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The Partnering Process
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rat e CUSTOMERS = 1/3 RULE AT EVERY STEP
l: 9 O = Your first 5 Contact
ontacts
O C U S 135 0% informed
STATISTIES q a r-t WHY — create interest, daily
Sponsor )
The 90-day business launch 45 Interested contacts

Upline phone(s)

Name HOW — build belief, weekly

Goal IBDS /6L Customers

No. of Customers WHAT — activate, monthly

Today’s date
Partners
Month No. of Partners v 100% informed — time, money, contacts
Phase | target (0-30 d)
Phase Il target (30-90 d) 1/3 RULE
— PHASE |
1 w
Find :
<
Follow the process. Build a team — find 5 o
Partners who duplicate you. (10-15 hours
/ week)
= PHASE Il
La unc h Name Name Name Name Name
Goal Goal Goal Goal Goal
Teach the process. Launch your team —
. . No. of Customers No. of Customers No. of Customers No. of Customers No. of Customers
help your Partners duplicate. (Achieve your
No. of Partners No. of Partners No. of Partners No. of Partners No. of Partners

90-day goal)

— PHASE Il

Homentur LLLLL BALLL LALLL LLLLL BALLL -

Teach others to teach the process.

. = NO. OF NO. OF NO. OF NO. OF NO. OF NO. OF NO. OF NO. OF NO. OF NO. OF
BUI'd momentum as your next |eve| g NAME GOAL CUST. PTNRS. NAME GOAL CUST. PTNRS. NAME GOAL CUST. PTNRS. NAME GOAL CUST. PTNRS. NAME GOAL CUST. PTNRS.
duplicates. Help your whole team reach the ;

BEMER incentives. o 11 2.1 3.1 4.1 5.1
Duplication begins when a 1.2 22 3.2 4.2 5.2
person on your team invests
their resources...

1.3 2.3 3.3 4.3 5.3

A. Time(Focus 90 goal).
B. Investment(equal or better initial

investment). 1.4 2.4 3.4 4.4 5.4
C. Contacts(the Million Dollar List). Each

person you sponsor knows at least 100

people you haven't met. 15 25 3.5 45 5.5
...and is plugged into the support system.

Use a pencil when completing this chart, and start a new chart each month — for yourself and for each Partner.



H Rating scale: 3 is greater than you — 2 is equal, or you are not certain — 1is less than you. E Entrepreneur —drive, openness to opportunity
| Influence —who listens to them
m . . . . Resources — time, money, contacts
List the names of everyone who knows you — before you rate them. Let your mind wander over all the people you can remember; the ‘First 48 Hours' guide has . o i .
L Location — 1within 90 miles, O outside
memory joggers to help. Once your list is complete, rate each name 1-3 on Entrepreneur, Influence and Resources. Finally, rate Location: within a 90-mile radius
O I scores 1, outside scores 0. (The 90-mile rule matters most in your first 90 days.)
NAME E | R L TOTAL NAME E | R L TOTAL NAME E | R L TOTAL NAME E | R L TOTAL
Myself 2 22 1 7 34 68 102
1 35 69 103
2 36 70 104
L 3 37 71 105
4 38 72 106
5 39 73 107
6 40 74 108
] 7 41 75 109
8 42 76 110
I
9 43 77 m
10 bty 78 112
11 45 79 13
12 46 80 114
13 47 81 115
14 48 82 116
15 49 83 17
16 50 84 118
: 17 51 85 119
18 52 86 120
19 53 87 121
20 54 88 122
21 55 89 123
22 56 90 124
. ] 23 57 91 125
_ 24 58 92 126
E— 25 59 93 127
26 60 94 128
. L 27 61 95 129
28 62 96 130
29 63 97 131
30 64 98 132
31 65 99 133
32 66 100 134
33 67 101 135
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Keep adding new names to this list as you meet new people.



