
Placement Rules and Strategies 
Basic Rules 
 
You have 14 days to change a new enrollee’s sponsor in order to “place them” under someone. 
You place people to achieve the structure depicted in the Power of 3 Bonus and the Rank 
Structures.  (See the compensation plan section to understand what these structures look like.) 
You can not place people strategically without understanding what these structures look like. 
 
Try to place builders on your front line, sharers on your 2nd and eventually 3rd level, and 
customers on your 3rd level.  Another way of saying this is always place builders right 
under you, sharers under builders, and customers under sharers and builders. If you use 
the GOLD rank structure as your placement guide, along with the prior 2 sentences, you 
will always be building to advance to the next rank with this strategy.  If you have achieved 
your desired rank, or if you want to, you can eventually place customers, sharers and builders 
where they will help someone under you build for rank advancement.  Be aware that if you place 
someone below your 3rd level, they will not be part of your 1500 power of 3 bonus. 
 
Sponsorship can only ever be changed 2 times, and the second time is only in certain 
situations. 
 
Enrollership can only be transferred one time. 
 
Make sure you understand the difference between enrollership and sponsorship for purposes of 
placing people for power of 3 purposes vs. rank advancement.  
 
Initial placement: 
Upon first enrolling a customer or advocate, you have 14 days (the day of enrollment is day 
one) to change that person’s sponsor.  This means that you can initially make yourself both the 
enroller and sponsor, and then change their sponsor to move them from your frontline within the 
14 days.  You could also initially make someone else the sponsor and then change your mind 
within the 14 days and change their sponsor.  The rule:  you can change a new enrollee’s 
sponsor one time within the first 14 days after enrollment.  
 
A good rule of thumb is to try to place your wholesale customers on your 3rd level under other 
sharers and builders if you have that option.  On your 3rd level they might be able to help you 
with your 1500 power of 3 bonus.  Remember, you can not place anyone under a wholesale 
customer, so if they are on your 2nd level you would not be able to use them for your 1500 
power of 3 (other than for extra volume to get to the 600 pv needed on that level).  If that person 
wants to start enrolling people at some point, they are not stuck on your 3rd level because you 
have the option move them again if it has been 90 days (see the next section) 



 
Changing someone’s sponsor is done on your back office under Team, My Business, Sponsor 
Changes.  There is will show you who is available for sponsor changes and how many days you 
have left to make the change.  When is says 1 day left, you are on the last day.  If you miss the 
period to make the sponsor change, there is usually no recourse.  Doterra does have an 
exceptions procedure but it is cumbersome and you have to meet certain criteria. Create a 
good system to remind yourself to make the change within the 14 day period. 
 
A wholesale customer can upgrade to a wellness advocate and be moved again if 90 days has 
passed 
If the wholesale customer upgrades to a wellness advocate (presumably because they want to 
enroll other people) within a 90 day period from the date of enrollment, he/she can NOT be 
moved again.  If it is after the 90 days, you have another 14 days to change their sponsor.  This 
allows you to place people who want to share and/or build in a different spot that is more 
beneficial for your organizational structure and their upline support.  The rule of thumb is that 
you want to keep sharers and builders who are your enrollees on your front line or second level. 
This would be the enrollee’s second sponsor change and only 2 sponsor changes are 
ever allowed. 
 
Where do I put builders and sharers? 
Ideally, you want to place builders on your frontline (1st level) and sharers under builders on 
your second level.  You can also place sharers on your 3rd level eventually to help with your 
1500 power of 3 if necessary.  Ideally, the power of 3 structure is made up entirely of builders 
who have the incentive to maintain a 100PV LRP order because they are receiving 
commissions.  Therefore, if you have 3 builders under you, they are each finding 3 builders, and 
then they each find 3 builders.  However, many times sharers and sometimes customers will be 
necessary to reach power of 3 bonuses. 
 
What if I am just starting and I don’t have any builders 
First, this is why it is crucial to prioritize your outreach at the beginning to people who have the 
ability to be sustainable builders.  If you are a category 1 or 2 (from the “I want to create a 
supplemental or replacement income” video under Where am I starting), then you will be 
reaching out to others who do what you do or similar.  These are colleagues, or people you 
went to school with, or people already in a practice with you, etc.  You will only achieve rank 
bonuses if your customers are under builders, so identifying builders as quickly as possible is 
the best way to grow your business. 
 
However, everyone has to start somewhere, and we all faced this challenge of possibly not 
having a builder when we started to enroll customers.  At the beginning, you will have to keep 
customers on your front line because you cannot place them under each other (wholesale 
customers cannot have a downline).  Eventually you could have them upgrade if it has been 90 
days (which means they need to give Doterra their social security number) if they are willing to 
so you could move them under a builder once you have found one.  You would have to know 



someone pretty well to ask them to do this since it only benefits you and not them, unless there 
is some education offered under the builder that they otherwise would not have access to. 
 
