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De a r Asso c ia te ,

Ple a se  he lp  us p a y yo u yo ur c o mmissio ns in a  time ly fa shio n.  If yo u c urre ntly ha ve  a  c he c king

a c c o unt we  will ne e d  tha t info rma tio n so  we  c a n ma ke  d ire c t d e p o sits to  yo ur a c c o unt.  Ple a se

fill o ut the  fo llo wing  info rma tio n a nd  re turn to  o ur ho me  o ffic e .  This will a vo id  unne c e ssa ry

d e la ys in re c e iving  yo ur c o mmissio ns.

Print Me mb e r Na me  ____________________________________________

Print Me mb e r ID#  ______________________________________________

Na me  o f Ba nk ___________________________________________

Ba nk C ity ___________________________________________

Ba nk Sta te  ________________

Ro uting  Numb e r __________________________

Ac c o unt Numb e r __________________________

I a utho rize  TVC Ma rke ting  Asso c ia te s to  ma ke  d ire c t d e p o sits into  the  a c c o unt ind ic a te d

a b o ve .

____________________________________

Asso c ia te  Sig na ture
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Wha t is yo ur Inc o me  G o a l?  _______________________________

To  a c c o mp lish yo ur g o a l, yo u will ne e d :

__________ Sa le s Ap p lic a tio ns p e r We e k

__________ Sa le s Ap p lic a tio ns p e r Mo nth

Yo u c a n q ua lify fo r mo nthly b o nus fo r insura nc e :

$100 - 45 Me mb e rship s p e r Mo nth - Ave ra g e  11.25 Me mb e rship s p e r We e k

$213 - 65 Me mb e rship s p e r Mo nth - Ave ra g e  16.25 Me mb e rship s p e r We e k

$380 - 85 Me mb e rship s p e r Mo nth - Ave ra g e  21.25 Me mb e rship s p e r We e k

$480 - 105 Me mb e rship s p e r Mo nth - Ave ra g e  26.25 Me mb e rship s p e r We e k

$525 - 190 Me mb e rship s p e r Mo nth - Ave ra g e  47.5 Me mb e rship s p e r We e k

$600 - 250 Me mb e rship s p e r Mo nth - Ave ra g e  62.5 Me mb e rship s p e r We e k

(Ba se d  o n sa le s o f MCA To ta l Se c urity with o n-g o ing  p a y)

I a m inte re ste d  in b uild ing  a  d o wnline  thro ug h re c ruiting .        Ye s       No

I ha ve  frie nd s o r fa mily I wish to  sha re  this o p p o rtunity with.     Ye s       No

If ye s, jo t d o wn a  fe w na me s b e lo w o f tho se  who  mig ht b e  inte re ste d :

Yo u a nd  yo ur sp o nso r sho uld  re vie w yo ur g o a ls e ve ry mo nth.

The  fo llo wing  will a ssist yo u in se tting  yo ur g o a ls.

SETTI NG YOUR

     BUSI NESS GOALS

  3

  5

10

15

20

30

# OF SALES

$1,040.00

$1,776.00

$3,640.00

$5,821.00

$8,016.00

$12,180.00

 COMM. ADV.

 PER WEEK

$240.00

$410.00

$840.00

   $1,343.00

$1,850.00

$2,820.00

$12,480.00

$21.320.00

$43,600.00

$69.849.00

$96,200.00

$146,160.00

APPROX. HRLY

  COMM. RATE

$6.00

$10.25

$21.00

$33.58

$46.25

$70.50

 COMM. ADV.

 PER YEAR

 COMM. ADV.

 PER MONTH
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DREAM SHEET

Vacations: 24 Hours Later Write  Why

Where and how In One Sentence Or Less

Automobile:

Kind, color, options

House:

Size, style, extras

Money:

Savings, Investments

Career:

Salary increase, benefits, promotions

Children and Family:

Education, activities, shared time

Friendship:

Respect, helping others

Health:

Body weight, exercise

Religion:

Church involvement, religious study

Mind:

Education, reading, recall
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PERSONAL EVALUATION SHEET

Evaluate each area from 1 to 5, 5 being excellent

1. Physical – appearance, medical check-ups, exercise programs, weight control,

nutrition

______

2. Family – listening habits, forgiving attitude, good role model, time together,

supportive of others, respectful, loving

______

3. Financial – earnings, savings and investments, budget, adequate insurance,

charge account

______

4. Social – sense of humor, listening habits, self-confidence, manners, caring

______

5. Spiritual – inner peace, sense of purpose, prayer, religious study, belief in God

______

6. Mental – imagination, attitude, continuing education, reading, curiosity

______

7. Career – job satisfaction, effectiveness, job training, understanding job purpose,

competence

______

NOW DETERMINE WHICH AREAS NEED IMPROVEMENT
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SEVEN STEPS FOR GOAL SETTING

1.  Identify the Goal

2. Set a deadline for achievement

3. List obstacles to overcome

4. Identify the people and groups to work with to accomplish your goal

5. List skills and knowledge required to reach your goal

6. Develop a plan of action

7. List the benefits – What’s in it for me.
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GOAL SETTING

Look at dream sheet and select only those items you truly want to achieve.

Combine items from both the dream sheet and the self-evaluation to get a

comprehensive list of your major goals.

Before you transfer items to your Major Goal Sheet, make sure you can answer yes to

these 5 questions.

1. Is it really my goal?

2. Is it morally right and fair?

3. Are my short-range goals consistent with my long-range goals?

4. Can I commit myself emotionally to complete the project?

5. Can I visualize myself reaching this goal?

If so record the item on your Major Goal Sheet.

From the new list select at least 2 goals that you will work on every day.

For each goal you work on daily apply the seven steps to goal setting.

Identify Goal Identify People

Set Deadline List Skills

List Obstacles Develop Plan

List Benefits

Evaluate all of your goals on a regular basis.

When one goal is reached, replace it immediately with another goal.

Certain emphasis on goals may change so review your entire list regularly and adjust.

If it is a give up goal share it with everybody.

If it is a go up goal share it only with those you love and trust who will give you support.

In order to reach you Goal you have to make a Commitment.

DO IT NOW!
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BENEFITS OF GOALS

Goals enable you to:

• Know, be, do and have more…

• Use your mind and talents fully…

• Have more purpose and direction in life…

• Make better decisions…

• Be better organized and effective…

• Do more for yourself and others…

• Have greater confidence and self-worth…

• Feel more fulfilled…

• Be more enthusiastic and motivated…

• Accomplish uncommon projects…

In order to succeed in life you must become a Flee Trainer.

• Flee Trainers are driven from within.

• Flee Trainers are not a SNIOP, they are not Susceptible to the Negative Influences

of Other People.

• Flee Trainers understand that you will get everything you want in life if you just

help enough other people get what they want from life.

• Flee Trainers don’t tell other where to get off, they show them how to get on.

• Flee Trainers don’t try to see through other people, they try to see other people

through.
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Pa y Me thods & Comple ting  Diffe re nt Type s of Applic a tions

PAY METHODS

Ba nk Dra ft:

Whe ne ve r p o ssib le , a tta c h a  vo id e d  c he c k o r d e p o sit slip  o f the  a c c o unt to  b e  d ra fte d .

