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BUILDERS’ BLUEPRINT MANUAL

a word from barry clarkson
When Equis Financial opened its doors in 2015, it did so with
the purpose of creating a company where the agent would be
king. As you dive into the Builders’ Blueprint manual, my desire
is for you to follow each step carefully in order to fully take
advantage of the Equis platform as you develop your team.
Recruiting is ultimately an attraction process and people are
attracted to leaders that lead by example. The people that you
want in your business and on your team are going to be
attracted to the right priorities. I believe the priorities for most
Americans are to become debt-free and to accumulate money
that will allow them to live financially free.
At Equis Financial, you have the opportunity to build a great
business and create value as you develop your team.
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BLOCK 1

getting started
Equis Financial encourages our salespeople to become involved in building their own team as soon as
possible. In sales, you’re unemployed every day that you wake up. Until you build your team, you are just a
salesperson who never stops worrying about your next paycheck! Team building provides the greatest
potential for income, long-term security, and creating value for yourself. This allows you to go from being a
salesperson to being a business owner!

While you’re in the transition of building your business,
one of the biggest pitfalls that a personal producer will encounter
during this period is not protecting their schedule and activity.
The agent must master consistency every single week and stay organized. By having command of a schedule
where a proper amount of time is allocated to recruiting and selling activities, the agent will greatly enhance
their ability to achieve success with both functions simultaneously.

HERE ARE SOME
EXAMPLES
OF SCHEDULES
IN ORDER FOR
YOU TO BE
SUCCESSFUL:

PLEASE NOTE:
It is highly encouraged
that part-time agents
do not try to run sales
appointments multiple
days per week, as this
can lead to fatigue when
building an insurance
business in
conjunction with other
full-time employment.
Part-time agents should
focus on 1-2 days per
week of personal sales
(including phone
calling to set sales
appointments) and use
the rest of their free
time to recruit and build
their team. Every agent
should work with their
manager to
determine the most
effective schedule for
their time.
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PART-TIME SCHEDULE
SUNDAY
7 :00
AM :30
8 :00
AM :30
9 :00
AM :30
10 :00
AM :30
11 :00
AM :30
12 :00
PM :30
1 :00
PM :30
2 :00
PM :30
3 :00
PM :30
4 :00
PM :30
5 :00
PM :30
6 :00
PM :30
7 :00
PM :30
8 :00
PM :30
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PM :30
RECRUIT

MONDAY

TUESDAY

WEDNESDAY

THURSDAY

FRIDAY

PENDING

PENDING

PENDING

PENDING

PENDING

R
U
N
MONDAY MORNING
KICKOFF CALL

UP AND COMING
LEADERS CALL

SALES TRAINING
CONFERENCE CALL

LEADERS
CONFERENCE CALL

3

For education and training purposes only.

R
E
C
R
U
I
T
SET APPOINTMENTS

R
E
C
R
U
I
T

S
E
T
A
P
P
T
S

APPOINTMENTS
For RUN
education
and training purposes only.

For education and training purposes only.

3

A
P
P
T
S

The tendency for inexperienced
builders is to recruit and then train.
Experienced builders will recruit
and then help them build their own
team, as well as train. Equis has
created an invaluable source of
training with videos, webinars, and
conference calls. To assist new
agents in training, advise them to
visit the Training Center on their
Agent Dashboard to access these
resources, including Bill Martin’s
invaluable training tools.

“

“None of us have the
ability to look inside the
heart of an individual
and decide if they’re going to make it or not.”
- Barry Clarkson

Recruiting is a number’s game
similar to sales (see example below).

Recruiting only one or two new team
members at a time, who appear to
be gifted, can be a lethal mistake.
It can be easy to inadvertently pull
your foot off of the recruiting gas
pedal when you think that you have
just landed a real winner or two, and
then spend all of your effort
supporting them while waiting for
them to take off. Consistent
recruiting will help you keep your
important goals in focus and will
help you create good habits that will
help you to grow a massive team of
producing salespeople.

EXPECTATIONS FOR SUCCESSFUL BUILDERS:
30

3

15

SENT ICAs

UNIQUE WRITERS

SIGNED ICAs

=

=

Building your team will be a marathon, not a sprint. Success will typically be a 90-day process
and not everyone will become a star performer or remain with you. Run a system whereby
recruiting and motivation never stops. Your business is growing by multiplication, not addition.
Never forget that it will take 90 days to see the positive results of today’s
recruiting and building efforts.

