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OUT OF OFFICE

In early spring 2007, when I came to WorldVentures as a consultant, this was a company that 
had been in business a little over a year. The offi ces were new and served a small staff of 
about 35 or so employees adequately enough, and a feeling of optimism and excitement was 
palpable when you walked in the door. I’m not gonna lie: It felt a little cramped, but I could 
tell something special was going on. 

We went to work to build a brand image that captured our founders’ vision, coordinating 
multiple teams that pooled their resources to create the DreamTrips experience, service and 
technology to support our grand vision. It felt adventurous and like a “secret mission.” 
Those were indeed pioneer days. 

Since then, we’ve evolved into the company you see today. And we’ve maintained the 
same pioneering partnerships that nurtured our early incubation, with you, our leaders, 
customers and true teammates—our family.

Now we’re embarking on a new quest to push the evolutionary dial even further and faster, 
and I feel that same sense of freshness and excitement all over again. Our plans for the next 
year are truly transformational in scope. We will dramatically improve your ability to share 
our dream, our mission, our much-needed solution. 

We’re amplifying the value proposition and opportunity while making it easier than ever 
to say “yes.” We’re giving you better tools, better access and better technology to make the 
customer and Representative experience even better, and all of this without losing sight of 
the need to get you there faster. 

2012 will be a landmark year for us. With the team putting in more time, energy and 
attention to details than ever, we can’t wait to pull back the curtain for you. Ironically, it’s 
your creation, too, so the results you’ll see will be borne of the very partnership that brought 
us to this point. 

This unity in vision is what will help drive our mission to reality. “You Should Be Here!” 
isn’t just an invitation; it’s a testament to what it feels like to be part of the most alive, fun-
loving, success-minded, life-changing club on the planet. Make no mistake about it: What 
you do matters, and is absolutely changing lives. We passionately commit ourselves to 
furthering the crusade with you daily. 

I’m proud to be a part of this crusade and the family of WorldVentures. I know what 
we’re working to achieve is so very needed and so very desired. I know the heart of this 
leadership team in the fi eld and in the home offi ce feels it, too. When you have this kind 
of alignment in values and commitment to effect change, when you have the belief and 
trust of tens of thousands all over the world, records are broken, paradigms are shifted and 
mountains are moved. 

We’re at the edge of the frontier today, all over again. The difference is that we have our 
chart, compass and sextant in hand—and you at our side. 

Let’s go explore.

Eddie Head
Chief Strategy Offi cer

Let’s keep the 
conversation going…

 Facebook.com/WorldVentures

 Twitter.com/WorldVentures

 YouTube.com/WorldVenturesTV

 LinkedIn.com/
 Company/WorldVentures

 Gplus.to/WorldVentures

 Foursquare.com/WorldVentures

“You Should Be Here!” isn’t just 
an invitation; it’s a testament 
to what it feels like to be part 
of the most alive, fun-loving, 
success-minded, life-changing 
club on the planet.
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cHecK-In
YOUR FIRST STOP FOR TIPS, TRICKS AND TRIPS

DOWNLOAD-WORTHY APPS   

SOCIAL NETWORK
THE

When you travel, you’ll meet new and interesting 
people; that’s a given. But you’re also in very real 
danger along the way. Beware of travelers oblivious 
to cleanliness, pushy, touchy-feely types who 
misinterpret the verb “share” and haven’t yet been 
introduced to something well-seasoned travelers 
take to heart: boundaries. 

Is the loud gentleman with unsightly ear hair and 
cabbage cologne sitting next to you a ruse by the 
universe to test your patience? Nope. This is the social 
network, and it’s as real as it gets, especially in close 
confi nes. So prepare yourself and use the following 
tips to ensure your next trip goes off without a hitch.

Achtung Baby! Infants will cry. Toddlers will cry. Mothers 
with infants and toddlers will cry. There’s not much you can do 
about this one, except block out the sound before you lose it! 
Buy some noise-cancelling headphones before your fl ight.

Come Clean. “Hygiene” is not just a 17th-century French 
word developed to undermine the revolutionary efforts of 
cheese merchants. It’s also something that, if overlooked, can 
lead to travel-related sickness. Remember to wash your hands 
often or bring along hand sanitizer.

Arrested Development.  Occasionally, you’ll meet 
someone who doesn’t know about boundaries. As a result, leg 
room, privacy and a peaceful journey can fall by the wayside. 
The best thing to do is to quietly get up and move, if you can. 
If not, bring headphones, a personal MP3 player or a laptop 
with you to send the signal that you’re unavailable.

Come to Your Senses. Remember the old adage, “Don’t 
judge a book by its cover”? Yeah… um… that doesn’t apply 
here. Use your eyes, your ears and, most important, your nose 
to decide if sitting or standing next to someone is a good idea. 

UrbanSpoon
Many of us travel for one thing and one thing only: the cuisine. 
Want to � nd affordable sushi in Amsterdam or the best bakery 
in Paris? Download the UrbanSpoon app at UrbanSpoon.com, 
and then sort by price and location, read reviews and discover 
which fare is fair. 

Photosynth
Anyone with the ability to decipher objects in space 
knows the world does not � t in a rectangle. Good 
news. You no longer have to cobble together 
photographs of the sunset and the breathtaking 
line of waves on the beach when you get home. 
Photosynth does the work for you. Download 
this app at Photosynth.net, and start linking 
your photos to create stunning, integrated 
3-D panoramic images.

If you have a “Download-Worthy 
App” you would like to share, please email 
voyager@worldventures.com.
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CHECK-IN

oUtBoUnD
Kona, Hawaii
6 Days & 5 Nights 
Hapuna Beach Prince Hotel

$507.99

Western 
Mediterranean Cruise
5 Days & 4 Nights
Aboard the Norwegian Epic

$300.80

Oppdal, Norway
3 Days & 2 Nights
Skifer Hotel

$129.99

Costa Rica 
Week of Adventure
8 Days & 9 Nights All-Inclusive
Sports Adventure in Costa Rica

$1,439

Halkidiki, Greece
4 Days & 3 Nights
Aegean Melathron Hotel

$187.99

Bermuda Cruise
7 Days & 6 Nights
Aboard the Norwegian Gem

$375.50

London, England
4 Days & 3 Nights
Park Plaza Victoria

$397.99

Cancun Jazz Festival
6 Days & 5 Nights
Includes Entry to the 
Oasis Jazz U Festival

$469.99

Tiberias, Israel
9 Days & 8 Nights
Leonardo Plaza Resort & Spa Hotel

$2,227.99

Alaska Cruise
8 Days & 7 Nights
Aboard the Norwegian Pearl

$701.93

Hamburg, Germany
4 Days & 3 Nights
Bleibtreu Berlin Hotel

$159.99

Beijing, China, Tour
5 Days & 4 Nights
Explore the “People’s Republic”

$518.99

sAnD & sUn

cRUIsItUDe

URBAn escAPes

oUtsIDe tHe BoX

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY
PLUS PORT FEES AND TAXES

PER PERSON BASED ON 
DOUBLE OCCUPANCY
PLUS PORT FEES AND TAXES

PER PERSON BASED ON 
DOUBLE OCCUPANCY
PLUS PORT FEES AND TAXES

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

PER PERSON BASED ON 
DOUBLE OCCUPANCY

Note: These DreamTrips are only a sample. Please visit your DreamTrips website to check availability.
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CHECK-IN

eVents
UPCOMING

APRIL
SUN MON TUE WED THUR FRI SAT

1 2 3 4 5 6 7

8 9 10 11 12 13 14

15 16 17 18 19 20 21

22 23 24 25 26 27 28

29 30

MAY
SUN MON TUE WED THUR FRI SAT

1 2 3 4 5

6 7 8 9 10 11 12

13 14 15 16 17 18 19

20 21 22 23 24 25 26

27 28 29 30 31

Spend the weekend learning strategies sure to enhance 
your focus and maintain the fi nancial success you’ve been 
working toward. Momentum! has it all. With its sports-
themed training and successful leaders sharing their secrets, 
you will come away with essentials to help you take action 
and achieve greater profi ts as you head into 2012.

   May 4–6: Johannesburg, South Africa
   May 11–13: Singapore

WorldVentures Representatives from every country will descend upon the city known for setting Elvis’ heart afi re, Las Vegas, 
and show the world they’re Living the Dream! This annual three-day event is WorldVentures’ biggest of the year. Register in your 
back offi ce today to secure your spot, and we will see you in Vegas!

   April 12–14: UNITED! 2012

Whether you’re a new Rep who wants to gain 
confi dence in your selling skills or a pro who wants a 
refresher course with top trainers, you’ll get the training 
you need at a Regional. And with new training offered at 
each round of events, you’ll be at the top of your game 
before you know it!

   April 28: Intl. Regionals
   May 19: U.S. Regionals
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CHECK-IN

GLoBetRotteR

Opportunities for personal growth, new insights and intense mentorship abound as 

WorldVentures executives hit the road on a mission to bring you game-winning strategies 

at international training events near you. You’ll be blown away by the opportunities 

available in 2012! And with an already jam-packed calendar of events this year, there is sure 

to be a training event near you, whether you’re in South Africa or Singapore! 

“The international markets are making a huge impact on WorldVentures, and we’re 

watching their explosive growth back home with excitement,” says Vice President of 

International Kyle Lowe. “To ensure this growth doesn’t slow, we want WorldVentures 

Representatives in all of our markets to have the training and inspiration they need to make 

their dreams a reality. We’re committed to bringing events that were formerly only available 

in the United States to our global fi eld.”

And with the increased number of international events come more opportunities for 

WorldVentures’ executive team to travel and meet the Representatives having an impact 

on their young markets.  Among the executives you’ll meet this year are Chief Operating 

Offi cer Jon McKillip, International Director of Training Marc Accetta, Vice President of 

International Kyle Lowe and Rovia President Mike Putman. 

Joining WorldVentures’ executives on stage at 2012’s international trainings will be some 

of our best trainers, including IMDs Matt Morris, Johnny Wimbrey, David Pietsch and 

Wes Melcher. They’ve built teams that cross oceans, resulting in myriad success stories, 

both in the global markets as well as in the United States.

So get prepared, get pumped and get registered—the WorldVentures executives are headed 

overseas and are bringing you a rare opportunity to delve into the millionaire mindset, 

glean the secrets to success and learn all you can about what makes up this unique, yet 

revolutionary business, where you can Make a living… Living! 

by Michele Hurst

Register in your back of� ce for these 
training events as they’re posted 
throughout the year!

Here’s a glimpse of what we’re 
bringing you this year:

UNITED! – Las Vegas, Nevada, USA
April 12–14

Momentum! – South Africa
May 4–6

Momentum! – Singapore
May 11–13

Millionaire Boot Camp – Europe
June 8–10

Regionals – Various locations
July 21

Journey – Greece
August 20–25

Millionaire Boot Camp – Singapore
September 1–2

Regionals – Various locations
September 8

Plus, we’re in the process of 
� nalizing international dates for 
A View from the Edge.

Note: Dates and locations are subject to change. 
Please check your back offi ce for details.

UPCOMING EVENTS

MAKING A WORLD
DIFFERENCEOF
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RISE TOPTO
THE

One of the most important lessons for 
any coach to learn is not all players 
are created equal. Our business is no 

different. Can you think of a team from any 
sport with a group of players who all had 
equal talents and abilities? 

I am a pretty fanatical sports fan, and I can’t 
think of one team with equally talented and 
able players—ever! All teams usually have two 
or three players who are signifi cantly better 
than the other players on the team. If, as a 
coach, I spend the same amount of time with 
each player, I am making a big mistake.