Be  sure  to  c o mp le te  the  na me , stre e t a d d re ss, c ity a nd  sta te  o f the  b a nk to  b e  d ra fte d  in

o rd e r to  ve rify the  tra nsit numb e rs (b a nk ro uting  numb e rs).

All tra nsit numb e rs must b e  nine  (9) d ig its. Dra fta b le  tra nsit numb e rs CANNOT b e g in with

a ny numb e r g re a te r tha n 32.  If the  me mb e r d o e s no t kno w his tra nsit numb e r, b ut ha s a

c he c k o r d e p o sit slip  with him, the  numb e r is liste d  a t the  b o tto m o f the  c he c k o r d e p o sit

slip  with the  a c c o unt numb e r a nd  c he c k numb e r.

SCS c a rd s, ATM c a rd s, a nd  mo st o the r c a sh c a rd s CANNOT b e  use d  fo r d ra fts.  The  num-

b e rs o n the se  c a rd s a re  g e ne ra lly NOT the  a c c o unt numb e r, a nd  a re  the re fo re  use le ss

whe n trying  to  d ra ft fro m a n a c c o unt.

If yo u a re  ha ving  tro ub le  g e tting  b a nk a c c o unt numb e rs fro m the  b a nk b y p ho ne , a sk if

yo u c a n fa x the  a p p lic a tio n with the  sig na ture  fo r ve rific a tio n.  Usua lly, the  b a nk will the n

c a ll yo u b a c k with the  a c c o unt numb e rs.

Ba nk d ra fts a re  se nt fo r c o lle c tio ns mo nthly a  fe w d a ys p rio r to  the  e nro llme nt d a te .

Oc c a sio na lly, whe n the  d ra ft d a y fa lls o n a  we e ke nd , the  d ra ft ma y hit o n Frid a y b e fo re

the  we e ke nd .

Ca na d ia n b a nks c a n no w b e  d ra fte d .  It is importa nt to  a tta c h a  voide d c he c k or

de posit slip of the  Ca na dia n a c c ount to  the  a pplic a tion.  Ca na d ia n c he c ks ma rke d  “U.S.

Fund s”  c a n b e  c a she d  a nd  a re  g la d ly a c c e p te d .  The se  a p p lic a tio ns c a n o nly b e  inp ut b y

the  ho me  o ffic e .

Ba nk d ra ft a utho riza tio ns must b e  sig ne d  b y the  SIGNER ON THE BANK ACCOUNT ONLY.

Do  no t sig n fo r the  me mb e r o r write  “Pe r Pho ne  Ca ll To  Me mb e r” .

If a  c usto me r must c a ll the ir ho me  o r b a nk fo r a c c o unt numb e rs, sta y with the m a t the

p ho ne  to  a nswe r a ny q ue stio ns o r o b je c tio ns fro m the  sp o use  o r b a nk.

If the  me mb e r wa nts his a c c o unt to  b e  d ra fte d  o n a  sp e c ific  d a te , this c a n o nly b e

ha nd le d  b y the  ho me  o ffic e .  Asso c ia te  se rvic e s will info rm yo u ho w to  p ro c e ss the se

a p p lic a tio ns.

Be  sure  to  se nd  the  a p p ro p ia te  c o p y o f a ll a p p lic a tio ns to  the  ho me  o ffic e .

Cre dit Ca rds:

Afte r yo u inp ut a n a p p lic a tio n using  a  c re d it c a rd  a s the  me tho d  o f p a yme nt, ma ke  sure

to  se nd  the  a p p ro p ia te  c o p y to  the  ho me  o ffic e  a s so o n a s p o ssib le  fo r a ll o f tha t we e ks

sa le s.  If the  me mb e r ha p p e ns to  d isp ute  the  c ha rg e  o n the ir c re d it c a rd  b e c a use  the y

CLASS ONE

     COMPLETI NG THE APPLI CATI ON
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did  no t re c o g nize  o ur na me  o n the ir sta te me nt, o r de ny the  c ha rg e  fo r a ny o the r re a so n,
we  must pro duc e  a  c o py o f the  sig ne d  a pplic a tio n to  a vo id  b e ing  c ha rg e  b a c k b y the
c re d it c a rd  c o mpa ny.

Referring New Assoc iates and Prospec tive  Members to your Personalized Website

Ea c h Asso c ia te  ha s a  pe rso na lize d  we b site  whe re  the y c a n re fe r pe o p le  to  purc ha se
me mb e rships a nd / o r sig n up  to  b e c o me  a n Asso c ia te .  The  na me  o r URL o f the  we b site
is de te rmine d  whe n yo u c ho o se  yo ur Use rna me  whe n sig nup  a s a n Asso c ia te .  If, fo r
e xa mple , yo ur c ho se  yo ur Use rna me  to  b e  “myna me is”  the n yo ur pe rso na lize d  we b site
wo uld  b e :

www.tvc ma trix.c o m/ myna me is

Onc e  a  pro spe c tive  me mb e r purc ha se s a  me mb e rship , the y to  will re c e ive  the ir o wn
pe rso na lize d  we b site .

Other Helpful Tips

All c anc e llations must be  in writing and the  bond c ards returned with the  c anc e llation

notic e . Re fe r to  the  b a nk dra ft a nd  c re d it c a rd  a utho riza tio n se c tio ns o n the  a pplic a tio n,
a s we ll a s the  c a nc e lla tio n se c tio n in the  me mb e rship  ha ndb o o k.



Motor Club of America, Corp.
P.O. Box 20490, Oklahoma City, OK  73156     Phone: 800-227-6459

I hereby authorize Motor Club of America, Corp. (MCA) to charge my credit/debit card or bank account listed
below for all premiums or costs. This authorization is to remain in effect until MCA receives written
notification from me revoking the authorization. Furthermore, in the event that the information I have
provided is incomplete or incorrect, I authorize my credit card company or bank to provide MCA the
information necessary to successfully charge/draft my account.

THIS IS NOT AN AUTOMOBILE LIABILITY INSURANCE CONTRACT
AND DOES NOT COMPLY WITH ANY FINANCIAL

RESPONSIBILITY LAW

Group #Effective Date Sales Associate

First / MI / Last Name

M $

1 $

2 $

3 $

4 $

$

$

Total Monthly Dues

TOTAL = MONTHLY DUES X 2

Address

City ZipState

Phone Alt Phone

Email

Credit Card Information

Credit Card #

Expiration Date /

Bank Draft Information

Name of Bank

Bank Routing #

Bank Account #

Checking           Savings              Credit Union

After the initial Draft/Charge of first and last months for each
membership the next Draft/Charge for each membership will occur on

or about one (1) month after the effective date.

