Week TEN - T.E.A.M. Zenith  Fax to (321) 254-3214 or email James Clendenin
Contribute To The Success Of Others - By Helping Others You Help Yourself

Focus Of The Week

This week, focus your attention on helping others to achieve their wants and desires. Such are the laws of the universe.  You can’t hope to succeed if the people around you are experiencing hardship and  uncertainty.  Work hard to help others achieve results...as long as they are willing to help themselves.

Action Steps

1.  Contact your downline and book training times with them.

2.  Schedule at least 3 presentation appointments in the next 7 days.

3.  Have at least 2 guest on the next training call and/or LifeLine Call. 

4.  Do 5 three-way calls with your downline to those in the group who are not doing anything.

Results
_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation

*  What is the most important thing I learned this week? _________________________________________ _____________________________________________________________________________________________________________________________________________________________________________

*  What did I do this week to help others achieve their wants and desires? 

__________________________________________________________________________________

__________________________________________________________________________________

To-Do-List


1





4.


2





5.
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6.

“No joy equals the joy of serving others.”

Sai Baba

PART ONE - BUSINESS PLANNING SESSION - GETTING STARTED RIGHT 

Do you truly want the benefits EcoQuest offers such as?


No Employees


No Overhead



No Commuting


Tax Deductions for all business related expenses


Freedom to work when you want and with whom you want


Freedom to vacation when and where you want

Participate in this Building Planning Session as if you paid $250,000 for the opportunity and all of the above can be yours!

Part of our system is to ensure you and your new Dealers take advantage of the business building tools and support that is available to you.

To begin this Business Building Session, below are some facts you need to consider.

First, again, we welcome you to the team.  We applaud your discipline and courage to follow through on  a good idea!  We are very excited that you’re part of our organization.  Please be assured that we are not marketing geniuses.  Everything we do to build our EcoQuest business we’ve learned from either other successful EcoQuesters or through the school of hard knocks.  One of our goals is to save you time, save you money, save you frustration and yet still empower you to realize that you can do this business and that you deserve success.

Here’s Idea #1: You’ll have to work harder on yourself than any other aspect of this business.   

Isn’t that interesting?  That’s why our team is so huge.  We focus on building better people.  

For things to change, you must change.  For things to get better, you must get better.  It takes a lot 

of work to develop the correct beliefs and attitudes regarding success. 

And Idea #2:  Successful EcoQuesters simply do the “little things” that unsuccessful people aren’t prepared to do.  They make one extra phone call before bed.  They have a little better follow-up and follow-through. They are a little more patient, a little more persistent.  It’s that special 1% Difference that makes all the difference.

The Pareto Principle at Work

Once you start building your EcoQuest business you’ll need to recognize the types of people that enter your team.  50% of every group are “Dabblers.”  They’re not loyal to the products, they’re not loyal to the industry, and they’re not loyal to EcoQuest or to our system.  They make excuses to fail before they even start.  Don’t waste time on “Dabblers.”   40% of your group are fiercely loyal product people.  They’re mission driven to improve the wealth and health of the world.  Fantastic!  Nurture these people.  Encourage them, and help add as many as you can to your team.
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A special 10% of your group will be Business Builders.  5% of that group will be “Power Players or     Hard-Chargers.”  15% of your Builders will be steady, dependable part-timers that put 8-12 hours per week into the business.  And 80% of your Builders will put 5-10 hours per month into their business.  The most productive use of your time (90%) will be focused on working with your top 20% Builders.

Qualify, Don’t Justify.

Remember that the actual downline building process is as much a training system as it is a recruiting system. The manner in which you deal with a prospect determines how they’ll deal with their own prospects.  Make technology do some of the hard part!

The Getting Started Process

It’s vital that you get your new Dealers started correctly.  Volumes have been written about this process.  Together we do the goal-setting (20 Reasons), names list (Master List) and action plan.  We work their warm market together for 90 - 120 days with the goal of sponsoring 10-20 product people, and 6 to 8 builders before we ever move onto a cold market system.

