Week SIXTEEN - T.E.A.M. Zenith

Commit To Become A Leader -  In It Lies The Treasures of Freedom

Focus Of The Week

A leader is a man or woman of action, someone who is not afraid to take calculated risks. A leader doesn't need the approval of others before implementing an idea or proven game plan. They are skilled communicators. They know that everything can be negotiated successfully and that negotiating makes everyone a winner. A leader is a warrior, and lets nothing stop him/her from achieving their ultimate goal. This week, commit to leadership, and guide others to succeed.

Action Steps

1.  Pull out your “20 Reasons List and review them again.

2.  Send a personal letter to all promotions this week in your group.

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

4.  Have at least 1 new guest on the next EcoQuest Lifeline or training call.

5.  Hold a Q & A conference call for your downline.

Results
________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation

*  What is the most important thing I learned this week? __________________________________________ ________________________________________________________________________________________________________________________________________________________________________________

*  What leadership qualities do I see inside myself?  How can I harness them? 

________________________________________________________________________________________

________________________________________________________________________________________

To-Do-List

1.






4.

2.






5.

3.






6.

“A Leader has the following qualities: he is courageous, he has self control, he is fair, he is decisive, he is generous, he is likeable, he pays attention to details, he shoulders his responsibilities at all times and he is cooperative.”      

· Napoleon Hill

What is a Leader?

The Webster's Dictionary Definition is:

Leader (led'er) n.  -  One who gets ahead so as to show the way.

Products don't move people:  People move products.

Leaders move people.

Long-term success in EcoQuest is dependent upon the development of leaders.

Having a duplicatable system (Week 1- 16) in place designed to grow individuals is essential to a life-long residual income.

“EcoQuest is a self development company disguised as product provider.”

Qualities of a Leader

*  Makes regular presentations with prospects

*  Uses the product(s) every day

*  Develops a customer base and services them

*  Schedules and practices daily self-development

*  Attends all team conference calls and events

*  Teachable and consistent

*  Edifies (supports) the sponsorship line

*  Their word is their bond

*  Follows the system, and teaches others to do the same

The 2 major reasons why most people quit EcoQuest are:


1.  They first fail to commit to the process of becoming a leader themselves.


2.  They fail to identify and work with leaders in their organization.

The Commitments of a Leader

*  Education is essential

*  Commits to becoming successful themselves.

*  Commits to building success in others.

*  Commits to using the product(s) everyday.

*  Commits to fight for their goals no matter the bumps in the road.

*  Commits to becoming debt-free within 2-4 years.

*  Commits to weekly action goals and completion of those goals.

*  Remembers that education is essential  
*  

Notes:

Leaders Recognize Excellence in Others

A duplicatable recognition system is essential for creating leaders in your organization.

Note:
Elephants work for peanuts


People work for pins (promotions)

The Recognition System

Send a personal letter of congratulations to all new promotions in your organization.  This can be done through mail or with an e-card.

Recognize all new pin level promotions at your weekly team conference call or weekly business briefings.

Breakthrough  pin-ranks should be publicly recognized with a Certificate of Achievement by their upline.

Be generous with your praise!  Recognize excellence in others in your newsletters, conference calls, emails, at events etc.  Create a culture of recognition in your organization.  Your peers deserve it!

How Can YOU Become a Leader?

1.  Set aside daily self-development time. Work diligently through your Progress Page, and become a lifelong Learner.

2.  Use your product(s) every day.  Buy from “your own store.”  Practice your testimonial and share it with others regularly.

3.  Volunteer to help at weekly conference calls and events.  Become a member of the “supporting cast.”

4.  Become competent at giving a presentation.  Do regular presentations for prospects, and teach your organization how to do the same.

5.  Be generous with your recognizing success in others.  Know the power of a phone call and handwritten letter.  Catch people doing things right, and create a culture of excellence within your team!

6.  Work hard to accomplish the weekly goals you set for yourself.  Remember to create “Action Goals” rather then “Result Goals”  i.e. “I will give 7 presentations this week” instead of  “I will sign up 3 people this week.”

7.  Contact and welcome aboard all new members to your organization no matter where they are, how many levels deep, and who sponsored them. Take them under your wing, and work the depth in your organization.  Teach your developing leaders to do this.

8.  Keep your team constantly updated with news and testimonials. The best way to do this is with a group email software program or an email autoresponder service. You can use your  Outlook Express email program for a while, but eventually you will need a program that can handle the amount of email you will need to send and stay within your ISP’s email guidelines.  You should already be getting these updates from your upline, so all you need to do is make sure they get passed on to your team.