I know it’s not fair, but I also understand that 
the players struggling the most seem like they 
should get the most time, but the reality is they 
shouldn’t! If Phil Jackson had spent as much 
time with the least-talented players on the 
Chicago Bulls as he did with superstar Michael 
Jordan, it’s very unlikely the team would have 
won six world championships.

By helping his below-average players become 
average, he would have built an average team. 
By helping Michael take his game to an extreme 
level, though, he helped the whole team win 
at the highest level! So how does that apply to 
your business?

As your team starts to build, you will have 
to determine who you spend your time with. 
You should spend about 80 percent of your 
time producing (recruiting and selling to your 
own prospects), meaning only 20 percent of 
your time is spent working with your team. 

Please don’t second-guess these percentages, 
or you will really struggle building your 
business. There are many rules for building 
a successful sales team that defy traditional 
business teachings, so, inevitably, you will 
have to decide who you’ll work with closely 

during the precious 20 percent of your 
week that you have to pour into coaching 
your team. A long time ago, I learned: “Work 
where you are deserved, not where you are 
needed.” So, in other words, work with your 
“Michael Jordans” as much as you can. 

Make your best Reps better! Help your 
Directors become Marketing Directors, 
instead of spending your time trying to 
“motivate” a talented new Rep who you 
want to see reach Senior Representative. 
Work with the people who are already 
motivated, who don’t need you to motivate 
them. You should be busy presenting, 
closing and training for the teammates 
who are putting new people in front of you.

This is a very hard lesson to learn for new 
network marketers—as well as new sports 
coaches. A coach’s job is to mold the 
players on a team into winners, because 
winning matters!

If a coach does not win, he will ultimately 
be fi red. And while you can’t be fi red from 
WorldVentures, you will not reap fi nancial 
success if your team loses. Your team will 
win by making sales and recruiting other 
talented players.

Work where you are deserved. Pay attention 
to what your players are doing. Are they 
attending Regionals, Momentum! and A 
View from the Edge? Are they attending 
weekly meetings? Are they following the 
10 Core Commitments?

If they are doing these types of things, then 
they do deserve your personal attention. If they 
are not doing them, they do not. If you spend 
your precious time with the players who are 
consistently doing what it takes for them to 
win, then you will win the game, too! 

BY MARC ACCETTA

THE COACH’S CORNER
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No one wants to be identifi ed with a 
term so bantered, so misused and 
misunderstood that it has been 

relegated to a cliché for all the wrong reasons. 
That’s just what happened to the phrase 
“paradigm shift.” Today, everywhere you go, 
everyone is having one. But are they? Really? 
Is discovering the latest app or newest smart 
tablet really an experience so groundbreaking 
that it can change your perspective—once and 
for all? Don’t answer that. 

Rather, consider the story of Gail Spears and 
Bobby Cochran, Regional Marketing Directors 
in Dayton, Ohio, making large strides with 
WorldVentures. A few years ago, Gail’s nephew 
introduced her to Regional Marketing Director 
Carlos Rogers, and she was, ahem, skeptical, 
to say the least. How could a 22-year-old teach 
a seasoned corporate manager with more than 
30 years’ experience about earning money? Not 
to mention Gail was busy—really, really busy. 
And she was already successful. What more 
could she gain? 

The only piece of the puzzle she was missing 
was time: time for her friends, time for her 
family, time for herself. So she did something 
so remarkable, so inclusionary, so unheard-
of nowadays that it deserves not only ample 
recognition, but it should also be on a permanent 
billboard outside every household window in 

every urban and rural area in the world: She 
listened; she opened her mind; she understood 
the real possibility and potential of what was 
being communicated, and she acted. And when 
she did, Gail Spears had a paradigm shift. 

by Chancellor Page

The Vision of Gail Spears and Bobby Cochran, RMDs

“WorldVentures changed my life. I saw 
something that made sense,” Gail says. “I 
detest sales, but I saw an affordable product 
that sells itself. You’re not offering people 
something they don’t want. Everyone 
wants to travel, and I saw an opportunity to 
enhance people’s lives, help them have new 
experiences, create family memories, save 
money and enjoy life. I became a Rep to make 
up for lost time with my friends and loved 
ones, something I didn’t have much of before.”

The opportunity came at a good time for Gail, 
personally and professionally. She was close 
to retiring, and what she wanted to do when 
she retired, like so many other people, was 
travel. When she joined, no one had heard of 
the company, and she had the chance to share 
it with others. But Gail wasn’t alone. She and 
her partner, Bobby Cochran, came together 
and quickly motivated a team of inspired 
professionals. “Bobby is crucial to the growth 
of the business,” Gail says. “He knows 
everyone and is a real people-person who 
brings fun to the team.” 

Together, they do a lot of personal 
development with new and veteran 
teammates, offering training scholarships and 
making themselves available at every turn to 
every member of their team. “We have to be 
available for our team,” Gail says. “It’s not 

about being available when we want, but 
when they need us.”

For Gail, this was not business as usual. This 
was not eking out success by slowly climbing 

the corporate ladder, confi ned to cubicles, 
boardrooms, teleconferences, eight-hour 
meetings, impromptu huddles, and mandatory 
daily and weekend overtime. 

“My generation drove the success of every 
major industry out there. And many people 
didn’t benefi t from that success,” Gail says. 
“Now, with many of us retiring, we’re getting 
ready to drive the success of the travel industry. 
And WorldVentures said we could get in on 
that success. We didn’t want to miss out.” 

Gail believed in her own commitment and 
effort, and she knew she could help other 
people succeed. In fact, her favorite part of the 
WorldVentures experience has been helping 
others reach their personal and fi nancial goals. 

“When companies prepare to hire someone, they 
have to recruit from a certain demographic,” 
Gail says. “Through WorldVentures, I can help 
anyone succeed. This company doesn’t set limits 
on who can be successful, no matter their age, 
race or background. I am empowered, and I 
fi nd joy in bringing a working mother 
home to her children, or helping a 
23-year-old having diffi culty 

Parad gmThe Gift of a

“WorldVentures changed my life. I saw 
something that made sense.”  
—Gail Spears, Regional Marketing Director

“Use the product... you can’t sell what you don’t 
believe in,” says RMD Gail Spears (above).

FEATURE
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TIPS FOR SUCCESS

1. Set long-term and short-term goals. 
2. Attend all of WorldVentures’ trainings 

and events, and take as many of your 
team members as possible. 

3. Spend time with the right people. 
4. Always have integrity. 
5. Be the “superstar” you want to have 

on your team. 

fi nding a decent job earn a residual 
income. At the same time, I can help a 
corporate manager whose pension was cut 
by 75 percent, and he never has to worry 
about his fi nances again. WorldVentures 
equals equal opportunity.” 

At every moment, Gail and Bobby 
discuss income security with their team, 
sharing their belief that WorldVentures 
cares. “I’m a self-motivated person,” 
Gail says. “Every fi ber in me believes in 
WorldVentures. They keep improving 
the products and the compensation plan. 
I’ve watched people work for companies 
for 30 years that don’t care about them, 
while being underpaid and overworked. 
If you can give 10 years to a company 
that doesn’t care about you, why not give 
one year to a company that cares and see 
where it takes you?”

Some of the best advice Gail ever 
received was to “Plug in to the training.” 
Reps who attend trainings learn the 
most. “I’ve never seen a company offer 
such a caliber of training, so often, at 
such an affordable price. A training 
event is a great place to network and be 
inspired. If you use the tools, you 
can’t help but be successful.”

For this team, quitting is not an 
option. “This is much bigger than us 
now, because we didn’t quit,” Gail 
says. “Quitting saddens me. I don’t 
think people who quit give up on the 
company—they give up on themselves.”

Gail and Bobby are passionate about 
DreamTrips. “Use the products,” Gail 
says. “Immediately start shopping for 
your DreamTrip. Book a hotel through 
your site. Use our awesome Concierge 
Service.  You can’t sell what you don’t 
believe in.” 

Clearly, belief is key to this team’s 
success—belief in themselves, 
belief in the product, belief in the 
company, belief that they can 
ignite the passion of others, 
belief that they can spread the 
word, and belief that they 
can give the gift of 
a paradigm shift. 

“Every � ber in me believes in WorldVentures.”  
—Gail Spears

RMDs Gail Spears and Bobby Cochran (center) with their Team Vision teammates

most. “I’ve never seen a company offer 
such a caliber of training, so often, at 
such an affordable price. A training 
event is a great place to network and be 
inspired. If you use the tools, you 

Congratulations 

to Gail and Bobby 

for becoming 

WorldVentures’ latest 

$100,000 ring 

recipients!
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La Dolce 
      Vita

FEATURE

A WorldVentures Italian Wedding
by Scott Caldwell
Photos by Martin Ruof

Walking out onto the red-tiled terrace of Villa Fraulo in Ravello, 
Italy, the Amalfi  Coast practically assaults your senses. The crisp, 
cool breeze washes over your face and your nose picks up the salty 
water below. The rich green landscape plunges 1,100 feet until it 
hits the intensely deep-blue Mediterranean Sea. It’s the kind of 
breathtaking combination of earth, sea and sky Italy is known for.

There are 50 of us here from all over the United States, as well as 
Canada, Ecuador and elsewhere. We’ve come for one reason: the 
nuptials of Rob Flick and Jennifer Vaughan. And Rob and Jen 
are here because of WorldVentures. 

The 11-Hour Lunch
Rob and Jen met in February 2008 at a WorldVentures national 
training event in Los Angeles. But it was later that spring when 
their relationship blossomed during what they call the “The 
11-Hour Lunch.” 

That season, they ran into each other at various WorldVentures 
events. Rob was actively building his business and had already 
rocketed into the spotlight because of his rapid achievements, 
and Jen was already well-past Senior Representative. At an 
event one evening, Rob approached her and invited her to lunch. 

Over lunch, the chemistry quickly became apparent. They 
shared interests, similar world views, and the kind of ease and 
comfort with each other that stretches minutes into hours. In 
fact, it wasn’t long before Rob needed to head to a “two-on-one” 
presentation for WorldVentures. They then proceeded to bounce 
from one coffee shop meeting to another, and Jen transitioned 
from passive observer to co-presenter. 
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WorldVentures Representatives 
Rob Flick and Jennifer Vaughan
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Rob and Jen were married on the Amalfi  Coast in Ravello, Italy.

FEATURE

By day’s end, they were enjoying dinner and 
drinks at a restaurant by the lake with Rob’s 
sponsor, Jeff Johnston, as well as Kari and Lisha 
Schneider. The next day, Jen realized, “I was 
on an interview!” The two started dating, and 
within a month, things had become serious.

The Epiphany
Rob is a classic “Type A” personality. He’s a 
U.S. Naval Academy graduate who fl ew jets, 
played rugby all over the world, and built a 
multibillion-dollar real estate business.  He 
grew up traveling, and spent part of high 
school as an exchange student in France. While 
he’s success-oriented, he also has a sense of 
humor that would go far on the stand-up 
circuit. The result is a prospect who couldn’t be 
better-suited for success with WorldVentures 
than if he’d been engineered in a lab.

Rob understood the power of leverage and 
residual income from his real estate career, 
and when Jeff showed him WorldVentures 
in the fall of 2007, he was instantly intrigued. 
After seeing it was a travel business and the 
commission percentages of the WorldVentures 
compensation plan, he knew it could be a fi t.

“I love to travel, and I knew I wanted to do it 
more than less and pay less than more,” Rob 
says. “If I could do that, plus live on a residual 
10 times higher than what I was getting from 
real estate, I knew this could be huge!”

