
90 DAYS OF POWER!
4Life Challenge 2010

You can do it! Use 90 days in 2010 to increase the power of your business-building efforts and build 
momentum that will help enhance your success throughout the entire year. The challenge is to simply 
amplify your efforts. If you currently work 10 hours a week on your 4Life business, commit to doubling or 
tripling that time. If your goal is to attend one 4Life meeting a month, attend two. Even better… work 
together with your group leaders to host a bi-monthly meeting of your own that supports all of your 
prospecting efforts. 

Keep your supercharged level of commitment going for 90 days and the impact will be real. A solid foundation 
will be created, enthusiasm will be fueled, and success will grow for you and your entire team. Here are nine 
steps to get you going: 

1. Team: Identify four to eight leaders from your team who will commit to “90 Days of Power” with you.    
 Work with these leaders to help them identify four to eight leaders from their group.

2. Goals: Set goals for yourself, your leaders, and your team!  It’s important to identify the level of commitment  
 you are willing to put forth to grow your business in 90 days.  Write these goals down in your pocket guide,  
 so that they are with you always.

3. Motivation: Get your team excited about powering up their business!  If you and your team work hard and  
 put 100% effort into the 90 days, you will be astounded at the results.  

4. Touch 100: The goal of having contact with 100 prospects a week might seem like a big goal.  If you can  
 do it, GREAT! If not, pick a number that works for you and the amount of time you will commit to.    
 Whatever the number is that you choose, add 10% more.  Challenge yourself!  If possible, set a minimum goal  
 of 10 new contacts a day.  

5. Support: Contact at least four members of your upline to work out a strategy for 3-way calls, opportunity  
 presentations, in-home meetings, team conference calls, and team meetings.  

6. Events: Create events that your upline and 4Life corporate can support.  These events can be meetings or  
 conference calls.  This provides a great opportunity for all of your new distributors and prospects!

7. Communication: This is very crucial to have a successful 90 day strategy.  Everyone needs to know when  
 and where events are taking place.  They need to know how to utilize their upline for 3-way calls.  Daily or  
 weekly e-mails are also very beneficial.  Key people should receive a daily phone call.

8. Welcome: Call and welcome all your new distributors to the 4Life family.  The 4Life office will be very useful  
 in notifying you of all the new distributors. 

9. Follow up: Follow up with your leaders on their daily, weekly and monthly goals. Track their progress.  Train  
 your key leaders to duplicate your follow-up efforts.



90 DAYS OF POWER!
Congratulations! You’ve taken the first steps to powering up your 4Life business for increased success in 
2010. Use this worksheet to get started and outline your 90-day strategy, or pull out your 4Life pocket 
guide and daily planner to keep yourself organized and on top of your business building efforts. 

Identify your 90 Days of Power teammates

Name e-mail phone

Set goals

Personal business goals

1. (“Touch 100” goal: how many prospects will you contact each week?)

2.

3.

Leadership goals

1.

2.

3.

Team goals

1.

2.

3.

Schedule meetings and conference calls

When: Where/#: Time:  Host:



90 DAYS OF POWER!
Contact Log

Keep track of your weekly contacts to follow up and invite them to join you at your next 4Life meeting or 
conference call. 

Name: Address: Phone: e-mail:



I start my challenge today! 

90 DAYS OF POWER!
A winning ski jump starts with a critical push that turns into powerful momentum. 

How far will YOU push in 2010?


