MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. The examples are guides to the type of activities that can be done under
each category and do not have to be followed exactly. Please try to be as factual as possible.

WEEK ONE ACTIVITY BASELINE
Personal Development THURSDAY SATURDAY
Toastmasters

-
2
>
=<

Coaching 3 .g 3 .g 3 ..2
Listening to CDs, podcasts, teleseminars a o c a ) c a ] c
Viewing DVDs, webinars S| 2 E|S = “ g’ ElS = S| 2 E|S =
Reading books, journals, articles SIBlS|2|8|> R .g 2 (8| > SIBlS|2|8|>
Participating in Mastermind groups o | X825 E o< al2|6|E o X825 E
o 82 0|0 ® o 8200 ® O 8 20|90 ®
Marketing Time o= | < |w | X w Time (Y = - G N P O 1 Time o= | < |w | X w
Networking (professional, social groups) 4:00 am 4:00 am 4:00 am
Writing for online (e.g, blogs) and print publications . _ ]
Public speaking 5:00 am 5:00 am 5:00 am
Prospecting 6:00 am 6:00 am 6:00 am
Participating in community events 7:00 am 7:00 am 7:00 am
Participating in community groups (church, social, ' ' :
service clubs, philanthropic organizations) 8:00 am 8:00 am 8:00 am
Online communities (e.g, web 2.0 channels) 9:00 am 9:00 am 9:00 am
SD're.Ct Ml 10:00 am 10:00 am 10:00 am
eminars
Events 11:00 am 11:00 am 11:00 am
Co-branding with other B2B professionals 12:00 pm 12:00 pm 12:00 pm
Cold calling (advisors or prospects)
1:00 pm 1:00 pm 1:00 pm
Appointments . . .
Prospects: Presentation 2:00 pm 2:00 pm 2:00 pm
Clients: Taking the App 3:00 pm 3:00 pm 3:00 pm
_ Closing Docs 4:00 pm 4:00 pm 4:00 pm
Advisors: Presentation
5:00 pm 5:00 pm 5:00 pm
Follow Up , 6:00 pm 6:00 pm 6:00 pm
(by web, phone, emall, letter etc.)
Advisers 7:00 pm 7:00 pm 7:00 pm
Clients 8:00 pm 8:00 pm 8:00 pm
Internal marketing (referral gathering) 9:00 pm 9:00 pm 9:00 pm
10:00 pm 10:00 pm 10:00 pm
. 11:00 pm 11:00 pm 11:00 pm
Recreation
12:00 am 12:00 am 12:00 am
1:00 am 1:00 am 1:00 am
Family 2:00 am 2:00 am 2:00 am
3:00 am 3:00 am 3:00 am
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MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. The examples are guides to the type of activities that can be done under
each category and do not have to be followed exactly. Please try to be as factual as possible.

WEEK ONE ACTIVITY BASELINE
Personal Development MONDAY TUESDAY WEDNESDAY
Toastmasters

Coaching 3 ..g 3 .g 3 ..g
Listening to CDs, podcasts, teleseminars a o c a o c a o c
Viewing DVDs, webinars <2 E|S = =2 E|S = <2 E|S =
Reading books, journals, articles SIB1S|2|8|> SIS S|2|8|> SIB1S|2|8|>
Participating in Mastermind groups o 2| 8|2|5|E o || 8|2|5|E o 2| 8|2|5|E
o S 202 w® o S 202 ® o S 202 ®
Marketing Time A= | < |w|X|w Time [ I G Y A Y 1 Time Ao =2 | < |uw|X|w
Networking (professional, social groups) 4:00 am 4:00 am 4:00 am
Writing for online (e.g, blogs) and print publications ) ] )
Public Speaking 5:00 am 5:00 am 5:00 am
Prospecting 6:00 am 6:00 am 6:00 am
Participating in community events 7:00 am 7:00 am 7:00 am
Participating in community groups (church, social, . : .
service clubs, philanthropic organizations) 8:00 am 8:00 am 8:00 am
Online communities (e.g, web 2.0 channels) 9:00 am 9:00 am 9:00 am
Direct Malil
Serrliars 10:00 am 10:00 am 10:00 am
Events 11:00 am 11:00 am 11:00 am
Co-branding with other B2B professionals 12:00 pm 12:00 pm 12:00 pm
Cold calling (advisors or prospects)
1:00 pm 1:00 pm 1:00 pm
Appointments ] i ]
Prospects: Presentation 2:00 pm 2:00 pm 2:00 pm
Clients: Taking the App 3:00 pm 3:00 pm 3:00 pm
_ Closing Docs 4:00 pm 4:00 pm 4:00 pm
Advisors: Presentation
5:00 pm 5:00 pm 5:00 pm
el L2 : 6:00 pm 6:00 pm 6:00 pm
(by web, phone, emall, letter etc.)
Advisers 7:00 pm 7:00 pm 7:00 pm
Clients 8:00 pm 8:00 pm 8:00 pm
Internal marketing (referral gathering) 9:00 pm 9:00 pm 9:00 pm
10:00 pm 10:00 pm 10:00 pm
i 11:00 pm 11:00 pm 11:00 pm
Recreation
12:00 am 12:00 am 12:00 am
1:00 am 1:00 am 1:00 am
Family 2:00 am 2:00 am 2:00 am
3:00 am 3:00 am 3:00 am
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MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. On the blank spaces on the right, note down any activities you did that
you think fall under any of the six categories.