We want the new person to develop their own product story, as well as develop their own 90-day business  testimonial.  Most importantly, we want to start developing an attitude of  “I Can!” in all new Dealers, and get them reading positive books and listening to educational audio tapes.  We urge everyone in our group to read “The Greatest Networker in the World” by John Fogg and “Think and Grow Rich” by Napoleon Hill.  We think they are two of the best dream-building books ever written on network marketing and self-development.  (See attached Reading List)

On-Going Support

Every new Dealer in our Open Group receives a Getting Started Right Package from us.  It invites them to join our e-mail broadcast network, and shows them how to gain access to tons of personal development education, and more.  The ongoing support continues to evolve and grow.  It makes a difference on the path to success.  Temporary Training site - updated regularly - TBA

The Secret

What is the secret to building a huge organization?  ...and can we share it in one paragraph?  

We believe that the most important secret to huge growth lies in the ability to find and develop LEADERS.  If the majority of your time is invested into developing self-motivating, self-duplicating leaders, almost everything else will fall into place.  With leaders you will have a team identity, a team philosophy, and a team culture.  The 90% want to be part of a mission bigger than themselves.  The 10% create that mission.  How do you become a leader?  How do you build a leader?  Well you need to know this:  Leaders work harder on themselves than on any other aspect of the business…

(Continue To Page 3)
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E-MAIL - We live in the Internet age.  I believe it is now safe to say that if you are not online - while you may not end up in the bread line - you are out of the information loop.  Because communication is so important, if you are serious about EcoQuest, you need to be online.  EcoQuest and many leaders are now using email to broadcast group - specific news to thousands of "wired" Dealers at one time.  These  time-sensitive messages should more than keep any serious EcoQuester up to date with company news, product announcements, as well as events, training dates and details.  Make sure you regularly read the email that your sponsor, upline Sales Manager(s) and company sends.  Bottom Line:  Ask your upline team how and where to get an email address; then, get online, and learn how to use email.

WEB SITE - Today EcoQuest offers Dealers their own Web Sites and through ESN, their own recruiting sites.  Having your own EcoQuest website will keep you in the information loop and give you more credibility and recruiting power.  Simply go to www.EcoQuest.com and sign up for your own website at a very reasonable $12.95 per month and check out ESN.

Common Mistakes Everyone Makes

1. Convincing an unqualified prospect.  Remember: qualify, don’t justify.  Use the tools!

2. Love ‘em and leave ‘em.  Remember: you can’t recruit your way to the top.  Every minute you invest in training a good recruit to duplicate will multiply x 100 in the future.  Build relationships!

3. Get them started wrong.  Remember: the first 10 days shapes the next 10 months and the first 48 hours is critical.  Position them in front of the Training - Set their 20 Reasons list, their What are they going to do with the money list and their Master List.  Give them Recommended Reading List.  Set a daily plan of action, 8-12 hours per week.  Remember Triple A - auto ship and email communications.  Sponsor - “to be responsible to”.

4. Someone quits and you’re sad. Remember:  EcoQuest success is a numbers game, a marathon, an endurance contest.  50% quit in the first year.  40% love the products.  10% do the business.  20% do 80% of the work.  Look for winners.  Be a winner, and others will find you.  The fuel that keeps us going is attitude, belief, and commitment.

5. I’m not rich in 90 days.  Remember: neither was Bill Gates nor Arnold Schwartzenegger.  You’ll make more money in month 24 in EcoQuest than in your first 4-6 months combined! 

6. I get discouraged. Remember: you have to work hard on yourself.  Read 30 minutes everyday.  Listen to   1 good tape everyday.  Keep a journal of your personal growth in EcoQuest.

7. I don’t know 100 people. Remember: the average 20-year old knows 500 people by their first name.    That Master List will be your source of your first 10-20 friend customers and even your first 4-6 builders.   Put everyone down on your list - don’t prejudge. (Use Memory Jogger)
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Why Tools?

Ever since Grog invented the wheel in 5000 B.C., we as a culture have flourished thanks to tools.      Remember the secret to retention?  Build better EcoQuesters!  Tools help us to do that.  There are tools for recruiting, for training, for building, for growth and improvement.  Watch the top builders in EcoQuest. They are the best at promoting tool usage in their organization.   The top EcoQuesters are absolute students of personal development. They read more books and listen to more tapes than the masses that wish they could be rich.  Tools also make an excellent starting point in your personal development as well as for your downline.  We urge you to eat at the Banquet Table of Knowledge!

