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FINISH
STRONG
9 0 - D A Y  B U S I N E S S  P R O G R A M

T HRE E  30-DAY S PRINT S .  5 DAILY AC T IO NS .
O NE  BIG GO AL.

L E D  B Y



T H E  M A N I F E S T O

DON'T COUNT
THE DAYS.
MAKE THE
DAYS COUNT.

Ninety days from now you'll have a story to tell about your
business. This is where you decide what it says.

C O N N E C T I N V I T E F O L L O W  U P S E R V E G R O W
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A  M E S S A G E  F R O M  H E I D I

Hey team,

We've all been there. A great training. A full heart. A notebook full
of ideas. And by Thursday, nothing in the business has actually
changed.

Not this time.

For the next 90 days, in three 30-day sprints, we're going to focus
on five things. Connect. Invite. Follow up. Serve. Grow. Five
actions. Five possible points. Every single day.

I'm not asking for perfect. I'm asking for consistent. Miss a day?
Get back to work the next one. That's the whole rule.

At the end of every sprint I want you to look at what actually
happened. Who did you connect with? Who did you help? How
many customers did you serve? How many potential partners did
you meet? What did you learn? How did you grow? And yes, what
happened to your paycheck. Not because I'm promising you a
number. Because you'll have earned the right to look.

Here's the truth. I'm not trying to teach you how to win my $100.
I'm trying to teach you how to create your next $100. Then the
next $500. Then the next $1,000. And beyond.

S HO W UP.  DO  T HE WO RK.

HAV E T HE CO NV ERS AT IO N.  FO L L O W UP.

S ERV E PEO PL E.  T HEN DO  IT  A G A IN T O MO RRO W.

WHO'S IN?

HEID I W HIT EHA IR
b:h i p Gl oba l  Fi e l d Le ade r
Fi n i s h  Stron g Program  Le ad

“I DON'T WANT THIS
TRAINING TO
CHANGE HOW YOU
FEEL FOR 48 HOURS.
I WANT IT TO
CHANGE WHAT YOU
DO.”
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T H E  C H A L L E N G E

TRAINING IS WHERE
IT STARTS. ACTION IS
WHERE IT COUNTS.

FINISH STRONG is a 90-day business program built as
three 30-day sprints, each scored out of 150 points.
Winning a contest isn't the goal. Building the daily
behaviors behind a growing business is. And still doing
them on day 91.

PERFECTION IS
NOT THE GOAL.
CONSISTENCY IS.

90
D A Y S

3
3 0 - D A Y  S P R I N T S

5
D A I LY  A C T I O N S

1
B I G  G O A L
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T H E  D A I L Y  P O W E R  F I V E

FIVE ACTIONS.
FIVE POINTS.
EVERY DAY.
Complete the full requirement in a category and earn one
point. Five categories, five possible points a day. That's it.

On lin e or in  person . Text, cal l , voice n ote, coffee.
Wh at m atters i s th at i t's real .

01 CONNECT
5 genuine conversations
Real, two-way conversations with real people. New or existing.
Likes don't count.

1  P T

02 INVITE
2 invitations or shares
Share the product, the business or an event. Ask someone to take
a look.

1  P T

03 FOLLOW UP
5 follow-ups
Anyone you've already talked to who's waiting on you. Or has
forgotten they are.

1  P T

04 SERVE
1 customer or team check-in
A genuine check-in with no ask attached. How are they doing?
How can you help?

1  P T

05 GROW
15 minutes of growth
Personal or business. Read, listen, train, practice. Fifteen
focused minutes.

1  P T

5 PTS × 30 DAYS = 150 Maxim u m  5 poin ts per day. Maxim u m  150 poin ts per sprin t.
Every sprin t starts fresh  at zero.
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T H E  S C O R I N G  R U L E

ALL IN
= 1 POINT.