WEEK ONE ACTIVITY BASELINE

Personal Development

SUNDAY Personal Development
Toastmasters

Coaching s i
Listening to CDs, podcasts, teleseminars 8 & c
Viewing DVDs, webinars <2 E|S z
Reading books, journals, articles S S1E|= S| >
Participating in Mastermind groups ) "FE é 25| E
Marketing Time |els|<|8|&| | Marketing
Networking (professional, social groups) 4:00 am
Writing for online (e.g, blogs) and print publications ]
Public speaking 5:00 am
Prospecting 6:00 am
Participating in community events 7:00 am
Participating in community groups (church, social, .
service clubs, philanthropic organizations) 8:00 am Appointments
Online communities (e.g, web 2.0 channels) 9:00 am
SD're.Ct Ml 10:00 am
eminars
Events 11:00 am
Co-branding with other B2B professionals 12:00 pm
Cold calling (advisors or prospects)
1:00 pm Follow Up
Appointments 2:00 om
Prospects: Presentation ~UP
Clients: Taking the App 3:00 pm
Closing Docs 4:00 pm
Advisors: Presentation
5:00 pm
Follow Up : 6:00 pm Recreation
(by web, phone, emall, letter etc.)
Advisors 7:00 pm
Clients 8:00 pm
Internal marketing (referral gathering) 9:00 pm
10:00 pm
Recreation 1100 pm Family
12:00 am
1:00 am
Family 2:00 am
3:00 am

COPYRIGHT © 2008, MonteRose Biz LLC



MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. The examples are guides to the type of activities that can be done under
each category and do not have to be followed exactly. Please try to be as factual as possible.

WEEK TWO ACTIVITY BASELINE
Personal Development MONDAY TUESDAY WEDNESDAY
Toastmasters

Coaching 3 ..g 3 .g 3 ..g
Listening to CDs, podcasts, teleseminars a o c a o c a o c
Viewing DVDs, webinars <2 E|S = =2 E|S = <2 E|S =
Reading books, journals, articles SIB1S|2|8|> SIS S|2|8|> SIB1S|2|8|>
Participating in Mastermind groups o 2| 8|2|5|E o || 8|2|5|E o 2| 8|2|5|E
o S 202 w® o S 202 ® o S 202 ®
Marketing Time A= | < |w|X|w Time [ I G Y A Y 1 Time Ao =2 | < |uw|X|w
Networking (professional, social groups) 4:00 am 4:00 am 4:00 am
Writing for online (e.g, blogs) and print publications ) ] )
Public Speaking 5:00 am 5:00 am 5:00 am
Prospecting 6:00 am 6:00 am 6:00 am
Participating in community events 7:00 am 7:00 am 7:00 am
Participating in community groups (church, social, . : .
service clubs, philanthropic organizations) 8:00 am 8:00 am 8:00 am
Online communities (e.g, web 2.0 channels) 9:00 am 9:00 am 9:00 am
Direct Malil
Serrliars 10:00 am 10:00 am 10:00 am
Events 11:00 am 11:00 am 11:00 am
Co-branding with other B2B professionals 12:00 pm 12:00 pm 12:00 pm
Cold calling (advisors or prospects)
1:00 pm 1:00 pm 1:00 pm
Appointments ] i ]
Prospects: Presentation 2:00 pm 2:00 pm 2:00 pm
Clients: Taking the App 3:00 pm 3:00 pm 3:00 pm
_ Closing Docs 4:00 pm 4:00 pm 4:00 pm
Advisors: Presentation
5:00 pm 5:00 pm 5:00 pm
el L2 : 6:00 pm 6:00 pm 6:00 pm
(by web, phone, emall, letter etc.)
Advisers 7:00 pm 7:00 pm 7:00 pm
Clients 8:00 pm 8:00 pm 8:00 pm
Internal marketing (referral gathering) 9:00 pm 9:00 pm 9:00 pm
10:00 pm 10:00 pm 10:00 pm
i 11:00 pm 11:00 pm 11:00 pm
Recreation
12:00 am 12:00 am 12:00 am
1:00 am 1:00 am 1:00 am
Family 2:00 am 2:00 am 2:00 am
3:00 am 3:00 am 3:00 am
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MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. The examples are guides to the type of activities that can be done under
each category and do not have to be followed exactly. Please try to be as factual as possible.

