21 DAY SUCCESS PLAN

A recurrent, often unconscious pattern of behavior that is acquired
through frequent repetition; an established disposition of the mind.
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1. If you miss a day— go back to the 1. New habits take 21 days to form. You 1. Develop this habit immediately. You @
beginning. You need 21 full days in a row. have now created a new business habit. can lead your team by example!
2. If you get your required number for the 2. When your team develops this habit in
day — don’t stop there, keep talking! the beginning, they’ll have fast results! BEAUTICONTROL
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