Please use this Welcome Letter with your new Dealers and include the Fast Start Check List, the     Recommended Reading List, the What Are You Going To Do With The Money and the 20 Reasons Template.  The Recommended Reading list is designed to strengthen the new Dealer’s 4 Key Belief Areas over time.

The $1000 A Month Plan

As the great Yogi Berra once said, “If you don’t know where you are going, you might end up somewhere else.”  How true it is!  We work towards getting all our business builders into profit quickly.  By completing the “$1000 Plan” they will have the financial resources to comfortably cover expansion, promotion, and still have a little left over for fun.

Create a template to use as your guide.  Draw a square marked “You.”  Draw six legs, and six front line squares.  Then draw six legs under each square, and give them each six frontline squares.  Total squares:  you + 6 frontline + 36 on Level 2.  The squares are reserved for only “serious”  people who make the  proper commitments, namely Success Pack, Triple A Autoship, Website, etc. (Use pencil.  Expect the unexpected...)  

Now, you and each your people commit to Auto Shipping at least 50 CQV and marketing at least one (1) Fresh Air or Classic or Breeze or one (1) Living Water or (1) LaundryPure per month.  It doesn’t take an army to have a profitable organization!  Once potential builders are identified by their commitments and actions, focus your efforts on duplication of prosperity thinking.

Power Idea #1:  Imagine it took 4-6 months to achieve a full template. Figure out your personal income after one more level of duplication, i.e.  Your 36 Level 2 people each get 6 serious builders.  Would it be worth 12 - 18 months of effort?

Power Idea # 2: What would happen to your organization if all 30 builder’s focused on working their warm market and finding 10-20 friend customers who each bought $50 - $150 per month in product?



Caveat #1: It’s hard to get rich with friends and family.



Caveat #2: It’s hard to get rich without friends and family.

Remember: 90% of people in your organization are product-buyers/users only.

The EcoQuest business opportunity is difficult to capitalize on without product on hand.  First, become a product of the products by using, understanding and believing in them.  Second, use your products for demonstration and marketing purposes.  Third, expose your prospects to the value of our products letting them sample a product of their interest.

BUSINESS PLANNING SESSION - - FAST START CHECK LIST
Remember:  You cannot sell your way to the top.  You cannot sponsor your way to the top.

You can only teach your way to the top.

You will make or break your new dealer within 48 hours of signing them up.  Raw excitement lasts    about 72 hours.  It is important that the new Dealer has some kind of success within the 1st 30 days.

Go over these items at your Getting Started meeting - within 48 hours of sponsoring

1.  Review what you will be doing together in the 1st 60 days in the business.


2.  Review EcoQuest Business Owners Guide Fast Track Plan Pages 2:7:2 through Page 2:15:1


     And Developing Your Business Plan - Pages 4:2:1 - 4:2:4


3.  Complete the “What Are You Going To Do With The Money” - Keep in mind the

      following:



a.  What do you want?  (income, lifestyle, etc.)



b.  When do you want it?



c.  What will you give to get it?  (time, money, and energy)


4.  Complete your Master Prospect List of at least 100 names - use Memory Jogger


5.  Familiarize inviting scripts and warm market letters - role play with sponsor.

6.  Schedule your first 6 presentations with your sponsor giving the presentation - you are in  training.  What are the names and phone numbers of those first 6?



______________________

_______________________



______________________

_______________________



______________________

________________________


7.  Schedule your appointment book with prospects.  Include Business briefings, conference 


     calls, etc. and most importantly,  the 8 – 12 hours per week you will be working the

     business.  Use the Day Planner in your EcoQuest Business Owner’s Guide.


8.  Review product order options.  See EcoQuest Business Owner’s Guide - Page 2:8


     Sign up for Triple A autoship - Page 2:11:1


9.  Set up your EcoQuest Home Based Business Office (Page 4:4:1) including opening up a 


      business checking account and a separate credit card for your business.


