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and embodied the principles in not only The Millionaire
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Network Marketing and so much more. She has stood beside
me on stages around the world and delivered the heart and soul
of this training that began with Bobby DePew and Jim Rohn so
many years ago.
During The Millionaire Training four decades ago, I
predicted the substantial impact women would have in network
marketing. Today, 70% of people in network marketing are
women. Because women and men assimilate and disseminate
information differently, the same philosophies and concepts
delivered by me (and now by Taylor) will have a greater impact
in the future of our profession which is dominated by women.
I know of no other person than my wife, Taylor, who is
better qualified to continue delivering these invaluable
principles. Taylor is the founder of The SheNetwork and my
training partner in the LT WealthBuilding Academy.
Taylor has blessed me immensely in her love and support
through the years. I have no doubt she will continue to inspire
and teach many entrepreneurs, especially women, these
principles. I have the greatest confidence that the torch that
was given to me by Bobby and Jim will burn brightly through
Taylor for many years to come.
*****
And, finally...it would be inappropriate to refer to this
publication as merely ‘a book’ - implying that it’s intended to
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educate or entertain those who read it. I believe it would be far
more accurate to refer to its contents as a source of ideas and
insights that have been used by many people around the world
as a “success manual” to increase their wealth and enhance
their personal life.
If that happened for ordinary working people like those
who you will read about on these pages, it can happen for YOU
– provided you not only read this book, but that you assimilate
and internalize its truths to the extent that the contents become
part of who and how you are. The good news is, you can do
that!
Larry Thompson
September 5, 2020
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FOREWORD

by John Fleming
I felt honored when Larry Thompson asked me to provide
a foreword for his book, The Millionaire Training. Larry and I
started direct selling careers with the same company. We
learned from the absolute best. A few, including Larry, went
on to become legendary in their contributions. Larry's good
friend, Mark Hughes, founder of Herbalife International, and
Jim Rohn are names that many of us will never forget. Each of
the three (Mark, Larry, and Jim) became known for the
leadership, inspiration, teaching, coaching, and mentorship
that became the foundation of what we know today as
Herbalife. Mark was the charismatic founder and leader, Jim
was the motivation and inspiration, and Larry, the teacher,
coach, mentor, and builder.
Over 50 years ago, Larry Thompson found a way to
reduce complexity to simplicity. Perhaps this is why Larry and
I have become such good friends. My respect, appreciation,
and enjoyment of our friendship probably have a lot to do with
my background and way of thinking. I always wanted to
become an architect. As a kid, I loved to draw buildings, not
things or people. I chose my college based solely upon the
xiii
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relationship of the college with the legendary architect Ludwig
Mies van der Rohe, the founder of the school of architecture at
the Illinois Institute of Technology. Mies was an influencer in
the world-renown Bauhaus School of Design founded in
Germany in 1919 by architect Walter Gropius.
I worked in the office of Mies van der Rohe while he was
still living, and the impact of a "less is more" philosophy,
applied to architecture, changed my entire way of thinking
about everything else I would do in life. I also learned to
understand that good design is only meaningful when it leads
to good construction. The pyramids in Egypt, the Parthenon in
Athens, Greece, and many other structures that remain
standing, in whole or part, throughout the world are evidence
of the lasting effect of great design. Yet, as amazing as the
designs are, they would not have lasting influence were they
not built in a way that stood the test of time.
To this day, we do not understand precisely how the
pyramids or other ancient structures I have mentioned were
constructed. How could anyone have possibly built some of
those structures more than 2,000 years ago? These thoughts
relative to my love and respect for architectural history relate
to how I think about Larry. I view Larry as one of the great
builders of the direct selling business model. His businessbuilding construction techniques are legendary.
The stories herein are amazing … stories that need to be
told! Each one is an incredible example of how the direct
selling model was used to accomplish extraordinary success.
Most of the stories are about those who built their businesses
as independent contractors. Some are about how personal
efforts have contributed to the growth of other significant
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direct selling companies. Foundational to each story is an
encounter with Larry Thompson and the adoption of his
principles. His approach to how we can adopt behaviors and
duplicate behaviors in others remain legendary teaching
concepts. His ideas remain as relevant today as at any time in
the past, perhaps even more relevant.
As this book goes to press, the direct selling channel of
distribution, which is often recognized by such other labels as
Network Marketing, Social Selling, Social Entrepreneurship,
or Social Commerce, is at an inflection point. The business
model's attributes are being refined, and often redefined, to
better position opportunities that will resonate in a marketplace
that has grown to embrace technology and simplification in
how we work and live. I call this new frontier the gig economy
because of the enormous opportunities it offers, the incredible
use of technology, and the simplicity associated with gig
income-earning opportunities.
The opportunity to earn $500 to $1,500 per month, in
ways that offer flexibility and freedom in how the work is done,
has attracted an estimated 50 million-plus Americans to gig
opportunities. The current world changes may accelerate this
growth. There always will be some people who will earn a lot
more than the income range we have mentioned, and their
leadership can make it possible for more people to experience
what they desire.
Direct selling companies are a part of the gig economy,
and the opportunity to thrive has, perhaps, never been greater.
However, new opportunities also require the development of,
and adherence to, foundational principles that enable the
building of lasting structures. I am not surprised that Larry has
an excellent vision for what the future holds. The pyramids still
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stand, and so do the basic principles Larry has advocated over
many years. How the principles are used and supported by
technology has changed.
The stories on the following pages are the beginning.
These stories are testimonies. They are also building blocks.
Read them carefully as times are changing, and the future is
always faster than we think. In fact, we are in the future! The
stories are not about the present and past; they are about what
the future holds. Will there be modifications? Of course. It is
my pleasure to have been able to share a few words before you
read some of the greatest stories ever told, relative to direct
selling!
John Fleming

