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My friend Kim Reed asked if I’d
comment on what is sometime
called the “90-Day Rule.”
What she was referring to is the
importance of realizing that in
business, life, and network
marketing your outcomes are
almost always the result of
activities that took place long
before the desired outcome.
Of course this holds true for learning to play the
piano, acquiring a technical skill, successful weight
loss and even developing deep and meaningful
relationships.
But is there a rule on this? I’m not sure, but one
of my favorite hints on the subject came from the
late business philosopher, Jim Rhone, who warned
us, “In business or in life you must get good at
either one of two things, planting in the spring, or
begging in the fall.” His point? Plant in advance to
reap a rich harvest. Delay … and you only have
yourself to blame … and you may go hungry.
Of course, we’ve all heard the stories about
someone meeting a new business partner at the car
wash or waiting in line at a Keith Urban concert.
And, two months later their new friend is now a top
producer creating a virtual explosion of business.
I’m sure some of these stories are true. However,
in my experience, the best, the most productive and
rewarding relationships, much like seeds, take some
time to grow strong and healthy.
So what can we take away from this discussion?
What’s really important to know?
1. If you want an explosion of positive results in
your business or your life, plan on beginning
several months (or more) prior to when you want
the outcome.
2. Take and hold a longer view. Maybe the best
idea is to create your own “90-day rule” by
planning your year in 90-day increments. Jan,
February and March activities to create the April,
May and June harvest and April, May and June
activities to create the July, August and September
harvest, and so on. Simply plan accordingly.

One of the more interesting (and thrilling) aspects
of the direct selling business is that some of those
seeds, some of those relationships may bear fruit for
many years to come and some even for decades.
And too, one of the sadly interesting aspects is the
number of people, who after a few weeks or months
of inconsistent effort declare, “I don’t have a huge
crop yet. I quit.”
I believe that farmers had it right. If you want a
crop in the spring, plan on planting it in advance.
Plant now. Don’t delay. Give it appropriate time to
grow.
Oh, and every once and awhile, even in the most
unexpected places, new and enriching relationships
will unfold and bless your life. Be open to that too.
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