Members Signature

Sales Asso. Signature

First and Last Month

21 3

4 5

6 7

8

9

10

11

12

14

15

Motor Club Application

1. Effective Date - The Date the Application was Written
and/or funds collected.

2. Group # - Number of the Master Member of a Group if
applicable.

3. Sales Associate - Number of selling Sales Associate.
4. First name, middle initial, and last name of Master

member.
5. Monthly dues for the membership associated with the

member indicated.
6. First name, middle initial, and last name of each

associate member.
7. Monthly dues of the membership associated with the

member indicated.
8. Total of monthly dues.
9. Total initial charge equal to amount in item 8 times 2

for first and last months dues..
10. Master Member contact information.
11. Credit card information to be used to draft monthly

membership dues if applicable.
12. Bank Draft information to be used to draft monthly

membership dues if applicable.
13. Circle appropriate account type.
14. Member’s signature.
15. Sales Associate’s signature.

13
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     PAY I NCENTI VES & BONUSES

    CLASS TWO

Unde rsta nding  Your TVC Ma rke ting  Pla ns & Bonuse s

UNDERSTANDING YOUR MCA MARKETING PLAN

FOR DIRECT SALES

TITLE CODES & TITLES

Assoc ia te :  Ind e p e nd e nt Co ntra c to r who  q ua lifie s fo r c o mmissio n a d va nc e .

Exe c utive  Dire c tor:  Asso c ia te  with 36 o r mo re  PGV in the  p re vio us mo nth, who  ha s 1 o r mo re  q ua lifie d

1st g e ne ra tio n Asso c ia te s with 36 o r mo re  PGV in the  p re vio us mo nth.

Se nior Dire c tor: Asso c ia te  with 36 o r mo re  PGV in the  p re vio us mo nth who  ha s 3 o r mo re  q ua lifie d  1st

g e ne ra tio n Exe c utive  Dire c to rs with 36 o r mo re  PGV in the  p re vio us mo nth a re  p ro mo te d  to  Se nio r

Dire c to r.

Na tiona l Dire c tor: Asso c ia te  with 36 o r mo re  PGV in the  p re vio us mo nth who  ha s 5 o r mo re  q ua lifie d  1st

g e ne ra tio n Exe c utive  Dire c to rs with 36 o r mo re  PGV in the  p re vio us mo nth a re  p ro mo te d  to  Na tio na l

Dire c to r.

Na tiona l Tra ining  Dire c tor: Asso c ia te  who  in a ny o ne  c a le nd a r mo nth ha s 36 o r mo re  PGV, a n ACTIVE

PERSONAL MEMBERSHIP, with a n o n-g o ing  p a yme nt me tho d , o f $39.99 p e r mo nth o r g re a te r a nd  who

ha ve  20 o r mo re  q ua lifie d  1st g e ne ra tio n Exe c utive  Dire c to rs with 36 o r mo re  PGV in tha t sa me  c a le nd a r

mo nth, q ua lify a s a  Na tio na l Tra ining  Dire c to r.  Na tio na l Tra ining  Dire c to rs a re  ve ste d  fo r e a rne d  c o m-

missio ns a nd  o ve rrid e s a nd  ne ve r ha ve  to  re -q ua lify fo r e a rne d  c o mmissio ns a nd  o ve rrid e s, a s lo ng  a s

the y ke e p  a n ACTIVE PERSONAL MEMBERSHIP, with a n o n-g o ing  p a yme nt me tho d , o f $39.99 o r g re a te r in

fo rc e .

The  g ra p hic  b e lo w sho ws the  le ve ls yo u e a rn o ve rrid e s o n a nd  numb e r o f g e ne ra tio ns yo u re c e ive

o ve rrid e s o n, b a se d  up o n yo ur title  q ua lific a tio n.

     Personal Sales                                                     Annual Override on Downline Sales

        Associate               Executive Director          Senior Director           National Director     Natl. Training Director*

                                              36 PGV in the               36 PGV in the                 36 PGV in the                36 PGV in the

                                       Previous Month &        Previous Month &         Previous Month &        Previous Month &

                                    1 or More Qualifying    3 or More Qualifying     5 or More Qualifying    20 or More Qualifying

     Commission                  Associates           Executive Directors      Executive Directors     Executive Directors

         Advance                       With 36 PGV                  With 36 PGV                  With 36 PGV                    With 36 PGV

                                          in the Previous            in the Previous              in the Previous             in the Previous

                                                   Month                            Month                              Month                             Month

                                    1st Gen. Overrides      1st Gen. Overrides         1st Gen. Overrides      1st Gen. Overrides

                      2nd Gen. Overrides    2nd Gen. Overrides       2nd Gen. Overrides     2nd Gen. Overrides

                                   3rd Gen. Overrides     3rd Gen. Overrides        3rd Gen. Overrides       3rd Gen. Overrides

On Affila te d sa le s, la st 2 le ve ls of                  4th Gen. Overrides         4th Gen. Overrides         4th Gen. Overrides

override are reserved

        5th Gen. Overrides       5th Gen. Overrides

* See National Training Director definition above for exact qualifications



13

DEFINITIONS

Pe rsona l Me mbe rship: A c urre nt, a c tive  me mb e rship  o f TVC Ma rke ting  is o ne  o f the

fo llo wing : Pro -Drive r, Mo to r C lub  o f Ame ric a  Ente rp rise s, Inc . (MCA), Sma ll Busine ss C lub  o f

Ame ric a  (SBCA), o r Auto  C lub  o f Ame ric a  (ACA).

Ac tive  Me mbe rship: Any PERSONAL MEMBERSHIP whic h is no t p a st d ue  o n the  p a yme nt o f

the  me mb e rship  d ue s.

Re ne wa l: Any PERSONAL MEMBERSHIP whic h ha s b e e n in the  syste m fo r mo re  tha n 12

mo nths is p a id  80% o f first ye a r e a rne d  c o mmissio n a s e a rne d .

Pe rsona l Sa le s: Sa le  o f a  PERSONAL MEMBERSHIP ma d e  d ire c tly b y a n Asso c ia te .

Pe rsona l Sponsorship : Whe n yo u ha ve  re c ruite d  a nd  tra ine d  a n Asso c ia te  to  wo rk d ire c tly

in yo ur sa le s o rg a niza tio n a nd  the y ha ve  writte n a t le a st o ne  sa le .

Pe rsona l Group Volume  (PGV): To ta l PERSONAL VOLUME CREDITS yo u e a rn  in a  g ive n

mo nth.

Pe rsona l Volume  Cre dits: Ea c h NEW MEMBERSHIP so ld  with a n o n-g o ing  p a yme nt

me tho d , e a c h a nnua l RENEWAL o f a  MEMBERSHIP with a n o n-g o ing  p a yme nt me ho d ,

e a c h NEW PERSONAL SPONSORSHIP, a nd  the  ho ld ing  o f a n ACTIVE PERSONAL MEMBERSHIP,

with a n o n-g o ing  p a yme nt me tho d , b y a n Asso c ia te  c a rry Cre d it Va lue s fo r PG V a s  se e n

b e lo w.