John T. Fleming is a student and advocate of the
direct selling channel of distribution. His many years
of involvement with the direct selling business
model has been through actual participation as a
direct seller, as an officer and pace-setter within one
of the world's largest direct selling companies, as
well as Publisher and Editor-in-Chief of Direct Selling
News, Researcher, Consultant, Speaker, and Writer.
Acknowledgment of John's accomplishments,
advocacy, and understanding of the direct selling business model is best
summarized by the three most distinguished awards he has received: the
Direct Selling Education Foundation's Circle of Honor award in 1997, and
induction into the Direct Selling Association Hall of Fame and recipient of
the first Direct Selling News Lifetime Achievement Award, both in 2016.
You can read more of his story at www.johntfleming.info. John is currently
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the Project Lead on the Ultimate Gig Research Project and co-author of
Ultimate Gig, www.ultimategigbook.com.

How to Employ Yourself
Now, I’m going to share one other thing with you that will
bring this together for you as far as, how do we put all this into
practice every single day? How do we go from 8 o’clock this
morning to 5 o’clock this afternoon? How are we going to do
it?
It’s a subject that I call, employ yourself.
Why don’t you get out a fresh piece of paper for this?
Employ yourself. Habits, remember the habits thing? The only
way you can get rid of a bad habit is to replace it with a good
habit, right? And you’ve just got to keep switching it. I’m
going to talk to about employing yourself, how to employ you.
Everyone says, “It’s okay to talk to yourself, but don’t
answer,” right? Don’t you buy that story. You want to really
get excited. You want to have a good conversation with
yourself:
“Yeah, but let me tell you this.”
“Yeah, but what about this,” right?
And then, just slap yourself around.
You’ve got to do it sometimes. You’ve got to get intense
just like there was somebody else there. You’ve got to talk with
the inflections, the whole deal. You can’t say, “Well, the reason
you’re not doing well, Larry...” that just doesn’t cut it. I had to
learn how to employ myself. Sometimes, we need crutches to
74
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get us through life. Sometimes, we need mental crutches to get
us through life, mental crutches.
You’re up here on this stage, and you fall down and break
your ankle. You’re all by yourself. There’s not one other
person in this hotel. You fall down right here and break your
ankle. You’ve got to get off the stage, down the aisle, down the
corridor, past the coffee shop, out the front door, across the
street to the parking lot to get to your car. You’ve got a broken
ankle.
Can you get there? Yeah. Would it be painful? Absolutely.
And if you’re all by yourself, there’s not one person to help
you. You could get there, absolutely you can. It’d take a long
time, and you could do some irreparable damage to your ankle,
right?
You’re up here, all by yourself. You fall down and break
your ankle, but perhaps you can find something that you can
use as a crutch. And now, you go down the corridor, across
the parking lot, and out to your car.
Can you get there? Can you get there easier? Can you get
there with less pain? Probably zero damage to your ankle,
right?
So, if you have the ability to have a crutch, then you need
to use it.
Sometimes we need mental crutches to make us
successful.
Mental crutches. And, that’s what I had to develop was a
mental crutch. I had to play mental tricks on myself. And to do
that, I had to split my personality into two people.
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I had to have two personalities, Larry One, and Larry
Two, okay?
Larry One was the boss.
Larry Two was the employee.
Now, I had to split my personality, and I had to talk to
myself, and I had to rationalize this whole thing. You want to
picture it like this. What if you found out that somebody had a
position, or better yet, you just met someone, and you got to
like them. They got to like you, and you had no idea what kind
of business they were in, but you just liked each other a lot.
And then, after a day or so there, he says, “Hey, listen, I