CAUTION!  Being a leader does not mean re-inventing the wheel!  DO NOT make your own training resources.  DO NOT make your own system.  DO NOT hold your own conference calls unless it is done under the guidance of your successful upline.

9.  Attend all local and national events. This is a big one.  Until you have attended an EcoQuest national event, you've just got a hobby ... Nothing more.  Attending a national event is one of your first step to becoming a leader.

10.  Lead by doing. Your team members will do EXACTLY as you do. If you are constantly working leads, calling your new Dealers, and doing 3-ways, your team will as well.  If you don't, they won't.

You CANNOT be an armchair quarterback!  It doesn't work so don't even try it. Lead by action! If you want your team to make more calls, then you must make more calls first!  If you want them to attend a national event, you must be the first to buy your plane tickets!

11.  Be available for your team!

12.  NEVER complain or share frustrations with your downline. You will have your good days and bad days just like everyone else, but keep them between you and your upline.

Your Role as a Leader

There is only one category of people who make a substantial income in EcoQuest, or any occupation for that matter:  Leaders.

You cannot make gangster type money, more than you can spend, unless you are a leader.

So, you say your not?  -   Well get over it and become one.  -  How, you ask?

Simple.  What's the difference between you and a leader?

Answer:  The thoughts they think and the thoughts that you think.

Are you in 100% control of your thoughts?  Yes!  Good!  So start thinking like a leader and you will become one!

What kind of thoughts to leaders think?   Here are a couple of examples.…

Every time you hear yourself say “I can't”, replace it with “I can”, and you will now be thinking like a leader.

Every time you hear yourself say “I'll do it later”, replace it with “I'll do it right now”, and you'll be thinking like a leader.

Instead of saying, “I'm not meant for this” each time you fail, say “How can I do this better next time”, and you'll be thinking like a leader.

Every time you say, “I've reached my goal of 25 calls today, make 25 more and you'll be thinking like a leader.

Got it?  Good.

Ok, what kind of actions do you want to be taking each day as a leader?

Well first of all, if you are in a leadership position, it means that you already have others to lead, which means you have a growing team and you are doing some things right! 

Great!

There are entire books and courses available on leadership, so I'm going to keep this VERY basic and give you a few ideas for some actions to take with your team.

Here is all you need to know:  Leadership is only acquired through action.  It can't be bought in a book or cassette tape, CD or seminar.  Those will help you sharpen your skills, but real leadership can only be acquired though action and running the gauntlet of mistakes and hazards along the way!  You've got to earn it.

So get moving!  Leaders don't wait for things to happen, they make them happen! 

GO!  GO!  GO!

Notes:

Leaving the Nest ... The Power of Counseling

After you sponsor a new Dealer and get them started right, they should be ready to leave the nest in about 60 days. Over those 8 weeks you will have worked with them almost daily, taught them to give an effective presentation, helped them to do 3-way calls, 2-on-l presentations (by speaker phone if long distance) and to learn the fundamentals of this system.

After they leave the nest it is imperative that they continue to focus on activities that produce results.  By evaluating their weekly performance, you can develop a game plan that will yield consistent results.

The Performance Profile (see the next page) draws attention to those activities that future leaders should focus the majority of their time on.

Each week your Dealer should fax or email you a copy of their Performance Profile.    Together you would evaluate the effort and create a strategic game plan to reach the next week's action goals.

Counseling will help you identify the true leaders in your organization, and help you to help them reach their goals.

Notes:

Performance Profile Tracking

People spend months “doing” the business, then get a paycheck and think, “This isn't working.”

That's not true!    What they are doing isn't working.

The most important reasons why you should use The Performance Profile Tracking Sheet EVERDAY is so you can:

1.  Identify exactly what you are doing, not doing or not doing well.

2.  Ensure that each activity you do will actually earn money.

3.  Receive the “right” coaching.  Only when performance is measured can it be correctly altered.   Otherwise, it is on a “guess” at what you are doing wrong and not doing.

Certain proven activities create success in EcoQuest.  Certain activities will make you money. Everything else is a waste of your time.  Successful EcoQuesters focus ONLY on those activities that drive their success.  The Performance Profile Tracking Sheet lists those CRITICAL activities, keeps track of how often you do them and provides a performance rating so you can be effective in EcoQuest.  This tool will help make you effective in your EcoQuest business by breaking down the whole subject into individual activities.

To make a lot of money in EcoQuest and fulfill your dreams and goals, you need to know EXACTLY what activities to do every day.  And you need to track those activities closely.  Tracking will uncover your weaknesses, which you can then overcome and turn into strengths.  As you track your activities, your weaknesses will become clear to you.  

