The 7 Day Action Plan

Based on the presentation by Kerl’y DeG N
at IGC Indianapolis, 2011

An intensive growth initiative for Xocai Distributors
working to advance their business with reported
and focused effort and activity.

A 7-day program running for a é-week period.

To be implemented in connection with an
accountability Action Group, with basic leadership,
inteqrity, service and commitment operating as the
key principles of the group.

See first two pages for Action Group overview and concepfs.

Adjusted to fit our group June 2011
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Pre-requisites for an

Action Group

1.
2.

6.

3 — Bus. Centres & Rank Autoship

Goalls, Personal Statement and
Dreamboard - HARDCOPY

Memory Jogger/Pipeline 200+ names
3-way calling and SKYPE

Read an industry “training” book/CD
within the last month.

Establish your “Up-Line” support team.

Areas of Work in the
Action Group

1.

S T

Energy and Focus

Personal Growth

New Business Development
Business Maintenance
Relationship Strengthening

“Plug-in” Training

Basic “Rules” of the Action Group

1.

30 min group call once a week
(rotate *hosting” responsibility
among members)

5 min “check-in" every day (same
host as above #1)

Check-in call has only 2 answers: Is
your homework done?¢ YES/NO.

4,

There is no discussion during check-
in calls.

Group members agree to be honest,
tactful and available to each other.

Each member is developing
leadership skills as well as their
business.



7 Habits to Apply (stephen R. Covey)

Personal Management:

1. Be Pro-Active (use your R&l — Resourcefulness and Initiative)
2. Begin with the END in mind (clear powerful vision)
3. Put 15t things 15t (NOT 15 things 2"9 or 279 things 151)

Team Management:
4. Think “Win-Win"

5. Seek first to understand... THEN to be understood
6. Synergise

/. Sharpen the saw (evaluate, refine and tweak)




Dayl-1

Day 1-1 2%t

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. List Personal Achievements and 15min
choose 10 that will help you in
business.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Dayl-2

Day 1-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. List Personal Strengths and choose | 1°min
10 that will help you in business.
MAINTAIN BUSINESS

3.  Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day1-3

DCIY 1-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. List 10 things you love about your 15min
business.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1hr

Name Rank Goadl

Current Left QV

Right QV




Dayl-4

Day 1-4 2 hrs)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations % hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Dayl-5

Day 1-5 2% tr)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Dayl-6

Day 1-6 2% nr)

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
MAINTAIN BUSINESS

2.  Using your Day records, and your 30min
Tally Sheet, complete your Activity
Tracking Sheet.

Distributor

RELATIONSHIPS/PLUG-IN/TRAINING
3. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Number of Calls

NEW BUSINESS DEVELOPMENT

4.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

5. Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Dayl-7

qu 1-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




Day2-1

Day 2-1 2% hrs)

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Choose 2 TRUE Affirmations. Write 15min
them out 16 times each.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Day2-2

Day 2-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 times each.
MAINTAIN BUSINESS

3. Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day2-3

DCIY 2-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 fimes each.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1 hr

Name Rank Goadl

Current Left QV

Right QV




Day2-4

Day 2-4 2. hrs)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations Y% hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Day2-5

Day 2-5 2% hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Day2-6

Day 2-6 2+ hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
1. Power Purpose

15min

PERSONAL GROWTH
2. Write out your 2 TRUE Affirmations

16 times each.

15min

MAINTAIN BUSINESS
3. Using your Day records, and your

Tally Sheet, complete your Activity
Tracking Sheet.

15min

RELATIONSHIPS/PLUG-IN/TRAINING
4. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Distributor

Number of Calls

NEW BUSINESS DEVELOPMENT

5.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

6. Email, Call or Hand-out invitations
to your upcoming event!
USE YOUR LIST!

Yo hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Day2-7

qu 2-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




Day3-1

Day 3-1 2%hrs)

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Choose 2 TRUE Affirmations. Write 15min
them out 16 times each.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Day3-2

Day 3-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 times each.
MAINTAIN BUSINESS

3. Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day3-3

DCIY 3-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 fimes each.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1 hr

Name Rank Goadl

Current Left QV

Right QV




Day3-4

Day 3-4 2 hrs)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations Y% hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Day3-5

Day 3-5 2% hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Day3-6

Day 3-6 2% hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
1. Power Purpose

15min

PERSONAL GROWTH
2. Write out your 2 TRUE Affirmations

16 times each.

15min

MAINTAIN BUSINESS
3. Using your Day records, and your

Tally Sheet, complete your Activity
Tracking Sheet.

