	30 DAY ACTION PLAN #1 
Sandra Tillinghast, ENVP

	Break your goal down into weeks and then days.  Your volume usually doubles from what your total is on the 15th - example $10k on the 15th then you will probably do around 30k for the month.  That is if you are working and your team has consistent activity.  



	1ST 10 DAYS OF THE MONTH:

	1. Goal 10 new clients or preferred clients and 2 business consultants. 
2. Hold appointments with new contacts or put in follow-up system.  
3. Book from each workshop/group.
4. Invite to events and ask for referrals. 
 

	2nd 10 DAYS OF THE MONTH:

	1. Follow-up and cultivate leads. 
2. Make follow-up appointments. 
3. Have guests at Events and on Discover Arbonne/EYL calls. 
4. Get new consultants to  “Getting Started 1”. 
5. Book and hold appointments for you and launch new consultants. 
 

	3rd 10 DAYS OF THE MONTH:

	1. Order any RSVP’s that have not been ordered yet.  Complete whatever you can for the month.  Work on wrapping up month end on the third week.  This will give you an extra week every month to hit your goal. 
2. Help your consultants finish their sign ups and assist them with orders and/or presentations to hit their goal.  You should know your team players goals for the current month - no later that the 3rd of the month so that you can project your overall volume for the month.  Remember it is your goal so you will be leading the team.  Mindset "If it's to be, it's up to me".
3. Who needs assistance on your team?  What is your goal and each of your key team player’s goals for the month?  Do you and the consultants on your team have the accurate information for promoting to the next level?

	

		This Month's Goal: 
	


My Strengths Are: 
	


My Challenges Are: 
	


My Focus For Next Month Will Be: 







	MY 30 DAY PERSONAL ACTIVITY PLAN 
Sandra Tillinghast, ENVP

	



		I WILL MAKE _____ CALLS PER DAY TO BUILD MY CENTRAL DISTRICT. 
I WILL HAVE _____ PRESENTATIONS PER WEEK/CENTRAL DISTRICT. 
I WILL HAVE _____ GUESTS AT EACH MEETING/CONFERENCECALLS. 
I WILL SET-UP ___ 3-WAY SPONSORING CALLS, COACHING CALLS FOR MY  TEAM EACH WEEK. 
I WILL HAVE _____ NEW CLIENTS THIS MONTH
I WILL HAVE _____ NEW PREFERRED CLIENTS THIS MONTH
I WILL HAVE _____ NEW BUSINESS CONSULTANTS THIS MONTH




	

		MY STRENGTHS ARE: 
  
MY CHALLENGES OR OPPORTUNITIES ARE: 
WHAT DO I HAVE CONTROL OVER THIS MONTH: Example: How many calls I make a day, my schedule, number of appointments I book, where I go to meet new people and how often I go, calling and following up with clients and consultants on my team, calls I listen to, asking for help or guidance.
  
WHAT FUNCTIONS, MEETINGS, CONFERENCE CALLS, OR TRAININGS CAN I ENCOURAGE MY TEAM TO PARTICIPATE IN? 
  
WHO ON MY TEAM DO I NEED TO MAKE TIME TO WORK WITH? 
  
WHAT ARE THE 5 MOST IMPORTANT ACTIVITIES I WILL DO ON A DAILY BASIS TO BUILD MY BUSINESS? 
  
WHO CAN I GO TO FOR MORE COACHING, WHAT BOOKS, CDS OR CALLS CAN I READ AND LISTEN TO? 
  
WHAT IS MY STRATEGY FOR ACHIEVING THE MAXIMUM NUMBER OF BONUSES: RSVP Bonus, Matching DM RSVP Bonus, MANAGER CASH BONUS WHILE BUILDING MY TEAM?  
  
 






