever hear a sound or smell a fragrance that instantly transported you to a
crystal clear memory, such as a sunny day in your childhood? All your senses were
involved, especially if it was an exhilarating event or memory; your heart rate would
actually increase. The seminars and the teaching and music tapes did that for us. As crazy
as it sounds, the sensation of total exhaustion would trigger the feeling of euphoria. After
the non-stop tapes, containing teachings we had absorbed, it felt great to be on the road at
three in the morning with yet another tape playing, and have an hour until you reached
home. Not many people would be willing to do that. I had begun to think only in slogans
or clichés. The best fruit was out on the limb. We were not going to be in the 95% of
people, who worked their whole lives only to be broke at retirement. We were living the
principles of success and would be able to teach them to our children. We had to pay the
price and learned to live in a near exhausted state.

Perhaps because of this, we developed an incredible love and bond with the
people in our organization, who were going through the same struggles to achieve their
own success. It was a deep, loyal bond that I had only felt once before. The Marine Corps
Officer training that I had attended in Quantico, Virginia, molded a group of total
strangers into a powerful, strong unit. In all our tests and challenges, if even a single
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member failed, the whole platoon failed. We each had to give 110% and help each other.
The group was more important than the individual. We did exceptionally well as a team,
graduating as the Honor Platoon after grueling tests. I understood the principle of unity
and team effort immediately from this training. We came as strangers, and in a relatively
short period of time, we were willing to lay down our lives for one another. This is the
type of powerful relationship we built in The Business.

We had these friendships cemented when our daughter, Ashley, became very ill
with pneumonia. She was only an infant and dehydrated to the point she had to be
hospitalized. An intravenous tube was placed in her wrist, and she was fed fluids through
a pediatric needle taped to a small board on her hand. She pulled it out again and again.
She looked so weak and helpless. Her eyes were sunken in, and she was miserable, but
she needed to get those fluids into her system. Kathy and I quickly became exhausted by
an around-the-clock vigil at the hospital. Word got out and friends from our group came
and sat with Ashley 24 hours a day. This allowed Kathy to get some sleep, and I went
into their groups to do meetings. The vigil continued until Ashley recovered and came
home. It was like God’s community looking out for one another. We were so fortunate to
have friends that were there for us when we truly needed them. Thank God for Amway.

The corporation, itself, was growing at nearly a billion dollars a year. There was
more and more talk of it becoming a trillion-dollar company. We had expanded into over
seventy foreign countries and territories. We were going into China. After a little over a
year in Japan, we were doing over a billion dollars a year. Success was everywhere.
Going Diamond was going to be worth all the hard work. Some of the Diamonds had
upgraded from $500,000 coaches to private jets. Zack bought an incredible ranch in
Colorado with 3,000 acres of land. It was loaded with bear, elk, deer and turkey. He built
an enormous log cabin-mansion on it, and his leaders all paid their own way there for
multiple “leadership” visits. We then were required to chip in funds for gifts to properly
thank Zack and Molly for taking time to teach us. There was no doubt that Amway was
working and in a huge way.

We were invited to do a fairly large seminar for John and Sue Walters. John is
Zack’s brother, and he was an Amway Emerald at the time. It was an honor to go there
and speak, as he and Sue had been two of our heroes and teachers as we had come up
through the ranks. We spoke at a large high school auditorium and had a great day. The
group was alive and motivated and excited to be there and take notes. For dinner, John
and Sue took us to a small restaurant away from the crowd, so we could talk. They were
both a lot of fun, and we enjoyed each other’s company very much. During the course of
conversation, John mentioned that as Emeralds, he and Sue got a break on the cost of
each seminar ticket that their group purchased for these monthly meetings.

This seemed odd, as we had never heard of anything like this and had been
working with Zack directly, since we started in The Business. The next week, at product
pick up, I asked Kerry if he knew anything about this. He said “no” and quickly changed
the subject. I let it drop, as I knew that I didn’t need to think about anything that did not
affect me directly. I just needed to stay focused. A few days later, Kerry called with good
news. Zack was free later that week and had some time to counsel us to help us move on
to Diamond. I was beginning to feel a little more nervous than excited, but I still looked
forward to getting together with Zack.