He fl ew out to the View in Dallas in 2007, 
met International Director of Training Marc 
Accetta, the top earners and the founders, and 
was “very, very impressed.”

Fast-forward to 2010. Rob's WorldVentures 
businesses had reached Regional Marketing 
Director and Director several times over. He 
and Jen had been on a dozen DreamTrips, 
including multiple RMD Trips, and traveled 
extensively. Jen’s eighth-grade son, Rio, was 

now going to school online and Rob and Jen 
were supplementing his studies with travel. 
When Roman history was on the syllabus, the 
family visited the Coliseum in Rome. When Rio 
studied ancient Egypt, they took a trip to Cairo.

It was during this time that Rob had an 
epiphany. He had joined WorldVentures to 
create a lifestyle, and suddenly he realized 
he and Jen had obtained it! For a man used 
to breaking records and overachieving, 
the realization that an RMD-level income 
could provide ample fun and freedom was a 
powerful one.

For the fi rst time in his life, Rob decided he no 
longer needed to be No. 1. “I don’t have to be in 
the top 20 to live with WorldVentures,” he says. 
“If we’re No. 87 earning half a million dollars a 
year, I can live with that!”

So, in 2010 they started looking for a second 
home outside the States where they could 
spend part of the year. They found Cuenca, 
Ecuador, and now spend about four to six 
months of the year there. Coincidentally, it’s 
only about 45 minutes from where IMD Dave 
Ulloa’s father grew up, and only 10 minutes 
from the orphanage Dave and Yvette have been 
supporting. In fact, Rob and Jen have been 
active supporters as well, and they open their 
home up to the Ulloas when they visit.

The Wedding in Paradise
Rob and Jen fi rst visited the Amalfi  Coast 
when they stayed at a vacation rental 
they’d booked through Rovia. That’s when 
they fell in love with it. 

But it was on their second visit in fall 
2010 that they discovered Villa Fraulo 
in Ravello. While enjoying a leisurely 
afternoon in the park outside, the 
owner invited them in to see the result 
of a seven-year, multimillion-dollar 
renovation. Rob and Jen quickly decided 
the nobleman’s villa-turned-boutique 
hotel would be the perfect setting for 
their wedding.

So, a year later, the happy couple gathered 
with their closest friends for an unforgettable 
start of their new life together. They wanted 
the trip to be special. “There were no ‘should 
invites’ on the list,” Jen says. “We only invited 
the people we really wanted to be here.” 

And as a testament to the power of the 
WorldVentures culture, of the 50 guests, more 
than 30 were from WorldVentures. Some were 
friends they had brought into WorldVentures, 
and some they’d made once they got here.

The wedding itself was a beautiful, simple 
affair. Rob wore a white suit and Jen wore a 
blue dress. With friends gathered in a loose 
circle around the bride and groom, they 
exchanged vows on the terrace in the late 
afternoon, with the sun descending over the 
Mediterranean behind them.

It was a magical weekend of good food and 
good wine, with loud laughter and long 
conversations that carried deep into the night. 
And looking around the room at all the great 
friends Rob and Jen surrounded themselves 
with, it’s a safe bet that they’ll live happily 
ever after. 

The newlyweds with son Rio
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by Shelley Blanzy, 
Marketing Director

BUSINESS

M aybe the ancient Egyptians were 
right. Maybe you can take it with 
you. Before you begin frantically 

stockpiling possessions, hear me out. The 
things you own, you earn. They’re refl ections 
of your ambition and brilliance, your drive 
and commitment. They’re not substitutes. 
We don’t literally carry around the books we 
read. We learn from them, we amalgamate 
stories and lessons, characters and wisdom. 
They become part of who we are. What you 
receive is a testament to your work ethic and 
to your ability to graciously accept what’s 
coming to you.  

That is, unless you haven’t learned how to get 
out of your own way. Unless you’re mired in 
self-doubt and fear, unwilling to own up and 
learn from the ups and downs, successes and 
failures of your business. What’s the point? 
Why try when other people can do it better? 
These are catchphrases of fear. And fear will 
stop you dead in your tracks—fear of rejection, 
fear of what others think of you, fear of what 
they might say or do. Fear is exhausting! It is a 
fi gment that holds you back.  

You’re the only one standing in your way. Own 
up to your fears, to your wishes and your desires. 
Believe it or not, you do take them with you. 

You’re lucky. WorldVentures has an 
amazing system in place to help you make 
a commitment to yourself and to own your 
success. The 10 Core Commitments are 
brilliant—if you actually follow them. Let 
them help you make the commitment to own 
your business.

Commitment 1: Create a Game Plan. Sit down 
with every new Rep within their fi rst 24 to 48 
hours after signing up. This step is crucial. If 
you skip this step your new Rep will have no 
idea how to get started.  

Commitment 2: Make One Exposure Every Day. 
You can expose someone to WorldVentures in 
a variety of ways: two-on-one meetings, one-
on-ones, stopping by someone’s house, having 
lunch or dinner with them, chatting over coffee, 
or going out for a drink. Bring a teammate 
with you to share their story, and show the Just 
Push Play DVD. If you only rely on the weekly 
meeting, you’re missing a major opportunity to 
increase your sales at a faster pace.  

Commitment 3: Attend Your Weekly Live 
Business Presentation. This is what we refer 
to as our “social-proof night,” and it’s your 
opportunity to bring guests to see a fi rst-class 
presentation. Even if you don’t need the 
meeting, the meeting needs you! Stay close to 
your leaders to become a leader. 

Commitment 4: Plug in to Your Fast Start 
Training Classes. This is the fastest way to 
build a relationship with new Reps, and it’s a 
jump-start for them to get started quickly. 

Commitment 5: Attend Monthly Super 
Saturdays and Regionals. Why? Because 
training is the lifeblood of our business. Like 
any profession, if you want to be successful, you 
need to get trained. Our monthly training events 
allow you to see the bigger picture, and learn 
top strategies and ideas that are working in the 
marketplace from people who are doing it.

Commitment 6: Attend Major Company Events. 
Training is crucial to growing your business. 
This is where your belief system kicks in. 
Seeing people just like you reach their rank is 
invaluable. Get trained by the best of the best, 
and build a vision and belief that will take you 
to International Marketing Director and beyond!

Commitment 7: Work on Yourself. Take just 
15 minutes every day to work on you. This is 
the greatest benefi t of WorldVentures. Set up a 
routine to read 15 minutes of a good book and 
listen to a WorldVentures audio. Aren’t you 
worth it? When you stop working on you, you 
stop growing. If you stop growing, how can 
you become the leader people want to follow?

Commitment 8: Have a Workout Partner. Ask 
someone to hold you accountable to your goals 
and commitments and to help you stay on track.

Commitment 9: Create a Product Story. Take a 
DreamTrip. Use the product to its fullest and 
return with pictures, videos and an amazing 
experience to share and inspire others.

Commitment 10: Be Here a Year from Now 
(Doing Commitments 1 – 9). Commit to these 
commitments and to your business for one year. 
Set goals and have a plan of action. Fulfi ll your 
promise. Own your success. The difference 
between reading instructions and following 
instructions is action. You can become successful 
by simply following these commitments. I reach 
my highest success when I take action based on 
what I’ve learned. If success is what you’re after 
and failing is not an option, you only have one 
choice—own up to it. 

OWN
YOUR

SEASON PASS
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When it comes to the 
business of travel, 
WorldVentures enables 
Kari and Lisha schneider to 
deliver double the profi ts… 
and double the fun!

COVER STORY
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by Lauri Dodd

It’s known as the “twin spin”: the dizzying, topsy-turvy, turn-your-world-upside-down move 
that has become the signature of Kari and Lisha Schneider. And it’s also a snapshot into the 
way these sisters on the move operate. “We like to have fun, and our WorldVentures business is 

an extension of that,” Kari says. 

“We started doing the twin spin when we were cheerleaders and dancers on the football fi eld in 
high school and college,” Kari says. “And now our goal is to travel around the world and get video 
of the ‘twin spin’ in every place we visit.” 

The gymnastics feat—basically, a double-connected cartwheel—is turning heads all across the 
globe, and it’s defi nitely worth a visit to the Schneider twins’ YouTube channel. So far, the pair has 
been seen spinning on video everywhere from the beaches of Cancun, to the Dominican Republic, 
and even the Colosseum in Rome, just to name a few. “One of our favorite things is carrying 
around the ‘You Should Be Here’ banner with us on every trip,” Kari says. “Using that sign in all of 
our vacation pictures has been a fun way to promote the membership and build our business.”  

Meeting Their Match 
To say that Kari and Lisha are passionate about traveling might be a bit of an understatement. “We 
used to quit our jobs just so we could take a trip,” Kari says. “Then we would come back and get 
another job so we could pay off the vacation we had taken. We did that over and over again.”

It’s possible that growing up in picturesque San Diego, California, fueled their desire to see more of 
the world’s beauty and created an overdeveloped sense of wanderlust early on. After high school, they 
moved to Costa Rica, came back for college, and then moved to Los Angeles to pursue careers in acting. 
“We defi nitely believe this company was created just for us,” Lisha says. “We are living our dream 
lifestyle. We take a trip every month with our family and friends all over the world, and then we just 
talk about it daily with everyone. And we also get paid at the same time—how much better can it get?” 

When a friend showed them the WorldVentures business six years ago, the twins were at a 
crossroads. Living in Los Angeles, the aspiring actresses were mired in debt, to the tune of about 
$50,000. They needed money, and yet they were still driven by their desire to travel—so this new 
opportunity was a perfect fi t. 

“We racked up our credit cards and were shuttling money from one card to pay another,” Kari 
says. “We desperately needed a new income stream, and as it turns out, the pure enthusiasm from 
our fi rst trip propelled us to start the business part time. We worked the business in between acting 
roles. It was extremely fl exible, which fi t our lives perfectly.”

Unconventional Wisdom 
Indeed, to Kari and Lisha, fl exibility is worth more than money. Having a non-traditional career 
has given them the freedom to land prominent gigs, namely, becoming the stunt and body doubles 
in movies for Mary-Kate and Ashley Olsen, as well as acting on popular shows such as Disney 
Channel’s The Suite Life with Zack & Cody.  

In the meantime, working only part time with WorldVentures, the sisters were able to pay off all 
their debt within the fi rst year. But tasting that sweet success whetted their appetite for more, 
so they concentrated on expanding their travel business. “WorldVentures really just fell into our 
everyday lifestyle,” Lisha says. “Now it has become our full-time business. Because we were in 
the acting industry, we understood the power of residual income… within the fi rst 16 months, we 
became International Marketing Directors, the highest rank in the company. And we’ve always 
been the top female earners. Our WorldVentures earnings pay for our two homes, our two cars 
and more on top of that. We absolutely love what we do!” 

Kari (left) and Lisha (right) 
in Mahogany Bay, Honduras

COVER STORY
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And who wouldn’t? In addition to the money they earn through their 
business to pay for their upwardly mobile lifestyle, Kari and Lisha 
receive hefty DreamCar Bonuses from WorldVentures every month. “For 
years, we drove an old tan Honda that we shared,” Kari says. “But now 
we each drive our very own luxury Mercedes—and the company gives 
us $1,500 each a month to pay for them!” 

Although they are focused primarily on their WorldVentures business 
right now, Kari and Lisha still fi nd time for the occasional acting role. 
“We used to feel that acting was what we had to do to earn money,” 

Kari says. “But our WorldVentures income has alleviated that pressure. 
Now we have the option to act if we want. And it’s opened new doors 
for us, too.” 