10.  Subscribe to Newsletters (Giddens’s and Clendenin’s)



Chippy News/Lone


Inside Solutions & Leader Only Letter



Bob Giddens



James & Jennifer Clendenin



P.O. Box 520940


4062 Mallard Dr.



Longwood, FL 32752


Melbourne, FL 32934



Yearly - $30.00


Yearly - $30.00  - LifeTime - $70.00
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11.  Review Compensation Plan in your EcoQuest’s Business Owner’s Kit. (page 2:3:2)

12. Consider Short Range Goal of 30 Day Plan to Fast Start Distributor and 90 Day Plan to

Sales Manager  -  Fast Start Manager - Achieve 10,000 Group QV first month 


       and 15,000 QV in month two and three with 4 legs of 1000 QV in final month.


       Regular Sales Manager - Achieve 15,000 QV in any 3 of 6 consecutive months and in the 


       final month have 4 legs of 1000 QV


13.  Learn the basic EcoQuest International procedures.


14.  Determine which EcoQuest Business prospecting techniques you will use outside the warm 


       market from the Local Prospecting  CD’s and Manual ( Plan Of Action )

15. Sign and Send Commitment Letter - Give a copy of the completed Fast Start Business Plan

to your sponsor to guide your success. 

16.  Study the core qualities of an EcoQuest International Leader.



a.  A 100% user of the products (must be excited about the products).



b.  Makes regular presentations  - at least 3 per week



c.  Develop a customer base - referral system



d.  Sets aside daily self-development time



e.  Attend everything.



f.  Be Teachable



h.  Edify sponsorship - you can not be cross purpose with your sponsor.



i.  Follow the system - long term residual income comes from the system.

How many people will you talk to this week? ___________________________________________

How much money will you make your 1st month? _______________________________________

What fears or obstacles do you face? __________________________________________________

How many hours per week will you work in EcoQuest? ___________________________________

What could cause you to quit? _______________________________________________________

What will you do with your 1st $1000 check? __________________________________________

Where would you like to travel to in building your business? ______________________________

Where do you see yourself in 3 years? ________________________________________________

Power Players/Entrepreneurs – See “How To Coordinating Sales Manager”  (attached)
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Other Important Business Building Items Of Interest and Importance

Life-Line Sponsoring Conference Calls  - Bring your prospects to this call and let EcoQuest’s Founder Mike Jackson help you sponsor your prospects.  This is a live 15 - 20 minute call held every night - 10:00 PM Eastern Time Monday through Friday.  The EcoQuest Conference Call Line is:   

(641) 793-7500  call code 546009#

Bob Giddens’s Meeting Schedule and Training – www.ChippyNews.com
Bob Giddens’s Daily 9:30 AM Eastern Nutrition Calls - (641) 793-7500  call code 546009#

Monday – Recruiting

Tuesday – Friday – Nutrition

Saturday - LaundryPure

EcoQuest Training Call - Wednesday’s at 10:15 PM Eastern (641) 793-7500  call code 546009#

In-Home Support Calls - Thursdays at 8:30 PM, 10:00 PM & 11:00 PM Eastern 

(641) 793-7500  call code 546009#

Freedom Prospecting Call - Various Leaders provide 15 minute interview call - Great to bring your prospects to for a 2nd look.  8 PM Eastern M - T  (641) 920-3223  passcode - 566279#
Important Websites:

www.EcoQuest.com




www.ecoquestintl.com/dlrsup/eqil/default.htm




www.EcoQuestMac.com/index2.htm




www.TryEcoQuest.com




www.MyEcoQuest.com
More Principles of Success in EcoQuest:

To have an extraordinary life you must associate with extraordinary people.

95% will not qualify to join you in your EcoQuest business.

It is imperative to invest and reinvest in your organization

You must know what you are looking for.

You must know where you want to be.

You are responsible for your future.

Further education is mandatory.

You must follow the principles or you will fail.

Teach and train your team on the critical importance of continuous recruiting and developing product-loyal friend customers!   It will create a stable foundation of volume and long-term residual income.

WHAT YOU NEED FOR YOUR BUSINESS PLANNING SESSION


a.  Calendar / Appointment Planner

b. Portable Cassette Recorder (recommended)


c.  Master Contact List


d.  20 Reasons List


e.  What Are You Going To Do w/Money
e.  Spiral Notebook (see Bob Giddens newsletter)

One Year Commitment Letter

This is a great letter to get into your new Dealer’s hands immediately after the “Business Planning Session”. 