15min

RELATIONSHIPS/PLUG-IN/TRAINING
4. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Distributor

Number of Calls

NEW BUSINESS DEVELOPMENT

5.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

6. Email, Call or Hand-out invitations
to your upcoming event!
USE YOUR LIST!

Yo hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Day3-7

qu 3-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




Day4-1

Day 4-1 2 hrs)

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Choose 2 TRUE Affirmations. Write 15min
them out 16 times each.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Day4-2

Day 4-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 times each.
MAINTAIN BUSINESS

3. Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day4-3

DCIY 4-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 fimes each.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1 hr

Name Rank Goadl

Current Left QV

Right QV




Day4-4

Day 4-4 2. hr)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations Y% hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Day4-5

Day 4-5 2« hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Day4-6

Day 4-6 2 hrs)

Action

Time

Done

Notes

ENERGY & FOCUS
1. Power Purpose

15min

PERSONAL GROWTH
2. Write out your 2 TRUE Affirmations

16 times each.

15min

MAINTAIN BUSINESS
3. Using your Day records, and your

Tally Sheet, complete your Activity
Tracking Sheet.

15min

RELATIONSHIPS/PLUG-IN/TRAINING
4. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Distributor

Number of Calls

NEW BUSINESS DEVELOPMENT

5.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

6. Email, Call or Hand-out invitations
to your upcoming event!
USE YOUR LIST!

Yo hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Day4-7

qu 4-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




Day5-1

Day 5-1 2% )

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Choose 2 TRUE Affirmations. Write 15min
them out 16 times each.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Day5-2

Day 5-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 times each.
MAINTAIN BUSINESS

3. Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day5-3

DCIY 5-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 fimes each.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1 hr

Name Rank Goadl

Current Left QV

Right QV




Day5-4

Day 5-4 2. hr)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations Y% hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Day5-5

Day 5-5 2% trs)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Day5-6

Day 5-6 2% nr)

Action

Time

Done

Notes

ENERGY & FOCUS
1. Power Purpose

15min

PERSONAL GROWTH
2. Write out your 2 TRUE Affirmations

16 times each.

15min

MAINTAIN BUSINESS
3. Using your Day records, and your

Tally Sheet, complete your Activity
Tracking Sheet.

15min

RELATIONSHIPS/PLUG-IN/TRAINING
4. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Distributor

Number of Calls

NEW BUSINESS DEVELOPMENT

5.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

6. Email, Call or Hand-out invitations
to your upcoming event!
USE YOUR LIST!

Yo hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Day5-7

qu 5-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




Day6-1

Day 6-1 2%

Action Time Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Choose 2 TRUE Affirmations. Write 15min
them out 16 times each.
NEW BUSINESS DEVELOPMENT

3. Book fime with UpLine/Support 10min Person, Date & Time

Member to make 3-way, Follow-up
or Shadow calls this week.

4.  Create and tweak this list until your
scheduled appointment

20min

RELATIONSHIPS

5. Send TWO Gratitude Cards today.
1 related to your business
1 NOT related to your business.

30min

PLUG-IN/TRAINING

6.  Listen to an Opportunity Call WITH
A GUEST. (either archived, in
person or webinar.)

1hr

Event

Guest




Day6-2

Day 6-2 2 hrs)

Action Time | Done | Notes
ENERGY & FOCUS —

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 times each.
MAINTAIN BUSINESS

3. Go through Graphical/Enroliment 10min

Trees, beginning at the bottom.

4.  Make a list of 8 people you will call
to re-connect with, re-engage or
give customer service to. It's about
THEM! Practice listening.(RELATIONSHIPS)

5. Call 3 of these with your Support
Team. (GREAT for Team Intros.)

6. Call 5 of these on your own.

20min

30min

1hr




Day6-3

DCIY 6-3 (2 hrs)

Action Time Done | Notes

ENERGY & FOCUS S

1. Power Purpose
PERSONAL GROWTH

2. Write out your 2 TRUE Affirmations 15min
16 fimes each.
NEW BUSINESS DEVELOPMENT Event Title, Date, Time and Location

10min

3. Book an event for YOURSELF and
create an Invite List of 40 or more.
Generate an Event Plan along w/
attendance goals and event
overview.

20min

Guest Speaker

Event Plan complete

MAINTAIN BUSINESS

4.  Look through your Graphical and
Enrollment Trees and identify your
5 “hot spots”. Then call them and
let them know you want to work
with and help them. “How can |
help?2” (ReLATIONSHIPS)

5. NOTE* If you don't have 5 “hot
spots” spend the extra fime in
follow-up calls with your hottest
PERSONAL Business Prospects.

1 hr

Name Rank Goadl

Current Left QV

Right QV




Day6-4

Day 6-4 2. hr)

Action Time Done | Notes

ENERGY & FOCUS
1. Power Purpose

15min

NEW BUSINESS DEVELOPMENT Video/Call

2.  From your Pipeline or Memory 15 hrs

Jogger...
e Send 3 videos and follow with a

call to give a *head’s up”

* Make 3 Follow-up calls
* Make 3 NEW Contact calls

Follow-ups

NOTE* Leaving messages doesn’'t count. Keep

calling until you have 3 of each.

