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Vision without Action is merely a dream; Action without vision just passes time; Vision with action can change 

the world! 
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Purpose 
 

 

The purpose of this booklet is to act as a guide for helping you build and 
maintain winning sales teams.  It is a roadmap that will teach you the basics 
of becoming wealthy with Global Premier Benefits.  It is a proven method.  All 
you have to do is follow the “map” and it will lead you to greatness.  We have 
a turn-key system that has proven over and over 
again to help those who choose to follow it reach 
their dreams.   
 
This guide will not make you successful by itself.  
You and you alone must provide the necessary 
ingredients to create success.  You must have a 
positive attitude, you must be coachable and you 
must have a tremendous work ethic so 
you can “LEAD FROM THE FRONT” and have a 
high level of leadership skills.  When you put these 
ingredients together with a burning desire to 
succeed you will achieve greatness.  We 
have a noble purpose.  We are not only on a 
mission to help senior citizens who should not leave a burden to their families 
but we have an opportunity to help thousands of people reach their dreams. 
 
As you can see in the Power of 5 graphic in this section it is very possible for 
one to earn any level of income they desire.  The secret is RECRUITING 
QUALITY PEOPLE WEEKLY.  We will show you very simple methods to 
attract quality team players that can help you reach your personal goals.  
 
Here are some common excuses people give for before they never tried to 
start their own business: 
 

 I don’t have the money 
 I don’t have a college degree/university degree 
 I don’t have any knowledge of a special area 
 I don’t have any experience 
 I don’t know what kind of business I should go into 
 I can’t give up my steady income 
 I have too many years invested in my current job 
 I am scared 
 I don’t like selling things 
 I’m not outgoing and I have trouble talking to people. 
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There are four ways to earn income.  Below is the Cash Flow Quadrant.  By 
being an employee, someone who is self employed, a business owner or an 
investor. 
 
An employee is the classification most people would fall into.  When you’re an 
employee, you have a job and your income is based on your position---the 
level you are on the corporate pay scale. 
 
Most people think that being self-employed is the ticket out of corporate 
drudgery.  But self-employment brings with it a whole new set of problems!  
The biggest concern is what will happen if you need to take time off.  This 
usually creates a hardship for people because when they stop working, their 
income will stop too.  Being a doctor or a lawyer may sound prestigious, but if 
you don’t work, you don’t get paid. 
 

Cash Flow Quadrant 
 
 
 
 
 
 
 
 
 
 
 
 
 

The Cash Flow Quadrant, CASH FLOW Technologies, Inc. 
 
 

Being a business owner is quite different from being self-employed.  Instead 
of owning a job—like a doctor does—the business owner owns a system.  
Business owners have people working for them—so their income isn’t 
dependent solely on their own efforts.  Plus, business owners have the 
potential for unlimited income. 
 
Most people dream of moving into the final square of the Cash Flow 
Quadrant.  That’s because an investor is a person who puts their money to 
work for them.  Investors enjoy complete financial freedom. 
 
Clearly being a business owner—and someday an investor—has the most 
potential rewards.  That’s what makes the Global Premier Benefits Insurance 
Company so amazing.  Global Premier Benefits Insurance Company allows 
you to build and eventually own your own business and you can build a team, 
so that your business still generates income even if you can’t work.   

Employee 
Has a job, income based on 
position, not the person. 

Business 
Owns a system. Has 
others working for him/her. 

Self-Employed 
Owns a job: Dentist, doctor, 
lawyer, hair stylist, real 
estate agent. 

Investor 
Has money working for 
him/her.  Enjoys complete 
freedom and lives the 
dream. 
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During John Wooden's 40-year coaching career, his 
high school and college teams won over 80 percent of 
their games. As men's head coach at UCLA from 1948 
to 1975, his Bruin teams claimed 10 NCAA national 
championships during his final 12 years, including seven 
in a row, and at one time won 88 consecutive games. 
Wooden holds a place in the basketball hall of fame as 
both a player (he was a three-time All-American at 
Purdue) and a coach (Indiana State and UCLA). 
Moreover, Sports Illustrated named him Coach of the 
[20th] Century. 
 