really like you, and I think you’re the type of person I’m
looking for in my new company, and I’ve got a position for the
right person. It pays $100,000 a year.”
And quickly, he’s got your attention, right? And you
think, Yeah, I know, it couldn’t be me. Right? And he says,
“And I think you’re the person for the job.” Now, if that
happens, someone would have your attention. What happens
when you go out to find a job, for example?
You come in contact with somebody, if it’s by virtue of
an advertisement, personnel agencies, whatever it might be,
when it finally gets down to where there is the basic company
you would like to work for, and you’re the basic person they’d
like to have, then you start talking about income. Then you start
talking about fringe benefits. Then you start talking about days
that you work, hours that you work, etc.
Isn’t that how it works?
Well, that’s the same thing it is when you go to work for
yourself.
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The only difference is you don’t have this person here
that’s overseeing you. Remember the bad habits? Remember
the guy at the gas station here? We talked about him earlier,
why he fell down. Because he kept some prior bad habits that
were bad for his business, right?
He showed up when he was working for someone else, but
he didn’t show up when he was working for himself. Larry
One here, and Larry Two.
Larry One says, “Hey, I’ve talked to you enough for the
last two days. I’ve got something that I think would fit you. It’d
pay you $100,000 a year.” Larry Two is excited, “Tell me all
about it.”
Larry One explains his opportunity to him. And Larry
Two says, “Okay, what do I have to do exactly?”
“I need you to talk to 10 people a day, okay?
“No problem. I can talk to 20 people a day for $100,000 a
year.”
“Hey,” Larry One says, “only 10.”
“All right, when do you want me to start?”
“Right away. How about starting on Monday morning,
okay?”
Larry Two is chopping at the bit, “Okay, I’ll start Monday
morning.”
“Okay, we’ve already decided for this $100,000 that
you’re going to work six days a week. Is that correct?” Larry
One asked.
“Yes.”
“We also decided that you’re going to work at least eight
hours a day during that time period. Is that right?”
Larry Two assured him again, “Yes.”
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“And you’re going to talk to 10 people a day? That’s the
most important thing that I want,” Larry One confirmed.
“I got it.”
So, Larry One asks, “Okay, what six days a week do you
want to work?”
Larry Two says, “Oh, I don’t care,” right? (Well, he’s got
to care, as to his future. You ever see someone go into a
restaurant, and they say, “What do you want to order?” and
they reply, “Oh, I don’t care. Get me anything.” Well, you
know what you get? Anything. It’s what you get. You don’t
get what you want. You get whatever someone else brings you.
You need to care about what happens to you in your life.
So, Larry Two says, “All right, I want to have Sundays
off.”
“Fine. So, you’re going to work eight hours a day?”
“Yes.”
“What hours do you want to work, Larry Two?”
Larry Two replies, “Well, I don’t care,” right?
Larry One digs in, “Well, you choose it.”
Larry Two, huffs, “So, okay, I’ll start at 9:00. Say 9:00 to
5:00.”
Larry One shakes his hand, “You got it!” Okay?
So, everything’s all set. Larry Two’s excited. He can’t
wait for Monday morning to come around, start his new job,
his new career, making $100,000 a year. All he’s got to do is
talk to 10 people a day. He’s got this in the bag. He can’t even
believe it. He’s not going to believe it until he gets his first
check, not ever. He’s all excited.
Now, Monday morning rolls around, and Larry Two’s
ready to go to work. He’s trying to get out the door to go do his
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job. He agreed to start to work at 9 o’clock, and just before he
gets out the door, something happens with the kids and with
the dog, and he gets a phone call. And as he’s heading out the
door, it’s not 9 o’clock. It’s 9:07 when he looks at his watch.
He thinks to himself, It’s 9:07… Oh that’s all right. I’ll
make up for it. And he goes to get in his car and starts it up,
and he looks in his rearview mirror, and who do you think is
sitting in the back seat? Larry One.
And Larry One says, “I could be mistaken here, Larry
