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Business Plan Worhksheet

Current Level

Next Promotion Level

Current Production

Enter the exact amount you desire each month:

Promotion Requirements

New Associates

Sales

Points

Income

Exactly what you will give in return for this:

Number of evenings/hours per week

Number of Contacts per week

Number of Meeting invitations per week
Number of Meeting attendees per week
Number of follow-up interviews per week
Number of new associates per week

Number of product presentations per week

Number of new clients per week

Definite date when you will possess the recruits, sales, points and income:

Definite date when you will write out your clear, concise, detailed statement

and plan:

Definite times each day when you will read aloud your written statement, while
vividly imagining yourself in possession of the income and new associates:

am

pm




N W The Start-Up

The Fast Start Challenge

Purpose: The Get Started Interview is a systematic way to get the new recruit off to a fast
start by completing filters 5-8 of The 8 Speed Filters.

Three AdzZoo Absolutes

* Every new associate should immediately sign up with AdzZoo and get off to a Fast Start.
» Every new associate should immediately be assigned a Field Trainer.
» Every new associate should immediately have at least one new recruit.

The No. | responsibility of every leader in AdzZoo - is to be a Field Trainer.

* The Field Trainer is responsible for training the new recruit:
— Prospecting
— AWinning Presentation
— Get Started Interview
— Making the Sale
* These presentations can be live or online using a web tool such as Go-to-Meeting when building

at a distance.
* Field Train the new associate with the goal of having 5-10 new recruits in the first few weeks.

* Input a minimum of 3 qualified field training sales.

Manage activity for you and your Field Trainers.

* Set, maintain and follow-up on standards of excellence.

— Field Train three to four nights per week and Saturdays — 10 presentations a week.
Contacts/Week Presentations/Week Recruits/Week Sales/Week
Poor 0-9 0-4 0 0
Fair 10-14 5-7 1-2 1-2
Good 15-20 8-10 3-4 3-4
Great 21-29 11-19 4-5 4-5
Excellent 30+ 20+ 6+ 6+

Personal Standards of Excellence — 10 Contacts, 5 Presentations, 2 Recruits and 2 Sales per week.
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T W The Start-Up

The Fast Start Challenge

Purpose: The Get Started Interview is a systematic way to get the new recruit off to a fast
start by completing filters 5-8 of The 8 Speed Filters.

Collapse Time Frames/Compress Activity

It is a time to become Possibility Thinkers and Impossibility Achievers by compressing a decade into one year ... one year

into three months ... three months into one week ... one week into one day ... and one day into three mini-days.

Monday Tuesday Wednesday Thursday Friday Saturday
Mini-Day | Mini-Day 4 Mini-Day 7 Mini-Day 10  Mini-Day 13  Mini-Day 16
7am Minimum Minimum Minimum Minimum Minimum Minimum
to 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct
Noon Contacts Contacts Contacts Contacts Contacts Contacts
Mini-Day 2 Mini-Day 5 Mini-Day 8 Mini-Day 11 Mini-Day 14  Mini-Day 17
12:01 Minimum Minimum Minimum Minimum Minimum Minimum
to 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct
6pm Contacts Contacts Contacts Contacts Contacts Contacts
Mini-Day 3 Mini-Day 6 Mini-Day 9 Mini-Day 12  Mini-Day I5 Mini-Day 18
PRIME TIME PRIME TIME PRIME TIME PRIME TIME PRIME TIME PRIME TIME
6:01 7-10pm 7-10pm 7-10pm 7-10pm 7-10pm 7-10pm
M'dto' h Minimum Minimum Minimum Minimum Minimum Minimum
idnight 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct 5 Direct
Contacts Contacts Contacts Contacts Contacts Contacts

Total Combustion Super Blitz Campaign

If you are not yet full-time with AdzZoo, simply fill in the time slots which you have to devote to building

“l expect every AdzZoo Leader to MAX-OUT all 6 days (18 Mini-Days) each week
for one full 90-Day Madman Cycle.”

your AdzZoo business.

— Hubert Humphrey
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I W The Start-Up

The Fast Start Challenge

Purpose: The Get Started Interview is a systematic way to get the new recruit off to a fast
start by completing filters 5-8 of The 8 Speed Filters.

Winning Principles

* Feel good about yourself, have a positive attitude and dress for success.
* Feel good about the company.You must be totally committed to our concepts.
* Sell our concepts by using the latest AdzZoo Client presentation.
* Business Owners need our help. Be a crusader. Be enthusiastic and excited about the good that we do.
* Always get referrals — someone who has bought from you will buy from you again, and is willing to
refer you to other people as well.
* There are only two reasons why a business owner in the right market will not do business with you:
— They don’t believe you.
— They don’t understand you.
— They get customers from word of mouth only and don’t want to expand
their business
* Understand up front that 20 to 30% of people reserve the right to make the wrong decision no matter
what you do and you should not take it personally.

