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The ultimate failure of onboarding is 
the withdrawal of potentially good 
business partners... Losing people 
because they are confused, feel 
alienated or lack confidence indicates 
inadequate onboarding. Simply put, 
good onboarding leads to good 
retention rates.

Onboarding helps new recruits adjust 
to the social and performance aspects 
of their jobs so they can quickly become 
productive, contributing members of 
the organization.
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The Interview



Getting to know each other and building rapport for a few minutes is an 
important detail that is often overlooked.

• Before we get started, will you tell me about yourself?
• What intrigued you most about the 9-Minute video, or the presentation you saw?
• What would be your #1 reason if you were to give this business a try?
• On a scale of 1 - 10, how proactive would you say you are?
• What questions do you have about our business?

Key Questions



Proceed to laminated business platform piece, or
flip chart presentation, describe the different
aspects of the platform.

“I’m going to share a lot of information with you, 
don’t worry about understanding it all right now, 
but do note what grabs your attention the most.”

• Determine what area of the platform they find
most intriguing
• Collect fee and summarize costs associated with
starting our business
• Set up orientation meeting

NEXT

• Review all videos on personal website.
(Important: do not share with prospects just yet. 
That will be covered in the training program.)
• Purchase a new notebook and create a 
Google Drive account.
• Listen to the podcast received via text. 

HOMEWORK



Orientation
Appointment



OBJECTIVE

To have a candidate that clearly understands their duties and tasks, and is 
eager to accomplish them.

Appointment

ChecklisT

Complete all required training for proper license 
use. Automate E&O for reduced rate. Sign- up 
for direct deposit.  

Ensure proper access to mywfg.com website. 
Demonstrate access to referral providers page 
and other useful items.

Describe Outstand as our premier workstation 
for technology based marketing. The premier 
version is highly recommended and will impact 
their effectiveness.

Pick a day for weekly progress review (to be 
performed in person or by webinar).

Outline training program and weekly schedule. 
Give access to businessbuildingondemand.com.

Share Realistic Business Previews (RBPs). Detail 
compensation potential.



Training
Program

L IFE
l icensed



1
WEEK

2
WEEK

• Input first 25 contacts in the Wealthwave workstation
• Review “Texting & Phone Scripts”
• Send out 20 videos in the manner of your choosing
• Ensure all training and appointments are complete for proper 
license use
• View assigned training from businessbuildingondemand.com
• On your smart phone, download apps: Groupme & Outstand
• Complete your financial strategy with your trainer 

• Learn “The Client Onboarding Process”.  Review 
thoroughly during weekly review meeting.  Homework 
is ID statement.
• Follow-up on first week’s activities using “Texting & 
Phone Scripts”
• Set up a minimum of 5 appointments
• Input next 25 contacts in the Wealthwave workstation
• Send out 20 videos in the manner of your choosing 



3
WEEK • Follow-up on last week’s activities using “Texting & Phone 

Scripts”
• Set up 5 appointments, complete 3/3
• View assigned training from businessbuildingondemand.com
• Input next 25 contacts in the Wealthwave workstation
• Send out 20 videos in the manner of your choosing 

4
WEEK • See all videos from Wealthwave team site, under 

resources
• Set up 10 appointments, demonstrate self-efficacy
• Complete 5/5 by this week
• Input next 25 contacts in the Wealthwave 
workstation
• Send out 20 videos in the manner of your choosing 

5
WEEK • We will identify a teammate you will be assigned 

to as mentor/trainer
• Go over SMD requirements and promotion 
system---set a goal
• Acquire recommended book on leadership and 
personal growth 

Much of the hard skills (technical knowledge), that are needed 
initially, is being acquired in the first three weeks of activity.

During weekly review



F inaliz ing

onboarding

process

KEY

SUBJECTS

to discuss
for successful
relational
onboarding

• Set up 10 appointments
• Input next 25 contacts in the Wealthwave workstation
• Send out 20 videos in manner of their choosing
• Discuss realistic weekly goals and results, and method of 
accountability moving forward 

• It takes at least a year to really learn the business, but it takes several 
years to build a successful practice. Give yourself 3 to 5 years.
• The leadership team is a network of potential mentors and teachers, we 
encourage match-up.
• A discussion about the company and team culture is essential. We pride 
ourselves on doing it right, and doing it with pride. Your name and your 
reputation will keep you in business long-term.
• Discuss the idea and habit of being proactive. 