We spent over an hour going over the normal business of our numbers of books,
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tapes, Amway kits, and seminar tickets moved in the last few months. He was very warm
and engaging. The conversation slowly moved into a realm of somber, quiet
communication. Zack confronted me very directly that I was never again, under any
circumstances, to discuss the tool break on tapes and books with anyone else. This was a
small perk to cover our expenses as leaders and was not an income source. The group
might not understand this. For us, it did not even cover the amount I was putting into my
car’s gas tank and food on the road most months, so this was not an issue. We were also
told never, ever to discuss anyone else’s tool break with them. He then mentioned the
contents of the conversation I had had with his own brother, who, he said, “should have
known better.”

This began an hour-long talk about cross lining. Many, many examples were
given of people who had destroyed their own businesses simply by discussing the details
of it with someone other than their upline. He was interested in our success and had
invested a lot of time, energy, and valuable teaching in Kathy and me. He informed me
that it would be disloyal to risk an investment that he had made in our business for us by
cross lining with anyone, including his own brother. This talk literally went on for an
hour. He excused himself once to use the restroom, and I was glad for the break.

I thought it was over, but he came back and launched immediately into a tirade
from where he had left off. He explained that good, well-intentioned people had
destroyed big organizations by getting a little sloppy on this one point, and we needed to
teach it and be on guard for it among our own leaders. We were a little overwhelmed but
thankful for the direction. He really did seem to care and once again repeated how much
he and Molly loved us and wanted us to go to Diamond Club in Hawaii with them. We
were beginning to regard him with mixed emotions of warmth and total fear.

We were motivated and working hard. However, our finances began to spiral
downward for a couple of reasons, which were hard to identify or comprehend. We had
been counseled to sell our rental properties, as they were distractions. We had gotten
totally debt free outside of our mortgage. But soon we started to accumulate small and
then larger amounts of credit card debt. There were more and more mandatory leadership
seminars and trips to attend. If Zack called a meeting at his Ranch in Colorado, you had
to be there on the date you were told. It was a privilege to learn from the master. If he
called a Directs’ trip to Florida, you went, and you brought all your leaders with you. If
he called a meeting on his private island in Canada, you were there, no questions asked.

Leaders could not ever afford to miss a single upline event. They would look
disloyal and not plugged in. (All of our groups were constantly told to follow their upline
plugged-in leader.) A plugged-in leader, again, is someone who is completely loyal to
the system and in line with his line of sponsorship’s leadership. A plugged-in leader
would never break the cardinal rules by passing negative, de-edifying upline,
implementing new ideas, or cross lining with another leader. To do any of these things
could destroy the whole business you had worked for.

We received great news when Paul, the best man from our wedding, called and
shared that he had met a beautiful, special lady. I could tell from every word he uttered
that she was the one. He was the first person we had sponsored in The Business, and he
had since moved to Louisiana. She happened to be in The Business in another leg of
Dexter’s organization. What a small world! They knew how committed we were and
needed to make plans.
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All of their families were actually going to travel all the way from the upper East
Coast clear to Baton Rouge for the wedding. They wanted to know if I would be the best
man. They also needed to know what my seminar schedule was for the summer. They
knew if it was on a seminar weekend that I would not be able to attend their wedding.
They actually booked the wedding date around our seminar schedule. They understood
how committed I was to our organization and my family’s future.

The bomb dropped a few weeks before the wedding. Zack called a special
Directs’ meeting for my organization on his private island in Canada. I considered calling
and telling Paul that I could not make it; in my heart, I knew he had time to find another
best man. I think Kathy convinced me that I needed to go to the wedding. I nervously
approached Zack backstage at a seminar. I knew I should not be asking this. Someone
truly loyal and a real leader would not do this, but part of me knew I should be there at
this important event in my friend’s life.

I asked permission to attend the wedding and explained that it had actually been
planned around his seminar schedule. He looked at me as if in disbelief and then just told
me to go. He seemed disgusted. I could tell that this decision was going to cost me. He
had more than one family member plan their wedding around his schedule. He would
rather serve his group, his family, and his God than be part of a crowd at someone’s
wedding.

