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Praise for THE MULTIPLY METHOD



“SARAH IS A LEADER who multiplies leaders—and that’s the kind of leader the world needs more of. The Multiply Method isn’t just another business book, it’s a road map to building a legacy by developing people. If you want to grow a business by growing others, this is the book you’ve been waiting for.”

—JOHN C. MAXWELL #1 New York Times Bestselling Author + America’s #1 Business Leader

“I’VE MENTORED SARAH from the beginning of her career and I’m so proud of how she has mastered the simple skills of networking and is willing to share here in The Multiply Method. We are in a people business, which requires more than scripts and how-tos—it searches for authenticity and compassion that Sarah delivers. Take the guesswork out of your game plan and learn from a true master.”

—DONNA JOHNSON, Veteran Networker, Lifetime Achievement Award Earner, and Bestselling Author of My Mentor Walks on Water and My Mentor’s Radical Love

“I KNEW SARAH ROBBINS before she was the Sarah Robbins. She had a brilliant mind then and even more so now. Her new book is not just a great read—it is an absolute must-read for our profession.”

—DR. DOUG FIREBAUGH Network Marketing Consultant and Speaker

“IN AN INDUSTRY where too many teach what they’ve never actually built, Sarah Robbins stands out. She’s built it. She’s led it. And she knows how to teach it. The Multiply Method is a proven playbook for anyone serious about building a real, sustainable network marketing business.”

—ROB SPERRY Network Marketing Consultant and Keynote Speaker

“SARAH ROBBINS’s The Multiply Method is an incredible resource for network marketers, offering straightforward and effective systems to help create a thriving, sustainable team. With helpful strategies such as reframing prospecting as a warm invitation and transforming conversations into wonderful opportunities, Robbins inspires readers to overcome objections and confidently welcome new members. This book is an absolute treasure for anyone excited to multiply their impact and nurture leaders who foster lasting success.”

—TROY DOOLY, The Beachside CEO

“THE MULTIPLY METHOD is a game changer for anyone ready to build a thriving business and team. Sarah masterfully shows how authentic conversations can turn curiosity into real opportunity. This book is packed with actionable insights on leveraging social media and, most importantly, multiplying your impact by developing new leaders. If you want to grow your business and empower others to do the same, The Multiply Method is your must-read road map.

—EMILY FORD, Industry Leader and Branding Expert

“IF YOU’RE LOOKING to build a business with integrity, impact, and actual duplication, then The Multiply Method delivers. I’ve known Sarah Robbins personally for a while now and she is absolutely the real deal.”

—BLAKE MALLEN Host of Direct Selling News SHIFT Podcast

“SARAH ROBBINS is the real deal! She leads with heart, teaches from experience, and consistently shows up with a level of integrity and authenticity that’s rare in our profession. I’ve watched her grow into one of the most-respected voices in network marketing—and for good reason. Her insights don’t just inspire—they move people to action. This book is a gift to anyone serious about building something meaningful.”

—JORDAN ADLER, Author of Beach Money and Network Marketing Millionaire
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To the dreamers, the doers, and the difference-makers—may you multiply your impact, your influence, and change lives. May this book serve as a guide to help you expand your vision, elevate others, and create a ripple effect of success beyond what you have ever imagined.

XX,

Sarah
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INTRODUCTION AN OVERVIEW OF THE MULTIPLY METHOD


WHEN THE NEWS came, it felt like the ground had shifted beneath me.

For nearly two decades, we had built something extraordinary: a sales team that shattered records in the network marketing industry. We weren’t just another group of people selling products—we were a movement. A force to be reckoned with. They called us the “darlings of direct sales.” Through dedication, hard work, and a system that I created and refined over the years, we had grown a sales team that consistently broke barriers, setting records that many thought were impossible. We were doing over $2 billion in annual sales, and we did it in just five years.

When the news broke, it sent shock waves through the industry: The model we had relied on, the very structure that had propelled our business to incredible heights, was being dismantled, removing our sales teams and changing the model to move straight to affiliate sales. This meant we would lose over 99 percent of our income as we lost our sales teams. The business I had poured my heart and soul into was gone—overnight.

