
TOOLSET

Lead Guide
• Mentor Section 
   (p. 143)

   

   Weekly Check-in or     Mentoring Guide       Clear the Path      Power Mentoring    Builder Tracker
    Success Challenge   

SKILLSET

• Listening

• Asking Questions

• 

• 

• 

• 

• Learn the Skills & Tools at Mentor University: 

   Tuesdays & Thursdays, 10 am MST at sharesuccess.com/mentoruniversity

MINDSET

• Nonattachment

• Belief

• Multiplier

•

•

CLEAR THE PATH

STRATEGIZE

NURTURE

MENTOR

PRESENT

ENROLL

FOLLOW-UP

PLAN

SHARE

INVITE

USE

LIVE

CREATE

• Have you opened your mind to 
  the possibilities this opportunity provides?
• Do you know your Why?
• How big is your vision?
• Do you believe in the dōTERRA opportunity? • Have you created a 90-day plan with your mentor?

• Have you created solid event plans?
• Do you have sufficient events pre-planned and 
   in place to support your goals?

• With how many people have you shared?
• Are you giving samples that meet your contacts’ needs?
• Are you creating powerful oil experiences with your contacts?
• Are you qualifying before you invite?
• Are you sharing your own product experiences?
• Are you authentic and passionate in your sharing? • Are you following up with those you share with?

• Are you supporting their progress through 
   the 3 Interactions?
• Are you creating value and urgency in your 
   invite?• Are you doing your own presentations?

• How many? How often?
• Are you involving your audience in your classes?
• Are you giving attendees 3+ oil experiences
   in a class?
• Are you connecting emotionally with your  
   audience through stories?
• Is it fun to be in your class?
• If you were attending your class would you  
   want to come back with guests? • Are people enrolling at your presentations?

• Are you effective at closing?
• Are you following up with those who don’t?
• Do you create deadlines, a call to action, 
   and a sense of urgency?

• Are you guiding enrollees on the Success Path?
• Are you utilizing your Enrollment and Placement Guide?
• Are you utilizing the 14-day window to confirm placement 
  choices?
• Are you supporting your leaders with strategy guidance?

• Are your leaders equipped with the tools they need?
• How well do you know your leader’s needs and goals?
• Are you supporting with Monthly Trainings?
• Are you recognizing your leaders’ successes?

• Are you doing the two wellness consults?
• Do your customers feel valued?
• Typically, how many interactions do you 
   have after an enrollment?
• Are you adding value with each interaction?

 

• Are you receiving mentoring and open to learning 
   from your mentor?
• Are you giving mentoring weekly?
• Are you attracting leaders that want to follow you?
• Are you modeling leadership in your interactions?
• Is what you are doing duplicable?

• Are you using your oils daily?
• Do you use Lifelong Vitality daily?
• Are you learning as you attend 
  product training live or online?

• Do you consistently have an LRP Order of 125+ PV?
• Do you believe in the products?
• Are you turning to natural solutions when issues arise?

Turn your obstacles into stepping stones by learning the lesson they are offering you. Continue on the path and you 
will see success. What is the #1 obstacle in your doTERRA business right now? ___________________________

To overcome the obstacle(s):
1. Receive guidance or support. Read a recommended book on that topic, discuss with an upline 
   mentor (not with your downline), get outside help. 
2. Give more focus, consistency, or effort. Revisit this section of training, practice more and learn more.
3. Celebrate where you are right now. Shift your circumstances by shifting your attitude to gratitude.

-
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Name:

Phone:

Email:

Birthday:

Address:

Why:

Strengths/Personality Type:   1    2    3   4

Target Market:

BUILDER TRACKER
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Time:                           Phone / Web / Live
Weekly Mentoring Day:     
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Team Growth
This Builder Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Enroller/Mentor

Mark goal date and check off when complete.

Power Mentoring:  Rate (1=low to 10=high)

BELIEF LEVELS

SUCCESS
CYCLE

• Their Key Builder

• Their Key Builder

• Their Key Builder

• Their Key Builder

Key Builder

Key Builder

Notes (Why, Strengths, Target Market)

• Their Key Builder

• Their Key Builder

• Their Key Builder

• Their Key Builder

FOLLOW-UP

STRATE-
GIZE

NURTURE

MENTOR

PRESENT

ENROLL

FOLLOW
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PLAN

SHARE

INVITE

USE

LIVE

CREATE
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Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

Notes (Why, Strengths, Target Market)

SHIPMENT TRACKER

Date Name Address Items Ship
Date

Est.
Arrival Cost
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SUCCESSShare

Remember: box/package, tape, bubble wrap/padding, and marker, as well as delivery confirmation 
and insurance (if shipment is valuable) 

DateWEEKLY CHECK-IN

• Wins and victories:

• Struggles and challenges:

• New insights:

• Success Habits (complete blue items below) and other commitments:

• Key relationships to strengthen:

   1.

