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🌿 

WELCOME BACK TO WELLNESS 

Leader Reactivation Playbook 
April 1 – June 30, 2026 

 

 

🚫 $0 Renewal Fee 
Waived April–June for returning 

wholesale customers 

⚡ Fast Start Earnings 
Earn weekly on reactivation orders 

for 60 days 

💪 Power of 3 Credit 
Rewards orders from reactivations 

fill your Po3 pod 

 
"Life got busy. We get it. But your body has been waiting. Come back to simple." 

 
For Wellness Advocates at all ranks  |  Share with your entire team 
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🎯 

SECTION 1: WHY THIS WINDOW MATTERS 
The corporate gifts + the 2026 wellness moment = your perfect storm 

 

The Opportunity in Plain Language 
dōTERRA has handed you three major business advantages between April 1 and June 30, 2026. Your 
job is simply to show up and be the bridge back for people who already love these products. 
 

$0 
Renewal Fee Waived 

20% 
Fast Start Weekly Pay 

60 Days 
Fast Start Window 

$500 
New Po3 Boost 

 

The 3 Corporate Gifts You Are Working With 
•​ NO $25 renewal fee for returning U.S. wholesale customers (April 1 – June 30) 

Note: They do not receive the free renewal product during the waiver window. That is OK — the barrier is gone, and that is 
what matters. 

•​ Fast Start commissions paid on reactivations inactive 12+ months (starting April 1) 
You earn 20% on their orders weekly for 60 days. Your enroller earns 10%, their enroller earns 5%. 

•​ Reactivation Rewards orders count toward your Power of 3 pod 
When they reactivate on a Rewards order, that volume can help fill your Po3 500 PV pod — accelerating your monthly bonus. 
 

BACK OFFICE TIP 
There is a reactivation eligibility report in your dōTERRA back office. 
Run it NOW. This shows you exactly who is eligible — no guesswork, no forensic digging. 
Also: starting in May, reactivated customers (12+ months inactive) will automatically appear 
in your sponsor change tool with flexible frontline move options. Less friction, more strategy. 

 

Why 2026 Is the Perfect Moment to Bring People Back 
The wellness landscape has shifted in your favor. Here is what is trending RIGHT NOW — and 
dōTERRA products are built for every single one of these: 
 

2026 WELLNESS TREND dōTERRA PRODUCT CONNECTION 

Gut health & microbiome 
optimization 

PB Restore — probiotic support for digestive balance* 

Anti-ultra-processed food 
movement 

VMG+ and EO Mega+ — clean-label, whole-food nutrition* 

Nervous system regulation Adaptiv, Serenity — support for stress and tension* 
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2026 WELLNESS TREND dōTERRA PRODUCT CONNECTION 

Sleep as a non-negotiable 
pillar 

Lavender, Serenity Restful Blend — bedtime routine* 

Reducing toxic load / 
microplastics 

On Guard Cleaner, Lemon, natural household alternatives 

Over-optimization backlash Simple routines — you ARE the answer to this trend 

Longevity & healthspan 
lifestyle 

The Foundational Wellness Bundle (VMG+, EO Mega+, PB 
Restore)* 

 
*These statements have not been evaluated by the Food and Drug Administration. These products are not intended to 
diagnose, treat, cure, or prevent any disease. 
 

YOUR CAMPAIGN POSITIONING 
You are NOT chasing wellness trends. You ARE already living them. 
Your products are the simple, clean, joyful answer to the overcomplicated wellness world. 
Message: "Life got busy. We get it. But your body has been waiting. Come back to simple." 
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📅 

SECTION 2: THE 3-MONTH SPRINT PLAN 
Month-by-month action framework for April, May, and June 

 

April — "Come Back" Month 

April POTM: Lavender (available April 1–15 ONLY — built-in urgency) 
This is your outreach and invite month. The Lavender POM window closes April 15 — use that real 
deadline to create genuine urgency without being pushy. 
 

