Nikken 90 Day Success Planner

Pathfinders Program Edition

90 Day Planner Purpose

The goal of the Pathfinders Program is to give you the “tracks to run on”. We will provide you with
the tools, support & infrastructure so you are free to spend your time building your team, not
reinventing the wheel. One of the key elements of any successful business is a plan. This
document will provide you with the ability to make, and then execute, your plan for a successful
Nikken Career.
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If you are a new Consultant, before you complete this document, go to the www.Pathfinders.biz
“Getting Started” page and complete the “Getting Started Guide”.




Nikken Events Calendar
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Events Color Coding:
9 PM Central Pathfinders Program Call
7 PM Central Nikken Business Overview “Worldwide Preview”
Pathfinders Summit

Team Events:

Accountability Call Time/Date/Number

Local Preview Time/Location

This Quarters Big Event Time/Date/Location

HBM Dates/Locations (For Dates/Locations fo to the "Nikken University" tab on eNikken)

Other:




What Successful Nikken Consultants Do

They are a “Product of the Products”

They know their Success Calendar “One, One & One (and do not miss them)

Make daily contacts to connect prospects to the message & keep the message SIMPLE
Fill Previews with Prospects and events with their team- PROMOTE!

A WN -

Once you begin to succeed and become a Nikken Leader, simply help your team do the same
things!

Stay focused on these things until your check allows you the freedom to do

“administrative” activities. Contribute to events you USE, leverage
the time, success and knowledge of others to develop leaders in your key legs.

Basic Time Commitment for a Successful Business

Sample Monthly Career Calendar
"One, One & One"

S M T w T F S

1 Preview 2 3
4 5 WebEx 6 7 8 Preview 9 10
11 12 WebEx| 13 14 15 Preview 16 17 Expo/Big

Event

18 19 WebEx 20 21 22 Preview 23 24
25 26 WebEx 27 28 29 Preview 30

Successful Consultants treat their business like a business by:

e Being on the Monday 9 PM Central WebEx each week
e Attending at least one Preview each week
e Dedicating one Saturday/month to your Expo/Big Event

These Events are the basic building blocks that we use, and then plug our team into in turn, so we
can use leverage to build residual income!



How to know you are on the right track

Benchmark I: 10 New Consultants in your Personal Group/month for 3 months. It Begins...
* 90% related to your efforts and energy
» If you use the infrastructure and tools to not only recruit, but also retain, you will advance
to Benchmark Il

Benchmark Il: 30 New Consultants in your Total Group for 3 months. It is happening!

o 30-50% related to your efforts and energy

» You and your first leaders are laying the groundwork for your residual organization

» Your leaders are leading and duplicating

o The deeper it goes, the more important duplication and infrastructure become so it does not
“fizzle”

« If you not only recruit and empower but also use infrastructure you will advance to
Benchmark Ill

Benchmark Ill: 100 New Consultants in your Total Group for 3 months. It happened!!!
o Less than 10% directly related to your efforts
o Successful duplication and a true organization
« Will continue if you keep consistent, no major changes, stay on message and empower your
leaders with access to info, tools and events!

Quarterly Goals
What rank will you be by the end of the Quarter?

What awards will you accomplish over the next Quarter?

What other goals do you have for the Quarter?



Monthly Goals

Month of:

Advanced >
Goals

Advanced >
Goals

Advanced—=>
Goals

Notes:

New Total New
PGV Frontlines Consultants
Goal Actual Goal Actual Goal Actual
Total Volume Check
Amount
Goal Actual Goal Actual
PGV New Total New
Frontlines Consultants
Goal Actual Goal Actual Goal Actual
Total Volume Check
Amount
Goal Actual Goal Actual
New Total New
PGV Frontlines Consultants
Goal Actual Goal Actual Goal Actual
Total Volume Check
Amount
Goal Actual Goal Actual




Weekly Activities:
(Check Box when complete) Attended:

Month: Preview Training Accountability Call
Week of:
Week of:

Week of:
Week of:

Attended:

Month Preview Training Accountability Call
Week of:

Week of:
Week of:
Week of:

Attended:

Month: Preview Training Accountability Call
Week of:

Week of:
Week of:
Week of:
Week of:

Monthly Activities

Accountability
Big Event Interview

Month:

Month:

Month:

*Accountability Interview Items- Bonus Report, Life Cycle Plan, Business Plan, 90 Day Planner

***Note- An Accountability Call is a weekly call/meeting to go over your weekly Prospecting Numbers. This is usually
done with your upline. An Accountability Interview, which is a requirement of the Advanced Leadership “Elite” Teams,
is @ monthly in depth one on one live meeting with a partner of your choice.