In an instant, everything I had built seemed to vanish. I found myself standing at a crossroads, uncertain of what would come next. My mind raced, replaying the journey I had just completed. It wasn’t just loss of opportunity, but also loss of community. Could we do it again?

At the time, I was still actively coaching within my community, the Network Marketing Inner Circle. The sales strategies and systems we had developed were delivering real results, and entrepreneurs from all walks of life were celebrating their wins week after week. We were seeing success stories unfold constantly as people implemented our systems and transformed their businesses. We were also sharing our Multiply Method with leaders from other companies through our Made to Multiply Mastermind, helping them scale their teams and reach new heights. But despite all the momentum and progress happening around me, I couldn’t help but wonder… what about me?

Could these same systems work for us again? Could we replicate the success we had built? I knew the systems worked. But would they work as powerfully the second time around, when the stakes were higher? I had only one shot if I were to do it again, as I didn’t want to dilute my network or my credibility in the industry. I couldn’t let anyone down. This left me teetering between doubling down on coaching or continuing to coach while also starting a new company and building a brand-new team.

As I looked around at the team I had mentored, the families we had helped, the lives we had changed, one question kept echoing in my mind: What now?

But here’s the thing about entrepreneurship, and particularly the network marketing industry: It’s not only about the product or the pay plan. It’s always been about the people—the relationships, the leadership, and the systems that empower others to succeed. And as much as I had lost, I hadn’t lost the one thing that truly mattered: community.

I started to think, How sad would it be NOT to do it again?

I knew, without a doubt, that I wasn’t done. We had many more lives to change.

In that moment of uncertainty, a sense of clarity washed over me. I didn’t just want to rebuild a team. I wanted to reinvent it—faster, smarter, and stronger than before. I had seen firsthand how the network marketing model could transform lives—not just financially, but on a deeper, more personal level. I believed in it. Despite all that had happened to me, I still believed in this model. And I knew that if I could leverage the lessons learned, the proven systems I had created—the Multiply Method—there was nothing standing in the way of building something even greater.

That’s when I made the decision.

I would start again. But this time, I wasn’t starting from scratch. I was starting with experience, wisdom, and a proven system that had already changed the lives of hundreds of thousands. And I wasn’t doing it alone. I would build an amazing team again. Together, we would prove that the Multiply Method wasn’t just a one-time success; it was a system that would stand the test of time.

The Multiply Method was ready to be birthed prior to the “bad news,” but we hadn’t set a publishing date yet. I knew there must be more to share and another chapter to be written. In a way, the delay in writing this book was a blessing. It was a chance for me to see if the Multiply Method could stand up to the challenge of reinvention. And the results? Well, they’ve been nothing short of extraordinary. During the last day leading in my previous company, I hit the top of the plan in our new company during my first full month in business.

I’ll be the first to admit, it hasn’t been easy. Building a team from scratch, especially after the loss of something so monumental, is never easy, even when you already have experience and systems in place. But what I’ve learned, and what has been reinforced, is this: The principles that work in network marketing—the ones that result in true, lasting success—don’t change. The systems that produce results aren’t dependent on the company. They aren’t reliant on some magical compensation plan. They are rooted in leadership, strategy, and authentic relationships with people who are driven to succeed.

And now we are doing it again.

We are doing it faster than the first time.

We are not starting over; we are building on the foundation of years of experience and knowledge. This time, the team is expanding faster than ever before—because we’re not just teaching people how to make money; we’re teaching them how to multiply their success.

This book is the result of that journey. It’s a road map for anyone who wants to achieve the same level of success, no matter where you’re starting from. Whether you’re new to network marketing or you’ve been in the industry for years, the Multiply Method is designed to simplify the process of building a team, generating sales, and creating lasting success through duplication.

In the following chapters, I’ll break down the exact steps we’ve used to build one of the fastest-growing sales teams in history. I’ll show you the strategies, systems, and mindset shifts that have led to over $2 billion in annual sales. I’ll explain how we’ve been able to create a movement that’s not just changing the lives of those in the business, but also leaving a lasting impact on their families, communities, and the world at large. To me, this book and sharing my systems with others are about leaving a legacy.

Whether you’re in the beginning stages of your journey or you’re looking to take your existing business to the next level, I invite you to follow along. You don’t have to reinvent the wheel. You just have to multiply what’s already working.