WEEK FOCUS KEY ACTIONS 

Week 1Apr 
1–7 

Pull Your List •​ Log into back office and run the reactivation eligibility 
report 

•​ Segment into: Warm (ordered within 2 years) and 
Cooler (2–4 years out) 

•​ Aim for a list of 30–50 eligible contacts minimum 
•​ Plan your outreach: text/DM first, not mass email 

Week 2Apr 
8–14 

Personal Outreach 
Blitz 

•​ Send 8–10 personal texts or DMs per day — NOT mass 
broadcast 

•​ Use the "Welcome Back" text script in Section 3 
•​ Mention the Lavender POTM is only available through 

April 15 
•​ Goal: meaningful 1-on-1 conversations, not 

announcements 

Week 3Apr 
15–21 

Follow Up + Enroll 
on Rewards 

•​ Follow up with everyone who opened/responded in 
Week 2 

•​ Goal: get them onto a Rewards order (even 100 PV 
restarts Fast Start) 

•​ Share the Anniversary Flash Sale details if they want to 
maximize value 

•​ Post Episode 1 of your social media series (see Section 
4) 

Week 4Apr 
22–30 

Anchor + Teach •​ Introduce reactivated customers to the Foundational 
Wellness Bundle concept 

•​ Share your own simple daily routine — normalize a 2–3 
product approach 

•​ Follow up with anyone who said "maybe" in weeks 1–2 
•​ Brief your team on the plan — teach them to run this 

same outreach 
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May — "Rebuild Your Routine" Month 

May POTM: Tea Tree  |  Memorial Day Sale  |  Reactivation window continues 
By May, reactivated customers need a simple, sticky routine that keeps them ordering. This is your 
retention and gut health month — two of the biggest 2026 wellness trends align perfectly. 
 

WEEK FOCUS KEY ACTIONS 

Week 1May 
1–7 

Gut Health Content •​ Post gut health trend content featuring PB Restore and 
DigestZen 

•​ Use language: "supports digestive balance" and "may 
help with gut comfort" 

•​ Continue outreach to remaining people on your April list 
•​ Check back office for new reactivation eligibility in 

sponsor tool (live in May) 

Week 2May 
8–14 

Routine Building •​ Share a simple 3-product morning routine Reel or post 
•​ Introduce the Foundational Oils 12-month program to 

April reactivations 
•​ Host a casual Zoom or voice note voice drop with your 

reactivated customers 
•​ DC Sourcing Trip content opportunity — share the 

brand story 

Week 3May 
15–21 

Memorial Day Prep •​ Announce Memorial Day Sale to your customer list via 
text/DM 

•​ Give reactivated customers a specific product 
recommendation for the sale 

•​ Post nervous system regulation content — Adaptiv, 
Serenity 

•​ Run social proof post: share customer response stories 
(with permission) 

Week 4May 
22–31 

Convert + Retain •​ Goal: confirm all April reactivations have a recurring 
Rewards order set 

•​ Share the 125 PV Rewards strategy — one foundational 
oil added per month 

•​ Reach out to anyone from your list who has not yet 
reactivated 

•​ Brief team leaders: run May recap and celebrate wins 
publicly 

 

June — "I'm Staying This Time" Month 

June: 200 PV Promo  |  First month to qualify for Diamond Club  |  Final reactivation window 
June is about anchoring long-term. Shift the conversation from "coming back" to "building a life with 
this." The 200 PV promo gives customers a reason to go bigger this month. 
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WEEK FOCUS KEY ACTIONS 

Week 1Jun 
1–7 

Anchor Long-Term •​ Introduce the Foundational Oils program to all 
reactivated customers 

•​ Share the 200 PV promo with clear details and CTA 
•​ Use the anchor script: "Let us set you up so life cannot 

knock you off track again" 
•​ Focus new content on longevity and healthspan — the 

wellness lifestyle angle 

Week 2Jun 
8–15 

Expand the Circle •​ Ask reactivated customers: "Who else do you know who 
has been meaning to come back?" 