With their experience in front of the camera and because they have 
honed their network marketing skills, Kari and Lisha have been able 
to participate in projects with some of the industry’s top personal-
development gurus, such as Brian Tracy and Bob Proctor. And they’ve 
even written a book of their own, titled, “Double Your Profi ts.” “We 
wanted to offer people the guidance, advice and tips we wished we 
would’ve known when we got started in this industry,” Kari says. 

Living the Legacy
While they have, without a doubt, paved their own way with 
WorldVentures, Kari and Lisha were not lacking a signifi cant role model 
getting started. For the past three decades, their mother has run a 
successful network marketing career of her own. 

“Watching our mom, we learned how the industry worked,” Kari 
says. “As a single mom, she raised fi ve daughters, bought luxury 
homes, put us all through college—and she was able to be at home 

“Our unique partnership works. We’ve 
learned to let each other do what we do best 
in this business.”                —Lisha Schneider 

Capri, Italy

At home in California

A View from the Edge 2011

Lisha on the 2010 RMD Trip in Cancun, Mexico
COVER STORY
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with us all the time. She’s an amazing role model, not only for us, but 
for women in general!”

Their other sisters are also involved in the business as well, making 
them all kindred spirits of the entrepreneurial world. It’s something 
Kari and Lisha credit their mom for inspiring in them as children. 
“She instilled in us as women that we have the strength to be able to 
do what we want, and to help other people at the same time,” Kari 
says. “And seeing her take that lead has allowed us to naturally strive 
to be that way.”

Helping others is a common theme with the Schneider sisters, 
permeating every aspect of their lives, including their partnership’s 
moniker. It doesn’t matter whether you read their business name 
(ImpowerU) as “Empower You” or “I Empower You”—either way, 
it’s about putting the emphasis on helping others and supporting 
their team. 

“We are passionate about empowering people, especially other 
women,” Lisha says. “WorldVentures has helped enrich the lives of 
others, improving their lifestyles and enabling them to become a part of 
something bigger than themselves.”

Transforming Lives
If there were any question, there really are no “normal” days for Kari and 
Lisha. “We take trips, we take a bunch of pictures, come back and show 
everyone our pictures,” Kari says. “We get to spend time with our friends 
and family, doing simple things in life, like having a cup of tea with a friend, 
enjoying a walk on the beach. We build the business, but it’s incorporated 
into our everyday life. We don’t make decisions based on time or money 
anymore. And we’re now able to help others do the same thing—put more 
enjoyment and fulfi llment in their lives.” 

“We used to quit our jobs just so we could 
take a trip, and get another job to pay off that 
vacation.”                                —Kari Schneider

Kari in Cancun, Mexico, 2010

Sorrento, Italy

Kari and Lisha 
with their mother and sisters

COVER STORY
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Today, Kari and Lisha have the time and fi nancial 
freedom to live life on their own terms. “The best 
thing is that we have choices,” Lisha says. “We 
don’t have to plan ahead if we don’t want to, and 
we can just wake up and do what we want.”

Most of the time that involves working on their 
business in some form or fashion. “We schedule 
events and have meetings, two-on-ones at 
Starbucks, team calls, team potluck dinners and 
socializers, but it’s hard to believe we’re working, 
because it’s always so much fun!” Kari says. 

“A lot of the skills we didn’t have, we were able 
to learn through the WorldVentures training, 
and that made a huge difference,” Lisha says. 
“As soon as we started treating this like a 

business, we got paid more… and it wasn’t 
just a hobby anymore. That really did help 
accelerate our growth and help us overcome 
the challenges we had when we started.”

Although the symbiotic pair is so closely alike 
even their own dad can’t tell them apart, they 
do have their differences. Out of necessity, the 
twins give subtle visual clues to help make it 
easier on people. “Most people can’t tell us 
apart, so we wear different jewelry,” Lisha says. 
“Kari wears gold jewelry and I wear white gold 
or platinum.” 

But the differences extend well-beyond 
appearances. Kari usually does the majority 
of the speaking, and Lisha prefers the social 
networking side, concentrating more on 
marketing and promotions. It all balances out 
so that everything gets done. “Our unique 
partnership works,” Lisha says. “We’ve learned 
to let each other do what we do best in this 
business. We each take on different roles that we 
enjoy doing and that play to our own strengths.” 

While their days are still in fl ux, the future for 
Kari and Lisha is defi nitely one of stability now, 
something they couldn’t say six years ago. “We’ve 
probably had every job in the book, including 
driving John Deere tractors!” Kari says. “We’ve had 
9-to-5 jobs before, but it was diffi cult for us, and 
we actually ended up quitting so we could take the 
vacations we wanted. For us, being waitresses or 
massage therapists allowed us to work around our 
own schedules. Now we have that same freedom, 
but we also have a fi nancially secure future that 
those jobs don’t typically provide.” 

Lisha sums it up best with the motto by which 
they live. “We like to say, ‘We double your fun,’ ” 
Lisha says. “And then we revised it when we 
started making money with our business—
now, ‘We can double your profi ts, too!’ ” 

“We’re living our dream 
lifestyle—we take a trip 
every month and we talk 
about it with everyone!”
            —Lisha Schneider

UNITED! 2011 – Las Vegas, Nevada

COVER STORY
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FOR
TIPS5

1. Go on a DreamTrip.
2. Be consistent.
3. Plug in to the trainings.
4. Create a strong 

team community.
5. Follow the system: Invite, 

present, enroll and train!

SUCCESS

Villa Rufolo Gardens, Ravello, Italy

Rome, Italy

A View from the Edge 2010
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PRoMotIons
WORLDVENTURES

REGIONAL MARKETING DIRECTORS & DREAMCAR BONUS QUALIFIED

the following reps have built a group of 900 customers with a specifi c lineage requirement. the average annual income for a regional marketing 
director was $136,020 in fi scal year 2010 and rmds earn a dreamcar Bonus of a maximum of $1,000 per month. this income refl ects 
representatives’ earnings worldwide.

the following reps were promoted to new ranks between october and december 2011.
We congratulate everyone on a job well done! We look forward to seeing you continue to rise 
through the ranks.

TELL US ABOUT YOUR ROAD TO SUCCESS.
“We set a goal of doing three exposures a day and to 
be the no. 10 earner internationally. We failed on both 
counts. We managed to do only two exposures a day and 
became the no. 5 earner internationally instead. so our 
secret is to fail forward by setting goals. if you don’t reach 
them, at least you’ll be richer for trying!”

WHAT’S YOUR FAVORITE PART ABOUT HAVING A 
WORLDVENTURES BUSINESS?
“We love the time and fi nancial freedom we’ve 
achieved through our business. We can also leave our 
Worldventures business for our children, so they can benefi t 
from all the work we do.”

WHAT HAS BEEN YOUR PROUDEST ACCOMPLISHMENT 
SINCE YOU JOINED WORLDVENTURES? 
“our proudest accomplishments so far have been helping 
people earn money, travel more often, dream more and 
have hope for the future.”

WHAT WAS IT THAT ATTRACTED YOU TO 
WORLDVENTURES AND THE OPPORTUNITY? 
“vacations and fun never go out of style! 
Worldventures provides the best vehicle to create a 
long-term asset that allows us to create a lifestyle that 
most can only dream about!”

WHAT TIPS DO YOU HAVE FOR OTHERS TO ACHIEVE 
SUCCESS ON THEIR OWN? 
“stay coachable and plugged in to our company’s proven 
system—and never give up!”

WHAT HAS BEEN YOUR PROUDEST ACCOMPLISHMENT 
SINCE YOU JOINED WORLDVENTURES? 
“Watching other teammates advance through the ranks on 
a weekly basis.”

SOOJAY & CASSANDRA DEVRAJ
SOUTH AFRICA

ERIC & CASEY ALLEN
IN, USA

DECEMBER

NOVEMBER
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the following reps have built a group of 400 customers (with a specifi c lineage requirement). the average annual income for a marketing director 
was $64,854 in fi scal year 2010. this income refl ects representatives’ earnings worldwide.

ASTERO & ALEXIS ALEXANDROU
CYPRUS

COLETTE BOWERS
SOUTH AFRICA

STEINAR BROSETH
NORWAY

MARKETING DIRECTORS

OCTOBER

NOVEMBER

“from the time we joined the company, we had the feeling that together with 
our family and friends we could travel, meet new people, go to new places, 
and turn the whole world into a big neighborhood.”

“Put in the hard teamwork at the beginning and no matter what, never quit! 
this is the chance of a lifetime where everyone can accomplish their dreams.”

“congratulations on leading the way in south africa!“

—The WorldVentures Executives

“i immediately saw this as a big opportunity for people in norway. 
norwegians love to travel, have a lot of vacation time and the economy is 
good. those three factors combined with the products and compensation 
plan from Worldventures equals big success!”

“Work consistently over time, follow the system, believe in yourself, your 
team and the process. often we expect immediate results and quit too early. 
Just do what you’re supposed to, be teachable and work on yourself.”

PROMOTIONS
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PROMOTIONS

DECEMBER

MARKETING DIRECTORS

ED BLUNT
NJ, USA

STEINAR HUSBY
NORWAY

PETER EGGERS
IA, USA

JAMES LEE
SINGAPORE

“i had never even heard of network marketing before 
Worldventures, but i loved the concept of my success 
being dependent upon my ability to lead and help others 
become successful.” 

“i’m two years young in building my Worldventures business, 
and i feel very fortunate that this was the vehicle i was 
presented to drive. the leadership, the training, the travel, 
the money and the relationships have—and continue to—
dramatically impact my life!” 

“Go hodomaniacs! Way to go!“

—The WorldVentures Executives

“the last 18 months have been some of my best 
adventures in life! We often focus on the big earners, 
and that’s good, but there have been times in my life 
when $300 would have made a huge difference.” 

“remember to have a lot of fun when you’re doing this. 
let the journey to your goals be a good one!”

“i had been in network marketing for about a decade 
when i took a look at Worldventures; what attracted 
me was the fact that it’s travel. deep down, i’ve 
wanted to travel, to see the world, my entire life. 
now, i’ve found a way!” 

“Pay attention, get excited and never give up! make 
sure you plug in to all of Worldventures’ trainings and 
events, and make sure to bring teammates with you!”

the following reps have built a group of 400 customers (with a specifi c lineage requirement). the average annual income for a marketing director 
was $64,854 in fi scal year 2010. this income refl ects representatives’ earnings worldwide.
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PROMOTIONS

KIM & 
GREG BOYKO
WA, USA

LEE MORGAN
NC, USA

TRUDIE ENGELBRECHT
SOUTH AFRICA

DANIELLE ROE
OH, USA

TAYLOR HOLLAND
CO, USA

INGRID COOKS
IL, USA

XRISTINA KOUTALELLI
GREECE

GABOR DOMJAN
HUNGARY

RON & 
BEVERLY ECHOLS
TX, USA

SIMCHA & 
RACHEL GLUCK
NY, USA

GEIR JENSEN
NORWAY

“if you want something in life, 
you need to go after it.”

“congratulations ingrid!“

—The WorldVentures 
Executives

“this opportunity has allowed 
me to get back my time and 
live a lifestyle i have always 
dreamed about.”

“very few companies have a 
structure where your efforts are 
rewarded with weekly and 
monthly payments, travel dollars 
and a compensation plan that 
can make you a millionaire.”

“Watching my friends and family 
earning residual income and 
empowering and inspiring people 
all over the world fi nancially, 
socially, emotionally and spiritually 
are my proudest accomplishments.”

“Worldventures is like a second 
family; the culture is unlike 
anything i have ever experienced 
working for anyone else.” 

“Be as teachable as you 
can, always smile and do 
anything necessary to believe in 
Worldventures and yourself!”