He achieved personal victories before he led his team to victory. 
 
John Wooden's Mission Statement: 
 
·          Be true to yourself. 
  
·          Make each day your masterpiece. 
  
·          Help others. 
  
·          Drink deeply from good books. 
  
·          Make friendship a fine art. 
  
·          Build shelter against a rainy day. 
  
·          Pray for guidance and give thanks for your blessings everyday. 
 
 

"Motivating through fear may work in the short term to get people to do something, 
but over the long run I believe personal pride is a much greater motivator. It 

produces far better results that last for a much longer time." 
 

 
"The team with the most talent usually wins." 
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 “Team spirit means you are willing to sacrifice personal considerations for the 

welfare of all. That defines a team player."  
  
"A person must be interested in finding the best way, not in 
having their own way."  
  
"Teamwork is not a preference, it is a requirement."  
  
"Loyalty is a cohesive force that forges individuals into a team."  
  
"Make sure team members know they are working with you, not 
for you."  

  
 
1. It's not about you, it's about them. 
 
When you're going to communicate, always understand that you're not the star.  It's 
not about you.  It's about the people who you're trying to teach. 
 
2. Study your students. 
 
Great teachers know their material and their students.  To know your material and 
not your students runs the risk of having something to give but not knowing how to 
do so most effectively. 
 
3. Students take risks when teachers create a safe environment. 
 
It's important for you to create an environment where there's a sense of security for 
the people you want to develop.  When the environment is safe, material is absorbed 
very quickly. 
 
4. Great teachers exude passion as well as purpose. 
 
The difference between a good teacher and a great one isn't expertise. It comes 
down to passion - passion for the material and passion for teaching.  Plato 
considered passion one of the three main elements of persuasion. 
 
5.  Students learn when teachers show them how much they need to learn. 
 
Most students fail to see the gap between where they are and where they need to 
be.  Successful teachers help the students see what they need and that adds 
another incentive for learning. 
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6. Keep it clear and simple. 
 
The essence of teaching - and learning - is communication; and the first issue of 
communication is whether people understand the teacher. 
 
7. Practice vulnerability without sacrificing credibility. 
 
To some people, being a teacher or a leader means appearing as though you have 
all the answers.  Any sign of vulnerability or ignorance is seen as a sign of 
weakness.  A better way is to be honest about what you know and what you don't 
know. 
 
8. Teach from the heart. 
 
The best teaching isn't formulaic, but personal.  The things you can share from your 
own heart will mean so much more to people than anything out of an ordinary 
textbook. 
 
9. Repeat the process. 
 
If you want your employees to remember the new mission statement or the 
marketing strategy, give it to them more than once, and in a variety of ways.  
Repetition engrains the lessons in their minds. 
 
10. Good teachers ask good questions. 
 
Effective teachers understand that learning is about exploring the unknown.  That 
begins with questions.  Not questions that are simply lectures in disguise but 
questions that actually seek thoughtful answers. 
 
11.  Stop passing out information and start teaching people how to think. 
 
The key to real learning is to help people become active in the process of think and 
coming to conclusions, not simply transferring answers.  Effective teachers help 
people come to the answers themselves. 
 
12. Stop talking; start listening. 
 
Effective learning is a two-way street.  It's a dialogue, not a monologue.  The give 
and take is where a lot of learning takes place. 
 
13. Let your students teach each other. 
 
Great teachers understand that their students have the ability to communicate and 
teach each other, sometimes more effectively than they can.  Students relate to 
students much better than students do to teachers. 
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14. Avoid using the same approach for everyone. 
 
Good teachers know that every student can learn, but every student learns 
differently.  Some are visual, some grasp the abstract, and some learn best by 
reading.  Engage people in as many ways as you can. 
 
15. Never stop teaching. 
 
Effective teaching is about the quality of the relationship between the teacher and 
the student, and it doesn't end when class is over. It is an ongoing process. 