•​ Gather referrals using the Sales Cycle Step 8 (Gather 
Referrals) 

•​ Post a customer journey story: "3 months ago she came 
back to her oils — here is what changed" 

•​ Check Diamond Club qualification window — first month 
open in June 

Week 3Jun 
15–22 

Last Push •​ Final outreach to anyone on your original list still not 
reactivated 

•​ Use the "one last nudge" script — gentle, warm, no 
pressure 

•​ 200 PV promo reminder — last chance content 
•​ Team recognition: celebrate reactivation wins on your 

team call or group 

Week 4Jun 
23–30 

Review & Plan Q3 •​ Run your reactivation numbers: how many, what 
volume, what Fast Start earned 

•​ Identify who in your team ran this plan — celebrate 
them 

•​ Map reactivated customers to Orlando Convention ticket 
conversations 

•​ Set July Rewards order reminders for every reactivated 
customer 
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💬 

SECTION 3: OUTREACH SCRIPTS 
Word-for-word scripts for text, DM, and follow-up — copy and personalize 

 

The Initial "Welcome Back" Text or DM 
This is your first contact. Keep it personal, warm, and brief. Reference the specific person — no 
copy-paste vibes. 
 
💬 Script 1A — Warm Contact (ordered within 2 years) 
Hey [name]! I have been thinking about you and wanted to reach out. I know life gets busy and 
wellness kind of falls off the radar sometimes — I totally get it. But I wanted to let you know that right 
now dōTERRA is actually waiving the renewal fee, which means there is literally zero barrier to 
coming back. The April oil is Lavender but it is only available through the 15th so I wanted to make 
sure you knew. Would it be OK if I sent you a quick note about what is new? I think you might love 
some of what has changed. ♡ 

 
💬 Script 1B — Cooler Contact (2+ years out) 
Hey [name]! This might feel like it is coming out of nowhere but I was thinking about you and how 
much you used to love [specific product they ordered]. I just wanted to check in and see how you are 
doing — and honestly let you know that if you have been thinking about dōTERRA at all, right now is 
the best possible time to come back. They waived the renewal fee for returning members through 
June so there is genuinely nothing holding you back. Would love to reconnect! How are things? 

 
💬 Script 1C — The Short Version (for people you know well) 
Hey girl! Quick — dōTERRA waived the renewal fee right now for people who want to come back. 
Zero barrier. And April has Lavender as the freebie but only through the 15th. Are you in? Miss 
having you in the community! 🌿 

 

The Follow-Up Script 
Send this 3–4 days after your initial outreach if they have not responded, or use it after a positive first 
reply to move toward enrolling them back on Rewards. 
 
💬 Script 2 — The Follow-Up 
Hey [name]! Just circling back on my message. No pressure at all — I know life is full. I just wanted to 
make sure you had the info: renewal fee is waived right now which means you just pick your Rewards 
order, set it, and you are back. Your wholesale pricing and everything is right where you left it. If it 
helps, I can even suggest a really simple starting order based on what you used before — nothing 
overwhelming, just a couple of things that are working really well for me right now. Want me to do 
that? 

 
💬 Script 3 — Handling "I Don't Use It Enough" 
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Oh totally, I hear that so much and honestly it makes complete sense. Most people I talk to who went 
inactive tell me they never stopped loving the products — life just got in the way. Which is such a real 
thing. Here is what I suggest: what if we found just one or two things you would actually reach for 
every single day — nothing complicated — and built your order around that? Right now there is no 
renewal fee so there is genuinely zero risk to trying again. And I will be there to actually support you 
this time so it sticks. Want to try that approach? 

 
💬 Script 4 — Moving to the Rewards Order Close 
So here is what I would love to do — can I help you build a simple Rewards order? Even just 100 PV 
gets you back in, locks in your wholesale pricing, and gets you the monthly product. We can always 
adjust it going forward but let us just get you started. The easiest one to begin with right now is 
honestly [suggest 1–2 products from their order history]. Does that feel doable? 

 
💬 Script 5 — The June "One Last Nudge" 
Hey [name]! I know I have reached out a couple of times and I completely respect where you are at. I 
just want you to know the renewal fee waiver ends June 30 — after that it goes back to the regular 
$25/year. If there is any part of you that has been on the fence, this is genuinely the last easy 
on-ramp for a while. Even if you just want to stay connected and keep your wholesale pricing, it costs 
you nothing right now to come back. Thinking of you and no pressure either way. 🌿 

 

The Referral Ask Script 
After someone reactivates and places their first Rewards order — this is your Step 8 of the Sales Cycle. 
Always gather referrals from happy customers. 
 
