“The Notehook”.

Use this GREAT Tool to keep you focused on your goals

and keeping track of your activity all in one place.
Purchase a Spiral Notebook with 70 pages.
Use this notebook for 4 months.
TRY IT FOR 4 MONTHS AND LET US KNOW

YOUR RESULTS

. Gather up pictures of your goals and put
on the front of the Spiral Notebook

. Place (glue) a Court of Sales Tracking
Sheet on the inside cover

. Place (glue) a Court of Sharing Tracking
sheet on the inside back cover

. Place (glue) a Power Start Tracking sheet
on the first page of your Spiral

. In the top corner of the next 30 pages put a
#1, #2 up to #30. 1/3rd of the way down
each page draw a solid line. Number the
pages ONLY on the front side up to #30.

. This will leave about 10 pages in the mid-
dle for recruiting prospects names

. On page 31 glue another Power Start
Tracking Sheet & number 1-30 on the
back of the first 30 pages. Again, 1/3rd of
the way down each page draw a solid line.
This is month 2 Power Start.

. Then turn to the last page in the spiral and

put another Power Start Tracking Sheet on
the back of the last page of the spiral.
Then number 1-30 (from the back) put
another Power Start Tracking Sheet and
number 1-30 (from middle of the spiral to
the end). Draw a line across the page
1/3rd of the way down the page.

You will be able to track 120

What to put on the Numbered Pages
First put a number from 1 to 30. This
represents your 30 faces for the Power Start
on the top 1/3rd of each page. The bottom
2/3rds becomes your datebook - ex: Page 1
is Sept. 1 and the 1st person you facial in
the month—regardless of what day it is.
See example page attached.

2. Put the customers name and any informa-
tion you need to keep you in touch with her
needs.

3. Ex: Name, what she likes, what products
she used at the appointment.

4. Have you interviewed her? Hostess?

5. Have you invited her to be a model for you

at a Success Meeting?

(when you are finished ALL pages front and
back should have names on them for your
NOW NEW Customers)

What will this do for your business?
30 faces a month x’s 4 months’ = 120 new
faces
If each one orders a min $100 a month that
will be $3000 in sales a month
If you interview 1/2 each month, you
should be doing 15 interviews and you will
probably recruit 5. And then you could go
On-Target for your car.
AND, you could possibly be a DIQ by the

customers and have a page to keep notes on
each person. You will always have their #’s
and all info with you, all in one book.

end of your fourth month or even a NEW
DIRECTOR....NOW COULD YOU GET
EXCITED?

You can go to www.unitnet.com/kmcclure (no password) and print off all the tracking sheets
Thanks to Cathy Littlejohn for this idea!




Queen’s Court of Personal Sales

$36,000 Retail ($18,000 Wholesale)
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Queen’s Court of Sharing!

“Bee-lieve” you can do it!

Color in the Bee when Recruit is Qualified with $600 Wholesale Order (can be cumulative)
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Queen’s Court of Sharing: 24 Seminar Qualified Recruits
($600 + cumulative orders) July through June




Name

POWER START + 30 Interviews

M = Miracle

B = Basic Skin Care

Home /
Work #

Cell #

Facial

U = Ultimate Miracle

Basic

Hostess

PS #

Interviewed Information Guest

Recruited
Next Step

10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

26

27

28

29

30




EXAMPLE OF PAGE

Page: # 1
(1st Facial Client of Month:)  Susie Smith 724-777-3000
Bought Basic Married - 3 kids
Invited to meeting 9/6 Works at Heinz Corp. as a secretary.
Having Class 9/16

]
(6 most important things for the day and other messages, errands, ect:)

1. BOOK: Susie from church.
Mary from playgroup.
COACH: Get Tuesday nite class guest list.
SELL: Follow up on Mary’s skin care.
TEAM BUILDING: Call Shannin to remind about Career Talk.
Deliver Fishbowl to Jaime’s Hair Salon.
Invite 3 Customers to Monday’s Meeting.

AR

Mary Lou Setzenfand - wants mascara 724-772-4000.
Call Austin’s teacher.

Get Babysitter for Saturday.

Eggs, Milk