                                                    PERSONAL VOLUME CREDIT TABLE

Ac tive  Assoc ia te : To  b e  a n Ac tive  Asso c ia te  yo u must me e t o ne  o f the  fo llo wing :

1.  Ha ving  so ld  a  NEW MEMBERSHIP, with a n o n-g o ing  p a yme nt me tho d , in the  p re vio us

thre e  (3) mo nths a nd  ha ve  a ny ACTIVE PERSONAL MEMBERSHIP, with a n o n-g o ing  p a yme nt

me tho d ; OR

2.  Ma ke  1 ne w sa le  with o n-g o ing  p a yme nt me tho d  in the  p re vio us mo nth o r sp o nso r 1

ne w a sso c ia te  in the  p re vio us mo nth; OR

3.  Be  a  ne w Asso c ia te  in yo ur first thre e  (3) mo nths with the  c o mp a ny.

PGV CREDIT TYPE PRODUCT                               CREDIT

                                                 VALUE

Pe rso na l Sa le

Pe rso na l Sa le

Pe rso na l Sa le

Pe rso na l Sa le

Pe rso na l Sa le

Re ne wa l (a t Annive rsa ry Mo nth)

Re ne wa l (a t Annive rsa ry Mo nth)

Re ne wa l (a t Annive rsa ry Mo nth)

Re ne wa l (a t Annive rsa ry Mo nth)

Re ne wa l (a t Annive rsa ry Mo nth)

Pe rso na l Sp o nso rship  (Ne w Asso c ia te )

Ac tive  Pe rso na l Me mb e rship  in p re vio us mo nth

First G e ne ra tio n Asso c ia te  with 36 PG V

Any MCA

Any TVC Pro -Drive r

Any SBCA

ACA Ma ste r o r Asso c ia te

Drive rShie ld  Ga s Ma trix

Any MCA

Any TVC Pro -Drive r

Any SBCA

ACA Ma ste r o r Asso c ia te

Drive rShie ld  Ga s Ma trix

N/ A

N/ A

N/ A

1

1

1

1

1

1

1

1

1

1

1/ 6 o f the ir PG V

the  first 3 mo nths

6

6
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Qua lifie d For Ove rride s on Ne w Sa le s:  Any ACTIVE ASSOCIATE with 36 PGV in the  p re vio us

mo nth; o r a  Ne w Asso c ia te  in the ir first 3 mo nths with the  c o mp a ny; o r a ny ACTIVE

ASSOCIATE c a n re c e ive  o ve rrid e s o n q ua lifie d  sa le s b y a  ne wly re c ruite d  1st g e ne ra tio n

re c ruit d uring  tha t re c ruits first 3 mo nth with the  c o mp a ny.

Qua lifie d For Ea rne d Commissions on Dire c t Sa le s:  Any ACTIVE ASSOCIATE with 36 PGV in

the  p re vio us mo nth a nd  ha ving  a n ACTIVE PERSONAL MEMBERSHIP, with o n-g o ing  p a y-

me nt me tho d , wo rth $9.95 o r g re a te r.

De bit Ba la nc e : Any a mo unt o f mo ne y yo u ha ve  b e e n a d va nc e d , c ha rg e d , o r b o nuse d

o ve r a nd  a b o ve  wha t yo u ha ve  e a rne d .

Compa ny Inc e ntive s a nd Promotions: Co mp a ny p ro g ra ms whic h will va ry fro m time  to

time  a t the  Co mp a ny’ s o p tio n, a nd  a re  sub je c t to  c ha ng e  witho ut no tic e . (Ad va nc e s,

c o mmissio ns, re wa rd s, b o nuse s, e tc . a re  c o nsid e re d  Co mp a ny Inc e ntive s a nd / o r Pro mo -

tio ns).

Sta te me nt a nd Commission Che c ks:  Any c o mmissio ns o r a d justme nts will b e  vie wa b le  in

yo ur b a c k o ffic e  o n yo ur we b site , a t the  c o mp a nie s o p tio n a nd  a re  sub je c t to  c ha ng e

witho ut no tic e .

Ea rne d Commission: Asso c ia te ’ s e a rne d  c o mmissio n p a ys b a c k the ir d e b it b a la nc e s

b a se d  o n c o lle c te d  fund s.  Anything  tha t is so ld  “a s-e a rne d ”  a nd  ne ve r a d va nc e d , is

p a id  “a s-e a rne d ”  fo r twe lve  (12) mo nths a s lo ng  a s yo u a re  a n ACTIVE ASSOCIATE.  Onc e

yo ur d e b it b a la nc e  is ze ro , a ll e a rne d  c o mmissio ns a re  p a id  to  yo u, a s lo ng  a s yo u a re  a n

ACTIVE ASSOCIATE with a n ACTIVE PERSONAL MEMBERSHIP, with a n o n-g o ing  p a yme nt

me tho d , wo rth $19.95 p e r mo nth o r mo re  a nd  yo u q ua lify with 36 PGV the  p re vio us

mo nth, o r yo u ha ve  q ua lifie d  fo r ve sting  a s Na tio na l Tra ining  Dire c to r.

ADDITIONAL INFORMATION

1. Che c ks o f $10.00 o r mo re  ma y b e  p a id  via  the  fo llo wing  me tho d s:

a . Che c k ma ile d  to  yo u; o r

b . Dire c t d e p o sit.

2. A Da ta  Pro c e ssing  Fe e  will b e  d e d uc te d  fro m we e kly c o mmissio n c he c ks,

a c c o rd ing  to  the  fo llo wing  c ha rt:

WEEKLY COMMISSIONS FEE

Up  to    $100 .................................... $  3.00

$101 to  $200 .................................... $  6.00

$201 to  $300 .................................... $  9.00

$301 to  $400 .................................... $12.00

$401 a nd  a b o ve ............................. $15.00

3. Cha rg e b a c ks:

a .   If yo u se ll 15 o r mo re  p ro c e ssa b le  MCA To ta l Se c urity me mb e rship s with a n

o n-g o ing  p a yme nt me tho d  in o ne  we e k, yo u will re c e ive  a  Cha rg e b a c k

Bo nus fo r a ny Cha rg e b a c ks inc urre d  d uring  the  we e k.

b . Cha rg e b a c ks will no t e xc e e d  50% o f yo ur c he c k.  Any b a la nc e  will b e

a d d e d  to  yo ur d e b it b a la nc e .

4. Yo u c a n e nro ll a  me mb e r with c re d it c a rd  info rma tio n o n the  c o mp ute r until

Mid nig ht (CST) Sa turd a y nig ht, a nd  the y will b e  p ro c e sse d  o n Thursd a y a nd

p a id  o n Frid a y the  fo llo wing  we e k. Yo u will kno w imme d ia te ly if the  c re d it

c a rd  is va lid  if yo u p ro c e ss yo ur a p p lic a tio n thro ug h the  we b site .
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5. Che c ks ta ke  a  minimum o f fo ur (4) wo rking  da ys to  c le a r, so  the y must b e  in b y Midnig ht,
Mo nda y to  pa y the  fo llo wing  Thursda y. Yo u sho uld  a lwa ys input yo ur a pplic a tio ns da ily fro m
the  we b site  to  e nsure  the y c le a r in time  fo r yo ur c he c k.

6. The  we e k the  pa yme nt c le a rs fo r a n a pplic a tio n is the  we e k it will c o unt a nd  pa y yo ur
c o mmissio n.

7. All me mb e rships inc lud ing  MCA, Pro -Drive r, ACA a nd  SBCA c o unt fo r c o unt to  de te rmine  the
le ve l o f yo ur a dva nc e  c o mmissio ns.