Let’s MULTIPLY!


How This All Started

It was 2008, the height of the recession. I was a shy, young kindergarten teacher in my twenties. I lived in Motown—Detroit, the heart of the American automotive industry—and the city was struggling. The auto industry had all but collapsed, leaving thousands of people without jobs. Homes were being foreclosed, and schools were closing. In the midst of all this, I was doing what I had always dreamed of: teaching. But my dream job came with its own set of challenges.

Though I was the most requested teacher in my building, I quickly learned that in the world of education, tenure often trumps performance. Because I was the low person on the totem pole, my job would be the first to go, and everyone knew it. I remember walking into the teachers’ lounge every day. The whispers would start, heads would turn, and I’d be greeted with the same questions: “How are you feeling?” “What will you do next?” I had no answers. My stomach would churn, and soon I couldn’t bear to hear those words anymore. Eventually, I stopped going to the teachers’ lounge altogether and ate lunch in my car, just to avoid the uncomfortable conversations.

It was an unsettling time. What would I do if I lost my job? What would happen next?

Teaching had always been my dream job. As a child, I used to line up my dolls and teach them school. As a teen, I ran summer babysitting camps, charging parents for childcare and teaching the kids how to read and write. Teaching was in my blood. But when the economy crashed, it felt like the dream I’d built my whole life around was in jeopardy. It wasn’t just about the job security anymore; it was about something deeper—the pressure to provide for my family and create a future that felt stable and secure.


Pressure Promotes You

They say that pressure either breaks you or promotes you. I chose to let it promote me.

I had no choice but to look for extra work. My finances were becoming increasingly tight. There were budget cuts everywhere, and with a classroom budget of just $100 a year, I had to buy my own supplies. So I prayed for extra earning opportunities, hoping for a way out.

Then one day, my mother called me with an opportunity that would change the course of my life forever. She had been freelancing for different skincare and cosmetic companies and was making twenty dollars an hour. She helped me get a job doing the same thing.

One of the companies she introduced me to was the company where I got my start in direct sales. At the time, they were primarily a retail business but were looking to shift into the social selling model. I didn’t know anything about social selling, and honestly, I had always told myself I would never do it. I had heard the stereotypes, wasn’t into sales myself, and thought the whole thing wasn’t for me.

But my mother, Kris, a savvy entrepreneur, encouraged me. She said, “I know the possibilities here. We’d be crazy not to do this.”

As a firstborn child, I tend to be the compliant one, so I listened to her. I said yes. And that yes led me down a path I could never have imagined. I started working my network marketing business part-time, alongside my full-time teaching job. That first year, I made enough to supplement my income. But by the end of the second year, I had replaced my full-time salary entirely. I decided to put in my leave of absence from my teaching job and just never went back. And now… I’ve never looked back!




From Humble Beginnings to a Billion-Dollar Brand

When I started my network marketing business, we had no systems, no upline support, and no training. I was alone, navigating the waters of a new business model with little to guide me. But I had something else going for me: an intense desire to succeed. I dove into learning. I attended industry events, read books, invested heavily in mentors and masterminds, and studied everything I could find on building a successful network marketing business.

I quickly realized that success in this industry wasn’t about luck or chance—it was about systems. And so, I began to create my own.

The result? A system that would help build one of the fastest-growing sales teams in network marketing history. We did in five years what it takes most companies fifty years to achieve. A billion dollars in sales per year. Yes, you read that right. A billion dollars.

Some would call that a “unicorn brand.” But to me, it wasn’t about the profit. It was about the people. It wasn’t about the revenue. It was about the relationships. We created a sales team of hundreds of thousands who served millions of customers. This was about creating a team of incredible individuals who didn’t just want to make money—they wanted to change their lives, their communities, and the world around them.

Because of our success I started to get asked by others: “Do you offer coaching?” We started our coaching program, the Network Marketing Inner Circle, for those who wanted to achieve their first six-figure year, and our leadership mastermind, Made to Multiply, for those who wanted to scale from six-figure years to six-figure months! Companies started asking us to consult and keynote, and we began seeing leaders all across our profession succeed with our systems.

The Multiply Method became the backbone of our success. It was the system that made everything possible, a system that helped people from different companies—with different products and pay plans—become more profitable.