💬 Script 6 — Referral Ask 
I am so glad you are back! Genuinely. Now — I know this is probably the last thing on your mind but 
do you know anyone who used to be a dōTERRA member or who has been curious about it? Right 
now is literally the best window to bring someone in because of the fee waiver. Even just one name 
— I will take it from there and make it easy. Who comes to mind? 
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📱 

SECTION 4: SOCIAL MEDIA CONTENT PLAN 
Trendy, authentic post and Reel ideas that actually convert — not just engage 

 

The Campaign Framework 
Your social content has ONE job during this sprint: bridge the gap between interest and action. We 
learned from previous campaigns that engagement without a clear CTA does not convert. Every post in 
this plan has a direct call to action built in. 
 

THE "EPISODE" SERIES STRATEGY 
This is the highest-performing format on TikTok and Reels right now. 
You are serializing your reactivation journey — like a mini reality show about reconnecting your 
community. 
Episode 1: 'I am reaching out to everyone who went quiet. Here is why.' 
Episode 2: 'She said she forgot how much she loved her Lavender. Here is her reaction.' 
Episode 3: 'Week 3 update: X people came back, here is what they ordered first.' 
Show the REAL texts. The real responses. People are obsessed with this format. 

 

Post-by-Post Content Calendar 
 

APRIL — 6 Core Posts/Reels 
 

POST CONTENT DETAILS 

Post 1ReelWeek 1 Hook: 'If you quietly stopped using your oils, this is for you.'Content: Day-in-life 
showing 3 products in your real morning. No production. Phone on counter.CTA: 
'DM me the word BACK and I will send you what I am actually using right now.' 

Post 
2CarouselWeek 2 

Hook: '5 wellness trends dominating 2026 and why my doTERRA products are 
literally built for this moment.'Content: Slide 1 trend, Slide 2 product connection 
x 5 trends.CTA: 'Save this for your next wellness shopping moment.' 

Post 3ReelWeek 2 Hook: 'I texted [X] people this week. Here is what happened.' (Episode 
1)Content: Show your list, your texts (names blurred), the responses.CTA: 'Are 
you one of my people who went quiet? Drop a heart in the comments.' 

Post 4StoryWeek 3 Direct: 'Quick — the April oil is Lavender and it is only available through April 15. 
If you want it, you need to be a member. Renewal fee is waived right now. Link 
in bio or DM me LAVENDER.'CTA: Clear direct link or DM trigger. 

Post 5ReelWeek 3 Hook: 'The wellness industry wants you to think you need 47 supplements. You 
don't.'Content: Show the 3-product Foundational Bundle. Simple. Clean. 
Real.CTA: 'Comment SIMPLE and I will tell you exactly what I would start with.' 
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POST CONTENT DETAILS 

Post 6Story 
PollWeek 4 

Question: 'Did you used to use doTERRA and kind of... fall off?' [Yes / 
No]Follow-up story: Tag everyone who said Yes in a message. 'Hey — there is 
literally no renewal fee right now. Come back.' 

 

MAY — 5 Core Posts/Reels 
 

POST CONTENT DETAILS 

Post 1ReelWeek 1 Hook: 'Gut health is trending and honestly? doTERRA has been ahead of this 
for years.'Content: Feature PB Restore and DigestZen. Explain what probiotics 
support in plain language.*CTA: 'DM me GUT and I will send you how I use 
these every single day.' 

Post 2Episode 
2Week 2 

Hook: 'Episode 2: She came back after 3 years. Here is what she ordered 
first.'Content: Share a real customer story (with permission). Walk through the 
reactivation process.CTA: 'If this is you, the link in my bio has everything you 
need or DM me.' 