Example:  You set 10 appointments, but have zero presentations.  The problem is NOT that you did zero presentations; the problem is that zero out of the 10 appointments resulted in no presentations. The weakness uncovered clearly shows you need to work on how to turn appointments into presentations.

What's Important

The point system within Performance Profile Tracking Sheet assigns number values to each activity based on the importance that activity contributes to making you money. You are awarded five points for training a Dealer because you are duplicating your efforts. You only get .02 points for sending out direct mail pieces.  Regardless of the point value, all activities are necessary for your success.  Really successful EcoQuesters focus only on the activities listed in the Performance Profile Tracking Sheet.

Step One

To begin, fill in each of the target boxes on the left side of the page. You should set daily targets (what you plan on achieving for the day) for each Activity.

Personal Development - To succeed in EcoQuest you must develop YOU.   Your income will never out pace your attitude.    For you to earn a dollar more this year than you did last year, you must grow.  The Performance Profile  follows two areas of your Personal Development:

Activity #1 - Cultivate Your “20 Reasons” (1 or 2 points):  The word cultivate means: to nurture, to foster and refine.  That's exactly what you should do with your “20 Reasons” every day.  Each time you cultivate your “20 Reasons” in the morning, you are awarded one point.  When you cultivate your “20 Reasons” again in the evening, you are awarded one more point.

Activity #2 - Self-Training (1 point per hour): When you attend a local training meeting, a Success Institute, a conference call, the Leadership convention, a communication seminar or any event that helps build your EcoQuest marketing skills, take one point per hour of actual learning time.

Promotion - Yesterday you were not in business. Today you are.  No one knows that except you. You must promote to tell the world about our products and your business.  Proven promotion activities:

Activity #3 - Direct Mail (.02 points per piece): Give yourself .02 points for each promotion piece you send out. This will includes: flyers, letters, business cards, post cards, faxes and e-mails - anything that tells people you are in business.

Activity #4 - Voice Mail Drops (1 point each): For every “offer” you leave on someone's voice mail you receive one point.  This is an inexpensive way to sift for prospects.

Activity #5 - Advertisements (2 points): You earn two points for each day you run an advertisement that informs people about your business.  This includes: radio, Internet, newspaper or magazine.

Activity #6 - Meet New People (1 point each) : For each new person you meet give yourself one point.  It does not  matter whether you discuss the business, your products or simply make an introduction.

Activity #7 - Dials (1 point each) : Give yourself one point each time you dial a prospect, whether someone answers your call or not.  These dials can include: generating business for the first time,     follow-up after sending information, setting an appointment or up-selling a product to a retail customer.

Communication - Once you promote (from activities 3 - 7) your EcoQuest business and products, you must communicate with those who show an interest.  Communication in EcoQuest breaks down into the following basic Activities:

Activity #8 - Connects (1+ points each): A connect is when you actually talk to a prospect.  When you dialed, you got one point (from Dials).  When they answer the phone you get another point.  Also, if a prospect returns your call and you answer, this also counts as a “connect.”

Activity #9 - CD/DVD/Magazine Prospecting (2 points) take another two points for each prospect that says yes to receive a CD or DVD or Magazine from you.  Don't take the points until you actually send it or they have it in their possession.  Always confirm your appointments.

 Activity #10 - Appointments Set (2 points): When you invite someone to a business briefing, a one-on-one, a home or hotel meeting, a luncheon, award yourself two points for each person that accepts an appointment.  

Activity #11 - Presentations (3 points): You get three points each time you do one of the following presentation activities: a prospect who attends a hotel business meeting, a one-on-one meeting or a  residential meeting.  You also need to keep track of any presentation you give and any audio/video or web presentation that actually was viewed or listened to - they count too.

Activity #12 - Three Way Calls (1 point)  Give yourself 1 point for every 3-way call you conduct.

Activity #13 - New Customer Retail or PC Sign Up (3 points):  Give yourself three points for each customer who buys one of our products.  You must have actually received the money.  Well done!  This is the essence of business.  Be proud.  By the way, when you call your customers and up-sell them on another product offered by EcoQuest, you take one point for a dial.   One point when you connect and three more when you take their credit card over the phone.  That's a total of five points!

Activity #14 - Sponsored People (4 points): The Performance Profile Tracking Sheet rewards you five points for each new person you sponsor.  Make sure that the Dealer agreement is signed and you or EcoQuest has received payment.