Our systems turn businesses into billion-dollar brands.







What Is the Multiply Method?

The Multiply Method is a set of simple yet powerful systems designed to help anyone build a successful network marketing business, regardless of experience. The system revolves around several key principles, each designed to maximize results and minimize complexity. These systems have helped thousands of entrepreneurs across the globe achieve financial freedom and build massive teams.


Why Systems Are Key to Success in Social Selling

I’ve often compared network marketing to pseudo-franchising—a model where each person operates like a mini-franchisee. Each distributor is responsible for their own business, selling products and building teams, but they don’t have to deal with the overhead costs associated with traditional businesses. There are no employees to manage, no brick-and-mortar locations to rent, and no hefty startup fees. Pretty smart model, right? It’s one of the only models where you can be profitable right away, with little cost and really no risk.

Imagine this: A local coffee shop in a rural town makes the best coffee in the world, but the owner refuses to franchise. They keep it small, never expanding, never replicating. The business is successful, but it’s limited. That’s what happens when a business model lacks the ability to scale.

Now imagine another coffee shop that franchises. It’s well known, and you can find a location on nearly every street corner. The business model has been replicated time and time again, and as a result, it’s become a billion-dollar brand. That’s the power of systems. Just like the franchise model, network marketing thrives on replicating simple systems that anyone can follow. But it’s actually simpler—and easier to scale.




The Power of Replicating Systems

Think about a company such as Starbucks—it’s everywhere, right? No matter where you go, you can find a Starbucks. Whether you’re in a bustling city or a small suburban town, you know exactly what to expect when you walk in. You don’t have to wonder if the coffee will taste the same, or if the service will be up to par. That’s because Starbucks operates on a simple, replicable system. Each store follows the same set of procedures, ensuring a consistent customer experience no matter where you are.

This is the power of a replicating business model—it’s the secret sauce that allows companies to scale quickly and effectively. Franchises aren’t just about selling a product; they’re about selling a system. And that system is what makes it possible for one person to replicate the success of another, time and time again. Whether it’s the way the barista prepares your coffee, the way the store is laid out, or the way the company trains its employees, every aspect is designed to be replicable and scalable.

Now let’s relate that to network marketing. Our business model is essentially pseudo-franchising, but without the overhead. In traditional franchising, each location must be staffed with employees, have a physical store, and manage various operational costs. In network marketing, you don’t need to worry about all of that. Instead, you have individual franchisees—each distributor working from their own home and building their own business, but following a common system that guarantees their success.

This is why systems are so powerful in network marketing. Just like Starbucks, you don’t need to reinvent the wheel every time you bring someone new onto your team. The key is to give them a simple, effective system that they can plug into and duplicate. That’s how you scale quickly. It’s not about your personal skills, your charisma, or the number of people you know. It’s about the system. The simpler the system, the faster it builds.

The beauty of network marketing is that, much like a franchise, once you’ve perfected your systems, you can grow exponentially. When people follow the same steps, they can achieve similar results. That’s why I like to say that success leaves clues. When you build a simple system that anyone can follow, you create a business that can grow and multiply with little to no extra effort on your part. This is the magic of duplication, and it’s the reason network marketing is one of the most powerful business models in the world.





The Key to Momentum: Keep It Simple

The fastest-growing sales teams in network marketing focus on simplicity. They understand that momentum is built by many people doing a little bit—and doing it consistently. The simpler the system, the faster the growth.

That’s where the Multiply Method comes in.

The Multiply Method is designed to help people duplicate success quickly by following a straightforward system that works for anybody, in any company, in direct sales.







The Multiply Method: Simple Systems for Building a Solid, Sustainable Network Marketing Team

The Multiply Method is made up of simple, replicable systems designed to help you build a successful, sustainable network marketing business. Each step in this process is essential to creating lasting momentum and achieving long-term success. Let’s break down the key systems that will help you build and scale your business.


1. Prospecting: The Art of Inviting

Prospecting is the process of inviting people into your business. This step is about learning where to find people who could become potential customers or business partners and what to say to them to start a conversation.

