
Time

7am to 9am

9am to 12Noon

12Noon to 2pm

2pm to 5pm

5pm to 6pm

6pm to 9pm

9pm to 11pm

Monday Tuesday Wednesday Thursday Friday Saturday Sunday

Weekly Activity-Focus Schedule Week of ____________________ to ______________________
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Name

1._____________________________________________

2._____________________________________________

3._____________________________________________

4._____________________________________________

5._____________________________________________

6._____________________________________________

7._____________________________________________

8._____________________________________________

9._____________________________________________

10._____________________________________________

11._____________________________________________

12._____________________________________________

13._____________________________________________

14._____________________________________________

15._____________________________________________

16._____________________________________________

17._____________________________________________

18._____________________________________________

19._____________________________________________

20._____________________________________________

21._____________________________________________

22._____________________________________________
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Business Plan Worksheet

Distributor Name ________________________________ Date: _______________

Current Rank: ______________ Next Rank Level: ________________ Date: ___________

Each month I shall produce the following:

No. of Distributors____________, No. Preferred Customers _______, Income Amout $ ______________

Week of: ______________ to_______________

Exactly what I will give in return: What I accomplished this week:

__________________Number of evenings/hours per week _________________

__________________ Number of Contacts per week _________________

__________________ Number Prospects to watch video _________________

__________________Number of Video Drops per week _________________

__________________Number of BOP invitations per week _________________

__________________Number of BOP attendees per week _________________

__________________Number of One-on-One Presentations per week _________________

__________________Number of Follow-Up Interviews per week _________________

__________________Number of Preferred Customers per week _________________

__________________Number of New Distributors per week _________________

Definite date when I will possess the distributors, P.C.’s, Income ____________________

Definite date when I will write out clear, concise, detailed

Statement and plan: ____________________

Definite times each day when I will read aloud my written ____________ AM

statement while vividly imagining myself in possession of the

Income and new distributors: ____________ PM

Signed: _____________________________________________ Date: ___________________
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Date No. No. No. No. No. No. No. No. Amt Notes/No.
Calls Contact Message Video Meet PC Retail Refer $ Made Follow-Up

LifeVantage Daily Prospect Statistics Sheet
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Video

Business
Pres.

Objections
p.43

Convention
Elite Academy
Premier Schools
Super Saturdays
Webinars
DVD’s
Business Meeting
One-On-One

No Time,
No Money
No Sales
No Friends

Feel,
Felt,
Found

Smoke-Out
Questions

Distributor
P. C.
Retail Cust.
Pipeline
Referral

(Who do you
know?)

GETTING STARTED p.5

Strategy Session
The “Why”
Goals
Schedule
Make a List/
Qualifying the List

* Telephone
Presentations

* Sizzle Calls

*Business/
Product

Videos / DVD

* Truth About
Antioxidants
CD

* Yellow Pill
CD

Expose - Involve - Upgrade
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The Diamond Success Training

By
Herbert Harris, Elite Pro 8

LifeVantage

INVITE
Tak
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Follow
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Call

Q
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Take The O
rder

Closep.43

Sta
rtH

om
e

Fol
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w
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p:
3-

W
ay

Cal
ls

p.
37

ACCOUNTABILITY

TELL THE STORY

(Show the Plan)
P.31

DATABASE LIST p.13/15

4

1

2

3

5

6a

6b

RESOLVE CONCERNS

FOLLOW-UP

p.10

ABC Prime Time
www.abcliveit.com

LV Business Opportunity Video
www.wealthbuildingsolutions.biz

Smoke Out Question: “What do you
need to see or hear to be able to move
forward NOW with our Program?”

Referral Question:
“Who do you know that is health conscious and would like to create a second

income without a second job?”