I went to the wedding, and it was spectacular. What an incredible couple Paul and
Tammy made. They had a wonderful, loving church group and family with them. I felt so
honored to be part of their special day. On another level, however, I was stricken with
guilt for putting my personal pleasure in this moment before my loyalty to the group and
my own family’s future. They were all with Zack on his island. Kathy went with them in
my absence, but it was not the same. I was afraid, after nearly seven years of never
missing anything that my upline would think that I was not plugged in. This was a
terrible example to set for my leaders.

We were coached to book most major life events around The Business. Molly
actually had a baby at a distant city, because she went into labor at a seminar where she
and Zack were speaking. At another seminar, just before they were about to speak, they
got a call and were told that Molly’s mother’s husband had just died. Zack counseled her
and told her that she needed to speak on stage, because they had to keep their
commitments. They both went on stage and spoke and then went home after the seminar.

That was commitment and servant hood to others. At another time, we had
learned that Zack’s father was near death. He did not know that we knew of this. Here he
was on his island, counseling a group of us, and asking if we had any problems that he
could help with. What a selfless example! His own father was passing away, yet he was
so committed to us that he spent a couple days encouraging and directing us. We viewed
him with an oddly evolving mixture of admiration, respect, and love, but also with the
more frequent emotion of fear. He was becoming more hardcore in his demands for total
loyalty.

Not only were we in this new bizarre world, it had become a part of us! We
scheduled everything around business events. We ordered our Amway products on
Sunday night, and they would come by truck on Wednesday. We would open up the
cases and sort the many hundreds of pounds of Amway products, and then our downline
would come and pick them up from us. Every Wednesday, like clockwork, our

114



115

distributors would show up at prescribed times to pick up their tapes, books, and Amway
products. Because this day was so vital to our tool and product flow, we scheduled
Kathy’s caesarian section for our daughter Ashley on a Thursday. Her birth date was
actually chosen to avoid conflict with the distribution of Amway products.

One year, we called Ashley from Puerto Rico to sing happy birthday to her. We
were there on an Emerald trip and had made arrangements for the family that was
watching our kids to have a cake for her. We celebrated it a different time. We had been
taught well. The Diamond ladies would always warn the women that their kids would try
to make them feel guilty for being away so much. The women leaders needed to get it in
their mind’s that being with their husbands, building their financial future, and serving
others was the best example they could set for their children.

Personally, we had a hard time with this. Distributors were counseled to celebrate
wedding anniversaries and birthdays around The Business schedule. Diamonds often
talked of these as minor sacrifices early on in their business. The big payoff now was an
annual trip to Diamond club in Hawaii! They pointed out that they now celebrated any
time they wanted, because they were totally financially and time free. Kathy and I had to
work harder, and we would get there too. Kathy deserved it. I was exhausted constantly
but could do more.

“In Financial planning you trust no one, in Amway, you trust

everyone.”
- John Sestina, Amway Diamond & past Financial Planner of the Year *

Our finances continued to worsen, as the leadership meetings became more and
more frequent and expensive. The Amway Corporate trips were all expense paid by the
company — perks for all our hard work. The seminar meetings that Zack ran were another
story. We were expected to be there without fail, but we had to pay our own way. The
tape-of-the-week that we all religiously purchased went from $5.00 to $6.00 a week plus
tax and shipping. The tape-of-the-week program then went from one to two tapes-of-the-
week. The extra tape was only for the truly committed who wanted to learn more material
faster. All of our plugged-in distributors, which included almost everyone on the system,
began this tape-of-the-week-plus-one program. That raised the weekly cost to $13.20
with tax and shipping. Later, a book-of-the-month and a video-of-the-month started. This
was in addition to the regular monthly seminars and other training sessions.

We were reminded that God’s own word said, “My people are destroyed for lack
of knowledge” (Hosea 4:6). We were business owners and needed to invest in ourselves.
This was far cheaper than most people spend on a year on college tuition, and we were
learning from self-made millionaires and multi-millionaires. We effectively taught
distributors to change their thinking pattern from that of employees to business owners.
There was a 100% success rate within the system and a zero percent success rate outside
of it. The Profiles of Success was living proof of it. Who would argue with Zack or
Dexter? Their wealth documented that the system worked and worked well. You could
discuss a new idea with the Diamonds, once you were making what they were making.