(Many builders start as customers, and once they have fallen in love with the products, they 
decide to build.  If they are already on your frontline, then that is perfect.  If a customer decides 
they want to be a sharer, you will have them upgrade if it has been more than 90 days so you 
can move them under a builder if possible.) 
 
“Placeholders” - Using a placeholder is a strategy that can be used if necessary for your FIRST 
builder.   A placeholder is someone who does not want to be a builder, but is willing to enroll as 
a wellness advocate so you can place people under them.  The placeholder will then transfer 
out of their spot (see Transfering into Someone’s spot below) when you have a new person who 
does not already have an account who wants to be a builder. The other option is that a 
wholesale customer who is somewhere under the placeholder can upgrade and transfer into the 
placeholder’s spot.  DO NOT ATTEMPT THIS WITHOUT FINDING OUT THE EXACT TIMING 
AND PROCEDURE FROM YOUR UPLINE AND THE BUSINESS HELP CENTER. 
 
The placeholder will then become a wholesale customer only, but can keep their loyalty rewards 
points and percentage they have achieved. 
 
One of the downsides of a placeholder is that you may be looking for a new person who doesn’t 
have an account to transfer into a builder spot.  How will that person know if they want to 
distribute Doterra products if they have not been a customer yet?  One strategy is to let the 
person order from you for awhile to see if they love the products before you transfer them in.  It 
is also possible that they have used other essential oils and already understand them. 
 
(See also Tips on Placeholders under the More Advanced Section Below) 
 
MORE ADVANCED PLACEMENT RULES & STRATEGIES  
 
Can Wellness Advocates downgrade to Wholesale customers? 
If a wellness advocate does not have a downline, they can downgrade to a customer at their 
anniversary (the day and month that they initially enrolled).  This means that they cannot 
downgrade if they have not been a wellness advocate for at least one year.  They need to notify 
placements@doterra.com PRIOR to their anniversary or they will have to wait another year. 
 
It is possible for a person who has downgraded from a wellness advocate to a wholesale 
customer  (if they had never been a wholesale customer in the past) to then upgrade again 
(after 90 days) so they could transfer into someone’s spot above them or be moved again.  A 
person can never change sponsors more than 2 times without an exception. 
 
Transfering enrollership 
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Enrollership can only be transferred once, and it is a tool used for Rank Advancement.  In all the 
structures depicted in the Rank portion of the compensation plan, the person at the top, i.e. the 
top circle, must be the ENROLLER of the “circles” below them to be paid at that rank.  For 
example, for a builder to be silver, they have to be the enroller of 3 builders under them who are 
Elites (3000OV).  If one of those bulders was enrolled by someone else, the enrollership would 
have to be transferred to the person who is reaching Silver.  (Enrollship does not have anything 
to do with the POWER of 3 bonus). 
 
Enrollership is generally only transferred when the Enroller needs to transfer an enrollershp to 
someone under them in order to reach the next rank.  For instance, a builder who is advancing 
to gold would need to transfer enrollership of any builders who are the executives under the 
builder who will be premier in order for the Advancing Builder to reach Gold. 
 
The rule of thumb is that you do not transfer your enrollerships until you are ready to rank 
advance. 
 
Transfering into someone’s spot 
A new person who has never had a Doterra account, or a wholesale customer (NOT A 
WELLNESS ADVOCATE) who is under the transferor (the person transferring out) who has only 
had one sponsor change, can transfer into someone’s spot.  If the transferee (the person 
transferring in) is already a wholesale customer and is moving into a spot where the enroller of 
the person transferring out is different from the enroller of the transferee, then the enroller of the 
transferee will have to transfer enrollership to the enroller of the transferor.  Enrollership can 
only be transferred ONCE, so make sure the transferee’s enrollership has never been 
transferred, AND understand the new enroller of the transferee will never be able to transfer that 
person’s enrollership again if necessary for rank advancement.  This can be very complicated 
so always work through the transfer with your upline and their account manager and 
Doterra’s business advancement team.  Be aware that they might not be looking at your 
whole organization for rank advancement purposes so you have to make sure you and your 
upline are:) 
 
To transfer an account, see the Placements Tab under Team in your back office.  The transfer 
form will be accompanied by the enrollment form if the person transferring in has not had an 
account before. 
 