Not only will it be a reminder for you to show them down the road, but it will get them thinking about (and 

revealing) their “why” to you…and that is the strongest motivator for their success!

Hello again (new Dealer) - If you are doing this by mail.

It was great talking to you and laying out the game plan for your new business. You’re quite a sharp person, and I think you’re definitely going to be one of our movers and shakers!

As we discussed on the phone, it’s important to have a true commitment to your business and goals. You gave me a good sense of “why” you are doing this business - now let’s make a commitment to the “how”

I have all new serious team members fill out the following letter and send it right away.  It’s something for both of us to hold onto, and a good reminder of our commitment when we have hard days (yep, even I sent this letter off  myself!).

Simply fill it out and send it to me, our Presidential Master Manager, the CEO…and put a copy on your wall where you’ll see it every day.

Before you know it, a year will have passed…and your life will be completely different!

P.S. – My fax is (321) 254-3214,  Bob Giddens’s is (407) 333-1268, our CEO’s fax is (423) 798– 1940

Mike Jackson, Founder of EcoQuest

Re: My One-Year Commitment

Dear Mr. Jackson,

I ___________________, Dealer# _____________ have reviewed the EcoQuest Materials with my sponsor.

My top three reasons that I simply must do this business and succeed are:

_____________
• _____________
• _____________

I will also commit 15 minutes each day for self improvement (read books and listen to tapes) and improving my personal health by using the products.  I realize that to earn more, I must learn more. To build a successful business, and empower the lives of others, I will share the opportunity and products consistently.  I am taking responsibility for my success by following the plan outline. “Good better best, I will never rest, until my good is better and my better is best!”  I am making a commitment to myself and to my upline to be successful.  It is with this understanding that I send you my personal letter of commitment. I will be here, still actively involved with EcoQuest, a year from now.  Mr. Jackson, you have my word on this!

Sincerely,

_____________________  Date: _______________

My sponsor: ________________    My Upline Manager ___________

How To Make Coordinating Sales Manager

Lets assume you want to be a Coordinating Sales Manager in 18 months.

Known Average:  It will take an average of 2 Dealers/Distributors pursuing Sales Manager to create

1 stable leader.

In order to generate 3 first line Sales Mangers (Requirements for Coordinator) we need to create a total of   6 (2 x 3) new Dealers committed to making Sales Manager.

Known Average:  It takes an average of 6 new Dealers to get 1 that will commit to striving for Sales Manager.

You will need to sponsor 36 (6 x 6) new Dealers.  This means sponsoring an average of 2 per month that will strive to make Sales Manager.

Known Average:  Complete Presentations of the EcoQuest opportunity to an average of 5 people in your warm market, or 7.5 in your warm/cold, or 10 in your completely cold market in order to sponsor one (1) new Dealer.

You will need to make complete presentations (monthly) to:


10  in your warm market to sponsor 2 per month or


15 in your warm/cold market to sponsor 2 per month or 


30 in your completely cold market to sponsor 2 per month.

Known Average:  Approach an average of 5 people in your warm market, or 10 in your warm/cold market or 15 in your completely cold market in order to get one (1) presentation.

You will need to approach monthly:


50 in your warm market to sponsor 2 per month or


150 in your warm/cold market to sponsor 2 per month or


300 in your completely cold market to sponsor 2 per month

Divide your total number of prospect by 4.3 to determine how many approaches you need to complete weekly.  12 warm market, 35 warm/cold, or 70 cold.

Daily approaches based on 6 days a week – Contact 2 warm market, or 6 warm/cold market or 12       completely cold market.

Note:  Want to do it in half the time?  Just double the numbers!

Money-Making Answers to Frequently Asked Questions 

Q.  Why did you pick EcoQuest? 

A.  I instinctively knew they were very different the minute Bob Giddens introduced me to the   company.  They weren't a typical MLM marketing company.  They were a research laboratory and manufacturing facility first.  More lab coats than suits if you know what I mean.  Deep pockets.   Visionary scientist AND field experience at the helm. World-wide growth plans.  I knew if I worked smart and hard for two years it would pay me for life. 