“not everyone has the mindset to 
comprehend our offer. sooner or 
later, you’ll meet enough brilliant 
people who truly understand and 
sign up.”

“listen to your mentors’ advice 
and duplicate their efforts.”

“We don’t convince or sell; we 
just want people who get it and 
love it just like we do, and that 
comes from within.”

“Bring as many people as 
possible to every event and 
never ever, ever give up.” 

the following reps have built a group of 90x90 (90 customers on their left team and 90 customers on their right team). the average annual income for a 
director was $20,141 in fi scal year 2010. this income refl ects representatives’ earnings worldwide.

DIRECTORS

OCTOBER

NOVEMBER
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DIRECTORS

NOVEMBER (cont’d)

DECEMBER

PROMOTIONS

TERRI SAFFORD
TX, USA

JEANNIE NORRIS
TX, USA

JAMEL WILLIAMS
OH, USA

SHARON COUSINS
SOUTH AFRICA

ANNA ALEXIS
CO, USA

TRAVIS LITTLEJOHN
NC, USA

ELAINE, ASHLEY & 
GILBERTO JORDAO
NY, USA

LOWELL THOMAS
TX, USA

PHOTO NOT 
AVAILABLE

“i never even thought of quitting. 
i knew Worldventures was the 
vehicle that would take me where 
i wanted to be... and it is!”

“Great job, sharon!“

—The WorldVentures 
Executives

“Great job, lowell!“

—The WorldVentures 
Executives

“Way to go, travis!“

—The WorldVentures 
Executives

“the people in this company are 
a constant inspiration, and they 
just make you want to be part 
of an organization that loves to 
have fun, and help others along 
the way.”

“congratulations Jamel... you 
deserve it!“

—The WorldVentures 
Executives

“two and a half years ago, when 
i got started with Worldventures, i 
would have said hitting director was 
what i was most proud of, because i 
had won! now it is the hundreds of 
people i have who stand beside me 
because i have become a person of 
integrity, success and balance.”

 “We’ve never made the business 
about ourselves, and we’ve never 
missed a single training, and we 
always promote the next event.”

the following reps have built a group of 90x90 (90 customers on their left team and 90 customers on their right team). the average annual income for a 
director was $20,141 in fi scal year 2010. this income refl ects representatives’ earnings worldwide.
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OCTOBER

DECEMBER

NOVEMBER

PROMOTIONS

SENIOR REPRESENTATIVES

ANNA ALEXIS—co, usa
JANE BAKO—no
CORDERO BOLLER—nc, usa
JENNIFER BRITE—tX, usa
SHARON & STEPHEN CHATTERTON—aZ, usa
MAXINE CHICOINE-BAGOYE—ca, usa
MICHELLE COLEMAN—nc, usa
KEVIN & HEATHER DANIELS—tn, usa
IOLA DEWS—oh, usa
JAMES DEWS—oh, usa
ELIZABETH FRITZ-HOEKSTRA—mn, usa

CHERYL HALL—oK, usa
KRZYSZTOF JAWORSKI—uK
TOMAZ JERAJ—at
BORGE JOSEFSEN—no
CHRISTAKIS-MARINA KAMBOURIDOU—cY
JANOS KERI—hu
ZENOLIA LIMA—nJ, usa
MEGAN LUCKEY—tX, usa
JOYCE MCCARTER—nc, usa
NATHAN MCDANIEL—ms, usa
JOHN MCDONOUGH—ia, usa

BEN MCNAIR—ne, usa
BRITTNEY MC NANEY—co, usa
NINA NOSTDAL—no 
MIKE PERKINS—ms, usa
ANDREA QUISENBERRY—oh, usa
JUNIOR ROBLES—co, usa
ANGELA SABLICH—ms, usa
NAQUITHAN TAYLOR—nc, usa
ED TERRANOVA SR.—nJ, usa
INGALILL VAIM—no
ANN & RALPH WILLIS—KY, usa

the following reps have built a group of 30x30 (30 customers on their left team and 30 customers on their right team).  the average annual income 
for a senior representative was $4,337 in fi scal year 2010. this income refl ects representatives’ earnings worldwide.

JULIO ACOSTA JR.—nY, usa
ARQAM AHMAD—no
TOMMY AKIN—tn, usa
SUE APPLE—tn, usa
CARLEY BARRY—aZ, usa
RIAAN BESTER—Za
LARRY BETHAY—ms, usa
JONATHAN BETTINGER—tX, usa
JAVIS BRIDGES—nc, usa
DOUGLAS BRUMMELS—ne, usa
KARLTON BURNETT—nc, usa
MELVIN BURRELL—ca, usa
ANTHONY BUSH—ms, usa
SCOT CARTER—tn, usa
BHUPENDRAKUMAR CHOUHAN—Za
LINDSEY CONDON—tX, usa

JOAO BATISTA COSTA—nJ, usa
AGENOR DE MELLO—nY, usa
ANITA DOMJAN-KISS—hu
TODD & KAREN EISENMENGER—co, usa
JACOB ELKINS—ar, usa
TAMI ELLSWORTH—aZ, usa
ERICA FONSECA—tX, usa
FRANCHESCA GERMAN—nY, usa
OREN HADAR—il
MARCUS HARRELL—KY, usa
DAVID HELGESON—mn, usa
SEAN HENRY—tX, usa
ALAN HICKS—Za
RICHIE HUGHES—tn, usa
KELVIN KONG—sG
JON ARNE LINDSTAD—no

THOMAS MARCHBANKS—tn, usa
BRANDON & MOLLY MURRAY—oh, usa
CHRISTOS PAPADAVID—cY
ANAND PATEL—Za
ADRIAN RICHIE—in, usa
DWAYNE & AMANDA ROBERTS—tn, usa
TERJE RODSJO—no
GAARD & FREDDY RUUD—no
ANGEL SHERLIN—tn, usa
HEGE SVENNING—no
SHIH SIANG TAY—sG
TJ TRAVELSTAR—Za
FREDRIKA VAN DER MERWE—Za
TOMAZ VODNIK—at
COURTNEY WOODARD—tn, usa

MOSHE ASARAF—il
JESSI ASCHENBRENNER—co, usa
RANDY BRAUER —aZ, usa
CHEVIS BROOKS—Ga, usa
LECIA BRUNETTI—mi, usa
CURT BURGESS—ia, usa
STEVE BUTTERFIELD—tX, usa
NANCY & BARRY CAPONI—tX, usa
ELMARIO LUCI CARLOS—nY, usa
TIMOTHY DAVIS—il, usa
MARY ALICE FELDER—tn, usa

ANDRIANA HENSON—aZ, usa
CHEW HEOK HUANG—sG
DANNY HOYT—co, usa
THEODOROS & MARY IOANNOU—cY
BRYAN JENSEN—ut, usa
CHRISTOPHER JOHNSON—tn, usa
MICHELLE KOROSHETZ—co, usa
ASIMAKIS KRASSAS—cY
COLE KRUEGER—nd, usa
MARIOS PAFITIS—cY
AIMEE ELI PERREAULT—tn, usa

LARRY RAPER—nc, usa
ZACH SCHMIT—ia, usa
LEYSAN SHAGALIEVA—ru
MICHALIS SHIMITRAS—cY
GURMIT SINGH VIRK—sG
EMEL SULEJMAN—no
VITALY SUNDEEV—ru
MARIN TRIANTAFYLLOU—Gr
RYAN VOWINKEL—Wi, usa
KODY WILSON—co, usa
JULIE WITT—ca, usa



28 • VOYAGER Volume 5, Issue 1

RecoGnItIon
WORLDVENTURES

Worldventures representatives are on fi re, and the launch of dreamtrips life has only added fuel to an already bright 
fl ame. Below are the top-performing representatives from october to december 2011. Keep up the good work!

TOP SALESPEOPLE

the following reps sold the most dreamtrips memberships, dreamtrips life memberships, luxury dreamtrips memberships and rBses combined.

OCTOBER NOVEMBER DECEMBER

NAME SALES

KEITH VAUGHN—ms, usa 54

BILLY SHAFFER—oK, usa 51

ALEXIS & ASTERO ALEXANDROU—cY 30

BEN RAYMOND—oh, usa 30

TIAAN SCHUTTE—Za 27

RONALD CONROY—mn, usa 27

NIVES KUMER—si 24

DAMON SMITH—ia, usa 24

SHARON COUSINS—Za 24

NAQUITHAN TAYLOR—nc, usa 24

JONATHAN MORONI—mo, usa 24

JOHN & JESSICA KING—ms, usa 24

ERIC & ALELI DANTES—fl, usa 24

DAVID & LORIE GREEN—tn, usa 23

LAURA HAWKINS—oK, usa 21

NAME SALES

ERIC T. AVARITT—fl, usa 36

JAMES LEE—sG 36

ANDREAS ANTZOULIS—cY 30

SCOT CARTER—mn, usa 27

GILBERT RONALD—mn, usa 27

JOHANNA VAENMAN—no 26

THOMAS CONROY—va, usa 24

MICHALIS KOUNOUNIS—cY 24

CORNELIA VENTER—Za 23

ANDREW KELLY—il, usa 21

DEMETRIOS DEMETRIOU—cY 21

JEFFREY FLEURY—sG 21

MAY ELI LILLELOEKKEN—no 21

JEFFREY FLEURY—sG 21

REBECCA TURNER—il, usa 16

NAME SALES

GEORGIOS MARIA GEORGIOU—cY 30

RANDY RICKS—tX, usa 29

MITJA KERN—si 24

DAWN BROWN—Za 23

MARK AROLA—cY 21

PANAGIOTA KOSMAS 
ONISIFOROU—cY 21

CHEVIS BROOKS—Ga, usa 20

NIKOS CHATZIDOPAVLAKIS—Gr 18

JEFFREY FLEURY—sG 18

KENNETH HOFMANN—no 18

EDWARD PERRY—fl, usa 18

MICHAEL SANIDIOTIS—cY 18

JASMINE TAN—sG 18

STEVE WIPPER—mn, usa 18

DEAN SLATEV—oK, usa 14
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TOP DREAMTRIPS ENROLLERS

NAME SALES

CARRIE HOGUE—va, usa 89

GINGER HOGUE—va, usa 78

MAXINE 
CHICOINE-BAGOYE—ca, usa 64

FRANK VILLARREAL—tX, usa 40

BEVERLY ECHOLS—tX, usa 32

NEAL & DEBBIE MONTGOMERY 
AND DONNA & 
JAMES MARX—mo, usa 28

ED TERRANOVA—nJ, usa 27

SUSAN SUMMER—tX, usa 22

LORRAINE 
CALONG-HAIMSON—tX, usa 16

KELSEY VERNON—tX, usa 12

TODD BAKER—co, usa 11

EUGENE CAGE—ar, usa 9

LECIA BRUNETTI—mi, usa 9

ANASTASIA PITSES—mi, usa 9

JAN & BOB VERNON—tX, usa 7

NAME SALES

RONALD HICKMAN—ia, usa 64

GRETA BEELER—tn, usa 45

GINGER HOGUE—va, usa 44

CARRIE HOGUE—va, usa 43

JACOB ELKINS—ar, usa 23

BEVERLY ECHOLS—tX, usa 20

SUE APPLE—tn, usa 19

FRANK VILLARREAL—tX, usa 19

KAREN LEE—al, usa 18

SUSAN SUMMER—tX, usa 15

RAYMOND YANNUCCI—oh, usa 12

BRIAN SCHULLER—oh, usa 8

JULIANA DE BRES—tn, usa 8

EMILIA ULIBARRI—tX, usa 6

TODD BAKER—co, usa 5

NAME SALES

BARRY CAPONI—tX, usa 61

STEVE BUTTERFIELD—tX, usa 61

CARRIE HOGUE—va, usa 56

GINGER HOGUE—va, usa 50

EUGENE CAGE—ar, usa 42

DAVID CALL & 
JEFFREY THEISEN—co, usa 19

ROBERT SIMS—ca, usa 10

HARLEY TANNER—nv, usa 10

WALLACE DAVIS & 
BRYAN JENSEN—ut, usa 9

PHILIP JOHNSON—aZ, usa 9

MARILYN HALL—aZ, usa 9

RANDY BRAUER—aZ, usa 7

BEVERLY ECHOLS—tX, usa 6

LECIA BRUNETTI—mi, usa 6

MATTHEW & 
JENNIFER BORG—co, usa 6

the following reps enrolled the most dreamtrips memberships. many of these numbers include B2B sales.

