


STEP 5 Accountability “SUCCESS TRACKER”: 

“It’s hard to hit a target you can’t see.”  The fastest way to the serious money is to begin with the end 

goal in mind.  Use the “Success Tracker” to help you focus on goal achieving activities.  It’s a basis 

“fill-in-the-blank” form.  Remember, your goal is to “teach three to find three”.  Too often people 

sponsor more people than they can effectively support.  In network marketing, building depth in your 

organization is the key to security and wealth.  Complete the task of “three teaching three” before 

expanding too wide on your first level.  The “Success Tracker” helps to keep us accountable to our 

personal commitment.  It’s also simple to use.  Once completing the goal, sponsor new first levels and 

do it again.  Show this plan, and then simply ask “can I count on you or should I find someone else?” 

 

 

 

STEP 6 Get Started and Share It ?ow:  

Many people don’t start a network marketing business because they really never understood the 

powerful concept of duplication.  Also, many people stopped working their business because they 

could never clearly understand what to do.  By using this simple “Step-by-Step” strategy with the 

“Success Tracker” your prospects will understand why you were so excited to share this idea with 

them.  Once someone really understands the magnitude of financial rewards for “teaching three to 

find three”, there is only one thing left to do.  That is, to do it now!  It’s time to get serious with your 

future and get the task done with now excuses.  There is too much at stake to accept a rep agreement 

from someone who won’t commit to this plan.  Knowing what there is to gain you should have a 

“failure is not an option” attitude.  Review the numbers again.  What if you’re only 20% successful or 

even 10% successful?  You can do this if you’ll trust the process.  Dream big and design the life you 

want, the life that you deserve!

LEVELS YOU 

3 

9 

27 

81 

243 

729 

2187 

6 

7 

4 

5 

2 

3 

1 



Y
o

u
r 

?
a

m
e:

 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

O
rg
an
iz
at
io
n
 C
u
st
o
m
er
 C
o
u
n
t 

1
0
0
 

2
0
0
 

 1
st
 L

ev
el

 
1

st
 L

ev
el

 
1

st
 L

ev
el

 
1

st
 L

ev
el

 
1

st
 L

ev
el

 

 
 

 
 

 

P
er
so
n
al
 C
u
st
o
m
er
 C
o
u
n
t 

P
er
so
n
al
 C
u
st
o
m
er
 C
o
u
n
t 

P
er
so
n
al
 C
u
st
o
m
er
 C
o
u
n
t 

P
er
so
n
al
 C
u
st
o
m
er
 C
o
u
n
t 

P
er
so
n
al
 C
u
st
o
m
er
 C
o
u
n
t 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

1
0
 

2
0
 

3
0
 

4
0
 

5
0
 

O
rg
an
iz
at
io
n
 C
u
st
. 
C
o
u
n
t 

O
rg
an
iz
at
io
n
 C
u
st
. 
C
o
u
n
t 

O
rg
an
iz
at
io
n
 C
u
st
. 
C
o
u
n
t 

O
rg
an
iz
at
io
n
 C
u
st
. 
C
o
u
n
t 

O
rg
an
iz
at
io
n
 C
u
st
. 
C
o
u
n
t 

1
0
0
 

2
0
0
 

1
0
0
 

2
0
0
 

1
0
0
 

2
0
0
 

1
0
0
 

2
0
0
 

1
0
0
 

2
0
0
 

 
 

2
n

d
 L

ev
el

s 
2

n
d
 L

ev
el

s 
2

n
d
 L

ev
el

s 
2

n
d
 L

ev
el

s 
2

n
d
 L

ev
el

s 
1
 

1
 

1
 

1
 

1
 

2
 

2
 

2
 

2
 

2
 

3
 

3
 

3
 

3
 

3
 

4
 

4
 

4
 

4
 

4
 

5
 

5
 

5
 

5
 

5
 

T
ea

m
 T

ra
in

er
: 

U
p

-L
in

e 
S

p
o
n

so
r:

 
(p
ri
n
t,
 s
ig
n
, 
d
at
e)
 

(p
ri
n
t,
 s
ig
n
, 
d
at
e)

 

S
u

cc
es

s 
T

ra
ck

er
 

S
u

cc
es

s 
T

a
rg

et
s:

 

•
 

Q
U
A
L
IF
IE
D
 i
n
 f
ir
st
 7
2
 h
o
u
rs
 

•
 

2
0
 C
u
st
o
m
er
 P
O
IN

T
S
 i
n
 f
ir
st
 3
0
 d
a
y
s 

•
 

4
0
 C
u
st
o
m
er
 P
O
IN

T
S
 i
n
 f
ir
st
 9
0
 d
a
y
s 

•
 

In
tr
o
d
u
ce
 2
5
 p
eo
p
le
 t
o
 A
C
N
 i
n
 f
ir
st
 3
0
 d
ay
s 

•
 

3
 R
ep
s 
T
h
at
 G
et
 3
 R
ep
s 
in
 f
ir
st
 9
0
 D
a
y
s 

I 
u
n
d
er
st
a
n
d
 t
h
e 
B
u
si
n
e
ss
 P
la
n
 a
n
d
 S
u
cc
es
s 
T
ar
g
et
s 
id
en
ti
fi
e
d
 i
n
 t
h
is
 

d
o
cu
m
en
t 
ar
e 
d
es
ig
n
ed
 t
o
 p
ro
v
id
e 
th
e 
fa
st
e
st
 w
a
y
 t
o
 t
h
e 
se
ri
o
u
s 
m
o
n
e
y
, 

an
d
 I
 h
er
eb
y
 c
o
m
m
it
 t
o
 a
ch
ie
v
e 
th
e 
S
u
cc
e
ss
 T
ar
g
et
s 
id
en
ti
fi
e
d
 a
b
o
v
e.
 

I 
h
er
eb
y
 c
o
m
m
it
 t
o
 s
u
p
p
o
rt
 t
h
e 
T
ea
m
 T
ra
in
er
 

in
 a
ch
ie
v
in
g
 h
is
/h
er
 S
u
cc
e
ss
 T
ar
g
et
s 