“IT IS A PROVEN FACT THAT
WINNERS WIN EARLY.”
BARRY CLARKSON
Within 48 hours, your priority is to assist your new recruit in securing three new recruits of their
own. This creates excitement for your recruits and provides them with motivation to stick with it.
This will ultimately help to anchor your recruits (and their recruits) to the team and to the dream.
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BLOCK 2

who to recruit
Equis Financial is looking for part-time agents.
Approximately 80% of new agents start part-time to
supplement their full-time income. A recent survey
showed that 40% of Americans have a part-time job in
addition to their full-time job. The average income for
these part-time jobs is only $200/month! The most
common part-time jobs include grass cutting,
handyman services, childcare, and online sales.

EQUIS FINANCIAL HAS
A BETTER WAY!
Our proven system for part-time success includes
working an average of 12-15 hours per week, which
will result in helping 1-2 families per week with a new
policy. The average up-front money earned by a
part-time Equis agent for helping one family is more
than $500! A part-time sales opportunity with Equis
will look highly attractive to anyone that has desire
and needs to make additional income to support their
household.
As you begin to build your business, it is important to
understand the two pools of candidates that you can
use to search for new members to join your team.
These two pools are commonly referred to as Warm
Market and Cold Market.

WARM MARKET
Free, and consists of the
builder’s friends, family,
acquaintances, clients,
co-workers, etc. Anyone in
this group is someone who
would be familiar with you
and knows you. These are
people that you can contact
to discuss the prospect of a part-time sales
opportunity as well as business ownership

COLD MARKET
In most instances this
is not free and consists
of strangers who
have responded to an
advertisement relating
to the part-time sales
opportunity and/or the
Equis business ownership
model. Examples include Job Boards such as
Zip Recruiter, Glassdoor, Monster, Indeed, and
Craigslist. Job Boards normally allow you to post
an advertisement as well as search through a
pool of resumes. Other examples include Social
Media, Bulk Email, and Direct Mail.

PLEASE NOTE:
Most recruiting begins with the builder’s Warm Market because there is no cost; Cold Market
recruiting begins once you are in a position to incur a cost (see your manager to create a solid
plan for Cold Market recruiting). The easiest way to begin recruiting in your warm market is to
consider your own sphere of influence and start with 4 or 5 people you know that could benefit
from an additional income of $500 or more each month. You can also complete the “Who Do You
Know” tool in the Appendix as a memory jogger to find additional recruit prospects.
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COMMON CHARACTERISTICS OF
SUCCESSFUL EQUIS REPRESENTATIVES:
⭐

25+ YEARS OLD

MARRIED

PARENT

test
on
monday

MORTGAGE
ON HOME

CURRENTLY
EMPLOYED

REASONABLY
GOOD HEALTH

While there are exceptions, we have

high income earners,
Not only must you
found at Equis that having 4-6 of the
and any other candidaconsider the quality of
above characteristics have led people
tes that have 4-6 of the
your recruit using the
to building a successful business.
characteristics above
characteristics above,
that you might have
but you must also plug
been too scared to
them into the Equis
contact. You will be
Training Center and Bill
surprised how many
Martin’s training resources.
successful people on your
Knowledge is power, and your
REMEMBER
“Chicken List” will be interested to
team must be given all of the
tools necessary to achieve
One of the easiest ways learn more about the Equis
opportunity!
recurring success. No money is
to start building your
made until a product is sold, and
business is with the
Highly successful recruiters are
no sales can be made without
clients
that you meet
also very strong at implementing
proper training.
across the kitchen table! the 3-Foot Rule into their daily
activities. The 3-Foot Rule is
Here is the biggest secret in
Some of our best
recruiting: as your recruiting
representatives started simple: talk to anybody that’s
within 3 feet of you about the
activity increases, your comfort
out as clients. They
Equis Financial part-time sales
level will also increase along with
already believe in the
and business ownership
your ability to confidently convey
the Equis Financial opportunity to product and they can be opportunity…more people than
you can even imagine are looking
your recruit prospects. This is a
the best recruiting
good time to create your
candidates you will find! for an additional income
opportunity. Don’t pre-judge…
“Chicken List”, which is
talk to anyone!
comprised of business owners,
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BLOCK 3

how to recruit
HOW TO CHECK INTEREST WITH A FRIEND, FAMILY
MEMBER, OR ACQUAINTANCE:

When you understand the power of
the Equis Financial business building
opportunity, and also understand
who a good candidate is to join your
team, you now need to focus on how
you go about introducing the right
people to the opportunity. As stated
previously, the PREFERRED METHOD
for beginning to build your team is
to tap into your Warm Market. The
following flow chart constitutes the
system for working members of your
Warm Market:

“

“I need your help…my company is looking for some people
to work part-time, just 5-10 hours per week to make an extra
$500-$1,000 per week protecting families. Who do you know
that has a little extra time to spend each week working
part-time and needs to make a little extra money?”