OCTOBER NOVEMBER DECEMBER

RECOGNITION
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RECOGNITION

TOP DREAMTRIPS LIFE ENROLLERS

TOP ROOKIES

the following reps enrolled the most dreamtrips life memberships. 

the following reps (those who enrolled in the past 90 days) had the highest personal sales since joining Worldventures. 

OCTOBER

OCTOBER

NOVEMBER

NOVEMBER

DECEMBER

DECEMBER

NAME SALES

KEITH VAUGHN—ms, usa 18

BILLY SHAFFER—oK, usa 17

ALEXIS & ASTERO ALEXANDROU—cY 10

BEN RAYMOND—oh, usa 10

TIAAN SCHUTTE—Za 9

RONALD CONROY—mn, usa 9

NIVES KUMER—si 9

DAMON SMITH—ia, usa 8

SHARON COUSINS—Za 8

NAQUITHAN TAYLOR—nc, usa 8

DAVID & LORIE GREEN—tn, usa 8

JONATHAN MORONI—mo, usa 8

JOHN & JESSICA KING—ms, usa 8

LAURA HAWKINS—oK, usa 7

NAME SALES

TIAAN SCHUTTE—Za 18

NIVES KUMER—si 18

OLAV SKARPNES—no 14

J.C. ENGELBRECHT—Za 14

ILANA BROODRYK—Za 14

MARTA JERAJ—at 14

SULE BESTER—Za 14

GERRIE PRETORIUS—Za 14

SVETLANA GRIGOREVA—ru 12

KYRIAKOS CHARALAMBOUS—cY 12

GAYETRIE CHEDI—nl 12

ALEXANDER KVELLO-AUNE—no 12

MARIA CHRYSOSTOMOU—cY 12

ELIA STEFANIDOU & 
MIKE CHRYSOHOU—cY 12

RAMI HAIMOFF—il 12

NAME SALES

ANDREAS ANTZOULIS—cY 20

JOHANNA VAENMAN—no 18

MICHALIS KOUNOUNIS—cY 16

CORNELIA VENTER—Za 16

DEMETRIOS DEMETRIOU—cY 14

JEFFREY FLEURY—sG 14

ORATIOS IERODIAKONOU—cY 14

MAY ELI LILLELOEKKEN—no 14

ERIC T. AVARITT—fl, usa 12

MELVIN KELIE—nl 12

ANDREAS PARELLIS—cY 12

EVA RACZNE ROZMIS—hu 12

IOANNIS SERGIOU—cY 12

MONICA SKOGMO—no 12

ALII ZITKILOV—il 12

NAME SALES

GEORGIOS MARIA GEORGIOU—cY 20

MITJA KERN—si 16

DAWN BROWN—Za 15

PANAGIOTA KOSMAS 
ONISIFOROU—cY 14

RANDY RICKS—tX, usa 13

JEFFREY FLEURY—sG 12

ELIN HAGSTROM—no 12

KENNETH HOFMANN—no 12

ELEONORA NOVGORODOVA—ru 12

ABDUL GANI PHOPLONKER—Za 12

MICHAEL SANIDIOTIS—cY 12

GEORGE SERAPHIM—cY 12

SVETLANA DRUGANOVA & 
ANASTASIYA VOINOVA—ru 12

JASMINE TAN—sG 12

HENG TEE KOK—sG 12

NAME SALES

ERIC T. AVARITT—fl, usa 12

JAMES LEE—sG 12

ANDREAS ANTZOULIS—cY 10

SCOT CARTER—tn, usa 9

GILBERT RONALD—ct, usa 9

HAFSTEINN VILBERGSSON—uK 9

THOMAS CONROY—mn, usa 8

ANDREW KELLY—il, usa 8

MICHALIS KOUNOUNIS—cY 8

JOHANNA VAENMAN—no 8

CORNELIA VENTER—Za 8

DEMETRIOS DEMETRIOU—cY 7

JEFFREY FLEURY—sG 7

MAY ELI LILLELOEKKEN—no 7

NAME SALES

GEORGIOS MARIA GEORGIOU—cY 10

DAWN BROWN—Za 8

MITJA KERN—si 8

RANDY RICKS—tX, usa 8

MARK AROLA—cY 7

PANAGIOTA KOSMAS 
ONISIFOROU—cY 7

CHEVIS BROOKS—Ga, usa 6

NIKOS CHATZIDOPAVLAKIS—Gr 6

JEFFREY FLEURY—sG 6

ELIN HAGSTROM—no 6

KENNETH HOFMANN—no 6

EDWARD PERRY—fl, usa 6

MICHAEL SANIDIOTIS—cY 6

JASMINE TAN—sG 6

STEVE WIPPER—mn, usa 6
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RECOGNITION

TOP INCOME EARNERS

TOP DREAMTRIPPERS

$100,000 RING EARNERS

the following reps had the highest incomes in the listed months. 

the following reps took the most dreamtrips between the listed dates. 

OCTOBER

JAN. 1, 2011 – DEC. 31, 2011

NOVEMBER DECEMBER

NAME 
TROY BROWN & JEFF BOLF—oK, usa
MATT & RHONDA MORRIS—tX, usa
G5 GROUP—Ks, usa
KARI & LISHA SCHNEIDER—ca, usa
DAVID PIETSCH—mn, usa
JEFFERSON SANTOS—nv, usa
WES MELCHER—tX, usa
PETER POWDERHAM & SHUSH ARYA—uK
MARTIN RUOF—ca, usa
CARLOS ROGERS—tX, usa

NAME 
MATT & RHONDA MORRIS—tX, usa
TROY BROWN & JEFF BOLF—oK, usa
G5 GROUP—Ks, usa
KARI & LISHA SCHNEIDER—ca, usa
DAVID PIETSCH—mn, usa
JOHNNY & CRYSTAL WIMBREY—tX, usa
MARTIN RUOF—ca, usa
JEFFERSON SANTOS—nv, usa
WES MELCHER—tX, usa
CARLOS ROGERS—tX, usa

NAME 
G5 GROUP—Ks, usa
TROY BROWN & JEFF BOLF—oK, usa
MATT & RHONDA MORRIS—tX, usa
KARI & LISHA SCHNEIDER—ca, usa
DAVID PIETSCH—mn, usa
MARTIN RUOF—ca, usa
JOHNNY & CRYSTAL WIMBREY—tX, usa
PETER POWDERHAM & SHUSH ARYA—uK
JEFFERSON SANTOS—nv, usa
WES MELCHER—tX, usa

NAME TRIPS

CHRIS & RITA MAYBERRY—tn, usa 12

OZ KOREN & 
MICHAEL GURVICH—il 8

LIRIT MAMO—il 7

ANDREAS ANDREOU—cY 6

NATHAN FRANCE—mn, usa 6

CHRISTOS VARNAVAS—cY 6

DARLA FOUTZ—aZ, usa 5

NAME TRIPS

OREN AZULAY &  
MAROM BEN SIMHON—il 5

KARI & LISHA SCHNEIDER—ca, usa 5

BRIAN DUNIVANT—tX, usa 4

LEAD EFRATH—il 4

JOHN & CINDY FULTON—tX, usa 4

CYNTHIA GOMEZ—tX, usa 4

JON KEIM—il, usa 4

NAME TRIPS

DAVID LOVELESS—tn, usa 4 

FARRAH SIMMONS—tX, usa 4

GAIL SPEARS & 
BOBBY COCHRAN—oh, usa 4

JEFFREY STEWART—Wa, usa 4

TARRA & JOHN WEST—Wa, usa 4

RANDY & ANN OSTROM—la, usa GAIL SPEARS & BOBBY COCHRAN—oh, usa
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Scan the QR code or visit 
WVOnDemand.com’s video 
library to view scenes from 
last year’s RMD Trip—they’ll 
blow you away!

“The RMD Trip is the most fun DreamTrip we’ve ever taken! 
You have not been on a DreamTrip until you have been on 
the RMD Trip!”
— Jefferson & Megan Santos, International Marketing Directors

If you haven’t reached RMD, now’s the time 
to amp up your team and push yourself by 
UNITED! 2012 in April. This is something you 
defi nitely don’t want to miss. And if your RMD 
status has recently lapsed, relax. You can still 
purchase this trip at an unbelievable price. But 
this is a one-time-only offer.

So get here, already. Make RMD for at least eight 
months during the March 1, 2011, to 
UNITED! 2012 qualifying period and you can 
eat, drink, relax, dance, stay up late, reconnect 
and tap in to some of the best training. Go 
ahead. You’ve earned it. 

Watch for details about the 2012 RMD Trip in June! 

“The cream of the crop gets together once a year to 
master-mind, exchange million-dollar ideas, let our hair 
down, play, have fun and enjoy what we’ve earned among 
our peers, while introducing new RMDs to a new taste on 
life. This trip was absolutely priceless!”
—Dave & Yvette Ulloa, International Marketing Directors

“This trip was a major milestone in our journey to the top! It was 
important to experience it so that we could come back and help 
motivate others to accomplish the RMD level with urgency.” 
—Raymond & Janie Braun, National Marketing Directors

Now you’ve asked for it! You’ve been 
absolutely brilliant motivating your 
team, inspiring your downline, 

answering every challenge and meeting every 
milestone. And, now, because of your hard 
work and total buy-in, because you plugged 
in to trainings, because of your attitude and 
perseverance, belief in yourself and trust in 
your team, you’ve reached the coveted level of 
Regional Marketing Director. Now what? 

Now you get what’s coming to you: the 2012 
RMD Trip. Now you get an all-expenses-paid 
fi ve-star excursion for two to recharge and 
refl ect in paradise—not to mention receiving 
the training of a lifetime. Now you get to party 
and rub elbows with WorldVentures executives 
and fellow Regional Marketing Directors, 
National Marketing Directors and International 
Marketing Directors who have not only made 
their mark on WorldVentures, they’ve also 
blazed paths for others to follow. Now you can 
continue to change people’s lives (and your 
own) by learning how to take your business to 
unforeseen heights. Can you say IMD? Embrace 
that concept. The sky’s the limit. 

by Chancellor Page

All RMD photos by Martin Ruof

WORD UP

NEED MOTIVATION?

FEATUREVisit WorldVenturesDreamTrips.com, and put a little more life in your life!
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by michele hurst 

Norway
The Land of the Midnight Sun

PASSPORT
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Norway is a natural destination for 
nature lovers, with its fjords, idyllic 
verdant valleys, surrounding 

waterways and serene mountain wilderness 
that seemingly goes on forever. Borne out of 
the purest glacial activity in the nearby Arctic 
Circle, Norway is a land characterized by 
stunning scenery and amazing wildlife.

