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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.�7KLV�LV�\RXU�FKDQFH�WR�VWDUW�
JDLQLQJ�D�EHWWHU�SLFWXUH�RI�WKH�GLIIHUHQW�ZD\V�\RX�PLJKW�ZRUN�WRJHWKHU�

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

Key Questions



Proceed to laminated business platform piece,�RU�
IOLS� FKDUW� SUHVHQWDWLRQ� 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.”

ï 'HWHUPLQH�ZKDW�DUHD�RI�WKH�SODWIRUP�WKH\�ILQG
most intriguing
ï &ROOHFW�IHH�DQG�VXPPDUL]H�FRVWV�DVVRFLDWHG�ZLWK
VWDUWLQJ�RXU�EXVLQHVV
ï 6HW�XS�RULHQWDWLRQ�PHHWLQJ

NEXT

ï 5HYLHZ� DOO� YLGHRV� RQ� SHUVRQDO� ZHEVLWH�
(Important: do not share with prospects just yet.�
That will be covered in the training program.)
ï 3XUFKDVH�D�QHZ�QRWHERRN�DQG�FUHDWH�D�
*RRJOH�'rive account.
ï /LVWHQ�WR�WKH�SRGFDVW�UHFHLYHG�YLD�text. 

HOMEWORK



Orientation
Appointment



OBJECTIVE

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

Appointment

ChecklisT

/LIH�DQG�KHDOWK�OLFHQVH�VKRXOG�EH�FRPSOHWHG�LQ���
ZHHNV�� 6LJQ� WKHP� XS� IRU� SUH�OLFHQVLQJ� LI�
appropriate (which is most of the time).

Ensure proper access to P\ZIJ�FRP website. 
'HPRQVWUDWH�DFFHVV�WR�UHIHUUDO�SURYLGHUV�SDJH�
and other useful items.

'HVFULEH� 2XWVWDQG� DV� RXU� ZRUNVWDWLRQ�IRU�
WHFKQRORJ\� EDVHG� PDUNHWLQJ���7KH�SUHPLHU�
YHUVLRQ�LV�KLJKO\�UHFRPPHQGHG�DQG�ZLOO�LPSDFW��
WKHLU�HIIHFWLYHQHVV�

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

2XWOLQH�WUDLQLQJ�SURJUDP�DQG�ZHHNO\�VFKHGXOH���
*LYH�DFFHVV�WR�EXVLQHVVEXLOGLQJRQGHPDQG�FRP�

6KDUH�5HDOLVWLF�%XVLQHVV�3UHYLHZV��5%3V����
'HWDLO�FRPSHQVDWLRQ�SRWHQWLDO�



Training
Program



1
WEEK

2
WEEK

ï ,QSXW�ILUVW����FRQWDFWV�LQ�WKH�:HDOWKZDYH�workstation
ï 5HYLHZ�ê7H[WLQJ�	�3KRQH�6FULSWVë
ï 6HQG�RXW����YLGHRV�LQ�WKH�PDQQHU�RI�\RXU FKRRVLQJ
ï 9LHZ�DVVLJQHG�WUDLQLQJ�IURP�EXVLQHVVEXLOGLQJRQGHPDQG�FRP
ï 2Q�\RXU�VPDUW�SKRQH��GRZQORDG�DSSV��*URXSPH�	�2XWVWDQG
ï &RPSOHWH�\RXU�ILQDQFLDO�VWUDWHJ\�ZLWK�\RXU�WUDLQHU

ï )ROORZ�XS�RQ�ILUVW�ZHHNèV�DFWLYLWLHV�XVLQJ�ê7H[WLQJ�	�3KRQH
6FULSWVë
ï 6HW�XS�D�PLQLPXP�RI���DSSRLQWPHQWV
ï ,QSXW�QH[W����FRQWDFWV�LQ�WKH�:HDOWKZDYH�ZRUNVWDWLRQ
ï 6HQG�RXW����YLGHRV�LQ�WKH�PDQQHU�RI�\RXU�FKRRVLQJ
ï &RPSOHWH�/LIH�	�+HDOWK�H[DP