NOTE* Use Support Team/Upline for 3 ways or

Shadow Calls if available.

3.  For FASTER growth, increase each

of the above numbers to 4 or 5! NEW Contacts

4, Email, Call or Hand out invitations Y% hr

to your upcoming event! USE YOUR
LIST! # of Invites Given




Day6-5

Day 6-5 2% nrs)

Action

Time

Done

Notes

ENERGY & FOCUS
Power Purpose

15min

RELATIONSHIPS/MAINTAIN BUSINESS
Call your “hotspots” and discuss
their volume/rank goals via
conversation and listening, NOT
teaching or training.

Call your UplLine to discuss these
goals, and establish a strategy to
help people achieve.

Review corporate promotions, or
consider creating internal
promotions, to help achieve.

Book a GROUP Strategy Call or
individual calls with team members
to review The Plan.

2 hrs

Name Rank Goadl

Current Left QV

Right QV

Promotions

Strategy Calls

NEW BUSINESS DEVELOPMENT

Email, Call or Hand-out invitations
to your upcoming event! USE YOUR
LIST!

V2 hr

# of Invites Given




Day6-6

Day 6-6 2% nrs)

Action

Time

Done

Notes

ENERGY & FOCUS
1. Power Purpose

15min

PERSONAL GROWTH
2. Write out your 2 TRUE Affirmations

16 times each.

15min

MAINTAIN BUSINESS
3. Using your Day records, and your

Tally Sheet, complete your Activity
Tracking Sheet.

15min

RELATIONSHIPS/PLUG-IN/TRAINING
4. Do 3-way or Shadow Calls as
someone’s support team.

1hr

Distributor

Number of Calls

NEW BUSINESS DEVELOPMENT

5.  Confirm with those you've invited
to events/meetings already if the
timing is right to do that today.

6. Email, Call or Hand-out invitations
to your upcoming event!
USE YOUR LIST!

Yo hr

V2 hr

Number Contacted

Attending

# of Invites Given

NOT Aftending

MAYBE




Day6-7

qu 6-7 (15 minutes)

Action Time Done | Notes
ENERGY & FOCUS —
1. Power Purpose
RELATIONSHIPS/PERSONAL GROWTH
NA

2.  REST and Recharge




GROUP

tele :TNMPARTNERS
i

Be sure to use
www.TheGlobalPartnersGroup.com
Training Tools
(Under the Getting Started tab)
where you will find
prinfable versions of the

Memory Jogger
Recruiting Scripts
Advancement Planning

Weekly Activity Tracking Sheet
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SuccessFlowChart

CREATE LEADS

Make a list CONTACT SHOW
e LEADS BUSINESS
B === Telephone == One on One
R fprr { Email Conference call
e . s . Incentive cards Website
Ads, Direct Mail 3-way cal
i Meeting/Tasting
I CD/ DVD
TRAINING COMMUNICATION
Quick Start/ NDO
Business Builders
Compensation Plan FOLLOW-UP
Telephone Call
Emd”c.t GETTING STARTED e
xecutive ) ) questions
Special Topics <mm  48hr Planning Session @ Pproyide information
Coaching/Mentoring g:;;thlifan Ask for decision

Leadership Enroll
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Tracking

Weekly Activity Tracking Sheet - Income Producing Activities (ieverage Time for FaSTER Results)

Date: to MXI Week #: Action Group Week # _ Next Pin: Goal Date:
Qualifying Volume NEEDED : Left Side Right Side Qualifying Volume at START of week: Left Side____RightSide ___
WORK:
A.____ #TOTAL People Engaged in Conversations (in person, calls, 3 ways, etc) FOR PERSONAL GROWTH
___ #ofRedlNO’s
B.__ # People of your TOTAL who wanted more information =

____ #Hand out aToolin person
+__ #Send orinvite fo watch a Video/DVD or listen to CD
+___ # Bookings or Meetings to Show the Business/Product =
____ #1101 meetings
+__ # Total Guests at Group Events =
____ # Guests at Live Opportunity Meetings
+___ # Guests af Chocolate Tastings
+__ # Guests af Wellness /Weight Loss Clinics or Club Meetings
+__ # Guests on Get Lean with Kerry Dean call or other online event
+___ # Ofther (specify: )
____ #3-waycalls FOR YOUR PERSONAL/TEAM GROWTH (This will fransform your business!)

RESULTS:

C. # Total People signed up as Distributors/Customers:

# Affiliates # Associates # Business Builders # Upgrade to Executive
# Follow-up calls/visits — The Fortune is in the Follow-up!

# Referrals from friends/family/customers

Conversion Numbers:

(B divided by A) divided by 100 = Continued Interest %
B /A = /100 = %

(C divided by A) divided by 100 = Closing Conversion %
c /A = /100 = %