8. Ba se d  o n yo ur sa le s pro duc tio n, yo u will re c e ive  a  “Winne r’ s Pa c k” o f sa le s ma te ria ls e a c h
we e k, whic h will a llo w yo u to  c o ntinue  to  b uild  yo ur b usine ss a t no  c o st to  yo u.

BONUSES
He alth Bonus

To  q ua lify fo r the  he a lth b o nus yo u must ha ve  a n ACTIVE MEMBERSHIP with a n o n-g o ing  me tho d  o f
pa yme nt wo rth $39.99 o r g re a te r.  Onc e  yo u q ua lify, the  He a lth Bo nus is stric tly b a se d  o n pe rso na l sa le s
c o unt e a c h mo nth.  (The  fo llo wing  ind ic a te s po te ntia l He a lth Bo nus b a se d  o n sa le s o f MCA me mb e r-
ships with o n-g o ing  pa y.)

$100 - 45 Me mb e rships pe r Mo nth - Ave ra g e  11.25 Me mb e rships pe r We e k
$213 - 65 Me mb e rships pe r Mo nth - Ave ra g e  16.25 Me mb e rships pe r We e k
$380 - 85 Me mb e rships pe r Mo nth - Ave ra g e  21.25 Me mb e rships pe r We e k
$480 - 105 Me mb e rships pe r Mo nth - Ave ra g e  26.25 Me mb e rships pe r We e k
$525 - 190 Me mb e rships pe r Mo nth - Ave ra g e  47.5 Me mb e rships pe r We e k
$600 - 250 Me mb e rships pe r Mo nth - Ave ra g e  62.5 Me mb e rships pe r We e k

Cash Winne r Bonus

The  a mo unt o f c a sh yo u e a rn fo r e a c h sa le  with o n-g o ing  pa yme nt inc re a se s the  mo re  sa le s yo u ma ke
e a c h we e k.  Fo r e xa mple , whe n yo u se ll To ta l Se c ruity me mb e rships, yo u c o uld  e a rn:  fro m $80.00 to
$90.00 pe r sa le .  The  d iffe re nc e  b e twe e n the  b a se  c o mmissio n a nd  the  c o mmissio n yo u a re  pa id  a s the
re sult o f yo ur sa le s c o unt is yo ur Ca sh Winne r Bo nus.

All Bonuse s are  base d on c ommissionable  and proc e ssable  sale s with on-going payme nt me thod.

Adva nc e  c o mmissio ns a re  pa id  o n Ame ric a n Expre ss, Visa , Ma ste rCa rd  a nd  Disc o ve r c re d it c a rds, a s
we ll a s, e le c tro nic  fund  tra nsfe rs fro m yo ur e sta b lishe d  pe rso na l c he c king  a c c o unt.  Co mmissio n o n a ll
o the r fo rm o f pa yme nt a re  pa id  a s-e a rne d , suc h a s b ut no t limite d  to , pre pa id  c re d it c a rds, g ift c a rds,
o ne -time  pa y c a rds, o n-line  b a nking  a c c o unts, o ffsho re  a c c o unts e tc .  Any ind ividua l who  g ive s a wa y
me mb e rship  o r c ha rg e s multip le  me mb e rships to  the  sa me  c re d it c a rd  o r b a nk a c c o unt will a lso  b e
pa id  a s-e a rne d .   Gro up  sa le s a re  pa id  a s e a rne d .

Ma rke ting  Pla ns, Bo nuse s, Inc e ntive s, Pro duc t Ava ila b ility, Po lic ie s a nd  Pro c e dure s a nd  e tc ., ma y b e
a me nde d  b y the  Co mpa ny fro m time  to  time  witho ut no tic e  a t its so le  d isc re tio n a nd  witho ut c o nse nt
o f Asso c ia te s o r a ny re la te d  pa rty.

MCA Me mbe rship

Sale s Pe r We e k

  1

  5

10

15

20

30

$80.00

$82.00

$84.00

$86.00

$88.00

$90.00

Comm Adv pe r Total

Se c urity Me mbe rship

$60.00

$61.50

$63.00

$64.50

$66.00

$67.50

$40.00

$41.00

$42.00

$43.00

$44.00

$45.00

Comm Adv pe r Se c urity

Plus Me mbe rship

Comm Adv pe r Se c urity

Me mbe rship



  3

  5

10

15

20

30

#  O F SALES

$1,040.00

$1,776.00

$3,640.00

$5,821.00

$8,016.00

$12,180.00

 C O MM. ADV.

 PER WEEK

$240.00

$410.00

$840.00

   $1,343.00

$1,850.00

$2,820.00

$12,480.00

$21.320.00

$43,600.00

$69.849.00

$96,200.00

$146,160.00

APPRO X. HRLY

  C O MM. RATE

$6.00

$10.25

$21.00

$33.58

$46.25

$70.50

 C O MM. ADV.

 PER YEAR

 C O MM. ADV.

 PER MO NTH

INCOME PROJECTION

Based on sales of MCA Total Security

  Membership with 2 Months On-going Pay

with Advances and Insurance Bonus

Insurance Bonus

$100 - 45 Memberships per Month - Average 11.25 Memberships per Week

$213 - 65 Memberships per Month - Average 16.25 Memberships per Week

$380 - 85 Memberships per Month - Average 21.25 Memberships per Week

$480 - 105 Memberships per Month - Average 26.25 Memberships per Week

$525 - 190 Memberships per Month - Average 47.50 Memberships per Week

$600 - 250 Memberships per Month - Average 62.50 Memberships per Week



Sales Commission Commission Commission 1st Level 1st Level Earned Annual

Per Advance Per Advance Advance Override Adv. Override Adv. Override Override

Week Sale Per Week Per Year Per Sale Per Week Per Month Per Sale

MCA Total Security Plan (Monthly Retail Value $19.95)
1 80.00 $80.00 $4,160.00 6.00 6.00 0.66 7.92
5 82.00 $410.00 $21,320.00 6.00 30.00 0.66 7.92
10 84.00 $840.00 $43,680.00 6.00 60.00 0.66 7.92
15 86.00 $1,290.00 $67,080.00 6.00 90.00 0.66 7.92
20 88.00 $1,760.00 $91,520.00 6.00 120.00 0.66 7.92
30 90.00 $2,700.00 $140,400.00 6.00 180.00 0.66 7.92

Security Plus (Monthly Retail Value $14.95)
1 $60.00 $60.00 $3,120.00 5.00 5.00 0.52 6.24
5 $61.50 $307.50 $15,990.00 5.00 25.00 0.52 6.24
10 $63.00 $630.00 $32,760.00 5.00 50.00 0.52 6.24
15 $64.50 $967.50 $50,310.00 5.00 75.00 0.52 6.24
20 $66.00 $1,320.00 $68,640.00 5.00 100.00 0.52 6.24
30 $67.50 $2,025.00 $105,300.00 5.00 150.00 0.52 6.24

Security (Monthly Retail Value $9.95)
1 $40.00 $40.00 $2,080.00 4.00 4.00 0.39 4.68
5 $41.00 $205.00 $10,660.00 4.00 20.00 0.39 4.68
10 $42.00 $420.00 $21,840.00 4.00 40.00 0.39 4.68
15 $43.00 $645.00 $33,540.00 4.00 60.00 0.39 4.68
20 $44.00 $880.00 $45,760.00 4.00 80.00 0.39 4.68
30 $45.00 $1,350.00 $70,200.00 4.00 120.00 0.39 4.68

Income Projections for MCA Marketing Plan
Direct Sales

Any PERSONAL MEMBERSHIP which has been in the system for more than 12 months is paid 80% of first year 
earned commission as earned.