Q. Can you review the components of your Fast Start System for me? 

A. Sure!  Warm Market first with inviting scripts and warm market letters.  Sponsor does presentation - Your in training.  Warm market first because you need the experience.  Then, an ad, tape, or mailer takes a curious prospect to an 800#, then to a system-specific website, or a 15 minute tele-training, and finally back to a company specific website.  Prospects can also access our training websites and weekly live conference calls. They get a complete look.  When they join, they get my awesome FastStart Welcome Package.  They can join the EcoQuest Web-Site, E-mail training. Conference call trainings.  And they can receive the best personal development materials in the business. 
Q. It seems you focus even more on training than recruiting.  Why? 

A.  Ah, grasshopper, very good!  That's a closely-guarded secret.  While other MLM companies have a 95% dropout, we have a huge retention rate because we build better networkers!  Usually the weakest link in any organization is the upline training because of the depth of levels and the Law of Diminishing Returns.  Think of it like a fuzzy 10th generation photocopy.  Duplicated Training eliminates levels.  Everyone has equal access to training!  They can feed at the Banquet Table of Knowledge until they are full.  You can't imagine the impact this has on the duplication velocity of our organization! 

Q. You sure give an unfair advantage to your downline! 

A. That's not really a question, but thanks!  My life's purpose is to help others improve the quality of their lives through the EcoQuest business opportunity.  When you have the power of a system like we have and the support of the Team combined with an awesome company like EcoQuest, their life changing products, and a generous fair pay plan, you have a formula for true success! 

Sincerely and Enthusiastically,

James and Jennifer Clendenin

(877) 515-4433 

Master Sales Managers, EcoQuest International

www.EcoQuest.com/JamesClendenin
www.YourHighwayToSuccess.com
www.ExploreFreedom.com/clendenin

www.Your-Road-To-Freedom.com
Recommended Reading List:

Review the following list of assets.  Rate yourself on a scale of 1 - 10 (ten being the best) in each area.  Once you have determined your strengths and weaknesses use the list of books to begin to work to improve those areas where you face a challenge.

___Burning Desire, ___Willingness to Learn, ___Commitment, ___Determinations, ___Assertiveness, ___Persistence, ___Good Work Habits, ___Confidence, ___Phone Skills,

___Communications Skills, ___Management Skills, ___, Leadership Skills

Think & Grow Rich, by Napolean Hill

The Richest Man in Babylon, by George S. Clason

How To Win Friends and Infulence People, by Dale Carnegie

See You At The Top, by Zig Zigler

As a Man Thinketh, by James Allen

How To Build a Multi-Level Money Machine, by Randy Gage

The Greatest Networker in the World, by John Milton Fogg

Future Choice, by Michael Clouse & Kathie Jackson Anderson

Who Stole The American Dream, by Burke Hedges

Winning Without Intimidation, by Bob Burg

Your First Year in Network Marketing, by Mark and Renee Yarnell

The Eight Hidden Values of a Network Marketing Business, by Robert Kiyosaki

Rich Dad, Poor Dad, by Robert T. Kiyosaki

The Greatest Opportunity In The History of The World, by Robert Kalench

Tough Times Never Last, but Tough People Do, by Robert H. Schuller

Move Ahead With Possibility Thinking, by Robert H. Schuller

If It’s Going To Be, It’s Up To Me, by Robert H. Schuller

Power Thoughts, by Robert H. Schuller

The Be Happy Attitudes, by Robert H. Schuller

Unlimited Power, Anthony Robins

The 7 Habits Of Highly Effective People, by Stephen R. Covey

Seven Strategies for Wealth and Happiness by Jim Rohn

What To Say When You Talk To Yourself, by Dr. Shad Helmstetter

Unstoppable, by Cynthia Kersey

The Magic Of Thinking Big, by Dr. David Schwartz

The One-Minute Manager, by Dr. Ken Blanchard

The Power of Positive Thinking, by Norman Vincent Peale

The Aladdin Factor, by Mark Victor Hansen

The Monk Who Sold His Ferrari, by Robin S. Sharma

All of Big Al’s Books, by Tom Schrieter

Fish Food, by Bob Giddens and Doug Jackson

Be Unstoppable, by Doug Jackson

Guaranteed Prospects, by Mike Jackson

The Selling Side Of EcoQuest, by Bob Giddens

CUSTOMER APPRECIATION LETTERS

This is the “Cook Book“ meticulously prepared by Master Sales Managers Dennis & Jane Gillen. 

