Product of the Product

Class Worksheet

Income Disclosure:
www.youngliving.com/us/en/income-disclosure

Why It Matters

People don't buy what you sell—they buy what you believe.

In your own words: Why is it important to be a product of the
product?

When you consistently use what you share, your confidence grows
naturally—and so does trust.

3 Keys to Remember

Authenticity builds trust: People can sense when you're being
genuine. Real experience always lands deeper than polished words.

Consistency builds confidence: The more you use the products,
the more natural it becomes to talk about them—and the more
credible you are when you do.

Transformation inspires curiosity: Your real-life results speak
louder than any brochure or sales script ever could.

What transformations have you noticed so far?

(Examples: better sleep, calmer moods, more energy, fewer
headaches, better focus)

Sharing Out Loud
Instead of: “Peace & Calming helps you sleep.”

Try: “l was exhausted for weeks... then | diffused Peace & Calming
and started sleeping through the night!”

Record yourself on your phone sharing about one oil each morning.
You can choose later whether or not to send it to anyone.




Build Daily Habits
Use what you have. Don't save products for special occasions—make
them part of your new normal.

What's your current daily wellness routine?
Morning:
Midday:
Evening:

Document Your Journey
Organize a journal—or create another simple, consistent system—for
recording each positive experience you have with an oil or product.

Don't wait for a “big testimony.”
Small, everyday wins are what build belief over time.

Model What You Teach
Your team will duplicate what they see you do—not just what they hear
you say.

Duplication starts with demonstration:

0 My home reflects a toxin-free lifestyle

0 My bathroom, kitchen, and personal products align with my message
o0 I’'m on Loyalty Rewards so | never run out of daily essentials

Use It or Lose It!
Consistency creates credibility.
List the top five consumables you use each month from each category:

e Daily Supplements e Household Products
¢ Home Atmosphere e Skin & Body Care
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