Keys to Making an Appointment

* The best sources of warm market appointments:
— Prospects after a Opportunity Meeting (personal and team)
— Appointments set directly from a new recruit’s prospect list (everyone gets their hair
cut somewhere, or has a dry cleaner they use, or a restaurant they frequent, etc)
— Referrals from satisfied clients
* You control when the appointment is to be set. Use the “ISH” principle,
(“I'll be there 6-ish, 7-ish, 8:30-ish,* etc.). Build in time to be a little early or a little late.

Preparation
* Have all your materials with you:
— Current, company-approved AdzZoo Client presentation
— Additional support materials and client forms
* Know your potential client as well as possible-
— Visit their website (if they have one)
— Do a search to see which of their competitors are coming up.
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T W The Start-Up

The Fast Start Challenge

Purpose: The Get Started Interview is a systematic way to get the new recruit off to a fast
start by completing filters 5-8 of The 8 Speed Filters.

Making a Winning Presentation

* Upon arrival, show friendly, low-key interest in the client.

* During your presentation, always make eye contact.

* If you are there on a client referral, use the client’s name and ask how they know them.

* Make the AdzZoo Client presentation.

* During the presentation, involve the client on every page by asking questions and encouraging and
listening to comments.

* Show live examples of other AdzZoo customer sites (if you have internet access)

* Use tie down statements like,“That makes sense, doesn’t it? You'd like to have more traffic driven to
your website wouldn’t you?” and to reinforce your referral position (“Aren’t you glad
recommended that we get together tonight?,” or “ liked that part, too,” etc.

* Select the campaign package best suited to fit their needs.

* Make the sale by completing and submitting the Customer Ad Information sheet

*  Get referrals.

* Leave current approved AdzZoo client brochures.

* Thank them for their business and let them know you are available to serve their future needs.

* The first presentation should last 10-30 minutes.

Follow-Up
* Drop thank you note or card in the mail to show your appreciation.
+ Stay in contact with the client to make certain that any incomplete information or missing
documents are taken care of.
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Y W Duplication

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

To become a legend of the future, you must study the legends of the past. The speed and exactness with which you copy the
system will in large part determine your success. This cookie-cutter exactness must be duplicated throughout your team.

Remember two things:
I. The key is to imitate, not create.
2. Marketing is the creation of the outlet and the movement of the product simultaneously.

The Hold-A-Meeting System
* The One-On-One Meeting
* A Dynamic Meeting

Average number of people per week at Meeting = Average number of Base Shop sales per month.
Use a Meeting Projection Sheet. If you don’t prepare to have a good meeting — you won’t.
Capture The Magic of Crowds

Monitor the Numbers

Build to Max-out Profits
. “Wide”

2. “Deep”
3. “Wide” and “Deep” / \

Three Laws of Building:

I. A recruit is not a recruit until \
he/she has a recruit. I I
2. Alegis not a leg until it is four deep. Width = Profitability
3. A team is not a team until it produces Depth = Security
two levels of leaders.
I Primary: GO WIDE
Building Outlets Secondary: GO DEEP
I. Opening outlets is an all-the-time thing. a
2. Have quantity to get quality.
Open Outlets and Move Products Simultaneously I
*  Only 25% of the prospects on a target
list will ever come to a Meeting.
* If only 100 come to a Meeting, you can
be assured there are 500 to 600 more
who should have come.
* Make sure to offer the opportunity to “Always focus on going wide.
everyone to see if they need an online Depth will follow. This will build
campaign to promote their AdzZoo your Binary & Enroliment Teams at
business or another business that they the same time.”

own.
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Y W Duplication

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

I. Recruiting is a state of mind. 6. Aim at recruits/Hit sales.
2. Recruiting is an all-the-time thing. 7. Recruit and train.

3. Recruit select masses of people. 8. Recruit and build.

4. Recruit quantity to get quality. 9. Recruit and motivate.

5. Every prospect is a recruit until proven differently. 10. Recruit to win.

“Recruit & Motivate” — The System to Simplify and Multiply

Recruit
Run a system whereby recruiting never stops:

|. Personal speed width =You must commit to and execute four consecutive
90-Day Madman Cycles of personal recruiting front-line expansion.

2. You've got to constantly have geometric recruiting through your ambitious leaders
and constantly identify, at all levels, your recruiting capacitors who can take a big-time
recruiting charge from you.

Motivate
Run a system whereby motivation never stops:

|. Stretch their vision, then motivate them.

2. There’s a big difference between a motivated person and a great motivator.

3. To be a great Director of Motivation, you have to constantly, strategically direct your
people to proper environment, atmosphere, places, leaders and events that will stretch
their vision for you.