Post 
3CarouselWeek 3 

Hook: 'My 3-product nervous system routine and why I will never skip it.'Content: 
Adaptiv, Serenity, Lavender. Real photos. Real routine.CTA: 'Save this. Your 
nervous system will thank you.'* 

Post 4StoryWeek 3 Memorial Day Sale alert — clear, direct, specific product recommendations.CTA: 
Direct link or DM for personalized recs. 

Post 5ReelWeek 4 Hook: 'I quit complicated wellness and my health actually got better. Here is 
what I kept.'Content: Anti-optimization angle — the over-optimization backlash 
trend. Real talk.CTA: 'Comment SIMPLE if you are tired of trying to optimize 
everything.' 

 
*Statements marked with * refer to general wellness support. These statements have not been evaluated by the FDA. 
Products are not intended to diagnose, treat, cure, or prevent any disease. 
 

JUNE — 4 Core Posts/Reels 
 

POST CONTENT DETAILS 

Post 1ReelWeek 1 Hook: 'She said she came back for the oils and stayed for the 
community.'Content: Longevity angle — building a wellness life, not just buying 
products.CTA: 'If this resonates, the link in my bio is your entry point.' 

Post 2Episode 
3Week 2 

Hook: 'Episode 3: 90 days of the Welcome Back campaign. Here are the 
results.'Content: Real numbers (customers reconnected, what they ordered, 
what changed for them).CTA: 'Renewal fee waiver ends June 30. Last call link in 
bio.' 

Post 3StoryWeek 3 200 PV promo — clear product lineup, what they get, why this month is worth 
going bigger.CTA: Direct DM or link. 

Post 
4CarouselWeek 4 

Hook: 'The best time to come back to your wellness routine is now. Here is 
how.'Content: Simple 3-step plan for getting back on track with doTERRA.CTA: 

Results vary based on time, effort, and skill. Expenses may be incurred. See doterra.com/disclosure for typical earnings.  |  Page 10 



 
doTERRA WELCOME BACK TO WELLNESS LEADER REACTIVATION PLAYBOOK 2026 

 
POST CONTENT DETAILS 

'June 30 is the last day with no renewal fee. DM me BACK and let us build your 
simple routine.' 
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🛡️ 

SECTION 5: OBJECTION HANDLING 
The real ones you will hear — and exactly what to say back 

 

The Top 6 Reactivation Objections 
These are not roadblocks — they are conversations waiting to happen. Respond with empathy first, 
then information, then a soft close. Never argue. 
 

OBJECTION YOU'LL HEAR YOUR RESPONSE 

"I don't use them enough to justify 
it." 

"That is the most common thing I hear honestly! Most people I 
talk to who went inactive still love the products — life just got 
busy. What if we found one or two things you would actually 
grab every day and built from there? And right now there is 
literally no fee, so zero risk to trying again." 

"I can't afford it right now." "Totally fair. The good news is you can start with as little as 
100 PV on a Rewards order — that is around $85-100 
wholesale for products you would actually use. And the 
wholesale savings alone often offset that. There is no 
pressure to go big right away. Want me to suggest a simple 
starting point?" 

"I don't have time to build a 
business." 

"Oh — this is not about the business side at all. I am just 
reaching out because I genuinely love having you in the 
community and I wanted you to know about the fee waiver. 
You can literally just come back as a customer, keep your 
wholesale pricing, and get your oils. That is it. No strings." 

"I have been getting my oils 
elsewhere." 

"That makes sense — there are a lot of options out there now. 
The quality difference with doTERRA is something I feel 
genuinely passionate about and if you ever want to talk 
through what makes me stick with them, I am happy to share. 
But no pressure. The door is just open right now if you want to 
come back." 

"I need to think about it." "Completely. The only thing I will say is the fee waiver ends 
June 30 so whenever you are ready before then, I am here. 
Can I follow up with you in a week or two? No pressure either 
way — I just want to make sure the timing works for you if you 
do decide to come back." 