A point is earned only when the entire requirement for
that category is complete. No partial points. No rounding
up. Four conversations is great work. It isn't a point yet.
Go have the fifth.

SIMPLE.  MEASURABLE.  HO NEST.
T HAT 'S T HE PO INT.

N O  P A R T I A L  P O I N T S M A X  5  P O I N T S  A  D A Y M A X  1 5 0  P E R  S P R I N T

M I S S  A  D A Y ?  C O M E  B A C K  T O M O R R O W

4
C O N V E R S A T I O N S

C O N N E C T 0 POINTS

5
C O N V E R S A T I O N S

C O N N E C T 1 POINT
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T H E  O T H E R  R U L E

MISS A DAY?
COME BACK
TOMORROW.
One bad day doesn't erase the work you've already done. Missing
Tuesday doesn't mean you failed the challenge. It means Wednesday
matters. This is not a streak. It's a practice.

O NE DAY DO ESN'T  DEFINE YO U.  T HE CO MEBACK CO UNT S.
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W H Y  T H E S E  F I V E ?

NOTHING FANCY.
JUST THE THINGS
THAT WORK.
01 CONNECT Business starts with people.

Every customer and every partner you'll ever have starts as a conversation.
Have more of them.

02 INVITE People can't say yes to something they never see.
Your job isn't to decide for them. It's to give them the chance to decide.

03 FOLLOW UP The opportunity usually lives in the follow-up.
Most people stop after one touch. Be the person who follows up.

04 SERVE People remember how you made them feel.
A customer who feels cared for stays. A team member who feels seen
keeps going.

05 GROW Your business grows as you grow.
Fifteen minutes a day compounds. So does skipping it.

ACT IVIT Y BEFORE OUT COME.
SMAL L  ACT IONS.  REPEAT ED.

Th ese are activities design ed to su pport you r bu sin ess
growth . Wh at th ey produ ce depen ds on  you .
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A C H I E V E M E N T  L E V E L S

WHERE WILL YOU LAND
EACH SPRINT?

140–150
P O I N T S

FINISH STRONG
CHAMPION
“You were nearly unstoppable.”

3  E N T R I E S  I N T O
T H E  P R I Z E  D R A W I N G

125–139
P O I N T S

MOMENTUM MAKER
“You demonstrated serious consistency.”

Q U A L I F I E S  F O R
T H E  P R I Z E  D R A W I N G

100–124
P O I N T S

FINISHER
“You showed up and built momentum.”

R E C O G N I Z E D  O N  T H E
F I N A L  F I N I S H  S T R O N G

F R I D A Y

0–99
P O I N T S

BUILDING THE HABIT
“Every point is a rep. Keep going.”

Y O U R  B A S E L I N E  F O R
T H E  N E X T  S P R I N T

Levels are earned per 30-day sprint, and every sprint
starts at zero. Nobody scores below the line here. Under
100 points means you now know exactly what your
activity looks like, and what to change. That's awareness.
That's where every strong habit begins.

CO NSIST ENCY CREAT ES MO MENT UM.
MO MENT UM CHANG ES BUSINESSES.
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T H E  R E A L  P R I Z E

“I'M NOT TRYING TO TEACH YOU
HOW TO WIN MY $100.
I'M TRYING TO TEACH YOU HOW TO
CREATE YOUR NEXT $100.”

Y O U R  N E X T $100
Y O U R  N E X T $500
Y O U R  N E X T $1,000
A N D BEYOND
The drawing is fun. It isn't the point. The point is the
behaviors behind your business, and the fact that on day
31 you'll still have them. Prizes get spent. Habits keep
paying attention to you.

YO UR BUSINESS DO ESN'T  NEED MO RE WISHING .
IT  NEEDS MO RE DO ING .

Th ese figu res are person al  bu sin ess goals, n ot earn in gs projection s or prom ises.
Th e Power Five are activities design ed to su pport you r bu sin ess growth . You r
resu lts depen d on  you r in dividu al  effort, ski l l s, experien ce, tim e devoted to
th e bu sin ess an d oth er circu m stan ces.