Norway’s founding can be traced back to 
7000 B.C., when the fi rst settlers arrived. 
They thrived for thousands of years in small 
communities, which eventually evolved into 
permanent settlements, and later kingdoms, 
during the reign of the Vikings. Known as 
hunter-gathers, early Norwegian life is 
depicted on the many “petroglyphs” that 
remain, with scenes of hunting, and 
common wildlife. Archaeologists are still 
discovering and uncovering these ancient 
images in Norway, the most recent found 
in 2009. They have also found bronze 

weapons and other remains in the north, 
many dating back to 1500 B.C., giving us 
a glimpse into what life was like for the 
fi rst Norwegians. 

Perhaps the most famous of Norway’s early 
inhabitants are the Vikings, and there’s no 
better place to discover the culture, life 
and heritage of the Vikings than in Oslo. 
Visit the city’s Viking Ship Museum and 
gain insight into how these barbarous 
seafarers honed their skills as merchants 
and traders. You’ll see their remarkable 
craftsmanship fi rsthand and even view a 
ninth-century Viking vessel, which, the 
Vikings believed, carried warriors’ souls 
to a place across time known as “Valhalla.” 

But there’s more to Oslo than the Vikings; 
it’s also home to the Nobel Peace Prize. 
Following the annual ceremony at Oslo’s 
city hall, an honorary torchlight parade is 

held to celebrate the crowning of the 
newest Nobel Peace Laureate. Named after 
Alfred Nobel, the award honors those who 
promote peace across the nations, advocate 
human rights, resolve confl ict, and work 
in arms control. Since the fi rst prize was 
presented in 1901, almost 100 of the awards 
have been given. Among the recipients of 
the award are Martin Luther King Jr. in 
1964, the Dalai Lama in 1989 and Liu Xiaobo 
in 2010 for their non-violent campaigns for 
equality and human rights.  

North of Oslo, within the Arctic Circle, is the 
city of Tromsø. Also referred to as “the Paris 
of the North,” Tromsø is a postcard-worthy 
urban town set amongst a backdrop of 
panoramic mountain ranges. A mild climate 
resulting from the warm Gulf Stream and 
North Atlantic Drift make months between 
May and September a popular time to visit. 
As the end of the year nears, Tromsø readies 

PASSPORT
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for winter festivals and Christmas concerts 
with elaborately decorated villages, and local 
and national performers. Handmade art is 
available year-round at local fairs, and is at 
its height during the winter months.

Arguably Tromsø’s most popular attraction 
in winter is the aurora borealis, or “Northern 
Lights.” The northern portion of Norway, 
where Tromsø is situated, is one of the best 
places in the world to view this explosion 
of color. Caused by large solar fl ares and solar 
winds, highly charged particles from the sun 
are blown into the earth’s atmosphere and 
interact with the magnetic shield around 
the North Pole, culminating in a rainbow of 
waving colored bands. Local retailers rent 
skygazers snowmobiles for the evening so 
they can experience the freedom of riding 
through the winter’s freshly fallen snow, 
under the brightly lit nighttime sky.

As the summer sun makes its appearance 
again over Norway’s steep mountain peaks, 
and the Northern Lights disappear for the year, 
the days become longer. Because of its high 
latitude, the sun never completely sets below 
the horizon, leading the country to be dubbed 
“The Land of the Midnight Sun.” 

It’s not uncommon for urbanites to venture 
out and enjoy a weekend deep within the 
countryside or to go skiing in the winter or 
hiking through the forests in the summer. 
Norwegians identify closely with nature and 
are drawn to the richness of its wilderness. 
They believe it’s healthy, both physically and 
spiritually, to leave the day-to-day world 
behind and enjoy the solitude of the unspoiled 
landscape, allowing for some well-deserved 
peace and quiet. 

The nation is a thriving landscape of progressives 
who believe in egalitarian values and equality 
for every citizen. In 2001, Norway was reported 
to have the highest-ranked standard of living in 
the world, based on health, education and overall 
quality of life. 

Norway is a land that has become known for its 
clean, burgeoning urban towns and fl ourishing 
forests that remain undeveloped and fi lled 
with wildlife. And with its stunning scenery, a 
culture rich in history and modern-day city life 
intimately tied to its unspoiled surroundings, it 
is a land of rugged peaceful communities keen 
on maintaining its strong traditions. 

Did You Know? 
• WorldVentures launched in Norway in October 2010.    
 Norway is currently one of our largest international markets.

• You can explore the fjords and forests of Norway on a    
 DreamTrip—just browse through the latest offerings on the 
 DreamTrips website.

• Marketing Directors Erlend Vatne and Eric Gusevik lead    
 the Norwegian team, and they’ll soon reach Regional    
 Marketing Director. 

• WorldVentures launched in Norway in October 2010.    • WorldVentures launched in Norway in October 2010.    • WorldVentures launched in Norway in October 2010.    
 Norway is currently one of our largest international markets.

tromsø’s northern lights

nobel Peace Prize

norway’s early inhabitants were the vikings.

PASSPORT
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with Keith Brown

V: What was your “why”?
KB: I was just sick of work. I didn’t want to do 
it anymore. Troy Brown was the fi rst top earner 
in the company that I met. And he told me 
about his career before WorldVentures as an 
anesthesiologist and then what his lifestyle has 
been like since being a part of WorldVentures. 
I wanted that lifestyle. I wanted to be able to 
sleep until I was tired of sleeping. I wanted to 
be able to go on all these vacations that he said 
he had been on in just a year’s time. I wanted 
that lifestyle, and I was always taught that if 
you want what someone else has, you have 
to do what they’re doing. You have to listen to 
whatever they tell you to do. 

V: Where do you see your 
WorldVentures business taking 
you in the future?
KB: Wow, I think about what my 15-year-old 
son’s life will be like as a result of building 
this business. I have this vision of my son 
with his children, and they’re all in this big 
house in front of their fi replace. But above 
the fi replace is a picture of me, and my son is 
telling my grandchildren, “We are living the 
lifestyle that we’re living now because of your 
grandfather.” This is where it started. I’m 
looking at generations of wealth coming in 
from being part of WorldVentures.

V: Describe your experience 
so far in fi ve words.
KB: Five words? Fun, fun, fun, fun, fun!

AQ
Voyager: What is it about 
WorldVentures and 
Dreamtrips that really 
speaks to people?
Keith Brown: I think it’s about having 
the ability to travel the world at these 
prices; that alone speaks volumes. 
Everybody wants to travel, so we have 
a product that’s an inherent “Yes.” 
Makeup appeals to women, and 
nutrient-rich juices appeal to athletes, 
but traveling appeals to everybody—
whether you’re young or old. Plus, it’s 
fun and easy to present. 

V: How do you promote the 
Dreamtrips Membership?
KB: We have travel parties seven 
days a week in set locations, and I 
think that’s one of the major factors 
for us growing so fast. 

V: What has been your key 
to success?
KB: We train on what to do during travel parties. 
There’s a way team members should conduct 
themselves, because when the guests show up, 
they don’t know who’s a Rep and who’s a guest. 
So when our Reps are watching the presentation, 
they’re into it. So, when I say, “Hey, raise your 
hands if you visit a store,” everybody raises 
their hands. If I crack a joke, whether the Reps 
have heard it a thousand times, they still laugh 
at it like it’s the fi rst time. 

One thing Troy Brown told me is that people 
do what you do, not what you say. So if 
they see other people there into it, they’ll 
get into it and be more accepting. It’s almost 
like giving them permission to like what 
they’re seeing. Everybody likes to be part of 
the in-crowd. So, they think, “OK, they’re 
liking it, so I’ll like it, too.” 

And then, at the end of the presentation, 
whenever somebody signs up, we turn it 
into a big deal. People who are on the fence, 
they want to be a part of that. They want to be 
the center of attention. So the next thing you 
know, they’re fi lling out their applications, too. 

A
once an employee for the chicago transit authority, Worldventures marketing director Keith Brown 
stopped by the Worldventures corporate offi ce in Plano, texas, to talk travel parties and why his 
experience so far can be summed up in one three-letter word.

& 

Voyager
WorldVentures and 
Dreamtrips that really 
speaks to people?
Keith Brown: 
the ability to travel the world at these 
prices; that alone speaks volumes. 
Everybody wants to travel, so we have 
a product that’s an inherent “Yes.” 
Makeup appeals to women, and 
nutrient-rich juices appeal to athletes, 
but traveling appeals to everybody—
whether you’re young or old. Plus, it’s 
fun and easy to present.

V: 
Dreamtrips Membership?
KB:
days a week in set locations, and I 

V: What has been your key 
to success?

tIPs FoR 
sUccess
• Know your “why.”
• make it about your 
   team, not yourself. 
• stay focused.
• never quit.

CONVERSATIONS
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Pat conrey

 Karlton Burnett

rodolfo robles Jr.

maricela & Joseph irons

FEATURE

As A View from the Edge concluded in Amsterdam and Dallas, we left you with a challenge: “Share the Love, and 
Live the Dream.” The rules were simple: For every two DreamTrips, DreamTrips Life, Luxury DreamTrips and 
DreamTrips U memberships you personally sponsored, we gave you Rovia Bucks to put toward a DreamTrip or 

Rovia travel. And if you were among the top 20 salespeople who attended A View from the Edge, you took home two 
tickets to UNITED! 2012 and a three-night stay at the Paris Las Vegas Hotel, where the event will be held. 
(You'll know these Reps by the asterisks next to their names in the list on the opposite page.)

LShare the    ove, 
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heather & neal nations fred & Bethany Brown

Kessa & Johnnie moore

FEATURE

Representatives who personally sponsored at least eight members, though, may have earned the sweetest prize: a spot in Voyager.
So, without further ado, meet the WorldVentures Reps who took the challenge, succeeded and are living the dream!

Rodolfo Robles Jr.* CO, USA
Fred & Bethany Brown* TX, USA
Erik Murphy  IL, USA
Frank Harmon* MS, USA
Caydrick Bloomquist  KS, USA
Joseph & Mari Irons* TX, USA
Aaron Richie  IN, USA
Giorgio DeAlmeida*  NY, USA

Edward Johnson IL, USA
Angie Weaver  IL, USA
Karlton Burnett NC, USA
Sonya Fain TN, USA
Dario Montoya* CO, USA
Nikesh Bhakta CO, USA
Naquithan Taylor NC, USA
Jake & Kendra Stinson* KY, USA

Brandon & Molly Murray  OH, USA
Josh McKee  OH, USA
Thomas Conroy* MN, USA
Johnnie Moore Sr.*  NE, USA
Neal & Heather Nations  TX, USA
Pat Conrey CO, USA

*These Representatives also attended the View and earned two tickets to UNITED! 2012 and a three-night stay at the 
Paris Las Vegas Hotel in Las Vegas, Nevada.

D Share the    ove, Live the    ream 



GREAT ESCAPES
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You might be wondering what has changed in the cruise line 
industry over the past 10 years. Well, a lot, actually. Las Vegas isn’t 
the only place where you can enjoy an experience beyond your 

wildest dreams under one roof or night sky. Consider taking an escape 
across the ocean, one the entire family can enjoy! 

Norwegian Cruise Line has made their impact on today’s generation of 
cruisers, with cruises departing from the Caribbean, Europe, Alaska and 
Bermuda, to name just a few ports of call. When you hit the high seas 
with Norwegian, a variety of endless entertainment options are at your 
fi ngertips—from Vegas-style shows and family water parks to nightly live 
comedy troupes. Just pick your preference any day or night of the week, 
and let the fun begin. When you cruise with Norwegian, you’re in control 
of your schedule—you’re “Freestyle Cruising.” 