When I started my business, I was shy and had no network to speak of. But I created a prospecting system that helped me become the number one recruiter in my company. I want you to understand that success in this business isn’t about your personality or your existing network. It’s about plugging into a system for prospecting that anyone can use to find leads. With the Multiply Method, you’ll learn exactly where to find prospects, and you’ll discover the “words that work” to start a conversation.





2. Presenting: Turning Interest into Opportunity

Once you have someone interested in learning more, presenting your product or opportunity is the next critical step. This is where most people complicate things. You don’t need scripts or spammy sales tactics. What you need are authentic, powerful conversations that present your opportunity in a clear and professional way.

By simplifying the process and making it something anyone on your team can replicate, you’ll see more people having success with the presentation. This is exactly how I became the top closer in my company and developed several successful teams within our organization. Keep it simple—everyone should be able to duplicate your approach.




3. Closing: Conquering Objections and Sealing the Deal

Now comes the art of closing—getting people through your prospecting funnel and into your business. It’s one thing to get someone’s attention, but getting them to say yes is where the magic happens. Closing involves overcoming objections and guiding your prospect to make a decision—whether that’s as a customer, consultant (business partner), or connector (someone who refers others).

I believe everyone can successfully plug in as one of the 3 Cs: customer, consultant, or connector. The key to mastering this step is understanding the simple system that helps you close effectively and confidently.




4. Fast Start: Launching Your New Team Members to Success

Now that you’ve recruited someone into your business, what’s next? How do you get them off to the best possible start? This is where I often see people get stuck. As a former teacher, I love creating easy-to-follow, step-by-step systems. That’s why I excel at the Fast Start system.

When I am introduced at industry events, the person introducing me always says that I have developed more top leaders direct to me than almost anyone else in my industry. Most top leaders have one or two power legs or leaders. I’m proud to say that I’ve personally sponsored and mentored fifteen top leaders directly, with more than fifty people personally enrolled who are consistently ranking up at any given time. The Fast Start system is the secret to getting people launched with success from day one, keeping it simple, and watching them soar.




5. Customer Acquisition: Building a Strong, Customer-Centric Business

The majority of the billions of dollars in sales in our organization come from customers, not recruits. This is the true sign of a healthy organization. Building a customer base is essential for sustainable growth. Our customer acquisition system focuses on attracting, engaging, and retaining customers who are genuinely excited about the products and results.

Fun fact: The majority of our top team members started as customers! Your goal is to build an army of loyal customers who are thrilled with their results—and who stick around for the long haul.




6. Customer Retention: Keeping Them Coming Back for More

It’s one thing to get a customer, but it’s another to keep them. Building a business that thrives means having a customer retention system that encourages regular orders, reorders, referrals, upsells, and even upgrades when people join you in the business. We’ve developed a system that ensures that customers keep coming back for more—and it’s what supports the long-term health of a business.

Our system focuses on making sure that your customers are not just one-time buyers, but lifelong advocates who continue to see value in your products, month after month.




7. Events: Accelerating Your Growth Through Experiences

Events are a powerful way to exponentially grow your business. Whether virtual or in person, events allow you to showcase your product, your opportunity, and your community in a way that words alone can’t do. Events are experiential—they create an environment where people feel connected, inspired, and motivated to take action. They not only highlight the opportunity but allow people to experience the community.

We’ve developed a simple system for events that walks you through the entire process—from planning to execution—ensuring that your events are always impactful and will help you move your business forward.




8. Social Media: Letting Your Ideal Clients Find You

The power of social media cannot be overstated. All of my leads come to me organically—without my paying for ads—because people have found me through my content or social media interactions. My simple strategy for selling more and sponsoring more on social media results in your ideal clients coming to you.

The best part? You’ll never run out of leads when you master social media. It’s an endless resource of qualified prospects, and when you know how to use it effectively, it becomes a gold mine for your business.




9. Leadership Development: Creating Leaders Who Multiply

Leadership development is the real “gold” of network marketing. This is the part of the business that people rarely teach, but it’s the part that will transform your organization. My Made to Multiply Mastermind clients go on a journey together and learn how to develop leaders quickly and effectively. The systems we use are advanced, but they allow you to duplicate leadership in record time.

If you want to become a leader, or if you want to develop new leaders in your team, this is where you’ll get the edge. I’ll show you how to build a leadership system that is efficient and scalable—and it’s one that also duplicates.
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