Sales Count 1st Level Annual

Per Override Adv. Override

Week

Total Security (Monthly Retail Value $19.95)

1 $6.00 x 1 = $6.00 $312.00

5 $30.00 x 5 = $150.00 $7,800.00

10 $60.00 x 10 = $600.00 $31,200.00

15 $90.00 x 15 = $1,350.00 $70,200.00

20 $120.00 x 20 = $2,400.00 $124,800.00

30 $180.00 x 30 = $5,400.00 $280,800.00

Security Plus (Monthly Retail Value $14.95)

1 $5.00 x 1 = $5.00 $260.00

5 $25.00 x 5 = $125.00 $6,500.00

10 $50.00 x 10 = $500.00 $26,000.00

15 $75.00 x 15 = $1,125.00 $58,500.00

20 $100.00 x 20 = $2,000.00 $104,000.00

30 $150.00 x 30 = $4,500.00 $234,000.00

Security (Monthly Retail Value $9.95)

1 $4.00 x 1 = $4.00 $208.00

5 $20.00 x 5 = $100.00 $5,200.00

10 $40.00 x 10 = $400.00 $20,800.00

15 $60.00 x 15 = $900.00 $46,800.00

20 $80.00 x 20 = $1,600.00 $83,200.00

30 $120.00 x 30 = $3,600.00 $187,200.00

Income Projections for Motor Club Of America Marketing Plan's
Direct Sales/Association Sales/Affinity Sales

Associates

Number of 1st Level

Override Adv.

Per Week 
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Who’s Who a t MCA, Confe re nc e  Ca lls, Unde rsta nding  Your We bsite , Ente r a n App Online

WHO’S WHO AT MCA

Ho me  Offic e  (for Assoc ia te s only): 1-866-467-2221

Ho me  Offic e  (fo r Me mb e rs): 1-800-227-6459

Lynn Ha ve ne r, Asso c ia te  Se rvic e s Ext. 579

Je ff Co c hra n, Vic e  Pre sid e nt Mo to r Club s Ext. 445

Da vid  Kirc he r, Pre sid e nt Ext. 511

Our 800#  is o pe n 24 ho urs a  d a y, 7 d a ys a  we e k.  The re  is a lwa ys so me o ne  the re  who  c a n he lp .  If yo u
ha ve  a  c usto me r who  ha s a  q ue stio n, p le a se  o ffe r he lp .  The  Ho me  Offic e  is the re  to  he lp  yo u a nd  the
c usto me r.  TVC prid e s itse lf in o utsta nd ing  c usto me r se rvic e .

CUSTOMER SERVICE

Custo me r se rvic e  is a  sa le  wa iting  to  ha ppe n. Any g re a t c o mpa ny e xc e ls in Custo me r Se rvic e  (just lo o k
a t Se a rs, Ame ric a n Expre ss a nd  So uthwe st Airline s).

Yo u ma y b e  the  o nly o ne  re pre se nting  MCA tha t a c tua lly c o me s into  c o nta c t with the  c usto me r, so  b e
sure  yo u ha ve  the  to o ls ne c e ssa ry to  p ro vid e  info rma tio n.  If a  c usto me r c o me s b y with a  c o mpla int,
liste n.  Ta ke  d o wn the  info rma tio n a nd  c a ll Asso c ia te  Se rvic e s.  The y will he lp  to  a sse ss the  pro b le m a nd
d e te rmine  wha t ne e d s to  b e  d o ne .

Ma ke  sure  the  c usto me r und e rsta nd s the  pro d uc t.  Alwa ys va lid a te  the ir fe e ling s a nd  re se ll the  me mb e r-
ship .  Ma ke  sure  the y und e rsta nd  the  va lue  o f the ir me mb e rship .

CONFERENCE CALLS

Yo u c a n ho ld  we e kly a nd  mo nthly c o nfe re nc e  c a lls with yo ur te a ms. The se  a re  d e sig ne d  to  o ffe r tra ining
a nd  re c o g nitio n, a s we ll a s ke e p ing  Asso c ia te s info rme d  o n the ir sta nd ing  fo r the  mo nth (a re  the y c lo se
to  re a c hing  a  b o nus, e tc .? ).  Mo st impo rta ntly c o nfe re nc e  c a lls b ring  yo ur te a m to g e the r.

UNDERSTANDING YOUR WEBSITE

As a  TVC Asso c ia te , yo u ha ve  the  b e ne fit o f ha ving  yo ur o wn we b site .  On yo ur we b site , yo u ha ve  the
a b ility to  mo nito r yo ur b usine ss, mo nito r yo ur te a m’ s pro g re ss, a nd  e nte r yo ur o wn sa le s.

To  re c e ive  yo ur o wn we b site , just sig n up  fo r yo ur me mb e rship .  Any me mb e rship  yo u purc ha se  g ive s yo u
a  we b site .  (To  q ua lify fo r b o nuse s, yo u must ha ve  a  me mb e rship  va lue  o f $19.95 o r a b o ve . Se e  se c tio n
in Tra ining  Cla ss Fo ur fo r mo re  info rma tio n).

CLASS THREE

     YOUR SUPPORT SYSTEM
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Yo ur we b -site  a d d re ss will b e  www.tvc ma trix.c o m/ YOUR USER NAME. Yo u will b e  p ro mp te d  to  c ho o se  a

“Use r Na me ”  whe n yo u e nro ll. Yo u c a n the n se nd  p ro sp e c ts to  yo ur we b site  to  p urc ha se  p ro d uc ts a nd

se rvic e s. Any sa le  p urc ha se d  thro ug h yo ur we b site  will b e  c re d ite d  to  yo u fo r sa le s c o mmissio ns a nd / o r

Ma trix c o mmissio n.

Yo ur tra ine r will sho w yo u ho w to  a c c e ss yo ur we b site , wa lk yo u thro ug h the  p ro c e ss o f e nte ring  sa le s

a nd  a nswe r a ny q ue stio ns yo u ma y ha ve , o r yo u c a n sc he d ule  a  to ur o f yo ur we b site  b y p ho ne  b y

c a lling  Asso c ia te  Se rvic e s a t TVC.

HOW TO ENTER AN APPLICATION ON- LINE

To  e nte r a n o rd e r o n yo u we b -site , lo g  o n to  yo ur we b -site  using  yo ur use rna me  a nd  p a sswo rd .  Afte r

yo u a re  lo g g e d  o n, c lic k o n the  ta b  a t the  to p  o f the  sc re e n la b e le d  “Asso c ia te s” .  C lic k o n the  “Ord e r

Entry”  b utto n o n the  le ft ha nd  sid e  o f the  sc re e n, a nd  the  fo llo wing  sc re e n will a p p e a r.