"Can't I just buy retail?" "You can! But as a wholesale member you save 25% on 
everything versus retail pricing. So even if you are just 
ordering for yourself, the membership pays for itself with just 
one order — and right now the $25 renewal fee is waived so it 
is literally free to come back. Makes more sense to have it, 
right?" 
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🧪 

SECTION 6: PRODUCT RECOMMENDATIONS BY WELLNESS 
PRIORITY 

Match returning customers to the right starting order — quickly 

 

The Simple Starting Order Framework 
When a customer comes back, do not overwhelm them. Ask one question: "What is your biggest 
wellness priority right now?" Then recommend from the chart below. Goal: get them to a comfortable 
Rewards order they will actually use. 
 

THEIR PRIORITY SUGGESTED STARTING ORDER (100-125 PV range) 

Sleep & stress Lavender (April POTM), Serenity Restful Blend, Adaptiv* 

Gut health & digestion PB Restore, DigestZen* 

Energy & daily wellness Foundational Wellness Bundle: VMG+, EO Mega+, PB Restore* 

Clean home & toxic load On Guard Cleaner Concentrate, Lemon essential oil 

Immune support On Guard blend or softgels, Frankincense* 

Emotional balance Adaptiv system, Balance, Serenity* 

General wellness start Home Essentials Kit or Foundational Oils starting order 

 
*These statements have not been evaluated by the FDA. Products are not intended to diagnose, treat, cure, or prevent any 
disease. Recommend customers consult a healthcare professional for medical concerns. 
 

The Foundational Oils 12-Month Program — Your Retention Anchor 
Once a customer reactivates, this is how you keep them. The Foundational Oils program builds a 
12-month habit one oil at a time — simple, affordable, and incredibly sticky. 
 

FOUNDATIONAL OILS PROGRAM — HOW TO INTRODUCE IT 
Suggest a 125 PV monthly Rewards order as their anchor. 
Each month, one new foundational oil arrives — building their collection gradually. 
Frame it as: 'You are not buying a bunch of stuff at once. You are building a lifestyle, one oil a month.' 
This is the single most powerful retention tool in your business. Prioritize it. 
Check doterra.com for current Foundational Oils program details and pricing. 
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👥 

SECTION 7: TEAM LEADER TRAINING GUIDE 
How to teach this plan to your downline so it duplicates 

 

Running a Reactivation Lunch & Learn (45 min) 
 

TIME SEGMENT 

0:00 - 0:05 Open: Why this window is different. The 3 corporate gifts. Real talk, 
no hype. 

0:05 - 0:15 The Opportunity: Walk through the compensation math. Back office 
report demo. 

0:15 - 0:25 Live Script Practice: Pair partners, role-play Script 1A outreach. 
Switch. 

0:25 - 0:35 Objection Round: Run 3 objections from Section 5. Practice 
responses out loud. 

0:35 - 0:42 Sprint Map: Walk through the week-by-week plan. Assign Week 1 
actions today. 

0:42 - 0:45 Close + Commit: Everyone says out loud how many people they will 
text this week. 

 
THE WELCOME BACK TEAM CHALLENGE 
WEEK 1: Who can reach out to the most people? Track it publicly in your team group. 
WEEK 2: First person to reactivate a customer wins a prize (product credit, gift card — you pick). 
WEEK 3: Screenshot share — post your best conversation response (names blurred) in the group. 
END OF APRIL: Tally reactivations per team member. Celebrate every single one publicly. 
May goal: Double the April number. Keep the energy alive through June 30. 

 
THE REFRAME FOR FEARFUL TEAM MEMBERS 
The #1 reason WAs don't do outreach: fear of being annoying. 
Reframe: doTERRA's own surveys show most inactive customers STILL LOVE the products. 
They didn't leave because they stopped believing. Life got busy. That's it. 
You are not a salesperson interrupting their day. 
You are a friend reminding them about something they already love. 
The fee waiver removes the last barrier. Your text is a gift, not a pitch. 
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💰 

SECTION 8: THE COMPENSATION MATH 
Help your team understand what they can earn with real examples 

 

Fast Start on Reactivations — How It Works 

FAST START BREAKDOWN 
YOU earn 20% on all orders by reactivated customers in their first 60 days. 
Your enroller earns 10% on those same orders. 
Their enroller earns 5%. 
Paid WEEKLY — not monthly. This is your fastest income in the business. 
You must have a 100 QV Rewards order active to qualify. 
Reactivated customers do NOT count toward your PGB threshold. 
But their Rewards orders CAN fill your Power of 3 pod. 