Next Page- Using the Weekly Process Tracking Form

e At the beginning of each week, make your goals for the upcoming week and compile the results from the
previous week in the appropriate box.
e To count as a “Step 1”, your prospect must have seen/viewed/heard one of the tools listed under “Step 1” of
the “Process Flow Chart”.
e To count as a “Step 2” your prospect must have seen/viewed/heard one of the tools listed under “Step 2” of
the “Process Flow Chart”.
e To count as a “Step 3” your prospect must become a Consultant



Weekly Process Tracking

Name

Process Step:

Activity

Contacts

ABC
Step 1

Decision

Step 2

Sponsored

Step 3

Goal

Actual

Goal

Actual

Goal

Actual

Goal

Actual

(example)

54

27

18

9

6

3

2

1

Week of:

Week of:

Week of:

Week of:

4 Week Total

Contacts

ABC

Decision

Sponsored

Goal

Actual

Goal

Actual

Goal

Actual

Goal

Actual

Week of:

Week of:

Week of:

Week of:

4 Week Total

Activity

Contacts

ABC

Decision

Sponsored

Goal

Actual

Goal

Actual

Goal

Actual

Goal

Actual

Week of:

Week of:

Week of:

Week of:

Week of:

5 Week Total

Quarter Totals




The Heart of Prospecting

Why should someone join YOU in business?

When people ask “What do you do” how will you answer?

Example: We are brining the only Total Wellness Company in the world to (Your Country/area) and are looking for
business partners. Nikken is a new kind of company which blends the power of a huge multi-national corporation, the
stability of franchising, the earning power of an unlimited residual pay plan and the freedom of working from home.

Right now very few people here even know our name, though that will change very quickly. Would you be interested
in seeing if what we do is a fit for you?



Why did you get involved in the Nikken Business?

Write our your 2 minute story



2d19H P3N

jojdoad dioy

Z|g siapuljyied: MMm
wol} ,sping psyiels
buimen,, ay3 919|dwod
pue peojumoqe
:sdoays
Bburiosuods

SJUsA] pleld
UOIQUSAUOD)
:SJUDAJ 24nPid big

ana maiasid e yajep
1SeDga/ M3IARId B Uydlepn
MBIARI SAIT B puany
:sadA ] mainaad

24nid |Ind 2Y1

pajels 199

z daas
uoisnaqg

jun4 aney

spIng Dgve
2Inyoo.g suaxemy jueie
:,5|001 k4 0] ey,

09PIA ,NOA 104 SIYL ST,
dd STOZ Wopadide
:5]00] -3

MBIAIBAQ UP]IN

T doas
bunJos -39v aylL

abed ,SS9201d 3YL, UO YOO] pue ZIq'SISpullied MMM 0} 05

$S920.d bunoadsoid ayl

19 e aXlf 31 1940

S1IS ga/\\e

pJe) ssauisnge
pve

19A|e

A101S SINUI Te
isjooL

10

.100d 3yl uado,
POYIdW INO Yyoeay

3Sa.J9ju] 93jea.)



100 List/Prospect List

Prospecting Step Completed

Name

Contact Info

Contacted

1

2

3

11




[e101
¥ YIUON
€ YIUON
¢ YIUON

-} UIUO
[B101 ADd buljjoy

‘sasodund uoiyediyjenb Joj pJemuoy 1104

Aew (239 ‘Bururen

SjejuaWepUN4 ssaulsng B 240w Sulag suewny
‘(224y3 03 dn) siouag

*8°9) Sa131AIIOR ULRLISD “UOLIDIDSIP S,UDMIN IV *
*(zz "d uo ¢ 910N 995)