It contains approximately 280 pages of Customer Appreciation Letters indexed as follows:

A.
Automobiles - Dealers, Service

B.
Business - Drycleaners, Floral, Florists, Offices, Printers, Salons 

C.
Chiropractic/Alternative, Medicine

D.
Dealers

E.
Entertainment – Bowling Alleys, Activity Centers

F.
Food - Restaurant, Bars, Clubs

FF.
Farm (Ostrich, Hogs, Veal, ...)

G.
Government

H.
Hotel/Motel

K.
Kennels/Veterinarians

M.
Medical-Physicians, Clinics, Hospitals, Home Health, Nursing Homes 

P.
Personal - Allergies, Carpet, Snorer, Odor, Pet, Smoker

R.
Realtors

S.
Schools – Day Care, University/College

Furthermore, each letter is Indexed by Business, Subject and Machine used.

This is available from:  Hurt Companies – 518 W. Main St. Louisville, KY 40202

Phone:  502-584-2679 / FAX- 502-657-0068   Hours:  8:30 AM to 4:00 PM EST

Price:  $15.00 S & H- $7.00  =  Total $22.-00.  Kentucky Residents add 6% Sales Tax.

For more than one book call for a estimate of S & H.  

To pick up in person, please order in advance by phone.

To expedite shipping, fax order to 502-657-0068 – Please follow-up with phone call to verify.

Name: _____________________________
Phone Number: _________________

Shipping Address: _____________________________________________________

City, State, Zip Code: __________________________________________________

Quantity of books: _____________________________________________________

Method of Payment must be by credit card and included with your order.

Check One:  ____VISA  ____MasterCard

Credit Card Number: _____________________________Exp. Date:______

Signature of Cardholder:_________________________________________

Total Authorized Amount:________________________________________
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Week Ending: ______________________

	Function Of 

Successfully Building My EcoQuest Career
	Day 1
	Day 2
	Day 3
	Day 4
	Day 5
	Day 6
	Day 7

	Be on time for all

appointments
	
	
	
	
	
	
	

	Read/listen chapter/CD of a self-development book/tape
	
	
	
	
	
	
	

	Approaches - in person or by phone 5 brand new prospects
	
	
	
	
	
	
	

	Ask a customer or client for a referral
	
	
	
	
	
	
	

	Mail a thank you letter to a client
	
	
	
	
	
	
	

	Make a list of things to do for the next day
	
	
	
	
	
	
	

	Biz Opps (phone/in person)
	
	
	
	
	
	
	

	DVD shown, mailed or handed out
	
	
	
	
	
	
	

	Lifeline Guest(s)
	
	
	
	
	
	
	

	Follow Ups Completed
	
	
	
	
	
	
	

	Training Calls/Meetings
	
	
	
	
	
	
	

	Place Unit
	
	
	
	
	
	
	

	Made Retail Sale
	
	
	
	
	
	
	

	Personally Sponsor Dealer
	
	
	
	
	
	
	

	New Triple A
	
	
	
	
	
	
	

	Group Dealers Added

Legs—Goal 10 w/ 1000 QV
	
	
	
	
	
	
	




	What would an extra $500 a month mean for my family & me?

1.
	After you have built a Sales Managership, What will an extra $6,000 a month mean to you?

1.

	2.


	2.

	3.


	3.

	4.


	4.

	5.


	5.

	After you have TMIT/CMIT, what would and extra $2,000 a month mean to you?

1.


	After you have built a Key Managership, what would an extra $10,000 a month mean to you?

1.

	2.


	2.

	3.


	3.

	4.


	4.

	5.


	5.


CHARACTER -  “Doing What You Said You Would Do Even After The Feeling Has Left You."   

Abraham Lincoln

Example





Progress Measurement Chart Of:





_________________________





How Much Money Will I Make If My Downline Does What I Did Today





Week ending:





What Are You Going To Do With The Money





"The reason people don't have more success in their life is not because of lack of talent, but lack of   reasons.  You must WANT MORE, to have more," -- Jim Rohn. 





I will make a 90-day commitment to my EcoQuest Business to work my way through the training curve because I know this business can provide me and my family the benefits listed below:





							Signature 





							_______________________________
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Abraham Lincoln
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