Since Norwegian debuted Freestyle Cruising in 2000, the cruise line 
has taken the cruise experience and kicked it up a few notches. Gone 
are the days of getting on the early or late dining lists, attending formal 
dress dinners and having limited options. Today you can experience 
fi ve-star cuisine or take advantage of your ship’s 24-hour room service. 
Norwegian gives you the freedom to dine when and where you please, 
and with whom. You can choose from daily buffets, custom-order 
stations, and main dining room feasts suitable for every palate. Come 
with an appetite and indulge in a culinary adventure that will take you 
on a tour of the world’s fl avors. 

When it comes to time spent cruising at sea, don’t miss the chance to 
explore the great indoors. Kids will enjoy playing Nintendo Wii on the 
two-story television screen, participating in a supervised treasure hunt, 
making pizza, or doing arts and crafts. And when you’re ready for fresh 
air, hop on deck, where you’ll fi nd water slides of epic proportions, hot 
tubs for every day of the week, and seemingly endless areas to lounge 
about and soak up the sun. But be sure to leave time for a family-friendly 
game of basketball on the full-size court, or compete with your favorite 
teenager for the fastest time as you ascend the 33-foot rock climbing 
wall, all while fl oating upon the peaceful sea. And that’s just the onboard 
excitement available on your Norwegian cruise. 

With Norwegian’s Freestyle Cruising, you won’t need to make plans 
for every day at sea, and there’s no limit to the fun you’ll fi nd when 
choosing your land excursions once you reach your port of call. With all 
that’s available to you onboard, you may not want to leave when the time 
comes to explore the shores.

But the options on land are pretty incredible. Go dog-sledding in Alaska. 
Sip wine in Cyprus. Explore Mayan ruins in Mexico. Whatever you do, 
you’ll fi nd convenient, safe—yet exciting—excursions that will have you 
snapping photos at every turn. 

When booking your next cruise, choose Norwegian and enjoy the freedom 
to dine, dress and dance aboard one of their Freestyle cruises. You’ll 
experience the dawning of a new age in cruising that is innovative and 
entertaining, as well as one that can be enjoyed by the entire family.  

Take

Sea
to the by Michele Hurst

GREAT ESCAPES
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If you just want a weekend getaway, then 
board the Norwegian Sky, which will have 
you fl oating on gentle waters for three days, 
taking you from Miami, Florida, to the 
Bahamas. You’ll enjoy beautiful beach-lined 
coasts, blue waters and picturesque villages, 
where you can hunt for rare local treasures, 
swim with the dolphins or relax along the 
beautiful beaches of Nassau. 

Norwegian’s Epic, the ship that changed 
cruising history, offers the latest in state-
of-the-art fi tness centers and world-class 
entertainment, including performances 
from the Blue Man Group. Cruise along the 
Mediterranean, starting in Barcelona and 
stopping off in France, while touring the coasts 
where you’ll discover Paleolithic cave paintings 
and architecture dating back 600 B.C. 

WAT C H  F O R  D R E A M T R I P S  O N  T H E S E  S H I P S  S O O N !

Norwegian Spirit Norwegian Sky Norwegian Epic

Norwegian Cruise Line has amazing offers 
to destinations worldwide. Choose a seven-
day cruise on the Spirit to the Caribbean 
departing out of New Orleans, Louisiana. 
You’ll cruise along the cerulean-blue waters 
of the Gulf of Mexico over to Belize, where 
you can go cave tubing or trek through the 
rainforest, before heading back to the ship 
for a night of dancing.

Norwegian Spirit Norwegian Sky Norwegian Epic

Meet Norwegian’s Newest All-Stars

GREAT ESCAPES
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Bermuda Cruise on the 
Norwegian Gem 
April 29 – May 5, 2012
Starting at $375.50 per person, based on 
double occupancy, plus port fees and taxes

May Alaska Cruise on the 
Norwegian Pearl
May 20 – May 27, 2012 
Starting at $454 per person, based on double 
occupancy, plus port fees and taxes

Mediterranean Cruise on the 
Norwegian epic
April 25 – April 29, 2012 
Starting at $300.80 per person, based on 
double occupancy, plus port fees and taxes

Norwegian Epic

Norwegian Gem

Norwegian Pearl

Upcoming 
DreamTrips

Please check your DreamTrips website for complete 
pricing and availability.
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A smart plan of action will help 

you and your business thrive. 

by Erin K. Casey

CHECKLIST

any people start their home-based 
businesses “on the side.” You may be one 
of them—working at a full- or part-time 
job and taking care of a family in addition 
to running your WorldVentures business. 
It’s exhilarating, it’s fun… and let’s be 
real, sometimes it can be exhausting.  

Here’s the good news: Life doesn’t have 
to be “crazy-busy.” Here are a few tips 
to help you move from overwhelmed to 
less stressed.
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WorldVentures Marketing, LLC—USA & Canada
Annual Income Disclosure Statement

WorldVentures has designed its compensation plan to reward Independent Sales Representatives for: (1) successfully making personal sales of 
WorldVentures’ retail products (DreamTrips, DreamTrips Life and Luxury DreamTrips memberships); and (2) successfully building sales organizations by 
recruiting, training and motivating other team members to do the same. Below is an income breakdown for fiscal year 2010 in the United States.

Promotion Level
High 

Commissions & 
Overrides

Low 
Commissions & 

Overrides

Median 
Commissions & 

Overrides

Average 
Commissions & 

Overrides

Percent of 
Independent Reps

Active Representative $28,480 $20 $20 $108.26 18.212%

Qualified Representative $15,930 $20 $300 $518.41 3.961%

Senior Representative $29,140 $200 $2,930 $4,337.91 0.534%

Director $87,200 $2,422 $17,100 $20,141.05 0.239%

Marketing Director $166,920 $18,540 $50,850 $64,854.45 0.061%

Regional Marketing Director $230,868 $70,430 $99,880 $136,020.07 0.024%

National Marketing Director $306,060 $181,096 $220,830 $232,204.00 0.005%

International Marketing Director $1,304,500 $311,480 $377,590 $607,421.21 0.022%

On an annual basis (fiscal year 2010), 23.06 percent of all Independent Representatives (“IRs”) earned a commission or override, while 76.94 
percent did not. The average annual commission or override earnings of all IRs, including those who did not earn a commission or override, 
was $292.46. The average annual commission or override earnings of that group of IRs who earned a commission or override was $1,268.40, 
and the median was $108.26. The data presented in the table above is based only on those IRs who earned a commission or override within the 
time period of fiscal year 2010.

Look at the Big Picture
The fi rst step to lowering your stress level is to evaluate the demands 
on your time. Start by listing everything on your plate: the goals you 
want to reach in your business and what it will take to reach them, 
appointments you need to make, people you need to call, as well as all 
the personal, family and community activities you feel like you should 
be doing. 

One piece of paper may not be enough! Success psychology expert 
Ann Vertel recommends sorting things out by categories on separate 
pieces of paper labeled “To-Do Work,” “To-Do Personal,” “To Call,” 
“To Buy,” etc. 

Delegate or Delete
Once you have all your tasks listed, ask: What can I delegate? What 
items on my list can be handled by someone else? 

Sometimes it can be diffi cult to see what we don’t have to do. If you 
can’t see what to delegate, ask a mentor to go through the list with 
you and help you identify what could and should be handled by 
someone else. 

Also, look for items that can be deleted altogether. For instance, you 
may not have listed “watching Dancing with the Stars” on your to-do 
list, but if television consumes your valuable time, consider taking a 
hiatus. Use that hour to complete tasks that only you can do. 

Once you’ve narrowed down your list, it’s time to put the right 
systems in place. 

Work the Systems
My friend Joelle has a booming network marketing business. As a 
leader in her organization, she has several hundred people in her 
downline. In the past few years, she’s cared for her ailing parents and 
in-laws and dealt with the loss of her father after his long battle with a 

CHECKLIST

Checklist for Being Less Stressed and More Productive

  list everything you want, need or feel you should do.

  What tasks can you delete or delegate? 

  What systems do you need to develop? 

  What existing services or relationships can you tap into that would 
empower you to be more successful and less stressed? 

  Journal about the things you’re doing right. celebrate your successes!

mentally debilitating disease. Her husband was laid off twice, leaving 
her as the sole income earner for several months at a time. By putting 
the right systems in place, she was able to survive and thrive during 
some very challenging times. 

Systems can include an assistant or intern, automated programs that 
welcome new customers or handle common functions, meal planning, 
a good time-management/reminder tool, a house cleaner, or friends 
who “have your back.” 

Joelle connected with other people and organizations that provided 
everything from meal-delivery services to advice on fi nding good 
doctors and special-needs facilities. She also learned not to be shy 
about asking her brothers to pitch in and help with her parents. 
She could have easily thrown up her hands and said, “Enough! I’ll 
work my business when I have the time and energy.” Instead, she 
set up boundaries and effi cient systems; she surrounded herself with 
supportive and positive people; and she continued to renew her energy 
by building a strong business. Joelle did it, and you can, too. 
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Listen. It’s a six-letter word that seems so simple, and we think we do it all day, every day, 
but do we really? To listen means putting our egos and preconceived opinions behind 
us and actively taking into consideration someone else’s ideas—and the possibility that 
they might be better than our own. If Gail Spears, with her more than 30 years’ corporate 
experience, hadn’t listened to 22-year-old Carlos Rogers, she may have never reclaimed 
her lost time (page 10). Take Gail’s lead and make it a goal to stop hearing teammates, 
trainers and leaders, and to listen. You may just like what you learn.

Newlyweds Rob and Jenn Flick discovered their dolce vita (beautiful life) on the Italian 
coast, made possible through their work with WorldVentures (page 12). What would 
your dolce vita look like? Would it include relaxing on the beach with your children? Or 
would it have you working from home full time? Create a “vision board” with photos 
clipped from magazines and posted on a bulletin board to visually remind you of the 
lifestyle you’re working toward.

Ever heard “Facts tell, but testimonies sell”? It’s true—a good testimony can help you 
market your WorldVentures business tremendously, and the fi rst step in putting together 
your testimonial is identifying your “why.” Why are you a WorldVentures Representative? 
For Marketing Director Keith Brown, it’s an easy question with an easy answer (page 37). 
But now, it’s your turn: What is your “why”? Got it? Now start sharing it.

Feel like you’re running nonstop every day? You’re not alone, but, luckily, there are 
solutions for this all-too-common (and exhausting) problem. Check out “Checklist” and 
resolve to incorporate one of the suggestions into your daily actions (page 44). This is one 
task that may actually make your life a little less stressful!

DreamTrips are at the very heart of our business, and new Representatives who take 
one within their fi rst 90 days are more likely to be successful with WorldVentures. 
Don’t believe us? Look at IMDs Kari and Lisha Schneider (page 16). “The pure 
enthusiasm from our fi rst trip propelled us to start the business part time,” Kari says. 
Do you have a new teammate who hasn’t taken a DreamTrip? Encourage them to book 
their fi rst one today—they’ll thank you when they’re recognized on stage at an event.

1

2

3

4

5

TAKE ACTION

ItIneRARY
YOU’VE READ THE PAGES, NOW WHAT WILL YOU DO?



Every child needs 
a strong foundation.

Help us build it.

Children thrive when they feel safe, loved and free to explore the world—and our 
future depends on their success. The Manifest Foundation is building a legacy of 

caring for underprivileged children around the globe. We’re looking for people who 
are ready to share their time and resources in this effort. 

Be the change you wish to see. Build the foundation. 

Have questions or want more information about how to support the Manifest 
Foundation? Visit the ManifestFoundation.org and click “Contact Us.”

  Facebook.com/ManifestFoundation



Visit WorldVenturesDreamTrips.com, and put a little more life in your life!