“

“Hey listen, I make about $500 every time I help a family, and
I’m crazy busy. Who do you know that might be interested in
working a few hours a week, making an extra
$500-$1,000/week, so that I can balance the workload?”

WARM MARKET SYSTEM

HOW TO PROVIDE A BRIEF EXPLANATION OF THE
EQUIS BUSINESS MODEL:

“

CHECK INTEREST

“We help people replace old death insurance, that only pays
when you die, with the new kind of life insurance that includes
living benefits. Have you ever known someone that suffered
from some kind of a critical illness like a heart attack, stroke, or
cancer? (Wait for response) A lot of times, a critical illness can
be very financially devastating if someone has to miss a lot of
work and incur a lot of unexpected medical bills. We have
programs available that provide cash to these people so that
they can stay afloat financially if a critical illness strikes
unexpectedly. Let’s get together for coffee and I can explain a
little more about what we do and how we do it.”

PROVIDE BRIEF
EXPLANATION OF THE
EQUIS BUSINESS MODEL

SCHEDULE MEETING TO
PROVIDE MORE DETAIL

When you meet with the
recruit prospect, start with
small talk and really try
to get to know them and
connect with them. Dig
in and find out what their
needs are, and if an extra
income would be beneficial.
Let them know that you “might have something that will
work” for them. Invite your prospect and complete an ICA
as their registrations for the meeting.

INVITE RECRUIT
PROSPECT TO ATTEND A
LOCAL EFBO MEETING

7

REGISTER RECRUIT FOR
EFBO MEETING BY
COMPLETING ICA

HOW TO CHECK INTEREST WITH A CLIENT:

“
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“We are having a business overview meeting on (day) at
(time) to further explain how you can earn extra income
working part-time helping protect families with the new
kind of insurance. I’ll pick you up and we can go together
so that you can learn more.”

Foreducation
educationand
andtraining
trainingpurposes
purposesonly.
only.
For
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With Cold Market recruiting,
while the end goal is the same as
Warm Market recruiting, the path
taken will be a little
different. Cold Market recruiting
will require you to create a
budget and an expectation of the
results that you are looking to
achieve. Before engaging in any
Cold Market recruiting activities,
it is important that you discuss
your approach with your
manager and also have any
advertisements approved by
Equis before you post. This is
also a good time to contact Rob
Jones, VP of Agency
Development with Equis, to
discuss your strategy and share
your plan. To contact Rob Jones,
please email Sheila DaVee at
sdavee@equisfinancial.com.

COLD MARKET SYSTEM

PLACE ADVERTISEMENTS IN MULTIPLE
GEOGRAPHIC AREAS

Once you have developed your recruiting strategy and placed advertisements in your selected
geographic areas, the next step is to be fully prepared to successfully recruit any qualified
prospects that respond to your ad. It is crucial to possess solid time management skills and keep
control of the recruiting process, especially if you are still heavily involved in personal production.

In response to your advertisement, it is likely that you will
receive some candidates that are not highly qualified and are
not serious about the opportunity. These folks can cost you
valuable time throughout your day, so consider implementing
tools that will allow interested parties to schedule an initial
discussion with you without you having to speak with them
first. A very popular tool that works very well for this purpose
is a program called Calendly, and there are many others like it,
where the recruit prospect can schedule a discussion for time
slots that you have made available for recruiting.
See the Appendix for an example of a typical conversation with a Cold Market prospect that has
scheduled a discussion to learn about the Equis Financial opportunity. After having the discussion,
let the prospect know that you would like to register them into the system so that they can have
access to the information for the pre-licensing course. Complete an ICA, and also invite them to a
local EFBO meeting.
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BLOCK 4