 
The goal of a great teacher is to impact his or her 
people by learning how to communicate effectively.  
Work on this skill diligently, and when you begin to 
master it, you will be mastering one of the strongest 
tools of leadership. 
 
It seems to most leaders that if the people we lead can 

learn to eliminate the problem of fear then almost anything is possible.   
 
Now, granted, not all aspects of military training apply to athletics, but many 
elements of basic training provide valuable insights to the toughening process for 
athletes. Becoming a courageous fighter, and a fearless soldier in battle, is not only 
the key to battlefield success, but to success in competitive athletics as well. 
 
I encourage athletes to practice strong discipline traits both on and off 
the field. Be on time for practice. Listen to your coaches. Do what is 
asked of you especially when it is uncomfortable. No matter 
what your coaches throw at you, be positive. Get to bed on time, 
keeping good sleeping habits. Push yourself to your physical and 
mental limits, then operate decisively and confidently while in 
that exhaustion zone. Practice good acting skills 
showing you are always ready and excited for the 
battle even when you might be feeling poorly that day. 
 
During the tough times, practice looking like a soldier, 
never whining, never complaining, never negative, 
no matter how bad it gets. Fight your best to the 
bitter end. As long as there is a second on the 
clock, give it all you have and you will be the fearless 
warrior that will take you to the next level. 

Exceptional leadership is being very careful how we talk 
about others in our agency.    
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John Wooden, former basketball coach at UCLA, was the antithesis of many of 
today's coaches. He seldom left his seat on the Bruins bench during a UCLA game. 
"I tried to teach players that if they lose their temper or get out of control, they will get 
beat," he says. "Modeling was better than words. I liked the rule that we used to 
have that a coach couldn't leave the bench. I'm sorry they did away with that." 

Wooden set records that may never be broken in college basketball. From 1948 to 
1975, he had a win-loss record of 885-203—a phenomenal career winning 
percentage of .813. He had an 88-game winning streak at UCLA. Players such as 
Kareem Abdul-Jabbar, Bill Walton, and Walt Hazzard played under him. 

Pressed in an interview to be critical of former Indiana University coach Bobby 
Knight, Wooden would only say, "I think Bob Knight is an outstanding teacher of the 
game of basketball, but I don't approve of his methods. But I'm not a judge, and I'm 
not judging Bob Knight. There is so much bad in the best of us and so much good in 
the worst of us, it hardly behooves me to talk about the rest of us." 

Rubel Shelly, Nashville, Tennessee; source: Abilene Reporter-News (5-18-00) 
 

As you can see leadership in sports is the same this as leadership in 
business.  Your credibility and believability as a leader depends not on what 

you do, but why you do it. Exceptional leaders, who instill the desire to 
be “followed,” are those who create solid relationships that are founded 

in trust and respect. Develop the mindset of an exceptional leader with a 
new way of thinking while eliminating self-deceiving patterns that 
undermine performance. 
 

Truly effective leaders have a way of building a culture on their team 
that their “players” cannot even imagine going to another team.  Legendary coach 
John Wooden says, "Success is peace of mind that is the direct result of self-
satisfaction in knowing you did your best to become the best that you are capable of 
becoming."  Coach Wooden NEVER was intimidated by the score.  He simply 
wanted his players to do their very best.  Strategically when this occurred they won 
many more games than they lost. 
 
Jack Welch, former CEO of General Electric sums up successful leadership in six 
ways.  This is from a gentleman that is world known in his successful leadership and 
ability to create unbelievable profits for the companies he represented.  
 
They are: 
 

1. Control your destiny or someone else will. 
2. Face reality as it is, not as it was or as you wish it was. 
3. Be candid with everyone. 
4. Don’t manage, lead. 
5. Change before you have to. 
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6. If you don’t have competitive advantage, don’t compete. 
 
 “Recently a friend referred to a person as a “mundane man”.  The phrase intrigued 
me and set me thinking.  The mundane man, as I view it, is the man who believes 
only what he sees, only what is immediate, only what he can put his hands on.  He 
may be a truck driver, a banker, a college president, a clerk or a junk dealer- his 
occupation doesn’t matter.  The mundane man lacks depth.  He lacks vision.  The 
poorest of all men is not the one without a nickel to his name.  He is a fellow without 
a dream. 
 