C lic k o n “Ente r Ne w Ord e r”  whic h will ta ke  yo u to  the  fo llo wing  sc re e n to  e nte r the  ne w me mb e r’ s

So c ia l Se c urity Numb e r.
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Once you have entered the member’s social security number, click the next button to enter the
members personal information.

First and Last Name, Address, Phone number are required, as well as, a username and password for
the member.  (If the member did not give you a username and password, use the first and last name of
the member with no spaces in between, for the username and password.)  Don’t forget to enter as
much information as possible including email address and multiple phone numbers.  This gives us more
ways to contact the member to better serve them.  Once this information has been entered, click on the
next button, and the Promotion and Product selection screen will appear.

Copyright 2007 • TVC Marketing • All Rights Reserved
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The promotions you use determine the commission you will be paid...so pay special attention to the
promotion you select.

SECURITY FIRST AND LAST MONTH -  You will be using the promotion labled Security First and Last
Month.  This will pay the commissions outlined in CLASS FOUR.  Then select the appropiate MCA
Security product, and press the next button.

Last
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Once you select the appropiate Promotion and Product  click Next and you will be taken to the Payment
Screen.

Cash Payment Received - If the member paid you cash for any reason you must enter the amount
received in the Cash Payment Received field.  If you have a payment method on file, as our associate
does in this example - American Express - xxxxxxxxxxx3004, then you can select your credit card or
bank draft to have the cash paid to you extracted from your credit card or bank account.  Using this
method to transfer cash to the company will expedite the commission process on the sale.  If you do not
have a method of payment on file you will need to select Money Order.  You will need to get a money
order for the amount of cash you received from the member, and send it to the home office.  The pro-
cessing of the sale for commission will be held until we have received the money order.  ALL CASH
RECEIVED MUST BE SENT OR PAID TO THE HOME OFFICE.

New Credit Card -  Select this button if the member has given you credit card information to process
his order.

New EFT - Select this button if the member has given you bank draft information to process his order.

New Direct Bill - Select this button if you received cash and did not receive an on-going method of
payment.  Such sales are paid only as-earned and are highly discouraged.

New EFS Account - Do Not Use

Once you select New Credit Card or New EFT it will take you to one of the following screens
depending on your selection.
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Enter the appropiate information given you by the member and click Next.  The original payment screen
will be redisplayed with the newly created payment methods listed at the top of the Ongoing Payment
Methods.

Select the newly created payment method given to you by the member and press the Next button.  A
screen will appear asking you to confirm the order.
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Once you have confirmed the information click the Place Order Button.

A results screen will appear letting you know the result of your transaction.  If the credit card is declined
or if the bank routing number is incorrect you will receive a message indicating that result.  Once the
order is completed, click on Order Entry Summary to see the order you have entered.  You are ready to
enter your next order.



 



Key in Direct Sales is the ability to think on your feet. 

Learn how you will react – don’t freeze 

 

Introduction To Merchants: 

Hi I’m [your name] (shake hands) 

I’ve been talking with some of the merchants and other citizens in the area and I 
have something I think you would be interested in. 

PAGE 1 

I represent Motor Club of America.  When you join Motor Club of America you get 
a membership card that looks just like this.  Your membership covers you in the 
United States and Canada. 

 

PAGE 2 

First thing your membership provides is Road Side Assistance.  When you are in 
your vehicle and you have a problem, all you have to do is call us.  24/7 just sign 
and drive. 

If you have a flat somewhere, you call us and we’ll send somebody out to you.  
Nobody likes to change a flat other than the guy getting paid to do it, right? 

If you lock your keys in your car, have a dead battery, or you break down 
somewhere you call us 24 hours a day and we will take care of it. 

 

PAGE 3 

It also covers your RV, your dually pick‐up truck over 1 ton, your boat trailer, your 
motorcycle, or your live stock trailer up to $100 for service. 

 



PAGE 4 

You’ve also got $500 in travel assistance. 

Here’s how this works –  

If you have an accident, you hit somebody or somebody hits you or there may not 
be any one else involved.  Maybe you hit a deer.  This can help you continue to do 
your job. 

So if you have an accident, it pays for your car rental for seven days up to $500. 

Now if the accident is away from home, here’s what we will do for you –  

If you are 50 miles or more away from home we’ll pay up to $500 for meals, 
lodging or for transportation home – now that may mean you have to rent a 
vehicle or you may have to get a flight to get back home.  This will take care of 
you so you aren’t stranded.   

If your car just breaks down it doesn’t cover that, but if you are in an accident 
regardless of who is at fault, we’re going to keep you from being stranded. 

 

PAGE 5 

MCA also provides planning and travel reservations.  When you get ready to take 
a trip – you’ll like this, a lot of our members say this is worth the money alone and 
they love it. 

Call us – we’ll send you a nice trip pack, we can schedule your trip, you get 
detailed routings, maps, airline reservations, and hotel discounts. 

So anytime you get ready to travel, you use this and that saves you money. 

 

 

 

 



PAGE 6 

You also have $500 in bonds. 

If you get stopped for a moving violation and there is a charge against you, we will 
post a $500 bond for you. 

Here in Oklahoma they will just write you a ticket but in some states when they 
stop you it’s not so easy.  They want you to pay the fine before they let you go.  If 
you’re coming back from a trip somewhere, you might not have $95 or $100 in 
your pocket to pay for a ticket.   

We’ll take care of you 24 hours a day – just call us. 

 

PAGE 7 

You’ve also got $25,000 in bail bond to release you. 
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You’ve got $2,000 in legal fees to defend you for any of the over 100 moving 
violations you can be charged with.  That’s everything from speeding to vehicular 
homicide. 

It’s a good feeling when you head down the road to know that you already have 
legal benefits bought and paid for with your membership. 
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You also have $1,000 in legal fees for an attorney to help you collect on injuries 
you suffered when you are in an accident or someone damages your vehicle.   

If someone hits your car and they don’t want to pay to fix it and you have to get 
an attorney involved – that’s how this works. 
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Also with your membership you have $5,000 in stolen vehicle reward. 

If somebody steals your vehicle, you call the club to report it and you call the local 
law enforcement – we’ll put up a $5,000 reward for the recovery of your vehicle 
and the conviction of the person who stole it. 

 

PAGE 11 

You also have up to $1,000 in credit card protection.  Do you carry credit cards? 

If your credit card is lost or stolen we have up to $1,000 in protection for you. 
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We also have a $500 reward for information leading to the arrest and conviction 
of someone that has stolen your livestock, your stock trailer, your tack or any 
farm equipment.  

If someone steals something off the farm we put up $500 for the recovery of that 
equipment. 
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You get discounts on your prescriptions, eye care and dental. If you and your 
family are members you can all save. 

You can go to any of the major pharmacies and receive discounts on your 
prescription drugs. 

You also get discounts on your eye exams, contact lens, glasses and Lasik surgery. 

You can use this for you and your entire family that are members.  There are also 
dental savings up to 50%. 
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You also have emergency benefits, that cover you on any accident, not just 
vehicle accidents. 
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If you are injured in a covered accident we pay emergency room benefits up to 
$500.   

If you are involved in an accident and the EMT says you need to go have yourself 
checked out, you know you have $500 in benefits.  What a lot of people like about 
this is that it can help with your deductibles on your hospital benefits on your 
insurance. 
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You’ve got hospital benefits.  If you are injured in an accident and end up in the 
hospital this pays $150 a day for a full year.   

That is $54,750 in benefits available to you.   

The nice thing is these benefits are paid directly to you, not the hospital.  If you 
have health insurance that’s going to pay the hospitals and doctors but this is paid 
directly to you because you are going to have a loss of income.  You’re going to 
have expenses you have to cover, so this comes directly to the member. 
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You have $10,000 death benefit.  If a member is killed in any accident, we pay 
$10,000 to the estate. 
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Another benefit you have on your membership is an additional $50,000 accidental 
death benefit you may enroll in.   

You have 3 choices: 

1.  Individual coverage 
2. Husband and wife coverage or 
3. Family coverage 

You elect the level of coverage you want. 

You can choose option one – which is $50,000 benefit.  If something happens to 
you we pay $50,000 to your family if it is an accident. 

You can choose option two which is $25,000 on you and $25,000 on your spouse.   

Or you can choose option three that provides $30,000 on you, $15,000 on your 
spouse and $3,500 on each of your children. 

Option 3 also carries some additional benefits of up to $1500 a year for day care 
for your children, it will pay up to $1500 a year for children who are enrolled in 
higher education, and it can provide retraining money up to $3000 for your 
spouse to re‐enter the work force.   

So you can choose the level of benefits you like. 
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You also have a travel assistance program.  This is a worldwide travel benefit.  

 If you are 100 miles or more away from home and you have any kind of medical 
emergency, this will get you back home.  I’ve heard these medical helicopters 
don’t get off the ground for less than $25,000.  It costs a lot of money if you need 
this and it is a part of your membership. 



This is world wide ‐ so if you were on a cruise, if you were in Hawaii, or if you 
were in London England, this protects you worldwide.  This covers accidents and 
even if you get sick. 
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So here’s what you get with your membership: 

You have road side service 24 hours a day – if you have children you can put them 
on the plan as well.  If you don’t want to be broken down on the side of the road, 
you certainly don’t want your children broken down there either.  So you want to 
have this for them also. 

You’ve also got your emergency road side assistance for your boat trailer, your 
RV, your motorcycle, your duley, and your livestock trailer. 

You also have $500 travel interruption assistance if you’re involved in an accident 
more than 50 miles from home or car rental for an accident closer to home. 

You’ve got your trip planning. 

You have $25,000 bond. 

You’ve got $2000 to defend you. 

You’ve got $500 stolen vehicle reward. 

You have $1000 credit card protection. 

You have $500 in reward if anything happens to your farm equipment. 

You’ve got prescription drug, vision and dental discounts. 

You have $500 for emergency room benefits. 

Over $54,000 in covered hospital benefits. 

$10,000 accidental death benefit. 

And you have an additional $50,000 death benefit tacked on to that. 



Finally you have travel assistance anywhere in the world. 

You get all these benefits and services for only $19.95 per month. 

Now you can also put your spouse on this plan. 

 

CLOSE 

Let me show you our application – 

You put your name here, then you can put your spouse on here, then you can add 
each of your children. 

It’s only $19.95 for each one of them. 

All the information we get from you is your name, address and phone number.   

I’ll give you a copy of this and as you can see your benefits are in full force right 
now. 

This is the 800 number if you need any help before you get your card, you just call 
this number and they will help you. 

I’m going to give you a copy of this receipt and your membership is in full force 
today. 

I would like to enroll you as a member today. 

 

 



MCA

Getting Started Right: The System!
4 STEP PLAN

Following this system has proven time and time again to be the BEST way to Launch your MCA Business. Follow

the system exactly, and you will be amazed at the results.

1. Learn your SALES PRESENTATION

A) Know What To Say B) Know How To Say It C) Know How To Close

2. Make a LIST of everyone you know. (First 25 on back) Don’t Judge anyone . . . you

don’t know who they know!

3. CONTACT everyone on your list. Set up at least 3 or 4 appointments a day for you and

your Manager to work as a part of your Training.

4. RECOMMENDATIONS . . . The Key to GROWING Your MCA Business Is

Learning The Art Of Recommendations.

Four Principals You Need to Look At Everyday

1) Goals: Set yourself goals for how many presentations you will make each day
you work.

Set yourself a goal for how many sales you will make each day you
work.

Set yourself a goal for the income you desire . . . daily, weekly, monthly
and yearly.

2) Your System: If you are going to have consistent success at anything you have
to establish a system for working your business. When- Where-
How long.

3) Focus: Life comes at you fast and it is easy to get distracted. Have your goals

and system clearly defined and written down so you know why you are
working and have a “track to follow”.

4) Make it Fun: Do not make this just another job. Keep your mind on the things
you want and off the things you don’t want and “above all else”
have fun!



MCA Fast Start Prospecting List

Make a Copy for your Manager

Congratulations, you’ve started a new business and to help you launch your business you need to let your friends

and family know about your business. If you opened a new restaurant you might invite them to the “Grand

Opening.” This business is no different, and they can refer people to you. Trust this process . . . it works. Do it
and you will see the results?

10 “WARMEST” Prospects – Friends and Family

Name Phone # Relationship Contact Notes

1

2

3

4

5

6

7

8

9

10

15 “WARM” Prospects – Somebody from Church, Work, Community Clubs (Lions, Civitan, Rotary, etc.)

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

MCA Approach

After you normal greeting . . . . .

I’ve started a new Business. As a part of my training, I’ve got to show our program to 20 people. It will only

take about 15 minutes. You may or may not be interested.



The Art of getting Recommendations

When you’ve made the sale, you close your kit, and when the prospect sees you

close the kit, the process is over in their mind and they kind of relax. Then the first

thing I say is,

“I want to ask you a question. As a matter of fact, I need your help.

We’ve found as a company that we get our best members from people

just like you, hard-working, responsible people. Who do you know here

in this area that would make me a good member?”

When somebody says “I want to ask you a question” an antenna goes up. They

kind of perk up a little bit. And then you say “As a matter of fact, I need your

help.” They immediately move to ‘how can I help this guy?’ Then you say “we’ve

found as a company” – not that I’ve found, but “we’ve found as a company that our

very best members come from people just like you, hard-working, responsible

people. Who do you know here in the area that would make a good member?” You

don’t say, “Who do you know that would buy this?” or “Who’d be interested in it?”

because you don’t want your prospect trying to figure out, ‘who would buy it or

who would be interested.’ You just say, “who’d make a good member?” The

average person will give you five names of people to go see. With those people you

call on as a result of recommendations, the closing ratio is a lot higher than cold

calls, because a friend or relative, someone they respect or love, sent you over there.

If you want a long career in the motor club business, learn the art of getting

recommendations.

After many years in the Direct Sales Industry, I have found that the people that are

successful and have long careers with any company, have learned the art of getting

recommendations.


