Months of the Year

THE TRACKER

Personal Recruits

Personal Memberships

Personal PC Points

Organizational Recruits

Organizational Memberships

Total Organizational PC Qualifiers

Total # of Lines

Avg # Recruits per Associate

# New Prospects Putin Play

# Presentatons Made

# Organizational PBR's

# Active Personal Recruits

# Inactive Asssociates
# Assoc. atlast Training Event
# Assoc. at last Super Saturday

# Assoc. at Last Convention

# Lines atLast Convention

# Assoc Registered for Next Conv.

# Lines Registered for Next Conv.




90 Day Team Membership and Recruitment Tally Sheet

Associate

Associate

Membershi

s Sold

New Associates Enrolled

Name

Phqne # :

GOAL

15th

25th

END

GOAL

15th

25th

END

GOAL 15th 25th END GOAL

15th

25th

END

Leg #1:

Leg #2:

Leg #4:

Personal




PERSONAL DAILY ACHIEVEMENT (PDA)

Associate:
Week of:

Phone:

Email:

Day/Date:

Sunday

Monday

Tuesday

Wednesday

Thursday

Friday

Saturday

PDA calls:

Goal:

# Presentations:

# Sales:

# Referrals:

# Recruits:

Stats from
previous week:

Total Presentations

Total Sales:

Closing %:

Total Referrals:

Ref/appt:

Total Recruits

This Week'’s Plan:

“What you do TODAY, determines how much you make tomorrow!”
Fill in each day with trainings, call times, and booked presentations

Time

Sunday

Monday

Tuesday

Wednesday

Thursday

Friday

Saturday
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:00 pm
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30pm
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1 :30 pm

:00 pm

:30 pm
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:00 pm
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:00 pm

:30 pm
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30 pm

:00 pm

:30 pm

:00 pm
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:30 pm




The Exposure Process
3-Way Call with Expert

BOM Audio
Vide
2on1 Recor’deg Call
Luncheon DvD/CD
pproach &
Pique Interest

(With Question)

List of Names