ACTIVITY EXAMPLES WEEK TWO ACTIVITY BASELINE
Personal Development THURSDAY SATURDAY
Toastmasters

-
2
>
=<

Coaching 3 .g 3 .g 3 ..2
Listening to CDs, podcasts, teleseminars a o c a ) c a ] c
Viewing DVDs, webinars S| 2 E|S = “ g’ ElS = S| 2 E|S =
Reading books, journals, articles SIBlS|2|8|> R .g 2 (8| > SIBlS|2|8|>
Participating in Mastermind groups o | X825 E o< al2|6|E o X825 E
o 82 0|0 ® o 8200 ® O 8 20|90 ®
Marketing Time o= | < |w | X w Time (Y = - G N P O 1 Time o= | < |w | X w
Networking (professional, social groups) 4:00 am 4:00 am 4:00 am
Writing for online (e.g, blogs) and print publications . _ ]
Public speaking 5:00 am 5:00 am 5:00 am
Prospecting 6:00 am 6:00 am 6:00 am
Participating in community events 7:00 am 7:00 am 7:00 am
Participating in community groups (church, social, ' ' :
service clubs, philanthropic organizations) 8:00 am 8:00 am 8:00 am
Online communities (e.g, web 2.0 channels) 9:00 am 9:00 am 9:00 am
SD're.Ct Ml 10:00 am 10:00 am 10:00 am
eminars
Events 11:00 am 11:00 am 11:00 am
Co-branding with other B2B professionals 12:00 pm 12:00 pm 12:00 pm
Cold calling (advisors or prospects)
1:00 pm 1:00 pm 1:00 pm
Appointments . . .
Prospects: Presentation 2:00 pm 2:00 pm 2:00 pm
Clients: Taking the App 3:00 pm 3:00 pm 3:00 pm
_ Closing Docs 4:00 pm 4:00 pm 4:00 pm
Advisors: Presentation
5:00 pm 5:00 pm 5:00 pm
Follow Up , 6:00 pm 6:00 pm 6:00 pm
(by web, phone, emall, letter etc.)
Advisers 7:00 pm 7:00 pm 7:00 pm
Clients 8:00 pm 8:00 pm 8:00 pm
Internal marketing (referral gathering) 9:00 pm 9:00 pm 9:00 pm
10:00 pm 10:00 pm 10:00 pm
. 11:00 pm 11:00 pm 11:00 pm
Recreation
12:00 am 12:00 am 12:00 am
1:00 am 1:00 am 1:00 am
Family 2:00 am 2:00 am 2:00 am
3:00 am 3:00 am 3:00 am
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MONTEROSEBIZ e

Plot the amount of time you spend doing any of the activities in the six categories on the left. On the blank spaces on the right, note down any activities you did that
you think fall under any of the six categories.
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Online communities (e.g, web 2.0 channels) 9:00 am
SD're.Ct Ml 10:00 am
eminars
Events 11:00 am
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1:00 pm Follow Up
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Prospects: Presentation ~UP
Clients: Taking the App 3:00 pm
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Advisors: Presentation
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Follow Up : 6:00 pm Recreation
(by web, phone, emall, letter etc.)
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Clients 8:00 pm
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Recreation 1100 pm Family
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1:00 am
Family 2:00 am
3:00 am
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