The mundane man resembles a great ship made for a mighty ocean but trying to 
navigate in a millpond.  He has no far port to reach, no lifting horizon, no precious 
cargo to carry.  His hours are absorbed in routine and petty tyrannies.  Small wonder 
if he gets dissatisfied, quarrelsome and “fed up.” 
 
“One of life’s great tragedies is a person with a 10x12 capacity in a 2x4 soul.”  
Dr. Kenneth Hildebrand 
 
Global Premier Benefits offers each of us to live our dream.  There are, however, 
steps in how your dream can develop. 
 
#1  I thought it (Birth of my Dream) 
#2  I caught it (Feeling for my dream) 
#3  I bought it (Decision for my dream) 
#4  A Few Shot It (Fragileness of my dream) 
#5  I sought it (Hunger for my dream) 
#6  I Got it (Reward of my dream) 
#7  Others Fought It (Price of my dream) 
#8  I taught it (Sharing of my dream) 
#9  Some people bought it (Ownership of my dream) 
 
As you can see heart separates the Good from the Great!! 
 
The Ultimate dream is largely based on what you do today.  Ask yourself daily: 
 

- How did I grow today? 
- If my people copy the behavior I exhibited today, 

would they be successful? 
- Do I feel worthy of success based on what I 

accomplished today? 
- If I continue to behave like I did today, will I 

accomplish my goals and ensure my eventual success? 
 
This leads into our next section of leadership.  The Secrets of Building a HUGE 
Hierarchy.   
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The infrastructure of your agency will be determined how well and how solidly you 
create a hierarchy that is solid.  Remember, the wrong people will erode the solid 
foundation and framework that you have worked so hard to build.   

 
One of the most amazing realities about Global Premier Benefits 
is that the opportunity is available for all who want to work for it.  
There’s no big capital investment to make and you’re NEVER 
alone.  It’s simply the franchise model with out the franchise 
fees.   McDonald’s, Subway, Marriott Hotels, Burger King 
became huge due to duplication.  They all have a LARGE 
network of outlets. 
 
It is one thing to successfully open an outlet, but to make each 

outlet a success takes something special.  It takes the “power of duplication”.   You 
must have a blueprint that is easy for others to follow.  The Holland Group has such 
a blueprint.  The “Franchise Model” that the Holland Insurance Group has developed 
has proven to be effective year after year.  It is an interdependent model which 
provides maximum progression for every teammate who wished to excel. 
 
One of the most important principles in building is realizing that you don’t have to 
find a lot of superstars to build your agency.  Lot’s of people doing a little is far better 
than a few people doing allot.    
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The first step to developing a huge Hierarchy is for you to develop a level of 
consistency in your own personal production.  This is the key as your followers need 
to follow a leader that is able to produce.   
 
Next, you need to recruit, hire and train “legs”.  That is, a person or group of people 
that you have personally recruited and trained.  You should always strive to have at 
least ten direct “legs”.  Look for people who WANT the opportunity and not those 
who NEED it.  In an average month 20% of the people in your team will make up 
80% of the team’s sales.  Once you find out those in the top 20% pour your heart 
and soul into them.   
 
 

 
 
 
 
The next step in building a HUGE hierarchy is to begin to build deep.  That is, help 
your agents build hierarchies of their own.  This will have a tremendous effect on 
your income.  Remember building “WIDE” gives you profitability but building “DEEP” 
gives you security.  Your primary objective should be to build wide then build deep.   
 

 
 
 
 

The other plus to building deep is that it provides income security.  When you are 
deep, you should have “Layers of Leaders”.   

You 

Your 
agt 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

Your 
agt 

 

You 
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These people are motivated like yourself, who you have trained to build a HUGE 
hierarchy.  Even if you are unable to sell on a daily basis, depth means you can still 
receive a good income because your earnings come from a large group of people.   
 
