CORING AGENDA & INSTRUCTIONS
Corings are trainings with your core group.  Anyone who has created a group of people through their own efforts should consider starting a coring by following the below instructions.  
This agenda is simple and easy to duplicate. 
TIPS:  

1. The coring is built around a leader that is building and completing the weekly checklist.  

2. Always have your corings at the same location/home.  
3. Always be positive in a group.  If someone begins to be negative, remind the group how important it is to stay focused on positives and discuss concerns later one on one.  
4. Respect each others time and always start on time and end on time.  
5. Only use basic 5 material or other company approved material in your trainings.

15 minute intro = go around the room and everyone share name, where they are from, occupation, and business high for the week off of the weekly checklist.

15 minutes Calendar & NMTSS = Announcements and what’s coming up and synchronize the calendar’s.  If there is a need for an in-home event, someone hosts one: portal coring, kick-off, health presentation, business social, etc.

30-45 minutes Attitude & Knowledge, Goals, Retail, or Follow-up, or Legacy webinar:  Recommendations are to assign different top 10 products to new people to present in future corings.  You will give distributors a new product, i.e. OPC-3, they will look up the product info and then share 5 minutes on the product to everyone.  They can use note cards. Practice product presentation, intro for kickoff.  Grab bag is fun.  Put a bunch of products in a bag and let each person reach in the bag and tell what they know about it.  Goals are fun in a group.  You can teach on any one of the basic 5 topics listed above. Review terms from the career manual, follow-up scripts, etc.

30-45 minutes Prospecting & Recruiting = Practice flipping the chart, “what is it?”, objections, role playing, modeling.  Partner up and group share.  This part can not be lecture.  It has to be interactive and each person must have at least one opportunity to stand up and speak in front of the group.  People will learn more and retain more by doing!!  Have fun. Everyone must participate. Sample:  put a bunch of approaches and different occupations or scenarios in a basket and let each person pull one and roll play it.  Practice the 5 step prospecting and recruiting system, etc.  
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