   2.

3.

4.

• Support I desire (from enroller):

Reflect, complete, and send to your mentor before your weekly mentoring call. Your part is to reach 
out to connect with your mentor at your designated time and/or whenever you need support. 

• What could get in the way of your commitments? How will you overcome?

WHERE ARE YOU NOW? 

WHERE DO YOU WANT TO BE?  Refer to your Strategic Planner.

• What do you want to create this week?

• Personal goal:

• Business goal:

PAST WEEK

NEXT WEEK

WHY IS IT WORTH IT?  Refer to your Why as needed.

• How will this change things for you, your family, your finances, etc.?

WHAT DO YOU NEED TO GET THERE?
• How will you create that? What specific goals do you want to accomplish?

HOW COMMITTED ARE YOU?  Rate your commitment level on a scale of 1 (low) - 10 (high):

1

2

3

4

5

• 1+ class

• 5+ one-on-ones

RESULTS:

• Enrollments

• Wellness Consults

• LRP Enrollments

DAILY:

S
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 H

A
B

IT
S

Personal development
Use the product

WEEKLY:

Product training
Engage in team call
Receive mentoring
Mentor key builders

MONTHLY (check if on track):
Place 125+ PV LRP Order
Engage in Monthly Training
Use the Strategic Planner

ANNUALLY (check if on track):
Next event(s)

Present:

PAST
WEEK TARGET

PAST
WEEK TARGET

• Contacts

• Customers

• Builders

Connect with 2+:
PAST
WEEK TARGET

Mark what you completed from the past week. Set goals for what you’d like to create next week. 
Note on your calendar. 
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SHIPMENT TRACKER

Date Name Address Items Ship
Date

Est.
Arrival Cost
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SUCCESSShare

Remember: box/package, tape, bubble wrap/padding, and marker, as well as delivery confirmation 
and insurance (if shipment is valuable) 

POWER MENTORING
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*For support, see Build Your Belief (p. 164) 

This guide is for occasional mentoring or as you mentor 
team members who are deeper in your organization.
Rate yourself in each area on a scale of 1 to 10 (1=low to 10=high).

Are you living the Success Habits?

FOLLOW-UP

Daily:

Belief Levels

__ Use the product

__ Personal development

Reach out to 2+:

__ Contacts

__ Customers

__ Builders

__ Present 1+ class or
     5+ one-on-ones   

__ Product training
   __ Engage in team call 

__ Receive mentored

__ Mentor key builders

__ Place 125+ LRP order

__ Attend Monthly Training

__ Use Strategic Planner 

Check if on target to qualify

__ Attend Convention
     __ Engage in Regional Events

__ Enjoy Incentive Trip

 

DAILY OVERALLWEEKLY MONTHLY

ANNUALLY

Answer the following:

1

2

3

4

5

Where is your belief?

For support, see
Clear the Path

(p. 147)

Where is your mastery?

__ I am authentic

__ I am full of certainty

__ I am feeling fulfilled

__ My business is thriving

__ I’m reaching and meeting the

     needs of my target market

Target Market: ______________ 

Personality type: 

 You:__  Leaders:___ ___ ___ ___

STRATEGIZE

NURTURE

MENTOR

PRESENT

ENROLL

FOLLOW-UP

PLAN

SHARE

INVITE

USE

LIVE

CREATE

LIVE

SHARE

B
U

ILD

LE

AD

WHERE ARE YOU NOW? What is working in your dōTERRA business?  

What is your biggest obstacle?

WHERE DO YOU WANT TO BE? Where would you like your dōTERRA business to be (rank, size, income)?  

What is the gap between where you are now and where you want to be?

How are you going to get there?

WHY IS IT WORTH IT? How will this change things for you, your family, your finances, etc.?

WHAT DO YOU NEED TO GET THERE?  What assistance do you desire?

 

HOW COMMITTED ARE YOU? What’s your commitment to reaching your goals? On a scale of 1-10

  

__ Attend Spring Retreat

MentorMentee

MENTORING GUIDE

WHERE ARE THEY NOW?  Focus on what’s going right. Choose a few of these questions to draw out the gems.

WHERE DO THEY WANT TO BE?  

WHAT DO THEY NEED TO GET THERE?  Encourage realistic, consistent progress. Offer personalized support.

HOW COMMITTED ARE THEY?  Review and solidify commitments (theirs and yours).

• What’s a win or victory you’ve had this last week? OR Give me an update!

• What’s working in your business right now? 

• What’s the #1 obstacle in your business right now? OR What’s a challenge you faced this last week? 

• What are you learning from that challenge? What is the lesson?   

• What do you want to experience more of? Tell me more. What would that feel or be like to you?

• How did your commitments go? What did you learn? How will that help you in the future?

• Who stands out from your connections* this week? Tell me more about them.  

