How To Evaluate Your Prospects - Your time is most effectively used when you have the prospects and Dealers scored in reference to you.
 

From your Master List of 100 or your Spiral Notebook, grade your people according to ERIC.
 

E.R.I.C.
 

E = Entrepreneur
R = Resources (financial and time available)
I = Influence - do they know more or less people than you
C = City - Just 1 or 0.  If they live within 60 miles of you, they get a 1.  If more than 60 miles they get 0.
 

Compare people to you:
More than you = 3
Same as you = 2
Less than you = 1
 

Best is 10 :  Worst is 3  :  A 7 is same as you
 

For instance.  Let's grade John Prospect.  Is John more or less entrepreneurial than you?  Let's say he is less, so he would get a 1.  Does John have more or less finances and time available than you?  Let's say he has more money and more time than you, so he would get a 3.  Does John know more or less people than you?  Let's say he knows about the same amount so he would get a 2.  Does John live within 60 miles of you?  Let's say he lives across town, so he would get a 1.  (If he lived more than 60 miles away from you, he would get a 0.)  You add these up and you get 1 + 3 + 2 + 1 = 7   That means he is the same as you.
 

When you grade your prospect's people (from their Master List of 100), they are graded against that prospect - So your prospect's 8,9 and 10's are higher than your 8,9, and 10's.
 

Consequently, if you are bringing in your Dealer's and prospect's 8,9, and 10's and they are bringing in their 8,9, 10's, pretty soon you got Doctor's, Lawyers. Scientists, Sports Celebrities, 6-figure earners and Bob Giddens's coming into your downline.
 

If you got 3 and 4's coming in, pretty soon you got derelicts in your downline.
 

Which people do you want coming into your organization, and which do you want to spend your time with?

What Did You Do Last Month To Grow Your Business?
 

Are you using Tracking Sheets in your business?  

If you are, congratulations.  

If you aren't, you are:

· Leaving money on the table

· Failing to leverage your time
· Working with the wrong people and
· Wandering aimlessly.
 

Question:  Why do real businesses measure everything? 
Answer:  They can't get better without data!
 

Here is the Tracking Sheet I recommend.
 

1.  How many people did you personally sponsor?
2.  How many presentations did that take?
3.  How many total new people joined your team last month?
4.  How many legs do you have in total?
5.  How many legs saw a volume increase last month?
6.  How many total pin rank promotions did your team have?
7.  What did you earn last month?
8.  How do these 7 numbers compare to 60 days ago?
9.  How do these 7 numbers compare to 1 year ago?
10. What did you learn this month?
 

My recommendation is you create a 1-page monthly summary chart, and get all of your key leaders using it.  Tracking your frontline and your key leaders this way will ensure you have the critical data you need to grow your empire.