Learn
The
Words
of
our
Business

TOP 25

CREDIBILITY CALL

Things  you would say before sending a video:

“I've partnered with a financial literacy company that's teaching 
people how money really works.  We're expanding in the 
Chicagoland area, and we're looking for some good people.  I want 
to send you a video and get your thoughts.  Will you check it out? 
Would you prefer me to email or text it to you?  I’m looking 
forward to hearing your feedback.  Call you tomorrow.”
OR...
"I just started working on a project, and I'm really excited about it.  
I value your opinion, it's important to me.  Can you help?  Great!  
I'm sending you a video, I'd love your feedback."
OR...
“I’m going to send you information on what I am doing.  Would 
you prefer email or text?” (wait for answer) (Send “How Money 
Works” 7min video and How Money Works site for quiz) 
“Can you look at it in the next 24 hours?” (wait for answer) “I look 
forward to hearing your feedback.  Call you tomorrow.”



TOP 25

CREDIBILITY CALL

Things you might say to a professional: 

“Are you taking on new clients?  Great, let's get together and 
explore ways we might refer business to one another."  

"If the money and timing were right, would you consider doing 
something different?"

I don't know if you're a fit for us or we're a fit for you, but I'd love 
to learn more about one another."

Things you might say to a professional you know:

"You're important to me.  I want you to check this video out, I'll 
get back to you."

"I respect you/I value your opinion.  I want you to see how we're 
marketing ourselves now, I'd love your opinion/feedback."

"If you could have ownership (even a small percentage) in the 
largest industry, would you take it?"



FOLLOW-UP CALL or Text

24 HOURS LATER

“Have you taken the time to watch what I sent you?”

If they HAVE seen the videos: “What impacted you 
most about what you saw?” (Discuss their answer 
briefly)

“Why don’t we together? I'd love to show you a little bit 
more and see if this might be a good fit in some way.  
I have some time on (pick some days). What does 
your schedule look like this week?”

If they HAVE NOT seen videos: “I really want to know 
what you think. Here it is in case you didn't get a 
chance to see it? (Text the video to them)

LEAVING A VOICEMAIL

(Name), “I’m not sure if I told you, but I’ve 
parntered with a financial literacy company that's 
teaching people how money really works. Our 
company is expanding in the area. I want to send 
you a video and get your thoughts on it. I’m going to 
(email or text) you today and will follow up tomorrow. 
Thanks and have a great day.”



NOTE: Get GREAT at answering an 
objection, then closing your 
response with another question. 
The one who asks the most 
questions is ALWAYS in control of 
the conversation. It’s Not What you 
Say, It’s How You Say It….BE 
CONFIDENT.

Learn
How
to
Handle
Common
Objections

(Who you're representing), have you heard of us? (wait 
for answer) If Yes or No, “I’m looking forward to 
telling you more about the company.  I’m going to send 
you information on what I am doing.  Would you 
prefer email or text? (wait for answer) Can you look at 
it in the next 24 hours? (wait for answer) I look 
forward to hearing your feedback.  Call you 
tomorrow”

“WHAT COMPANY

DO YOU WORK WITH?”



“That’s great, I don’t want your money. All I want is 
your support. I’m going to send you information on 
what I am doing. Would you prefer email or text? (wait 
for answer) Can you look at it in the next 24 hours? 
(wait for answer) I look forward to hearing your 
feedback. Call you tomorrow.”

“I ALREADY

HAVE AN ADVISOR”

(If NOT Licensed)

“No, we’re structured almost identical to the Real Estate 
Business.  Do you know any Real Estate Agents? 
(wait for answer) If Yes or No, “I’m going to 
send you information on what I am doing.  Would 
you prefer email or text? (wait for answer) Can you 
look at it in the next 24 hours? (wait for answer)  I 
look forward to hearing your feedback.  Call you 
tomorrow.”

“IS IT ONE

OF THOSE THINGS?”