F I N I S H  S T R O N G  ·  9 0 - D A Y  B U S I N E S S  P R O G R A M  ·  T H R E E  3 0 - D A Y  S P R I N T S 1 0



T H E  9 0 - D A Y  P R O G R A M

THREE SPRINTS.
ONE GOAL.

FINISH STRONG is 90 days long, built as three 30-day
sprints. One sprint builds a habit. Three in a row build a
business. Same five actions, rising intensity, and one goal
you write down on day one and refuse to lose sight of.
Each sprint is scored on its own. Each one makes the next
one easier.

S HOW UP. S T RET CH. FINIS H.
FINIS H WHAT  YOU S TART ED.

S P R I N T  1  ·
B U I L D  T H E
H A B I T

SHOW
UP
Establish the Power
Five. Learn to track.
Build the habit of
showing up.

S H O W  U P
S E P T E M B E R

S P R I N T  2  ·  B U I L D  T H E
M O M E N T U M

BUILD
MOMENTUM
Keep the Power Five. Add one weekly
stretch challenge.

M O M E N T U M
O C T O B E R

S P R I N T  3  ·  F I N I S H
S T R O N G

FINISH
STRONG
Aim  the habit and the
m om entum  at the goal you
set on day one.

N O  E X C U S E S
N O V E M B E R
F I N I S H  S T R O N G
D E C E M B E R
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S P R I N T  1  O F  3

BUILD THE HABIT

SHOW
UP.
O B J E C T I V E  ·  C O N S I S T E N C Y

Establish the Daily Power Five. Learn to  track your activity
honestly. Build the habit of showing up, especially on the
days you don't feel like it. Those are the days the habit is
actually made.

T H E  M O N T H

SHOW UP
SEPTEMBER

SHO W UP.
DO  T HE WO RK.
HAVE T HE CO NVERSAT IO N.
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S P R I N T  2  O F  3

BUILD THE MOMENTUM

STRETCH.
O B J E C T I V E  ·  M O M E N T U M

Keep the Daily Power Five exactly as they are. Then add
one weekly stretch challenge: one thing that's slightly
outside your comfort zone and squarely inside your
business. Pick it on Monday. Post it on Finish Strong
Friday.

T H E  M O N T H

MOMENTUM
OCTOBER
Sam e poin ts. Sam e tracker. Th e stretch  is th e bon u s, n ot th e excu se.

W E E K L Y  S T R E T C H  C H A L L E N G E  I D E A S  ·  P I C K  O N E  P E R  W E E K

01 Reconnect with 10 old contacts 02 Ask three customers for a referral

03 Reconnect with previous customers 04 Go live or post a video

05 Invite the person you've been afraid to ask 06 Follow up with the people you've been
avoiding

07 Reconnect with former business contacts 08 Your own. Write it down. Do it.

BE T HE PERSO N WHO  FO LLO WS UP. CO URAG E IS A BUSINESS SKILL.
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S P R I N T  3  O F  3

FINISH STRONG

FINISH.
O B J E C T I V E  ·  T H E  G O A L

You've got the habit. You've got the momentum. Now aim it.
Go back to  the goal you wrote down on day one and drive
at it deliberately, daily, all the way to  the line. No excuses.
No coasting. Finish what you started.

T H E  M O N T H S

NO EXCUSES NOVEMBER
FINISH STRONG DECEMBER

YO U DO N'T  NEED A PERFECT  30 DAYS.
YO U NEED 30 DAYS O F INT ENT IO N.
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W E E K L Y  C H E C K - I N

FINISH STRONG
FRIDAY
R E F L E C T C E L E B R A T E R E S E T R E F O C U S

Every Friday of every sprint, post your numbers in the team group. Not to impress
anyone. To own your week, celebrate the wins, and decide what next week looks
like before it starts.