Tips on placing builders under other builders 
A good rule of thumb is NOT to place builders under other builders.  Each builder is responsible 
for finding their builders.  The business works best this way because of the relationship between 
a builder and their enroller, and being able to work together and support each other.  An 
exception to this might be the case of two builders who you enrolled whot have a close 
relationship so that you want one under the other (helping each other) rather than being 
cross-line (both on your frontline so they have completely separate downlines).  Examples of 
this are family members, people who work together or close friends. 



 
Also, there are definitely times when we (the Enroller) place a new builder under another builder 
(making them the Sponsor of the new builder) even though there is no relationship.  I 
recommend that you do not “give” someone a builder unless they have already enrolled 2 of 
their own, and have shown the ability to support their builders and have demonstrated a 
long-term commitment to their doterra business.  In this situation, you will have help training and 
supporting the new builder. Then, the Enroller of the new builder can transfer enrollership to the 
new builder’s sponsor when the Enroller is ready to rank advance.  It is in everyone’s best 
interest to wait for the Enroller’s rank advancement, rather than when the Sponsor is eligible to 
rank advance because enrollership can only be transferred once.  If the Sponsor receives the 
transfer of enrollership earlier, and then decides to stop building, then the original enroller and 
the new builder are both left without support, i.e. the original enroller has lost the opportunity to 
use the new builder for rank advancements, and as a result, the new builder may be left without 
the support they would have received as being key to someone’s rank structure. 
 
Again, each situation is unique, and if the sponsor has shown every indication of being able to 
continue their doterra business for the long run, then sometimes enrollership is transferred when 
the Sponsor is ready to rank advance.  Another consideration may be a prior close relationship 
between the Sponsor and New builder, like being close friends or family members.  In this case, 
sometimes enrollerships are transferred earlier. 
 
Tips on Placeholders 
 
I recommend only using a placeholder for your first builder, as you are the most likely to be 
finding builders at this stage in your business because you are reaching out to other people who 
know and trust you (and should have the ability to be a sustainable builder). This placeholder 
should be transferred out as soon as the first builder if found.  
 
When placeholders are used to create a 3rd leg, for instance in order to reach silver, it can take 
longer to find a builder to take their spot.  You may have already reached out to the qualified 
people you know to be builders, and now need to look beyond your warm market.  The number 
of people you enroll per month may also be slowing down.  The result can be that you are left 
building a leg yourself that has a hard time growing (enrolling enough people to account for the 
35% attrition rate, plus more so that the leg is growing).  If you don’t find a builder in time, and 
you aren’t enrolling enough new members yourself, then the leg can begin to lose residual 
volume unless there are other people enrolling consistently on that leg.  
 
You may be better off focusing on outreach to potential builders rather than enrolling customers 
and not having a place to put them that will help you grow.  Again, each situation is unique, and 
if you have a steady stream of people to enroll and good connections with builder networks, 
then using a placeholder for a 2nd or 3rg leg might work for you. 
 
Inactive and Terminated Accounts as a building tool 



 
The only other way to move someone (or for someone to move themselves) without an 
exception (see Exceptions below) is to stop ordering for 6 months and making sure no retail 
customer orders are placed under you for those 6 months.  At that point, the person can email 
placements and request a new enroller and sponsor under anyone in Doterra.  That person will 
lose any downline they have and their loyalty rewards % (they can use their points before they 
stop ordering).  Not ordering will qualify the account as inactive.  If that person wants to ensure 
that no retail customer orders are placed under them, they may need to terminate their account.  
 
Doterra considers anyone’s account that has not been ordered under for 12 months to be 
inactive. 
 
Will someone disappear from my downline when they are inactive? 
 
The only way an inactive account (no orders for 12 months) will disappear from your downline is 
if you email placements and request that they be removed.  Requesting that inactive people be 
removed can bring builders on your lower levels closer to you which helps the number of 
unilevel commissions that you will earn from their downline (you get unilevel commissions 7 
levels down starting at Silver).  The customers on the person’s front line will roll up. 
 
This can also be a tool to bring people who are ordering regularing into your Power of 3 bonus 
structure (in your top 3 levels). 
 
If the inactivated person was the enroller of other customers, then the inactivated person’s 
enroller will become the new enroller of the inactivated person’s enrollees. 
 
Exceptions 
Any other type of move needs to be requested by an exceptions process.  Doterra has an 
exceptions committee that will review requests based on certain limited guidelines.  Any type of 
cross-line move without going inactive, or a transfer by an existing wellness advocate into the 
spot of another wellness advocate needs to be attempted through the exceptions process.  One 
of the requirements is that seven levels of sponsors up from the person requesting the move, 
and three levels of enrollers, have to all sign off and approve of the request to be moved. 
 
You must talk to your upline, and their doterra account manager and/or yours, to discuss any 
exception requests. (Silvers and above are assigned account managers.  Below Silver is 
assisted by the Business Advancement Team) 