GETTING A NEW AGENT STARTED
It is very exciting when a new recruit has agreed to join your team with Equis Financial! You have
invested a lot of time (and perhaps money) into introducing this person to the opportunity, and in order
to receive a return on that investment, it is absolutely imperative that you provide your new recruit with
a structured training program and help them get paid FAST!
A new recruit’s first activities may differ depending on if they already have an insurance license or not,
but one thing is for certain: they must be given clear direction on how to get started within 72 hours of
first joining Equis, or they will likely lose interest and disappear from the opportunity. Short attention
spans are our enemies when onboarding new agents, therefore it is essential that the recruiter
immediately engage new recruits in activities that keep them excited and committed.
THE FOLLOWING STEPS ARE A GOOD GUIDE TO FOLLOW TO HELP CREATE
STRUCTURE FOR A RECRUIT WHO IS ALREADY LICENSED:

start

profile,
03 contracting
complete and
Agent setup

01

submit all required
contracting
documents

02

of forthcoming
04 advise
training and objectives

Recruiter call agent and

Complete ICA

Recruiter send personal email to advise
of next steps and what to expect
(see sample in Appendix)

how to set
05 script,
an appointment
Training - phone

(see sample in Appendix)

dials, train on scheduling
06 of(dial/run
days)

Setup time to make first set

(see sample in Appendix)

09

07 the day they will start dialing

Agent receives B & C leads on

Agent accountability:
if they have 3 answers
and no appointments,
call manager

08 before making dials

Agent texts manager

appointment is
10 when
booked

Agent must text manager

to get/print apps and
11 directions
other required materials
Manager sends email with
(see sample in Appendix)

9

and helps
12 presentation,
with product selection

Manager trains on in-home

on their own
14 2inweeks
the field, then reel
After agent has had
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Agent submits
sold applications
(if paper) to manager
for scrubbing prior to
submitting to Equis

back in for refining &
written goal setting

9

Recruiting unlicensed agents can be extremely rewarding, as they will often join your team as a
blank canvas and can easily be shaped into a valuable leader within your organization. While these
folks can be a great long-term investment for your team’s growth, there is more upfront work
required to bring the unlicensed agent onboard and help him/her to become a producing
salesperson. Without proper structure and guidance, the unlicensed recruit can quickly lose their
enthusiasm and excitement for pursuing their dreams within the Equis system.

THE FOLLOWING STEPS ARE A GOOD GUIDE TO FOLLOW
TO HELP CREATE STRUCTURE FOR A RECRUIT WHO IS
UNLICENSED WHEN THEY JOIN YOUR TEAM:

2

1
Receive “Welcome
to Equis Financial”
email with
introduction from
Barry and complete
Independent
Contract Agreement
(ICA)

Recruiter send
personal email to
advise of next steps
and what to expect

(see sample in Appendix)

6

5
Agent complete list
from warm market
of candidates who
need living benefits
and/or would be
interested in the
Equis Financial
opportunity within
48 hours

Recruiter and agent
meet to contact
warm market list
and set
appointments within
48 hours (see sample
in Appendix)

3
Agent sign-up for
pre-licensing
within 48 hours and
complete within 10
business days

7
Recruiter call agent
within 24 hours to
discuss progress
and make sure
agent is scheduled
for test

4
Agent sign-up for
next convention and
notify your manager

8
Recruiter continue
to follow-up through
text, calls, emails,
etc.

Whether your new recruit is licensed or unlicensed, it is important that they immediately feel the
excitement of the culture and the environment that you have created for your team. They should be
exposed to multiple success stories from your team and from around Equis, so that their
competitive juices begin to flow, and they understand that they are expected to WIN! Once your
new recruit signs his/her ICA, you have a short window of time to harness their enthusiasm and
excitement. Keep your new recruit focused on activities that will help them build their business and
see consistent progress, and you will have a strong chance of developing a leader that will
contribute to your team for a long time into the future.
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BLOCK 5

NOW, YOU'RE A MANAGER
As you follow the steps from the first four blocks of the Builders’ Blueprint, and your team continues to
grow, your ability to demonstrate effective leadership skills will be more important than ever. Balancing
the activities that are required of you as an effective leader of your team, along with managing your
personal sales production, will become more important than ever before. Many team builders struggle
with the timing regarding making the decision about slowing down their personal sales production to
focus on their team building exercises on a full-time basis.

A simple formula for making this important decision, is when you are able
to cover all your monthly expenses PLUS have an extra $5,000 a month for 90 days,
then you can start thinking about coming out of the field.

Understanding the difference between Width
and Depth in your organization is a key concept
to master. You build “Wide” by personally hiring
and training people who report directly to you.
When you help one of your recruits to recruit new
agents to their team, you are building “Deep.”
As you’re building, keep your focus on
building Width first. You can build Depth after
you go wide and may find that a strong leader in
one of your legs will unexpectedly build deep for
you as they catch fire and aggressively attack the
opportunity to build their own business. Growing
wide is growing by addition, growing deep is
growing by multiplication.