Sutureuy sjejuswepun4

ssaulsng B 2J0W Sulag SURWNH € Pudlly o
‘pouiad uoiyeoyenb

yjuow-jnw syj utyyim

YUeJ JOLUDS SASLYDIR ISnW (§) 9a4Y3 3Sea) 1B UYdiym
10 dnous jeuostad

3y31 ul (9A0qe 10) SIoLUSS (9) XIS 1Sed)] 1k aAey
pue (2A0qge 10) sIoLuas

19A3] 1541} (€) 994y3 Jo wnuwitutw e dojaAaq
‘pouiad uoiyeoyenb

yiuow-mnwi

SuLINp yjuow yoea Ad 001V 1SeI] I SASLYDY o
*SYjuOW 3ALIND3SUOD (§) 4noJ

03 (7) om1 jo pouiad

® JOA0 aWwnjoA dnouo 1euoslad 000°GZV 9ASIYDY

A9A|IS Buijjoy,,

:0.1n1eubis

AQ 18IS 8q ||IM |,

|
L
L

"JU| NOA

Sululely sjeuswiepun ssaulsng,/a10W Sulag SUBWNH PUd}Y
*s89] (2A0qe .10) JoLuag paJtosuods Aj1da41p 9a4y3 utelal pue dojaas(q ¢

do Yjuow 9)Suls e Ul ADd 000°0Z 2A3LYdY

ue]d UOLIDY J3AJLS

12



"89] 91 uL uosiad Asy pug oyl paLjLlIuspl aAey NOA j1auNn “uew uotisanb e sAey NOA S19UM YIOM SAeMYy e
"89] yoea ul uosiad Asy e Agq pajedljdnp aue noA 1113 SwN)oA 93eaud 03 A1essadau 89 ay3 ul SutylAiaas o(
89] BULMOUS pue 9AL1DR UR JO INO0 |1Nd J9ASD ‘USADN e

*sJ9pea) A9y JnoA aue Asy) padulAuod ade noA J1aun 89) yoea yum yydsp YoM

*S9A)9SWAY] U0 1tnb Asy] ssajun wiayl uo tnb JaAaN

*Aenplalput wayy paJosuods pey noA jiL se Wwayl JO Yoes jeald] e

:sdi] Aoy

{So1Is1I93oRIRYD G 3S0Y] Ydlew oym 03 3)doad ayl awodaq siapea JnoA diay uayl ‘Aj1auspl 1S4 03 SL 108 INOA
*Ajnenb Ajjuaisisuod Aay] ‘g

*apnilyie aAlsod e aAey Aay] ‘p

*SJUDAD pualie Aay] ‘€

*s3onpoad usyLN 9yl asn Aay] °z

*Ajjuspuadapul Josuods pue nudal “ydadsoud Ajjuaisisuod Aayy °|

.SiopeaT 9say] JO Ssdljsiiajoeleyd aWos a.le 9i9H
jpuowelq eAoy e aJe noA pue ‘swea] puowelq € JO ‘Swea] wnuije)d XIS INOA YIMm siyl Jeaday

jwnulield a9 1)IM noA pue sue)d
uoL1DY JBA]LS J13Y3 dAaLyde pue 1no )14 91doad 9 diay ‘140ys U] ‘swea| P1oo € JO JSA|LS 9 JOYILd PLng 03 SL YSe] JNOA
"winulleld 40 19A3] 9Y3 Yyoeald 03 pasu noA jeym dn 19s 9ABRY OM Sulydel] wes| wnulleld, Pa)ill ased 1xau ayl up

*sweay J1ay) piing Aj1oAoe oym aydoad ayj ale

S1opea ‘01 NOA peaj A)1enjuana 1M A3yl OUM MOUY JOU Op NOA Se 103D3UU0?) B SL SUOAISAT *SI03D3UU0Y) pue SISpesT
430q 9ARY 940J2439Y1] 1)IM NOA ‘ssaulsng JnoA u| *pa323dns ued SU0AISAS 9J9UM JUSWIUOIIAUS Ue p)ing 01 pue ‘way)

104 Juem noA ssautsng a3 jJou ‘way) Joj Juem Asya ssaulsng ayj 195 91doad dyay 03 st qol unoA “uo 0S pue e 03 £ Wou)
SAOW )M pue ued 91doad S, 99 |IIM %G| Jayloue 3LYM s,§ pue s,z Jo dn apew aq |)IM Weal INoA JO %08 398,

*s1opea)] suouls sutdojaasp Aq AlLLgels ul piing pue
awoduL JNoA aziwixew Yiog 1)IM eyl uolieziuesio SUoJls e ping 03 SL SWO0DUL Jenplsal JO awilajl) e sulpitng 03 Asy ayL

Jeon wia] suo] AW -wea] 9A0Qy pue wnuljeld JnoA sulpjing

13



Tc_ _i

Supjoel] wea] wnulyeld JNOA




