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Daily Organizational Worksheet

6 Most Important Things To Do – Mary Kay
6 Most Important Things To Do – Other
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Customers to Contact
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Personal Recruits to Contact
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Prospective Recruits to Contact

Name



#


Name



#


Name



#


Name



#


Booking Attempts
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Recruiting Material Handed Out:
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Follow-Up




Errands to Run


Notes to Write


Phone Calls to Return
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*   Today’s Schedule   *
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          Director


      Income Producing Activities





Class Bookings		1 2 3 4 5


Facial Bookings		1 2 3 4 5


Unit Consultant Contact	1 2 3 4 5


Unit Guest Follow up	1 2 3 4 5


On The Go Appointment	1 2 3 4 5


Skin Care Class		1 2 3 4 5


Facial			1 2 3 4 5


Customer Service Calls	1 2 3 4 5


$100 Cust. Service Sale	1 2 3 4 5


Personal Interview		1 2 3 4 5


Guest to Event		1 2 3 4 5


5 new contacts		1 2 3 4 5 


1 new personal recruit 	1 2 3 4 5


1 unit member bsns. debut	1 2 3 4 5


($100 & 4 bookings)





10 points per day – Vibe


15 points per day – Grand Prix


20 points per day - Cadillac