WIDTH = PROFITABILITY

DEPTH = SECURITY

Many builders make a lethal mistake in their business by thinking that they can “just maintain it”
once they reach a certain level of success. The truth is, your team is either growing or it is dying.
You can never put your team on auto-pilot and expect it to continue at the sustained pace that you
have achieved. As the leader of your team, make sure you are always leading by example with your
own activity and creating a culture of success. The speed of the leader is the speed of the pack!

TO ENSURE THAT YOUR TEAM CONTINUES TO GROW AND
THRIVE, MAKE SURE TO ENGAGE IN THE FOLLOWING
11
ACTIVITIES REGULARLY
(CONTINUES ON NEXT PAGE):
For education and training purposes only.

Draw out your team on a weekly basis to make sure you understand the dynamics of your
organization and to help you determine where you should spend your time. Start by drawing out
your largest legs on the left-hand side of the paper and work your way across to the right with just
solo producers. This exercise should be completed at least once per week and will always help to
make sure that you are fully aware of who is building and where your developing leaders are located.
Foreducation
educationand
andtraining
trainingpurposes
purposesonly.
only.
For
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DRAW TEAM FROM LEFT TO RIGHT ON A WEEKLY BASIS

BILL
SAM
GREG
MARY

JOE
TED

SUE
LEE

RYAN

JACK

TERRI

BARB

PAUL

BOB
TIM

RAUL

JIM

JANE

GARY

DAN

COLE

PROMOTE INCENTIVES

Make sure to promote all of the
weekly Equis training calls and
require that all agents
incorporate attendance for these
events into their schedules. Let
your team know what an honor
it would be for them to be asked
to speak on one of these calls if
they demonstrate leadership and
excellence in their business
activities. Agents should also be
consistently reminded of all Equis
incentive programs, and all new
agents should be encouraged and
assisted in achieving Ignite
status. Challenge your team with
simple performance incentives,

perhaps a contest that lasts
one month. Contests should be
concluded with recognition and
awards. Also, a short blitz can
create a surge in momentum and
help your team fight off
mediocrity. Part-timers respond
best to a blitz that is no longer
than 3 days, as they often have
their full-time job and other
distractions that can make a
longer length blitz less effective.
These methods will help ensure
that your team raises the bar for
success in sales, and that
future “bad” months are better
than your former “good” months!

Effective managers are in constant communication with their team. In addition to regular phone calls
and texts of encouragement, setting-up a group chat for your team members to share their successes
and communicate their questions can be a wonderful tool for staying in touch with your team and
keeping them motivated. GroupMe is a popular app for smart phones that can be used for free and is
easy to manage for group chatting.
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Finally, as your team continues to grow and your responsibilities for training and support
continue to increase, your time will become more and more valuable and your ability to
perform some of the simple tasks will become much more difficult. This is when it is time
to consider hiring an assistant to help perform the basic functions of running your office.
Having a capable assistant will allow you to focus on the aspects of your business that make
you money, including selling, recruiting, training, and providing on going support. Many
assistants start out part-time in the beginning and will increase their workloads as your team
continues to grow and their duties become more time consuming. Consider hiring someone
that you know and trust as your first assistant, someone that will care about your business
more than the average stranger off of the street. Social Media can be a great avenue for
putting out a search amongst your Warm Market for a capable assistant. Regardless of who
you hire, make sure to hold them accountable and provide them with clear direction on how
things should be run…this is your team, there is no room for error!
Once you have successfully made the transition from personal sales producer to master
recruiter and builder, remember the steps that helped you to achieve mega success and don’t
allow yourself to become sloppy with the process. You must always set an example of
strength and leadership for your team. Remember, people won’t follow where leaders won’t
lead. Set the proper example for your team, and in time, your business will thrive and grow
like you’ve never imagined. This is the Equis system!
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APPENDIX

