WEEK 1

Write down what you did every Record your points

30 minutes throughout the day. for each activity. Calls

This helps you determine where and emails must be
you’re wasting time at work. for prospecting only.

For every dial you make, draw
a slash through the box. If you

have a meaningful conversation
with a prospect, draw an X.
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is over to set the
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6 one more time:
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6:30 one more time to
earn an extra point
7 (one more phone
call, one more
7:30 email, etc.)
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