7 Critical Things to A Great Start and Building Massive Momentum
It is absolutely essential for each Associate to have a working knowledge of these concepts and tools of The Success System, which will propel you to success in your WG business.
1. Set some critical goals and have a sense of urgency about achieving them.
a. [bookmark: _GoBack]Your goals must be written down. Statistical studies show that goals that are not written down just don’t happen.
b. Your ability to set goals is the master skill of success.   ~Bryan Tracy
Your Goals:$500 monthly residual by Date _________   $1,000 monthly by Date__________
2. The first 30 days, of all out action, is the best period for the success of all new recruits.
3. Create your own personal 50/50 list sheet (50 customer and 50 business prospects).
4. Commit to strictly using this Success System to build your business and training your core team inthe system. Any activity outside of the system will be less effective.

5. Commit to getting 3 for your 3 in 2-4 weeks, by using system tools and techniques.Drive the same commitment down through your team for everyone to get their first 3.
a. Once you have your 3 it’s more important for you to assist them in getting their 3 done than to get more recruits yourself.
b. Ideally, their recruits should come from their lists rather than from yours.
c. Strategically, your personal recruits should be placed to help those who are working, rather those who are just wanting.
d. The absolute best time to get 3 for your new recruits is in the first 2 weeks; the longer you allow it to take, the harder it will get.

6. Get familiar with and use the tools of The Success System:
a. The 50/50 Prospect List(warm market prospects)
b. The Memory Jogger (to remember names for the 50/50 list)
c. The 3-Way Calls (and how to edify the expert for them)
d. The 10-In-Play Sheet(to list and track your prospects in that are in play)
e. The Launch Calls(to reach out to out-of-town and local prospects)
f. Inviting Scripts (for inviting prospects to your PBR’s and Launch Calls)
g. The Weekly Briefing(weekly public meetings)
h. The Private Business Reception (PBR – in home meetings)
i. Private 2-On-1 and 1-On-1 Presentations(done with laptop or flip book)

7. Prepare yourself to be your team’s leader and expert very quickly.
This is importantbecause your leader will become overwhelmed very quickly without you taking your place in a leadership role.
       a.   This means you learning to do 3-Way Calls, doing private presentations and  
              support activity for your leaders and team.