COLD MARKET PHONE SCRIPT
Recruiter: Hey, is this Jane?
Prospect: Yes.
Recruiter: Hey, Jane, John Doe. You set up a call today with me at 12:00 o’clock. How are you?
Prospect: I’m doing good. How are you?
Recruiter: Good, good, good, good. Kind of get me up to speed now. Are you working now or looking for something 		
part-time, full-time?
Prospect: I’m actually not working anywhere now. I’m actually looking for something full-time.
Recruiter: Okay. What kind of stuff were you doing before?
Prospect: I was actually waiting tables at a seafood restaurant in Kure Beach, North Carolina.
Recruiter: Wow. Okay. Very good. Very good. Actually, and this will make sense to you in a minute, what you were doing in 		
the past will work very well with what we’re doing. Did you get a chance to look at our website at all? If not, it’s 		
not a big deal.
Prospect: No. I didn’t.
Recruiter: No problem. Just give me a place to start. We provide different types of financial products. I don’t know if 		
even that was anything that you were considering or what you’re looking for. Is there anything specific 		
you are looking for?
Prospect: No. I’m just keeping my options open.
Recruiter: Okay. Cool. Our biggest thing is what we do is we help different people through our financial products and do 		
everything from annuities to some minor retirement stuff. We do mortgage protection and final expense and 		
things like that. I’ll just tell you a little bit about who we all are. I’ve been doing this a long time, and all the 		
companies that we work with are all A.M. A+ companies. Lots of them you’ve heard of. Mutual of Omaha or AIG
or Transamerica. Maybe you’ve heard of some of those companies in the past.
Recruiter: The good news about all these companies that we’re working with, they’re the ones that all pay us directly, 		
so nobody’s going to be messing with your money or anything like that. We actually have some companies 		
that’ll pay you in 48 hours. Kind of crazy, isn’t it?
Prospect: Oh wow.
Recruiter: You ever get paid in 48 hours?
Prospect: Never.
Recruiter: Yeah, me either. This isn’t anything where you’re going to go door knocking or call lists or anything crazy.
You’re going to be working with the clients that have basically come to us. And kind of give you the idea
of how that works. We mail out well over a million letters every month across the country. Our letters are
pretty specific. People get our letter, they’ll read it and they’ll throw it away. Obviously, you’re going to be
working in the area that you live. They’ll get a letter, and they’ll read it and throw it away, or they’ll fill it out.
Recruiter: It’s pretty much that simple. If they fill it out, they write down their name, height, weight, birthday, same thing 		
for their significant other. They’ll answer a couple of medical questions. Whether they smoke or don’t smoke.
And they’ll give us three phone numbers to call. They’ll write down the best time for us to call them. They
sign it, fold it up, mail it back to us. Those are the people we’re working with. So, you kind of have to guess if
somebody’s willing to write all that down, for the most part they’re interested in what we have. Wouldn’t
you agree?
Prospect: Yeah.
Recruiter: Nothing’s 100%, obviously. For the most part they are. Here’s what I need you to do, I simply need you to 		
cold call these folks up, and you set up the time to go see them, whatever works with your schedule. If 		
you want to start part-time, that’s great. If you want to jump in full-time, that’s also great. That’s up to 		
you. We can talk about that later. Anyway, you give them a call, you go out and see them. You’re going to 		
spend about an hour and half with them. It could be a little more, a little less. There’s no time limit.
Recruiter: You’re going to show them the products. In that whole time that you’re there, if you talk about our products
for more than 15 or 20 minutes, I’ll be impressed. The rest of the time you’re going to be talking about the
weather, or their crazy kids, or their drunk uncle, or whatever’s going on in their world is basically what
you’re going to be talking about. And then you’re going to start talking about our stuff. It’s not a pushy sale or
anything.
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COLD MARKET PHONE SCRIPT CONTINUED
Recruiter: Oh, let’s make something up. Let’s say when you finally figure out what they needed, it was $150 a month,
let’s just say for a number. And they look at and say, “Ooh, that’s a lot more than we wanted to pay.” All I