Activity #15 - New Dealer Training (5 points):  You get 5 points for each “Getting Started” training you do within 48 hours.  The reason this is so high is because training new Dealers duplicates you and your efforts.  Financially, in the long run, this rewards you the most.

Activity #16 - New Triple A Member (3 points):  You get 3 points for each person in your downline that signs up as a Triple A member.  Note this adds to your residual income. 

Activity #17 - New Summit Climber Member (20 points): 

Keeping Track of Your Progression

At the end of each day, chart your progress on the Monthly Performance Graph (last page).  This chart will allow you to visualize and compare your performance with your goals.

Example of Performance Profile for an active Dealer.  This is at the end of 7 days:

Cultivated 20 Reasons - 4 (1) = 4 points

Self Training - 2 conference calls (1) = 2 points

Direct Mail - Sent 100 post cards (.02) = 2 points

Prospecting - 10 Magazines (2) = 20 points

Appointments Set - 10 appointments (2) = 20 points 

Sponsoring a new Dealer - 1 (4) = 4 points 

Developing a new Customer – 2 (3)  = 6 points 

Developing a new Triple A - 2 (3) = 6 points

At the end of 7 days he has 64 overall activity points.

Part-time Dealers should strive for at least 20 points weekly. 

Full-Time Distributors should strive for at least 50 points weekly. 

Serious developers should strive for at least 70 points weekly.

Never compare yourself to another Dealer.  Their goals are different from yours.  

Attempt to do a little more each week.

REMEMBER:  Consistency and persistency wins in EcoQuest!  Keep accurate records in your DayPlanner.

Visit and learn from www.Secrets-To-Lifetime-Income.info often!

Performance Profile Tracking Sheet

Name _______________________________________  Week of ______________________

Upline Name ________________________________ Email Address __________________


	Activity
	Target Points
	Mon
	Tue
	Wed
	Thur
	Fri
	Sat
	Sun
	Actual Points

	Cultivate 

20 Reasons
	
	
	
	
	
	
	
	
	

	Self Training
	
	
	
	
	
	
	
	
	

	Direct Mail
	
	
	
	
	
	
	
	
	

	Voice Mail Drop
	
	
	
	
	
	
	
	
	

	Ads
	
	
	
	
	
	
	
	
	

	Meet new people
	
	
	
	
	
	
	
	
	

	Dials
	
	
	
	
	
	
	
	
	

	Connects
	
	
	
	
	
	
	
	
	

	CD/DVD Mag Prospecting
	
	
	
	
	
	
	
	
	

	Appointments Set
	
	
	
	
	
	
	
	
	

	Presentations
	
	
	
	
	
	
	
	
	

	3-Way Calls
	
	
	
	
	
	
	
	
	

	PC and Retail
	
	
	
	
	
	
	
	
	

	Sponsor New Dealer
	
	
	
	
	
	
	
	
	

	New Dealer Training
	
	
	
	
	
	
	
	
	

	Triple A signup
	
	
	
	
	
	
	
	
	

	New Summit Climber
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	


1.  Personal accomplishments, improvements or breakthroughs this week:  _______________________
_______________________________________________________________________________________

2. What did you learn this week? __________________________________________________________
_______________________________________________________________________________________

3.  Goals for next week:___________________________________________________________________


	70
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	45
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	40
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	35
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	30
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	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	13
	14
	15
	16
	17
	18
	19
	20
	21
	22
	23
	24
	25
	26
	27
	28
	29
	30
	31



	Daily

Totals
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


60 - 70 points:  Very Well Done - Failure Impossible if in this activity zone for 12 consecutive months.

40 - 60 points:  Fast Track Zone.  Life is chaos here.  You are probably torn between training your Dealers and working with your prospects.  You must do both!  Have your Dealers come and watch you do your activities.  Your speed is what they need to see and learn.

30 - 40 points:  Healthy Growth.  Stay focused on your goals.  Temptation to “reward” yourself by  taking time off is tremendous here.  Don’t yield to it.

20 - 30 points:  Average.  Determine tasks which can be delegated to others.  Focus on essentials.  You shouldn’t be doing menial tasks.

10 - 20 points:  You need help.  Work closely with your upline to fine-tune your activities.  If your upline isn’t available, there are tools available at: www.Secrets-To-Lifetime-Income.info that will help you.

0 - 10 points:  Rewrite your “20 Reasons” - they aren’t motivating you!  Or, you lack confidence - which comes from know-how and doing.  Get trained.  Don’t blame it on the trends, the company, the products or the upline.  It’s YOU!
Monthly Performance Profile Graph