Two, but my watch says 9:07.”
Larry Two instantly says, “Oh, you’re right. It is 9:07, and
I said I was going to start at 9:00, but a lot of things happened,”
and proceeds to tell Larry One the story.
And Larry One says, “Hold it, right now. You and I agreed
that you were going to start at 9 o’clock, and the first day on
the job, it’s 9:07. Now, if you want to start at 9:07, Larry Two,
that’s fine with me. But you’re going to start at 9:07 every day.
It’s not going to be 9:08 or 9:17. Whatever time you say you’re
going to start; you’re going to start. Now, do I make myself
clear?”
Now, if Larry One didn’t care about Larry Two, what
would he do?
He’d say, “That’s okay. You make up for it a little bit
later,” right? Isn’t that what he’d do? And what does Larry Two
develop the first day on his job? A bad habit. Larry One cares
about Larry Two, so he’s not going to allow this bad habit to
creep in.
Your habits are what equals your income.
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The habits that you have is equal to your income, good,
bad or indifferent. And for things to change, what’s the
formula? You’ve got to change. You understand? For things
to change, you’ve got to change. So, you’ve got to change the
habits. That’s all it is, the habits.
Everything goes along well for a couple weeks when
Larry Two is starting to leave, he gets a phone call from one of
his best friends that he hasn’t seen in six years, and his friend
says, “I’m just around the corner. I’m coming over to see you.”
And he says, “I’ll be here.” And he gets there, and they
get to talking, and they get all caught up in all those war stories,
all the things that’s gone on in their lives.
They’re going on and on and on, and before you know it,
it’s 7 or 8 o’clock at night, and he hasn’t even gone to work at
all. Period. And Larry Two convinces himself, That’s okay.
I’ve got Bob here. Bob is going to be better than any 10 people
I could talk to today. This is going to be something. I know he’s
just going to do great, and he’ll start and it’s going to be
wonderful.
And they go on and on and on and on some more. They
have a nice dinner that night, and it’s about 10 o’clock at night.
Larry Two’s brushing his teeth, getting ready for bed, and who
do you think is standing in the shower? Larry One, right?
Larry One says, “Listen, I’ve been really busy today, and
I haven’t paid any attention, but I don’t remember seeing you
at all.”
And Larry Two said, “Oh, you didn’t, but let me tell you
the story.” And, he ran through the story, right?
Larry One says, “Hold it, Larry Two. When you were
doing construction work for a lousy $10,000 a year, you went
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to work every day, and you were there on time, and you showed
up every single day. And I’m paying you $100,000 a year, and
one of your friends comes by, and you don’t go to work at all?”
He said, “I need more consideration than that. If you’re
not going to work like you say you’re going to work, then
we’re going to adjust your pay schedule here, Larry Two. It’s
going to be adjusted.”
Now, Larry Two could look at that two ways. Well, that’s
being really hard. You bet your life it’s being really hard. Larry
One cares about Larry Two, and he’s not going to let that habit
start.
If he lets it start, it’s going to happen three weeks from
Thursday. He’ll be doing it every single day. He’ll be starting
to slack off because of habits. Lack of discipline starts to creep
in.
Everything rocks along fairly well until all of a sudden
one day, Larry Two is supposed to talk to 10 people, and he
only talks to eight people, and he’s heading home, and he said,
“Oh, my goodness. Aw, it’s just been a terrible day. I tell you
though, these eight that I talked to are better than any 20 that I
could have talked to. Oh, yeah, these eight are good.” He pulls
up in the driveway, and who do you think is leaning next to the
garage door? You guessed it. Larry One.
Larry One says, “Oh, I’ve been really busy and
everything, and I hadn’t talked to you lately, but I only counted
eight today.”
Larry Two nonchalantly says, “Oh, it was eight, but blah,
blah, blah.”
“Larry Two, I pay you for 10 a day, not eight a day. If you
want to get paid for eight a day, fine. We’ll adjust it, but I ain’t
going pay $100,000 a year for only eight.”