3
WEEK ï /HDUQ�ê7KH�&OLHQW�2QERDUGLQJ�3URFHVVë���5HYLHZ�WKRURXJKO\�GXULQJ�

ZHHNO\�UHYLHZ�PHHWLQJ���+RPHZRUN�LV�,'�VWDWHPHQW�
ï )ROORZ�XS�RQ�ODVW�ZHHNèV�DFWLYLWLHV�XVLQJ�ê7H[WLQJ�	�3KRQH�6FULSWVë
ï 6HW�XS�D�PLQLPXP�RI���DSSRLQWPHQWV��FRPSOHWH����
ï &RPSOHWH�DOO�UHTXLUHG�WUDLQLQJ�DQG�DSSRLQWPHQWV�IRU�OLFHQVH�XVH
ï ,QSXW�QH[W����FRQWDFWV�LQ�WKH�:HDOWKZDYH�ZRUNVWDWLRQ
ï 6HQG�RXW����YLGHRV�LQ�WKH�PDQQHU�RI�\RXU�FKRRVLQJ�

4
WEEK ï 6HH�DOO�YLGHRV�IURP�:HDOWKZDYH�WHDP�VLWH��XQGHU�UHVRXUFHV

ï 9LHZ�DVVLJQHG�WUDLQLQJ�IURP�EXVLQHVVEXLOGLQJRQGHPDQG�FRP
ï 6HW�XS�D�PLQLPXP�RI���DSSRLQWPHQWV
ï &RPSOHWH������GHPRQVWUDWH�VHOI�HIILFDF\
ï ,QSXW�QH[W����FRQWDFWV�LQ�WKH�:HDOWKZDYH�ZRUNVWDWLRQ
ï 6HQG�RXW����YLGHRV�LQ�WKH�PDQQHU�RI�\RXU�FKRRVLQJ�

5
WEEK ï :H�ZLOO�LGHQWLI\�D�WHDPPDWH�\RX�ZLOO�EH�DVVLJQHG�

WR�DV�PHQWRU�WUDLQHU
ï *R�RYHU�60'�UHTXLUHPHQWV�DQG�SURPRWLRQ�
V\VWHP���VHW�D�JRDO
ï $FTXLUH�UHFRPPHQGHG�ERRN�RQ�OHDGHUVKLS�DQG�
SHUVRQDO�JURZWK 

Much of the hard skills (technical knowledge), that are 
needed initially, DUH 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

ï 6HW�XS�   ���DSSRLQWPHQWV
ï ,QSXW�QH[W����FRQWDFWV�LQ�WKH�:HDOWKZDYH�ZRUNVWDWLRQ
ï 6HQG�RXW����YLGHRV�LQ�WKH�PDQQHU�RI�\RXU�FKRRVLQJ
ï 'LVFXVV�UHDOLVWLF�ZHHNO\�JRDOV�DQG�UHVXOWV�  e   

�PRYLQJ�IRUZDUG�

ï ,W�WDNHV�DW�OHDVW�D�\HDU�WR�UHDOO\�OHDUQ�WKH�EXVLQHVV��EXW�LW�WDNHV�VHYHUDO�
\HDUV�WR�EXLOG�D�VXFFHVVIXO�SUDFWLFH��*LYH�\RXUVHOI���WR���\HDUV�
ï 7KH�OHDGHUVKLS�WHDP�LV�D�QHWZRUN�RI�SRWHQWLDO�PHQWRUV�DQG�WHDFKHUV��ZH�
HQFRXUDJH�PDWFK�XS�
ï $�GLVFXVVLRQ�DERXW�WKH�FRPSDQ\�DQG�WHDP�FXOWXUH�LV�HVVHQWLDO��:H�SULGH�
ourselves on doing it right, and doing it with pride. Your name and your�
UHSXWDWLRQ�ZLOO�NHHS�\RX�LQ�EXVLQHVV�ORQJ�WHUP�
ï 'LVFXVV�WKH�LGHD�DQG�KDELW�RI�EHLQJ�SURDFWLYH��



Learn
The
Words
of
our
Business

TOP 25

CREDIBILITY CALL
7KLQJV��\RX�ZRXOG�VD\�EHIRUH�VHQGLQJ�D�YLGHR�

“,
YH�SDUWQHUHG�ZLWK�D�ILQDQFLDO�OLWHUDF\�FRPSDQ\�WKDW
V�teaching 
people how money UHDOO\�works.� :H
UH expanding�LQ�WKH�
&KLFDJRODQG�DUHD��DQG�ZH
UH�ORRNLQJ�IRU�VRPH�JRRG�SHRSOH�� 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.”
25���
�,�MXVW�VWDUWHG�ZRUNLQJ�RQ�D�SURMHFW��DQG�,
P�UHDOO\�H[FLWHG�DERXW�LW��,�
YDOXH�\RXU�RSLQLRQ��LW
V�LPSRUWDQW�WR�PH���&DQ�\RX�KHOS"��*UHDW���,
P�
VHQGLQJ�\RX�D�YLGHR��,
G�ORYH�\RXU�IHHGEDFN��
25���
“I’m going to send you information on what I am doing.� Would 
you prefer email or text?” �ZDLW�IRU�DQVZHU���6HQG�ê+RZ�0RQH\�
:RUNVë��PLQ�YLGHR�DQG�+RZ�0RQH\�:RUNV�VLWH�IRU�TXL]� 
“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
7KLQJV�\RX�PLJKW�VD\�WR�D�SURIHVVLRQDO��

“$UH�\RX�WDNLQJ�RQ�QHZ�FOLHQWV"��*UHDW��OHW
V�JHW�WRJHWKHU�DQG�
H[SORUH�ZD\V�ZH�PLJKW�UHIHU�EXVLQHVV�WR�RQH�DQRWKHU����

�,I�WKH�PRQH\�DQG�WLPLQJ�ZHUH�ULJKW��ZRXOG�\RX�FRQVLGHU�GRLQJ�
VRPHWKLQJ�GLIIHUHQW"�

,�GRQ
W�NQRZ�LI�\RX
UH�D�ILW�IRU�XV�RU�ZH
UH�D�ILW�IRU�\RX��EXW�,
G�ORYH�
WR�OHDUQ�PRUH�DERXW�RQH�DQRWKHU��

7KLQJV�\RX�PLJKW�VD\�WR�D�SURIHVVLRQDO�\RX�NQRZ�

�<RX
UH�LPSRUWDQW�WR�PH���,�ZDQW�\RX�WR�FKHFN�WKLV�YLGHR�RXW��,�
ORRN�IRUZDUG�WR�\RXU�IHHGEDFN��

�,�UHVSHFW�\RX�,�YDOXH�\RXU�RSLQLRQ���,�ZDQW�\RX�WR�VHH�KRZ�ZH
UH�
PDUNHWLQJ�RXUVHOYHV�QRZ��,
G�ORYH�\RXU�RSLQLRQ�IHHGEDFN��

�,I�\RX�FRXOG�KDYH�RZQHUVKLS��HYHQ�D�VPDOO�SHUFHQWDJH��LQ�WKH�
ODUJHVW�LQGXVWU\��ZRXOG�\RX�WDNH�LW"�



FOLLOW-UP CALL�RU�7H[W

24 HOURS LATER

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

,I�WKH\�HAVE seen the videos: “What impacted you 
most about what you saw?” �'LVFXVV� WKHLU�DQVZHU�
EULHIO\�

“Why don’t we�WRJHWKHU"�,
G�ORYH�WR�VKRZ�\RX�D�OLWWOH�ELW�
PRUH� DQG� VHH� LI� WKLV�PLJKW� EH� D� JRRG� ILW� LQ� VRPH�ZD\���
I KDYH� VRPH� WLPH� RQ� �SLFN� VRPH� GD\V��� What does 
your schedule look like this week?”

