
Quick Start Guide
WORLDWIDE

Welcome to Renova Worldwide! Our history tells a story of trial and triumph and our future is one of hope and healing. You 
have the opportunity as an Independent Representative (Rep) to share this message and help others achieve their own personal 
health and financial goals. 

INITIAL SETUP

YOUR STORY
WRITE YOUR 30-SECOND STORY

STAY PLUGGED IN

I set up my RenovaWallet
Manage the funds you receive through the Renova Worldwide Prosperity Compensation Plan with 
RenovaWallet. Use PayCard or transfer your money to a variety of accounts to use however you choose!

I familiarized myself with the materials in the Document Library in Team Office.
Start your business on the right foot by educating yourself. Compliance documents outline do’s and don’ts 
while professional marketing materials give you the tools to launch your new business. 

I set up my recurring monthly Subscription
The easiest way to increase your product knowledge and share with credibility and confidence is to create a 
subscription and become a "product of the product." As a Representative you are not required to have a 
monthly subscription; however, doing so qualifies you for participation in both Rewards Programs and 
opportunities for free products.

I logged in to my Team Office
The Team Office is full of tools and resources that you can use to manage your team. Get familiar with the 
Dashboard as well as all other menu links.

Follow Renova Worldwide on social media.

Why did you join Renova Worldwide? 
How did you hear about Renova Worldwide? 
Was it the products or the financial opportunity 
that interested you most? 
Why did you become a Representative? 
Why do you think other people should join you?

BASIC INFORMATION
Replicated Website:                                                   .renovaworldwide.com
Username:                         
Password:
Representative ID:
Your Enroller:

Contact Our Support Team: 
(866) 217-5806
(208) 537-2706
support@renovaworldwide.com  

Login Renova 
Worldwide

Youtube

Zoom Renova 
Independent 
RepresentativesSubscribe to the Renova Worldwide YouTube Channel. 

Regularly login to your Dashboard in your Team Office to 
see important notices and information in Renova News.

Join Renova Worldwide on Zoom for regularly scheduled 
training calls. (Schedule is in Renova News in your Team Office)



MY LIST

MY TOP PROSPECTS

GOAL SETTING

LEARN THE PROCESS

The recommendations you’ve recieved from your efforts in reaching out to your contacts will help 
populate your list of top prospects for team members. Add their names in the appropriate column. 
Follow up regularly and consistently update these lists.

List as many people as you can think of whom you could invite to help you in your new business. You’ll be 
asking them if they know anyone who may be interested in the product, opportunity, or for a referral. 
Commit to consistent effort. (For example, “I will contact 3 people each day,” or “I will share for 30 
minutes daily.”) Maintain and add to your list every day. Reach out to your upline for support.

Use your upline to help you—they are invested in your success too!

Set a goal to enroll 2 Representatives and 3 Preferred Customers within the first 30 days. 
Help your 2 new Representatives do the same within their first 30 days. 
Set a goal to get 1 Preferred Customer and 1 new Representative each month.

Fall in love
with the process,
follow the system,

get the results.

Identify Share

ValidateCommit

Identify a potential customer/representative or 
someone who could give you a referral.

Share our products or business opportunity.
(Find information in your Team Office > Document Library and 
our Corporate website and social media platforms)

Third-party validation is vital to helping prospects
take the next step. Introduce them to your upline 
using Facetime, Messenger, or similar formats. Our 
social media groups provide a sense of community 
and a great forum for additional information. 

Commit your prospect to using a trial pack, buying 
a product, or giving you a referral.
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