* Sestina, John. Profiles in Success Copyright American Multimedia, Inc.
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We were routinely advised that we needed new people, not new ideas. This was like a
franchise, so why waste time reinventing the wheel? Nevertheless, our credit cards started
showing an increasing balance, as we had to foot the travel expenses.

Our finances also continued to plummet, due to the increased costs of the system
and our inability to sponsor large numbers, retain them, and grow our organization. Our
upline was becoming almost maniacal in their zealous approach to leadership. We had
Artistry training sessions for the ladies in our organization. These were sessions that were
scheduled for a weekend to give the ladies a background in our high-end line of
cosmetics. The cosmetics and vitamins were astronomically expensive, in comparison to
anything we had ever purchased prior to The Business. However, this was from our
business and was going to pay for our kids’ college. We had to be 100% loyal to our
product line if we expected our group to be loyal as well. Many distributors would
quickly have well over $1,000 invested in a cookware set, a water treatment system, and
a heavy vacuum cleaner that we marketed. All the loyal distributors had these items in
their home. How could they promote a product to their group if they did not have one of
their own?

I did not know the other advice that the ladies were given until years later. The
women in our organization were told what they needed to do to become Diamond ladies
was support their husband and be a good Proverbs woman. Each woman was told never
to refuse her husband sex, for any reason. These women were even told to dress up and
put on fresh make-up to greet their husbands when they would come home at one or two
o’clock in the morning. At two different meetings, a member of our upline told the
women that they were to always look good, as they were their husband’s “best
ornament.” This offended all those women who still had the capacity to think clearly—but
what could they say?

“...almost all systems of authority in cult organizations
indoctrinate their disciples to believe that anyone who
opposes their beliefs cannot be motivated by anything other

than satanic force or blind prejudices, or ignorance.”
- Dr. Walter Martin *

‘- Dr. Walter Martin
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CHAPTER 8

Invasion from Above

“Few people are as well qualified as Rich DeVos to share with
us the lessons for life, for he has demonstrated a mastery over

many more of life’s problems than most.”
- D. James Kennedy, Ph.D. Senior Pastor, Coral Ridge’

There seemed to be no level at which they would stop invading your personal life.
A fellow Emerald told Kathy and an Emerald in our group that she and her husband
would ask a couple they were counseling how many times a week they were having sex.
A couple needed to really have a good relationship to sponsor effectively. Privately,
Molly told Kathy that if Zack came home at three in the morning and wanted sex, he was
going to get it. After all, look how he provided for them.

It sounded far too much like a business deal when Kathy later revealed this to me.
At the same time that the women were getting this advice, Zack was holding a men’s
leadership meeting and advising that he did not know how a woman could want to have
sex with a ‘wimp.” A ‘wimp’ was defined as someone not doing all he could to further his
Amway business and financial future. One Diamond jabbed the crowd at a large seminar
by saying in a half-joking manner, “You may not really love your wife if you don’t go
Diamond.”

Our finances continued to erode, as our Amway income was nowhere near what
we had been promised. This, coupled with an ever-increasing number of required “tools”
and leadership meetings, drew us further and further into debt. By the time we were tens
of thousands of dollars in debt, Zack counseled us to get a second mortgage to pay off the
credit cards. We did that but were soon accumulating more debt. We had been blessed
with a beautiful baby girl, but it was impossible to live on $25,000, before taxes, with all
the business expenses and volume of Amway products we were required to purchase to
remain clearly loyal. We had to move forward. There was no plan B. There was no other
way. We pushed and pushed and did an inhuman amount of work and finally hit our next
huge goal of Emerald! Surely, this would solve our financial problems.

A very small fraction of less than one percent of all distributors in North America
in any given year ever achieve this level. This was almost like winning the Olympics.
Amway called and interviewed us for a story. This, along with our picture, was for
publication in their national magazine called the Amagram. They also gave us a free web
page with our pictures and biographical information on it. We qualified for more trips
and new bonuses. This was an exciting time. It had been an incredibly hard journey.