,I�WKH\�HAVE NOT seen videos: “I really want to know 
what you think. +HUH� LW� LV� LQ� FDVH� \RX� GLGQ
W� JHW� D�
FKDQFH�WR�VHH�LW?��7H[W�WKH�YLGHR�WR�WKHP�

LEAVING A VOICEMAIL

(Name), “I’m not sure if I told you, but I’YH�
SDUQWHUHG� ZLWK� D� financial literacy FRPSDQ\� WKDW
V�
teaching people how money UHDOO\� 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 
REMHFWLRQ�� WKHQ� FORVLQJ� \RXU�
UHVSRQVH�ZLWK� DQRWKHU� TXHVWLRQ��
The one who asks the most 
TXHVWLRQV�LV�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

�:KR�\RX
UH�UHSUHVHQWLQJ�, 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?”
2QFH�WKH\�DQVZHU��GHIHU�WR�REMHFWLRQ�WKH\�JLYH�\RX�
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?”
2QFH�WKH\�DQVZHU��GHIHU�WR�REMHFWLRQ�WKH\�JLYH�\RX�
or “Inspired Questions”

“I DON’T

HAVE THE TIME..ETC.”

ï “Are you where you thought you would be financially
at this point in your life?”
ï “Does your current career have the horsepower to
take you where you want to be?
ï “Is your retirement Fully Funded?”
ï “What are your plans to change your situation?”
ï “Do You See Yourself Retiring with ABC Company?”
ï “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? �,I�ç1Rè� Then, why 
would anyone have their investments in a vehicle with 
no brakes?’ �ZDLW�IRU�DQVZHU�å�ZLOO�XVXDOO\�EH�ê,�GRQèW�
NQRZë� 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?� �ZDLW� IRU� DQVZHU�� “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

ï %HFRPLQJ�JRDO�RULHQWHG�LV�D�KDELW�WKDW�PXVW�EH�
built.
ï (YHU\�WUDLQHH�LV�GLIIHUHQW��:H�PXVW�ZRUN�WR�ILQG�
ZKDW�\RX�EHOLHYH�LV�UHDOLVWLF��\HW�FKDOOHQJLQJ��*RDOV�
must be a little above \RX current skill set.
ï ,WèV� LPSRUWDQW� WR�KDYH� ORQJ�WHUP� ������\HDUV���
PLG�WHUP������\HDUV���DQG�VKRUW�WHUP����PRQWK�WR���
\HDU���DQG�GDLO\�JRDOV�
ï %HJLQ�ZLWK�WKH�HQG�LQ�PLQG��example; ������������
XQGHU�PDQDJHPHQW��DVVXPLQJ���������DYHUDJH�GDLO\�
EDODQFH�IRU�HDFK�FOLHQW��\RX�ZRXOG�QHHG�����FOLHQWV��
<RX�PLJKW�DFTXLUH�����FOLHQWV�LQ���\HDUV�E\�VLJQLQJ�
XS������SHU�PRQWK��2U����60'V�LQ���\HDUV�PLJKW�
UHTXLUH� ��� VHULRXV� FDQGLGDWHV�ZKR� VXFFHVVIXOO\�
FRPSOHWH�WKH�7UDLQLQJ�3URJUDP�����VHULRXV�SHRSOH�
PLJKW�UHTXLUH�UHFUXLWLQJ����SHRSOH�SURSHUO\�����
UHFUXLWV�PLJKW�UHTXLUH����DSSRLQWPHQWV�
ï (VWDEOLVK�V\VWHPV�IRU�FRQVLVWHQW�IHHGEDFN��(�J��WKH�
ZHHNO\�UHYLHZ��GDLO\�FDOOV��HPDLOV��



Tracking
Growth



WHERE PERFORMANCE
IS MEASURED,

PERFORMANCE
IMPROVES.



Tracking methods

ï /HDUQLQJ�KRZ�WR�EXLOG�D�VSUHDGVKHHW�LV�D�NH\�OLIH�VNLOO��<RXèOO�GHILQLWHO\�QHHG
LW�KHUH��%H�SDWLHQW�ZLWK�\RXUVHOI�
ï $�QRWHERRN�LV�KLJKO\�UHFRPPHQGHG�IRU�WR�GR�OLVWV��SURMHFWV��DQG�IROORZ�XS
DFWLYLW\�

Example



Training System

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

National Business
Presentation Webinar
Mondays �: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:




