Ninety Day

ACTION Plan

For


Period from 
_____________________

To



_____________________

ACTION Plan

Your ACTION Plan will serve as a point of reference for us to grow and monitor your franchise from. We will be discussing your progress and challenges in implementing your ACTION Plan on a regular basis to ensure you are successful.

Purpose: The old adage says: “Plan your work and work your plan.” The ACTION Plan has been created as a tool for your business development and implementation. By putting earnest time and attention into your ACTION Plan, you will set your course for manifesting your life of abundance! Remember people do not plan to fail, they fail to plan! So ensure your success by planning diligently! You deserve it!

Step One: What Makes You Unique

In your mind, what makes you who you are and what you have to offer unique? And, as a result of this uniqueness, what benefits arise for your prospects? Before you even begin, you will want to know the answers to these questions because they will define who you are as a coach, and what you have to offer.

What is my  Uniqueness: ____________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________
What is your Vision

You must have a vision of what you are going to create. You will want to know what you are planning to build, and it will be a useful tool for attracting the types of people you desire to work with as employees. mentoring clients, or coaches.

Vision: ___________________________________________________________

__________________________________________________________________

__________________________________________________________________

____________________________________________________________________________________________________________________________________

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________

Step Two: Define Your Goals

Defining your goals will make it easier for you to succeed because you will create a clear picture of where you want to be. Take time to create your annual goals, and semi-annual, quaterly, and monthly targets for your ACTION International franchise. Make certain they include financial targets, as well as, the number of relationships you want to establish.

Listing your twelve months goals below will enable you to calculate your ninety day goals.

My 12 Month Business Goals

Profit




___________________________

Turnover



___________________________

Salary/Wages to Self

___________________________

Size of Business



#coaches



___________________________

#team members

___________________________

Number Mentor Clients

___________________________

Type of Clients


___________________________






___________________________

Average Cashflow $


· At month 3


___________________________



· At month 6


___________________________

· At month 9


___________________________

· At month 12

___________________________

Value of Business (Asset)
___________________________

My Twelve Month Leads Targets

	Activity
	Total No. Activities
	No. Leads Year
	Av. Leads Week

	Seminars
	
	
	

	Strategic Alliances
	
	
	

	Host Beneficiary arrangements
	
	
	

	Direct Letters sent
	
	
	

	Cold Calling Sessions
	
	
	

	Networking Functions
	
	
	

	P.R. Campaigns
	
	
	

	Leverage Game Nights
	
	
	

	Referrals 
	
	
	

	Newspaper Ads 
	
	
	

	Telemarketing Campaigns
	
	
	

	Team Training Workshops
	
	N/A
	N/A

	Trade Shows
	
	
	

	Total Leads
	
	
	

	Conversion rate
	
	
	

	Lead to sale
	
	
	

	FTF to sale
	
	
	

	
	
	
	

	Sales
	
	 Sales Year
	Av. Sales Week

	Mentor sales
	
	
	

	Alignment sales 
	
	
	

	Sales – other 
	
	
	

	Total Sales
	
	
	

	Knowledge & Skills Goals
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Ninety Day Objectives

	Activity
	Total No. Activities
	Total Leads for period
	Av. Leads Week

	Seminars
	
	
	

	Strategic Alliances
	
	
	

	Host Beneficiary arrangements
	
	
	

	Direct Letters sent
	
	
	

	Cold Calling Sessions
	
	
	

	Networking Functions
	
	
	

	P.R. Campaigns
	
	
	

	Leverage Game Nights
	
	
	

	Referrals 
	
	
	

	Newspaper Ads 
	
	
	

	Telemarketing Campaigns
	
	
	

	Team Training Workshops
	
	N/A
	N/A

	Trade Shows
	
	
	

	Total Leads
	
	
	

	Conversion rate
	
	
	

	Lead to sale
	
	
	

	FTF to sale
	
	
	

	
	
	
	

	Sales
	
	 Sales Year
	Av. Sales Week

	Mentor sales
	
	
	

	Alignment sales 
	
	
	

	Sales – other 
	
	
	

	Total Sales
	
	
	

	Knowledge & Skills Goals
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


My Marketing Commitments

Weekly             Monthly

# Of Free Seminars I will attend (months 1-3)

# Of Free Seminars I will hold (after month #3)

# Of 17 Ways Kits I will distribute

# Of Networking Functions I will attend

# Of Direct Mail Pieces I will send

# Of Cold Calls I will make


# Of Follow Up Phone Calls I will make


# Of PR Pieces I will send out

# Of Referrals I will solicit

# Of Leverage Nights I will conduct                                                          ________

#Of Diagnostic Consultations I will conduct

 _________

# Of Alignment Consultations I will conduct

$’s I will invest in Advertising

List Your Actions and Time Frames

List below the actions you will take to implement and execute your chosen strategies to meet your goals for establishing mentoring clients. Be specific with the activities and the time frame for each. 

An example is shown below.

Strategy: Direct Mail:

Build a database of 500 contacts by going through the Yellow Pages and local business directory and phoning 80 businesses per day for two days each week. The phone script will simply be to get the name of the business owner or decision maker in the business and to check their postal address. One hundred letters will be mailed out each Monday to these contacts and they will then be followed up by phone each Wednesday or Thursday.  The scheduled date to complete all areas of  this activity  is 15th June 2001. 
Strategy ________________________:




















































Strategy ________________________:

























































Strategy ________________________:

Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Strategy ________________________:

















 


Your Pledge

All that is needed now is your formalised commitment to yourself that you will implement this ACTION Plan. Ideally you will get to the end of this ninety day plan and immediately put in place a new one for the next ninety days, and then another after that and so on.

On this day of ____________________________, I hereby pledge to apply myself fully and diligently to achieve my plans as prescribed in this ACTION Plan.

Signed:

___________________________________