* DeVos, Rich, Hope From My Heart (Endorsement by D. James Kennedy, Ph.D. Senior Minister Coral
Ridge)
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Finally, we would have the six-figure income and, therefore, the freedom we had
slaved for. All this hard work would have to pay off. It was all going to have been worth
it now, and we would have time for the family and each other. At the seminar, we were
brought on stage to the applause of somewhere near 7,000 screaming, clapping
distributors. God was once again using us to inspire others. We delivered a powerful
speech that was later made into a tape-of-the-week and sold internationally. We did not
get paid anything for this tape, as it was an honor to speak on a Walters/Yager stage. Our
credibility in the organization grew. People treated us more and more as if we possessed
a large amount of wisdom.

We were invited to speak at other leadership functions. We would get paid $900,
as Amway Emeralds, to do an all-day seminar. We would do this only two or three times
a year. It was wonderful to be able to inspire people and teach them principles of success.
Public speaking had been my greatest fear, but I had studied the best speakers and
became good at entertaining an audience and drawing them in emotionally while I taught
them. I could paint a vivid picture of what their future looked like without The Business.
I could also paint a compelling vision of the limitless possibilities that their futures held if
they only persisted. They needed to have staying power and keep their eyes focused on
the prize. The word ‘quit’ had to be erased from their vocabularies. It did not exist, and it
was not an option.

Kathy was always nervous about public speaking, as she was, basically, a very
private person. I would help her organize her notes ahead of time in an effort to ease her
mind. She was so scared but when she spoke, yet she was incredible. She was not slick
and didn’t use practiced techniques, but she spoke from her heart. She seemed able to
communicate in a few minutes what I could not in an hour. I always sat on the side of the
stage, right behind the curtain, so I could see and hear her. I was so proud of her. When
she finished speaking and was recognized with a standing ovation, it was difficult for me
to compose myself to speak next. I was in awe of her heroism and what she was willing
to go through to help others.

We anxiously waited for our first big month of Emerald income. We could finally
back off a little and have some time together as a family. The day our bonus check from
Amway arrived, we opened it with great anticipation—only to find there was almost no
reward. Our check had remained virtually the same. Our income went up to near a paltry
$30,000 a year. We were shocked. I had left my corporate career for the $100,000 income
at this level. This was so confusing. What could we possibly be doing wrong, when
everyone else was making so much money? We had to get with Zack and Molly and sort
this out. Our financial situation was getting worse and worse. Going Emerald was
supposed to have solved all of our economic worries.

Kerry and Chris summoned us for a counseling session. This was another secret
meeting, where we were told that whatever was shared at that meeting could not be
discussed with anyone else. They talked about what we had already accidentally
discovered. There was a small price break given to Emeralds for each seminar ticket sold
in their organization. It was once again stressed that this was a small perk to cover our
travel expenses and to help us stock more tools to have on hand for our group. It was not
income to be used for lifestyle. Big deal, I thought. It didn’t cover much of anything. I
couldn’t share this, however, with Kerry and Chris.

Since we had gone Emerald and they had not, their attitude became more hostile
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towards us. We had started out as friends and partners in Amway. Now, their talks
became more and more hardcore at training sessions that I was forced to have my group
attend. Not only were we targets, but our leaders soon were singled out as disloyal. Kerry
and Chris were no longer relating well. They seemed to have become ‘Amway zombies.’

They cut off nearly all information sources and bragged that their TV was only
hooked up to a VCR. They boasted that the only TV they watched were Amway
motivational or instructional business videos. We would speak first at a large training
session and try to bring normalcy. We would describe The Business as just a vehicle to
bring about the lifestyle we wanted. We were also as active as we could manage to be at
the small Christian school that our children attended, and I had been elected president of
the parent-teacher fellowship. A balance was important in life, even though we didn’t
display this too much ourselves; yet Kerry and Chris would then get up and close the
meeting by stating that this business was their whole life and drone on and on about fotal
loyalty. They just had a handful of distributors in their business outside of what we had
built. Most of the rest had all quit.

It was odd that we were bringing almost 95% of the distributors to a meeting, yet
had no control over the topics to be covered. They were upline and used the meetings as a
forum to discuss abortion or whatever topic they wanted. This was getting out of hand.
They had lost almost their entire organization from this overzealous, nearly rabid
conviction to our upline and Amway. We called Zack and Molly and asked to counsel
with them. We got on their schedule and went down to visit them at their new office
building.

We arrived a few minutes early and brought a small food tray as a gift to show
respect. They greeted us warmly, and we went up into the boardroom. Zac