82 | L A R R Y T H O M P S O N

Larry Two agrees, “You’re right,” and he gets in his car,
and he pulls out the driveway. The first car he sees that has
two people in it, he says, “Pull over,” right? He is hungry, and
he wants to go home.
See, here’s the tendency. The tendency is for Larry Two
to say, “Sure, so what it’s 9:07, so what? I don’t have to be that
strict,” or “So what if I miss a day and one of my friends comes
over?” or, “Alright, I only talked to eight a day. Big deal. I’ll
make up for it.”
The tendency for Larry Two is to lie to himself by saying,
“I’m doing okay.” Let me tell you this,
You didn’t get into direct sales or
any other business for yourself to do okay.
Every single one of you in this room was doing okay
before you found Herbalife. That’s not why you’re here. If you
got here to do okay, you’re doing entirely too much work.
There’s a better place to spend your Saturday afternoon than
here with us if you want to do okay.
Okay, everybody does okay. There’s no big deal about
doing okay. They don’t write you up in the LA Times or People
Magazine for doing okay. Okay is not a big deal. There are no
commendations for doing okay. Nothing happens. Your family
doesn’t look up to you for doing okay. Your wife doesn’t go
out here and get you special dinners for doing okay. That
doesn’t happen. You get okay responses for okay effort.
You got into your business because you wanted to do
excellent. You got into your business because you wanted to
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do outstanding. That’s why you got into your business. You
wanted to do exceptional things, not okay.
It’s too hard to be in your business and just do okay.
You’ve got to learn to employ yourself. You understand? Your
habits will definitely determine your income.

My mentor, Bobby DePew (center) with Mark Parkhurst and, me at 24years- old. Mark was #53 in El Paso, Texas. A remarkable example of
the reality of what The Mental Projector, S.I.N.L.O.A. and The
Thompson Rule 80-15-5 can do for anyone in network marketing.

Me with my daughters, Leah and Lari, in front of our new Cadillac
Eldorado.
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The old ford I drove into the car dealership (rock and everything.)

And, my brand spanking new, gold Cadillac Eldorado.
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Top of the stairs at the legendary Paris Communique Training.
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With Mark Hughes at one of our first distributor meetings, note the
overhead projector.
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Mark Hughes and me working the room. We had incredible energy that
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was magnified when we were together. It was really something.

My mentor, Jim Rohn and me with distributors.
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Mark Hughes, me and Jim Rohn. A monumental moment in the upswing
of Herbalife International after the FTC allegations.
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Mark Hughes, me and Jim Rohn at 1987 Universal Theatre President
Summit.
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Me with Mark Hughes at Corporate School, Monterey, California, 1984.

If you would like to order additional copies of The
Millionaire Training or get your hands on an audio
download of the Original Millionaire Training, go to
www.TheMillionaireTraining.com.