• How is       doing? (Repeat as needed for their key builders.) How can you best help them progress?

• How will you create that? What specific goals do you want to accomplish?

WHY IS IT WORTH IT TO THEM?  Refer to their Why as needed.

• How will this change things in your life (financial, health, relationships, life purpose)?

• What do you want to create this week?

• What is your business goal?  What is your personal development goal?

• What do your leaders want to create? 

• What would make the biggest impact on increasing your commitment?

• Express gratitude for their commitment, strengths, wins, and efforts.

• Remind or set up next mentor call.

Support: teaching classes, other mentoring, hosting training call 

Train: developing skills and nourishing their success mindset    Inspire:

Recognize: text, call, Facebook, card, dinner        Connect: time together

• How can I support you to reach these goals?

Lead powerful weekly mentoring sessions that encourage and support using this outline as a guide. 
Prepare to mentor by reviewing their Weekly Check-In. Make the most of this time by eliminating distrac-
tions and recording notes on their Mentor Notes. If they are struggling, listen, and be patient. As you 
sincerely care about their success and support their needs, you will create a strong relationship and 
experience incredible growth. 

1

2

3

4

5

PAST WEEK

NEXT WEEK

• 1+ class

• 5+ one-on-ones

RESULTS:

• Enrollments

• Wellness Consults

• LRP Enrollments

DAILY:

S
U

C
C

E
S

S
 H

A
B

IT
S

Personal development
Use the product

WEEKLY:

Product training
Engage in team call
Receive mentoring
Mentor key builders

MONTHLY (check if on track):
Place 125+ PV LRP Order
Engage in Monthly Training
Use the Strategic Planner

ANNUALLY (check if on track):
Next event(s)

Present:

PAST
WEEK TARGET

PAST
WEEK TARGET

• Contacts

• Customers

• Builders

Connect with 2+:
PAST
WEEK TARGET

Mark if completed for past week. Check or fill in commitment for next week. Mark these on your 
weekly calendar. 

It has been said that 
after meeting with 

the great British Prime 
Minister William Ewart 

Gladstone, you left 
feeling he was the 
smartest person in 

the world, but after 
meeting with his rival 
Benjamin Disraeli, you 
left thinking you were 
the smartest person.

MENTOR TRAINING
 Leadership is 

communicating to 
people their worth 

and potential so 
clearly that they are 
inspired to see it in 

themselves.
–Stephen Covey

I succeed when 
I help others succeed.



MENTORING AGREEMENT
I’m excited to work with & support you in reaching your goals & dreams! Mentoring 
can be a powerful tool to break through and create more with dōTERRA. To best sup-
port your success, choose the mentoring option that aligns with your current invest-
ment. Choose to qualify for the limited openings for monthly & weekly mentoring.

I agree to give my best to my above commitments. I will reach out to my mentor at our sched-
uled time. In our mentoring I will be open, release unproductive habits, and take action. I trust 
my mentor to support me. I understand that if I at any point am not doing my part, my mentor 
and I will set up a new agreement. 

Mentee Signature:                                                                          Date: 

On my word of honor, I free my heart and clear my brain to manifest what I envision. I 
empower others to do those things they can and should do for themselves. I seek break-
throughs. I foster life change. In every place I visit and every soul I encounter, I leave light.

Mentor Signature:                                                                          Date: 

Recommit and reevaluate on:

MENTOR

MENTEE

I qualify by:
• Minimally engaging in 
   Success Habits 
   (i.e. 1-5 hrs/week)

I receive & engage in: I receive & engage in: I receive & engage in:

Weekly Team Call

Time
Day
#

Strong Support 
for Steady Growth

Personalized
Support for
Added Growth

Focused
Support for
Maximum 
Growth

I qualify by:
• Moderately engaging in  
   Success Habits 
   (i.e. 8-19 hrs/week)
• Filling out Power Mentoring

I qualify by:
• Fully engaging in Success 
   Habits
• Sending a Weekly Check-In
• Getting Success Trained

 (i.e. 12-20+ hrs/week) (i.e. 6-12+ hrs/week) (Time Investment 1-5+ hrs/week)

Monthly Mentor Call

Time
Day
#

• Use the product

• Personal development

• Connect with 2+:

     - Contacts

     - Customers

     - Builders

• Present 1+ class or  

5+ one-on-ones

• Product training

• Engage in team call

• Receive mentoring

• Mentor key builders

• Place 125+ LRP order

• Attend Monthly Training

• Use Strategic Planner

Daily Weekly Monthly
• Attend Convention

• Attend Spring Retreat

• Attend  Regional Events

• Enjoy Incentive Trip

Annually

S
U

C
C

E
S

S
 H

A
B
IT

S

Weekly Mentor Call

Time
Day
#

© SUCCESSShare

Mentor is my upline Mentor is my upline Mentor is my enroller