 

Simple Earnings Illustration 

SCENARIO ESTIMATED EARNING 

5 reactivated customers x 100 
PV = 500 PV total 

~$100 Fast Start (20% x 500 CV) paid weekly 

Those 5 Rewards orders fill 1 
Po3 pod (500 PV) 

Qualifies for $50 monthly Power of 3 bonus 

3 of 5 stay on Rewards month 
2+ 

Ongoing Unilevel commissions from their volume 

 
Results vary based on time, effort, and skill. Expenses may be incurred. See doterra.com/disclosure for typical earnings. This 
is a hypothetical illustration only. 
 

POWER OF 3 — NEW APRIL 1 UPDATE 
Starting April 1 through end of 2026: when a customer opts into Rewards during their 
reactivation month, up to 100 PV of that month's volume counts toward your 500 PV pod. 
Previously: enrollment month volume did NOT count toward Po3. 
Now: it DOES. This immediately moves your Po3 needle. 
Corporate expects this to become permanent in 2027. 
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✅ 

SECTION 9: QUICK REFERENCE CHECKLIST 
Your at-a-glance action list — print and keep it on your desk 

 
EVERY WEEK OF THE SPRINT 
[ ]  Check back office reactivation eligibility report for new additions 
[ ]  Send 5-10 personal outreach texts or DMs (not mass emails) 
[ ]  Follow up with anyone who responded but has not placed an order yet 
[ ]  Post at least 2 pieces of content (1 Reel/TikTok + 1 Story or carousel) 
[ ]  Check Fast Start earnings every Monday (paid weekly) 
[ ]  Brief your team — share what is working, celebrate wins publicly 

 
APRIL SPECIFIC 
[ ]  Pull full reactivation list by April 5 
[ ]  Lavender POTM outreach — only available April 1-15 
[ ]  Episode 1 Reel posted by April 10 
[ ]  Anniversary Flash Sale — alert your customer list 
[ ]  All April reactivations moved to Rewards order by April 30 

 
MAY SPECIFIC 
[ ]  Check sponsor change tool (live in May) for auto-populated reactivations 
[ ]  Gut health content series — minimum 2 posts with PB Restore / DigestZen 
[ ]  Episode 2 Reel — share a real customer comeback story 
[ ]  Memorial Day Sale outreach to full customer list 
[ ]  Introduce Foundational Oils program to all April reactivations 

 
JUNE SPECIFIC 
[ ]  Final outreach to anyone on list who has not reactivated 
[ ]  200 PV promo announcement with clear CTA 
[ ]  Episode 3 Reel — 90-day results and final call 
[ ]  Confirm all reactivated customers have Rewards set for July 
[ ]  Diamond Club qualification check — first month open in June 
[ ]  Renewal fee waiver ends JUNE 30 — last call content by June 25 
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doTERRA WELCOME BACK TO WELLNESS LEADER REACTIVATION PLAYBOOK 2026 

 
KEY DATE WHAT HAPPENS 

April 1 Renewal fee waiver begins. Fast Start on reactivations begins. Po3 
update live. 

April 1-15 Lavender POTM available — limited window. 

May 1 Sponsor change tool auto-populates reactivations. 

May (ongoing) Memorial Day Sale — great first order prompt. 

June 1 First month to qualify for Diamond Club. 

June 30 Renewal fee waiver ENDS. Final deadline. 

 
 

 
COMPLIANCE REMINDERS 

Results vary based on time, effort, and skill. Expenses may be incurred. See doterra.com/disclosure for typical earnings. 
Always use approved language: 'supports,' 'promotes,' 'may help with.' Never make disease claims. 
These statements have not been evaluated by the FDA. dōTERRA products are not intended to diagnose, treat, cure, or 
prevent any disease. 
Always recommend customers with medical conditions consult a licensed healthcare professional. 
Check doterra.com for current product pricing, availability, and program details. 
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