P O IN T S  T H IS  W E E K ______  / 35

T O T A L  P O IN T S  S O  F A R ______  / 150

N E W  C U S T O M E R S ______ N E W  B U S IN E S S  PA R T N E R S ______

M Y  B IG G E S T  W IN
Big or s mal l . Yours  counts .

S O M E T H IN G  I  L E A R N E D

M Y  F O C U S  N E X T  W E E K

Week 4 ru n s 9 days (days 22–30), so i ts m axim u m  is 45 poin ts.
Screen sh ot th is page or copy th e prom pts in to you r post. #FINISHST RO NG FRIDAY
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W E E K L Y  R E C O G N I T I O N

THERE'S MORE THAN
ONE WAY TO WIN.
The leaderboard tells one story. It isn't the only one.
Every week we recognize behavior, not just results, so a
brand-new builder can be celebrated right alongside a top
producer.

Nom in ate team m ates in  th e grou p.
Leaders an n ou n ce on  Fin ish  Stron g Friday.

CELEBRAT E BEHAVIO R.  RESULT S FO LLO W.

01

CONSISTENCY
ROCKSTAR
Shows up again and again. And again.

02

BIGGEST COMEBACK
Had a rough day or a rough week, and came back stronger.

03

FOLLOW-UP ROCKSTAR
Exceptional follow-up discipline. The person who never
leaves anyone hanging.

04

CUSTOMER CARE
ROCKSTAR
Went above and beyond to serve customers.

05

COURAGE AWARD
Did something uncomfortable that moved their business
forward.

06

MOST IMPROVED
Meaningful growth in activity or consistency, wherever
they started.
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T H E  P O W E R  F I V E  S P R I N T  T R A C K E R  ·  P R I N T  O N E  P E R  S P R I N T

MY SPRINT TRACKER
M Y  O N E  B I G  G O A L  F O R  T H E S E  9 0  D A Y S S P R I N T

1    2    3

S T A R T  D A T E F I N I S H  D A T E

Mark a box only when t he f ull requirement  is  done.  5 conversations  · 2 invites  · 5 follow-ups  · 1 check-in · 15 minutes Daily t ot al = boxes  marked

WEEK 1 ·  DAYS 1–7 M A X  3 5  P O I N T S  ·  R U N N I N G  M A X  3 5

DA Y C ON N E C T I N V I T E F OL L OW  U P SE R V E GR OW DA I L Y  T OT A L R U N N I N G T OT A L

01 / 5 / 5

02 / 5 / 10

03 / 5 / 15

04 / 5 / 20

05 / 5 / 25

06 / 5 / 30

07 / 5 / 35

W E E K  1  T O T A L  P O ST  I T  O N  FI N I SH  ST RO N G  FRI D AY / 35 / 35

WEEK 2 ·  DAYS 8–14 M A X  3 5  P O I N T S  ·  R U N N I N G  M A X  7 0

DA Y C ON N E C T I N V I T E F OL L OW  U P SE R V E GR OW DA I L Y  T OT A L R U N N I N G T OT A L

08 / 5 / 4 0

09 / 5 / 4 5

10 / 5 / 50

11 / 5 / 55

12 / 5 / 60

13 / 5 / 65

14 / 5 / 70

W E E K  2  T O T A L  P O ST  I T  O N  FI N I SH  ST RO N G  FRI D AY / 35 / 70

Missed a day? Leave i t blan k an d keep goin g. Th e n ext box is th e on e th at m atters. S HO W UP.  DO  T HE WO RK.