simply want you to say, “Hey, you know what, budget’s important for me and my family, also. What fits your
budget, so I can get you guys taken care of right now?”
Recruiter: Our average client’s going to say somewhere between $80 and $100. Let’s just say the lower number. Let’s
say they say $80. All I want you to do is write it up for $80. You’re going to send that in. That’s going to pay
you about $700. How does that sound?
Prospect: Pretty good.
Recruiter: That’s how it works. Anything in sales will be bigger and smaller. That’s what I said with your waiting tables,
doing that, obviously you can relate to people. That’s really what I’m looking for because, I just mentioned,
it’s not a big pushy sale or anything like that.
Recruiter: Let me ask you a crazy question. What’s life insurance for? And just go with it and answer it.
Prospect: Life insurance is for when somebody dies, it goes to their family.
Recruiter: That’s what 99.99% of the people say. But actually, in the last about two years or so, things have changed
in our industry, so now if you’re out, maybe it’s a family member or one of our leads or whatever. Let’s 		
say you just pick a number, a $100,000 policy on somebody. And they came down with heart attack, stroke,
cancer. They can’t just sprain their ankle or something. If something major happened to them, now with
the policies we can help people with, they can actually pull out 95% of that policy in some cases while
they’re still alive. So, let’s say they had a stroke over the weekend. They’re not going to go back to work right
away. Let’s say it’s three, four, five, six, seven months. But now they can pull money out of that policy and
keep up with the mortgage payments and keep up with the car payments. And maybe they need other
special medical needs and things like that. Now they have the money to do that instead of depleting all their
savings and when they do pass they put their family in a pretty tight spot.
Recruiter: Do you know anybody that that might have helped? Or anybody that went through that situation?
Prospect: Absolutely. Absolutely.
Recruiter: It probably would’ve been a lot easier if they’d had the cash, just like everybody else in the world, right?
That’s really the biggest change that we’ve done now. The first thing I need you to do is to get your license.
I don’t know if that’s going to be an issue for you or not. You need your life and health license. And it’s not a
big deal. Most people can get it done in about a week or so. You might even get it done faster. That’s totally
up to you. You have to just take a test for the state, in your case of North Carolina. I’m going to send you
all the information we’re talking about today in an email. When you open that up, you’ll see a link to sign up
for your pre-licensing course with. Here, you’ll learn exactly the costs and the fees or whatever is associated
with that.
Recruiter: It’s about $150 give or take, just to kind of give you an idea. Every state is a little different, so I don’t
exactly know. But that kind of gives you the idea of what it’s going to be. Obviously, we’re going to be
following up with you. This is my cell phone number. We’re going to send you out an email, so you have
all our contact information. But the quicker that you can pass that test, the quicker we can get you out
working and making some money. How’s that sound?
Prospect: Sounds great.
Recruiter: Okay, cool. We’re going to get this out to you in a little bit. I look forward to working with you and we’ll
talk to you soon.
Prospect: I do have a question. What about training and stuff like that?
Recruiter: Training. We’ve got crazy amounts of training. I’m glad you brought that up. Especially since you’re in North
Carolina. You actually have a direct mentor there you can talk to anytime you want. But our website is full of
training. It has videos. There are weekly meetings all over the country you can plug into. We also have calls
you can dial into during the week. You’re never ever going to feel that you were just somebody we kind of
threw against the wall to see if you’d stick. If anything, we have more training than you’re ever going to take
advantage of. How about that?
Prospect: That sounds good.
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Recruiter: Again, we want you to be here for the long haul. We’re going to make sure we have that all in place. I’ll get
this stuff out to you. We’ll get you rocking and rolling, and we’ll talk soon, okay?
Prospect: Okay. Sounds good.
Recruiter: I’ll see you. Bye.
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APPENDIX

