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1. Post 1-2 times daily: Lifestyle, family, fun, kids, food, activities, nature,
quotes, infographics, thoughts, color block posts etc...

4. Do 5-10 daily follow ups! Go to your list and follow up in group chats or one on
one with more info, screen shots, testimonies, videos, FB links, before & afters etc.

2. Post to your stories! Share a minimum of 5 FB stories daily! Anything you like.
SALES! LIFE! VIDEOS! QUOTES! Share what your heart desires!

3. Ask the magic question: Would you open to taking a look at what I do to help
people reach their health goals? Be authentic! Add them to the group and tag them
on relevant post ----- ADD THEM TO YOUR LIST.

4. Shout out your team members who are taking action, posting, show-up on
social and closing business! Celebrate and recognize their success.

WEEKLY TASKS MONTHLY TASKS*See member support group for post ideas. 

2. ONE DAY A WEEK, Tag ALL your prospects in a new before & after
testimony in the ATM FB Group OR tag them in a giveaway or promo.

1. Get 1 referral post up a week

3. JOIN THE MONDAY TEAM CALL.

5. Follow up Friday! Follow up with ALL your customers! "Residual income is
the function of consumption" so service your customers and you'll always get
paid! Check in, see how they are liking the products, let them know about new
promos. ASK THEM to share their results in ATM group. ASK THEM if they are
open to earning product credit!

1. Modere monthly kick off call!
2. Monthly business planning session (first 72
hours of month) with upline leader
3. Month end biz plan check in (20th)

TRAINING CALLS, ZOOMS & GROUPS
Monday ZOOM CALL 
Saturday M-LIFE CALL
M-life Nation - John Melton Team Group
ONE VOICE FB group - COMPANY

NOTES: MONTH POD GOAL:______________

MONTH BUILDER GOAL:____________

4. Find FB groups that interest you - join and interact
there regularly - be aware of any group rules
5. Friend request new people regularly 

MONTH:                    WEEK:        1            2            3            4

TALLY  NEW CUSTOMERS:TALLY NEW SOCIAL MARKETERS::

5. BIZ PRESENTATION: Invite a friend, business acquaintance, customer or lead
to take a look at the business presentation live or the website.
www.savvysuccessmodel.com/reinventing www.savvysuccessmodel.com/drop