“What exactly are you not interested in?”
Once they answer, defer to objection they give you 
or “Inspired Questions”

“I’M NOT

INTERESTED”



“You don’t have Time to Support Your Friend? Is that 
a statement of priority or a fact?”
Once they answer, defer to objection they give you 
or “Inspired Questions”

“I DON’T

HAVE THE TIME..ETC.”

• “Are you where you thought you would be financially
at this point in your life?”
• “Does your current career have the horsepower to
take you where you want to be?
• “Is your retirement Fully Funded?”
• “What are your plans to change your situation?”
• “Do You See Yourself Retiring with ABC Company?”
• “If you had the chance to have Ownership (even the
smallest percentage) in the world’s largest industry,
Would you take it?”

INSPIRED

QUESTIONS

(Clients or New Associates)



“I know how you FEEL….
I FELT the same way, but…..
When I FOUND out…….

FEEL, FELT,

FOUND

Do You Like Your Advisor? (wait for answer) Do you 
know what they have in place to protect you & your 
family in the event of another down market? Would 
you ever own a car with no brakes? (If ‘No’) Then, why 
would anyone have their investments in a vehicle with 
no brakes?’ (wait for answer – will usually be “I don’t 
know”) When’s a good to time to get-together this 
week?”

“I ALREADY

HAVE AN ADVISOR”

(If YOU ARE Licensed)

Option 1



Do You Like Your Advisor? (wait for answer) If 
”Yes” - “That’s fantastic… I know you’ve done well 
for yourself and I’d love to show you what really 
makes us unique & get your feedback. If you like 
what you see, you may be able tointroduce me to 
folks that aren’t as fortunate as yourself. When’s 
a good to time to get-together this week?”

Option 2

“If you like your current advisor, I think you’re 
going to LOVE me. I’m going to send you 
information on what I am doing. Would you 
prefer email or text? (wait for answer) Can you 
look at it in the next 24 hours? (wait for answer)
I look forward to hearing your feedback. Call you 
tomorrow.”

Option 3

THE

TAKEAWAY

“I don’t know if you’re a fit for us or if we’re a fit for 
you, but…...”



THE

‘BLACK & WHITE’ CLOSE

“If the Money & Timing were right, would you 
consider doing something different?”

HOW ARE THINGS

GOING?

“Unbelievable; (Not nearly where I plan to be), but 
everything is Great…. How are things going for 
you?”

HOW TO

CLOSE

“What do you wish this had, that it doesn’t already 
have? (wait for answer) “Is this something you feel 
comfortable pursuing?

(Either a Product or
Discussing Our Business)



Goal
Setting



A goal

without 

a plan
is just
a wish.



Useful tips

• Becoming goal oriented is a habit that must be 
built.
• Every trainee is different. We must work to find 
what you believe is realistic, yet challenging. Goals 
must be a little above you current skill set.
• It’s important to have long-term (3-10 years), 
mid-term (1-3 years), and short term (3 month to 1 
year), and daily goals.
• Begin with the end in mind: example; $15,000,000 
under management, assuming $50,000 average daily 
balance for each client, you would need 300 clients. 
You might acquire 300 clients in 2 years by signing 
up 12.5 per month. Or, 3 SMDs in 3 years might 
require 20 serious candidates who successfully 
complete the Training Program. 20 serious people 
might require recruiting 40 people properly. 40 
recruits might require 90 appointments.
• Establish systems for consistent feedback. E.g. the 
weekly review, daily calls, emails. 



Tracking
Growth



WHERE PERFORMANCE
IS MEASURED,

PERFORMANCE
IMPROVES.



Tracking methods

• Learning how to build a spreadsheet is a key life skill. You’ll definitely need
it here. Be patient with yourself.
• A notebook is highly recommended for to-do lists, projects, and follow-up
activity.

Example



Training System

 PlatformBusines
Train ing
Mondays 9:30 - 12:00 pm CST

National Business
Presentation Webinar
Mondays 7:30 - 8:30 pm CST

WAM Weekly Accountabil ity 
Meeting v ia Webinar
8:30 - 9:30 am CST

Leadership [System ] Train ing 
Thursday Evenings 6:30 - 8:30 pm CST

Notes:
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