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T O  C R E A T E  S U C C E S S  &  S I G N I F I C A N C E
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When we first started as entrepreneurs, we saw initial success at a fairly rapid rate. 
Success was found in finding new clients and supporting those clients which led to
starting new partners to work with.  It wasn’t long before we realized something was a
disconnect between our success and that of our partners and teammates.  We began
to ask the question, “What are we doing instinctively that’s generating success that our
partners are missing?”  Before they were called “Daily Method of Operations” (DMO) we
just called them our non-negotiable actions and attitudes.
 
I’ll give you the dailies as well as the weekly and monthly behaviors we have
implemented to ensure we are settingourselves up for success and positioned us to
have the most impact:

THE DAILY MO
MONDAY - FRIDAY MORNINGS (typically 4:30 - 6:00 am)

60 MINUTE OF QUIET: Typically around 4:30am. This is my time of prayer, faith study,
and reflection. It’s a non-negotiable in my life because I focus on what matters most
(and that’s not my business)
 
READ, LISTEN, WRITE: I take no less than 60 minutes each day to read something that
helps me grow, listen to someone that’s been where I want to be or is going where I
want to go (podcasts/trainings/my JMT mentorship calls), and write something I’m
going to put into action based on all I’m learning from what I’m reading and listening
to.
 
SET MY INTENTION: I believe the most powerful thing we can do is add value to others. 
It’s the start of connection which is the basis of influence. By writing out these
iintentions I have a focused approach for my actions. I spend time writing down how I
can add value in the following ways:
 

Individual - Who are the people I will add value to today? These come from my
list of potential and current clients/partners.

 
Groups - What groups of people will I add value to today? These are virtual and
physical groups. I participate in a lot of facebook groups and I want to give
more than I take in every one. This is also one of the major ways I find new
individuals to add value to.

 
Audiences - How will I add value the larger audiences in my life. This can be
found in the stories I tell on social and the posts I make to IG/FB.  I don’t limit it
there. If I’m speaking to a group live or on a webinar, I set my intention to
discover how I can best add value to their lives.
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ACT: Without action your goals are nothing more than wishes.  So I start my day with
the following actions that generate business -
 

Evaluate My Current Reality - I utilize my online trackig business tracking
system to compare my monthly goals (see below) to my current status of my
business.  This includes, volume, sponsorship, team sponsorship, etc.

 
Engage my list(s) - I engage with 10 people (social media stories, posts, groups,
and messenger apps). I keep multiple lists of people I want to work with, I am
working with, or I have worked with in the past. The goal is to add value.

 
Add to my list - I add 3-5 people each day from every area of life (social and
actual life)

 
Share my life via social - I share every part of my life but specifically in 5 areas.
Each day I share from a different area. I will post once to FB each morning.

 
Organizational Check In - If your marketing network doesn’t have a
secret/closed organization page than you need to create one.  I add value by
sharing something daily or responding to what’s being shared.  I also utilize
these check ins to learn from what’s happening with my organization and
decide what needs to be trained for the future.

 
 
 
MONDAY - FRIDAY AFTERNOONS (typically around noon):
Storytime - I add to my stories throughout the day but everyday I make sure to catch
up by uploading the photos/videos I may have missed up to that point. I also engage
more people in stories during this time (about 10)
 
Nurture - I revisit my morning post and engagements to respond to 
 comments/likes/messages
 
 
 
MONDAY - FRIDAY EVENINGS (typically 4:30pm)
Engage - My lists/my groups/my story feed
 
Share - I share my most important post of the
day in the evening. This is the time my audience is most engaged and tuned into
content (post) over context (the pictures)
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THE WEEKLY MO
Somethings happen one time each week.  These aren’t specific to my business.  I have
found this to be true in nearly every networking business I have worked with and I
believe they are extremely important:
 
Calendar Alignment - we don’t just have a business. We have a life. And if we aren’t
proactive our business will own our life.  I recommend the day before the start of your
work week (for us that’s Sunday) you sit down with your calendar (we use google) and
make sure you know what’s already scheduled for your week.  The more you know,
the better you are prepared.  The better prepared you are, the more impact and less
stress you’ll have.
 
Client/Customer Check In - In our business we connect with our clients every
Tuesday. We set the time and the timeframe we do this.  Early on we only reacted to
clients’ needs and that was draining.  Now we set the expectation and it’s freeing for
everyone!
 
Partner Progress - One is too small a number to achieve greatness.  Network
marketing epitomizes that statement.  I believe you don’t get what you expect, you
get what you inspect. So I check or connect with my organization of partners every
week.  Specifically this happens via a zoom meeting or phone call twice each month,
but I look at specific business partners actions (social medial, online business tracker,
etc.) each week to see what progress they are making.
 
Corporate/Organizational Trainings - I have worked with a lot of network marketers
from various companies.  Each has some opportunities for corporate (company led) or
organizational (field led) trainings on a weekly basis.  We often run our organizational
meetings each week but even if we aren’t running the meeting, I do not miss them.  I
believe being connected to the people within the organization makes me better.  I
learn something new each week.  And the things I hear repeated over time only helps
me to retain what matters more.  Never miss a training!
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THE MONTHLY M O
Everyone who got where they are started from where they were.  We have two very
important monthly non-negotiable operations that we that I believe are the most
important for our success.
 
Monthly Plan - We utilize a giant white board (literally a giant post-it sticky that can
stick to the wall)
 

Our Current Status -  This is what our income was from the previous month,
how many partners we personally started, how many other partners ended at
specific levels in their business and our volume generated both personally and
organizationally.

 
Our Desired Achievements - Where will we be by the end of the next month in
our business? How many new clients will we help? How many new partners will
we start?  How much will our volume grow? How many new achievements will
we celebrate? What will our income be at the end of the month?

 
Our Plan - Who are our current partners that we are helping to go to the next
level in their business and what do they need? Which specific people are we
planning to help for the first time? Who are the people we are most excited to
partner with that we hope to see start this month.  What are the events,
promotions, and actions we will take to achieve our goals?

 
First Calls - Although we check on our partners (strategically based on our Monthly
Plan) every week, we have a specific call with every working partner as well as
mentorship groups down the lines of sponsorship at the beginning of each month. 
We navigate disappointment, we celebrate success, and we look at their goals and plan
for their month.  It’s during this mentorship call we asked the questions to discover
what’s working, what’s missing, and what’s next for them in their life and business.
These calls happen via zoom or on the phone during the first 7 days of the month.
 
Mid Month Checks - You get what you inspect.  So in the middle of the month we
check our own business as well as have checkin calls with our entire organization
(mentorship groups) to assess progress toward the monthly goal.  It’s during this call
we determine what actions need to upped, done away with, or adjusted to get our
desired results by the end of the month.
 
 
We’ve done so many things over the past six years.  Not all have been helpful to our
business.  These daily, weekly, and monthly Modes of Operation have been the keys to
building the businesses at the rate and with the stability that we’ve needed. 
 
I hope they help you!