4. You can’t stretch your own vision, you must submit yourself to great leaders and
great visionaries to stretch it for you.

To Become a AdzZoo Champion You Must Build:

I. A large network of outlets
2. A large base of diversified product-using

clients
Two Main Focal Points to Win the Race for Outlets: / \

I. Get more and more personal direct legs
2. Get more and more people
(“old” and “new”) to BizOpps
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Step6 |°

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

DELIVERY SYSTEM TRANSPORTATION

SHIPS TRUCKS TRAINS PLANES

VIDEO DROP SYSTEM/“THE PLAY”

Finished Products —

Leader Who:

* Builds Outlets

* Has Volume Production
through the Outlets

.@ pap e
RAW MATERIAL WARM

SUPPLY PROSPECTS
THE 8 SPEED FILTERS _/
\ 1. Stay After the Meeting Ji
\ 2. Get a Decision Kit /

\ 3. Set Get Started Interview Ii
\4. Keep the Appointment and Sign Up /

° o
\ 5. Develop a Prospect List [ w Match-Up With Field
\ 6. Set Goals/Create Business Plan [ Trainer To Start
\7- Match-Up with Field Trainer for Fast Start [ Recruiting Your Team
\8. Review Personal Online Campaign / and To Make Your
Field Training Sales
LFS LEADERSHIP LFS LEADERSHIP LFS LEADERSHIP LFS LEADERSHIP
CLASS | CLASS 2 CLASS 3 CLASS 4

~~

ONGOING SYSTEM TRAINING

SALES AND LEADERSHIP LFS COMBINE ALL-COMPANY
PRODUCT TRAINING FORMAT SCHOOLS SCHOOLS EVENTS
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Step 6 o1 L0

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

The Magic of 90-Day Madman Cycles

IST 2ND 3RD 4TH
90 DAYS 90 DAYS 90 DAYS 90 DAYS

. 100 SALES/MONTH ‘

MARKETING BASE .

6-12 6-12 6-12 6-12
PERSONAL PERSONAL PERSONAL PERSONAL

RECRUITS RECRUITS RECRUITS RECRUITS

1-3 1-3 1-3 13
AREA AREA AREA AREA
COORDINATORS , COORDINATORS , COORDINATORS , COORDINATORS

EXPLODETO EXCELLENCE
2 Ways to Get Big:
100 SALES/MONTH

MARKETING BASE Supernova Concept
or The Long “Grind-it-Out”Way

Top Priority
No. |. The “continuous opening of outlets”
No. 2. Volume production per outlet

In this business, every person is an outlet.YOU are an outlet. An outlet is anyone who can offer the product to the
consumer. The difference between this business and other marketing systems is that as an independent contractor,
YOU have the ability to set up your own distribution system within the big network.

The Magic of Duplication

This is the same system that most successful Leaders adopted over the years. All recruits joining AdzZoo should follow
the same blueprint to duplicate their great success.

The best way to get a high level of performance is to be sure that the master copy is worth duplicating.
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Y W Duplication

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

The Magic of Multiples
Each Recruit 2 Difference of ONE Each Recruit 3
2 3
Level | x2 x3
4 9
Level 2 x2 x3
8 27
Level 3 x2 x3
16 8l
Level 4 x2 x3
32 243
Level 5 x2 x3
64 729
Level 6 x2 x3
128 2,187
Level 7 x2 x3
256 6,561
Level 8 x2 x3
512 19,683
Level 9 x2 x3
1,024 59,049
Difference of 58,025

This is a hypothetical scenario for illustrative purposes only. There is no assurance that these results can or will be achieved.
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Step 6 oS L0

The Rapid Repetition of the System

Purpose: To build a business using a system whereby recruiting never stops.

The Magic of Compound Recruiting

The Magic of
Geometric Progression
MONTH | ‘ ‘ ’ Get 3 new recruits
/ 1T\ AR AN / 1T\

Help each recruit from Month |
MONTH 2 get 3 new recruits

(12 Total)

Help each recruit from Month 2
MONTH 3 get 3 new recruits

(39 Total)

Help each recruit from Month 3
MONTH 4 get 3 new recruits

(120 Total)

Help each recruit from Month 4
MONTH 5 get 3 new recruits

(363 Total)

Help each recruit from Month 5
MONTH 6 @ @ @ @ @ @ @ @ m get 3 new recruits

(1092 Total)

This is a hypothetical scenario for illustrative purposes only. There is no assurance that these results can or will be achieved.
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“Your ability to master the Leadership
Format $ystem is in direct correlation
to the size team you will build and the
amount of success you will have.”

— Hubert Humphrey
Master Distributor
AdzZoo, Inc.
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Leadership Format System
Fast Start Guide