warm market list
WHO DO YOU KNOW?
FROM YOUR OLD JOB?
FROM YOUR PRESENT JOB?
BECAUSE OF YOUR SPORTS OR HOBBIES?
FROM YOUR CHURCH?
FROM CIVIC ACTIVITIES?
BECAUSE YOU RENT OR OWN YOUR OWN HOUSE?
BECAUSE YOU LIVED IN OTHER NEIGHBORHOODS?
WHO SOLD YOU YOUR AUTOMOBILE?
WHO SELLS YOU GAS, TIRES OR LUBRICATION?
THROUGH YOUR CHILDREN?
THROUGH YOUR SPOUSE?
FROM LODGE OR CLUB?
WHO SELLS YOU MEAT?
WHO SELLS YOU GROCERIES?
WHO SOLD YOU YOUR WEDDING RING?
WHO FIXES YOUR WATCH?
WHO SELLS YOU HATS?
WHO SELLS YOU SUITS?
WHO SELLS YOU SHOES?
WHO SOLD YOU YOUR PET?
WHO SELLS YOU OFFICE SUPPLIES?
WHO IS ON YOUR ELECTION BOARD?
WHO IS YOUR PAINTER AND DECORATOR?
WHO SELLS YOU AIRLINE TICKETS?
WHO LIVES NEXT DOOR TO YOU?
WHO WAS THE BEST MAN/MAID OF HONOR
IN YOUR WEDDING?
WHO RUNS YOUR DELICATESSEN?
WHO MANAGES YOUR LOCAL THEATER?
WHO IS YOUR VET?
WHO APPRAISES REAL ESTATE?
WHO SELLS USED CARS?
WHO MADE YOUR AWNINGS AND SCREENS?
WHO IS YOUR PHYSICIAN?
WHO IS YOUR DENTIST?
WHO HEADS YOUR DRAFT BOARD?
WHO IS YOUR CHILD’S SCOUTMASTER?
WHO GIVES YOUR CHILDREN MUSIC LESSONS?
WHO SOLD YOU YOUR REFRIGERATOR?
WHO IS A NURSE?
WHO IS YOUR LAWYER?
WHO OWNS THE HOTEL NEAREST YOU?
WHO MADE YOUR LATEST FAMILY PHOTOGRAPH?
WHO DOES YOUR HOUSEHOLD REPAIR WORK?
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WHO SELLS YOU FISHING TACKLE?
WHO ARE YOUR BUDDIES IN THE AMERICAN
LEGION?
WHO SOLD YOU SPECTACLES?
WHO SOLD YOU YOUR FURNITURE?
WHO DOES YOUR DRY CLEANING?
WHO IS YOUR FLORIST?
WHO IS CHIEF OF YOUR FIRE DEPARTMENT?
WHO IS YOUR LOCAL BUILDING MAN?
WHO DO YOU KNOW ON THE POLICE FORCE?
WHO HEADS THE LION CLUB, KIWANIS, ETC.?
WHO MANAGES THE LOCAL FIVE AND DIME?
WHO INSULATED YOUR HOUSE?
WHO IS YOUR EXPRESS MAN?
WHO SOLD YOU YOUR FENCE?
WHO OWNS YOUR LUMBER YARD?
WHO IS YOUR LETTER CARRIER?
WHO SERVES YOU LUNCH?
WHO CUTS YOUR HAIR?
WHO BOUGHT THE NEW HOUSE IN YOUR
NEIGHBORHOOD?
WHO PRINTS YOUR STATIONERY?
WHO IS THE PRINCIPAL OF YOUR HIGH SCHOOL?
WHO SHARPENS YOUR LAWN MOWER?
WHO DOES YOUR PLUMBING?
WHO SCREENED YOUR PORCH?
WHO REUPHOLSTERED YOUR FURNITURE?
WHO REPAIRS YOUR LEATHER GOODS?
WHO HEADS YOUR BANK?
WHO OWNS YOUR LOCAL BOWLING ALLEY?
WHO REPAIRS YOUR RADIO?
WHO REPAIRS YOUR APPLIANCES?
WHO OWNS YOUR HARDWARE STORE?
WHO DOES YOUR WIFE PLAY BRIDGE WITH?
WHO DOES YOUR HAIR?
WHERE DO YOU BUY YOUR CLOTHES?
WHO DID YOU GO TO NIGHT SCHOOL WITH?
WHO DOES YOUR BAKING?
WHERE DO YOU BUY HEALTH FOOD?
WHO DOES YOUR CARPET CLEANING?
WHO OWNS THE LOCAL DRUG STORE THAT
HAS A WAITING ROOM?
WHO’S OUT OF A JOB?
WHO SELLS THE BOTTLED WATER?
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agent follow-up emails
UNLICENSED AGENT
Hi Jane,
John had great things to say about your conversation and we are all looking forward to getting
you started here at Equis Financial. With your motivation, drive, and sales experience, this will
undoubtedly be a great partnership between you, Equis, and our team here at the John Doe
Group. You bring the effort, we will point it in the right direction!
Next step:
You should’ve received an email titled Welcome to Equis Financial. You will want to follow the link
provided in the email and setup your password for the website. This will give you access to view
everything on the website.
Signing up for the online licensing course:
After your account is setup, you will see a link for a pre-licensing course. You will follow the
prompts and select the LIFE & HEALTH course for your specific state.
When you have these done please call or text me so that I can help you along the process.
* Please note that Google Chrome browser works best when setting up your password.

LICENSED AGENT
Hi Jane,
John had great things to say about your conversation, we are all looking forward to getting you
started here at Equis Financial. With your motivation, drive, and sales experience, this will
undoubtedly be a great partnership between you, Equis, and our team here at the John Doe
Group. You bring the effort, we will point it in the right direction!
Next step:
You should’ve received an email titled Welcome to Equis Financial. You will want to follow the link
provided in the email and setup your password for the website. This will give you access to view
everything on the website.
After completing, you will then be able to begin your carrier contracting. If you need any help or
haveany questions, please feel free to call myself or John.
* Please note that the Equis websites work best using the Google Chrome web browser.
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