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y
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T H E  P O W E R  F I V E  S P R I N T  T R A C K E R

DAYS 15–30
Mark a box only when t he f ull requirement  is  done.  5 conversations  · 2 invites  · 5 follow-ups  · 1 check-in · 15 minutes Week 4  runs  9 days  · max 45

WEEK 3 ·  DAYS 15–21 M A X  3 5  P O I N T S  ·  R U N N I N G  M A X  1 0 5

DA Y C ON N E C T I N V I T E F OL L OW  U P SE R V E GR OW DA I L Y  T OT A L R U N N I N G T OT A L

15 / 5 / 75

16 / 5 / 80

17 / 5 / 85

18 / 5 / 90

19 / 5 / 95

20 / 5 / 100

21 / 5 / 105

W E E K  3  T O T A L  P O ST  I T  O N  FI N I SH  ST RO N G  FRI D AY / 35 / 105

WEEK 4 ·  DAYS 22–30 M A X  4 5  P O I N T S  ·  R U N N I N G  M A X  1 5 0

DA Y C ON N E C T I N V I T E F OL L OW  U P SE R V E GR OW DA I L Y  T OT A L R U N N I N G T OT A L

22 / 5 / 110

23 / 5 / 115

24 / 5 / 120

25 / 5 / 125

26 / 5 / 130

27 / 5 / 135

28 / 5 / 14 0

29 / 5 / 14 5

30 / 5 / 150

W E E K  4  T O T A L  T H E N  C O M P L E T E  M Y SP RI N T  RE SU L T S / 45 / 150

Fin al  score: 140–150 Fin ish  Stron g Ch am pion  · 125–139 Mom en tu m  Maker · 100–124 Fin ish er · 0–99 Bu i ldin g th e Habit FINIS H WHAT  YO U S T ART ED.

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y

D a y
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D A Y  3 0  O F  E A C H  S P R I N T

MY SPRINT
RESULTS
S P R I N T  ·  C I R C L E  O N E 1     2    3

Now look at what actually happened. Not what you hoped, not what you meant
to do. What happened. This is your record, and every line of it is yours.

M Y  9 0 - D A Y  T O T A L Sprint  1 ______ + Sprint  2 ______ + Sprint  3 ______ = _ _ _ _ _ _  / 4 50

M Y BI G G E S T  WI N

T H E  H ABI T  I  BU I L T

WH AT  I  WI L L  DO  N E XT

In com e an d volu m e are you r own  recorded resu lts, en tered by you . Earn in gs are n ot gu aran teed. In dividu al
resu lts vary an d depen d on  factors in clu din g in dividu al  effort, ski l l s, experien ce, tim e devoted to th e
bu sin ess an d oth er circu m stan ces. Th e Power Five are activities design ed to su pport you r bu sin ess growth ;
com pletin g th em  does n ot gu aran tee an y specific ou tcom e.

T HEN DO  IT  AG AIN.
T HE NEXT  SPRINT  ST ART S

MO NDAY.

F I N A L  P O I N T S

_ _ _ _ _ _ / 150

N E W  C U S T O M E R S

_ _ _ _ _ _

N E W  B U S I N E S S  P A R T N E R S

_ _ _ _ _ _

V O L U M E

_ _ _ _ _ _

I N C O M E  E A R N E D

$_ _ _ _ _ _

M Y  L E V E L

CHAM PION

M OM ENT U M  M AKER

FINISHER

B U ILDING T HE HAB IT
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FINISH
STRONG.
90 DAYS .  T HRE E  S PRINT S .
5 DAILY AC T IO NS .  O NE  BIG GO AL.

IT STARTS WITH ONE CONVERSATION.
HAVE IT TODAY.

H E L P I N G I M PA C T P E O P L E

FINISH STRONG is a 90-day b:h ip Global  field leadersh ip in itiative led by Heidi  Wh iteh air, bu i l t as th ree 30-
day sprin ts. Earn in gs are n ot gu aran teed. In dividu al  resu lts vary an d depen d on  factors in clu din g in dividu al
effort, ski l l s, experien ce, tim e devoted to th e bu sin ess an d oth er circu m stan ces. Prize drawin g detai ls, el igibi l i ty
an d dates are sh ared in  th e team  grou p.