A new person really is not anchored into the business until he or she recruits 
other people.  To be immensely successful your people have to be perpetual 
producers.  When a chicken lays an egg, it sits on the egg to keep it warm until it 
hatches.  Meanwhile, it starts trying to lay another egg.  It continually produces.  You 
have to keep recruiting and training people.  On a deeper level, you must work with 
people who both deserve and need your help at any level of your hierarchy not just 
those who directly report to you.   
 
While looking for people to join your team become a student of human nature.  In 
recruiting you have to understand people.  Consider these 10 points of human 
nature: 
 

1. They’re quick to jump to conclusions 
2. They’re skeptical. 
3. They procrastinate – “The Spirit is willing but the flesh is weak.” 
4. They dream of success and wealth. 
5. They’re curious. 
6. They don’t think they can sell. 
7. They don’t like salespeople. 
8. They would like to be their own boss. 
9. They would like to have a business of their own, BUT... 
10.  They all doubt that they could ever succeed. 

 
 

The truth is, leaders develop daily, not in a day. Instead of clinging to 
yesterday, putting things off to tomorrow, and placing today’s notes on the 
shelf never to be seen again, we need to overestimate the event and 
underestimate the process. A short answer to leadership is to “act as if 
everything you do becomes universal law.” 
 
You do not become an awesome leader overnight.  Leaders read and listen to 
books DAILY.  Some of the authors that have proven invaluable to many of us 
in leadership are: 
 
John C. Maxwell 
Napoleon Hill 
Anthony (Tony) Robbins 
Noel Tichy 
Ken Blanchard 
Brian Tracy 
Og Mandino 
Robert Schuller 

Jeffrey J. Fox 
Laurie Beth Jones 
Jim Rohn 
Pat Summit 
Denis Waitley 
Art Williams



D-W-Y-P-T-D = Do What You Promise To Do. 
 

1. Timing is critical. If you pick your fruit too soon, you get a stomach ache. If you pick it 
too late, you have garbage. Know what part of a cycle you are in and act accordingly.  
“Make hay while the sun shines – that’s smart; Go fishing during the harvest –that’s 
stupid” Proverbs 10:7 (The Message) 
 
 2. You never know where the seed will fall.  Exhibit your leadership qualities at all 
times. Those who can be groomed will notice and emulate. Those who can't will reveal 
their true nature to you sooner this way.  
 
 3. Snails in May, gophers in June, and drought in July ... if it's not one thing, it's 
another.  There will always be challenges. It is what you do about them that matters. 
 
 4. Some plants make it, some don't.  If someone fails to prosper under your leadership, 
don't take it personally. Be like the sun and shine equally on all. Some make it. Some 
don't.  
 
5. "Amended soil" still smells like steer manure. Don't get bogged down in euphemisms 
or politically correct thinking. Give directions clearly. Stick to the point. Know when to 
shut up and listen. 
 
 6. “It's not called a nursery for nothing”.  Everything is delicate at the beginning. With 
new staff, new projects and new acquisitions… take care! 
 
 7. Every garden has a snake or two in it.  Every business has a snake or two in it.  
 
 8. A vine is really a glorified weed.  Some of the most surprising things take off! Be 
open to everything and everybody.   
 
9. Tall plants in the back; short plants in the front. Use your resources wisely. Know 
your people. Don't ask from someone something they can't give.  
 
 10. Plants need sunshine and rain.  Don't sweat the small cycles. Keep your eye on the 
goal!  
 
There are also some potential “pitfalls” to people in leadership positions.  We have 
come up with a list of “DO’s and DON’T’s” to help you build your team properly. 
 
DO’s 

 Deal with any home office issues with the Home Office personnel 
involved.   

 Always lead from the front (Agents will do 80% of what’s 
right and 120% of what’s wrong) 

 Dress for success 

 Always be listening to self-improvement tapes 
 
 
 

14 
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 Be the first one at the office every report day (8:00am) 

 ALWAYS ALWAYS ALWAYS BE POSITIVE. 

 Contact your people daily to encourage them 

 Create expectations (Set goals with them) 

 Reward your agents for good performance. 

 Go after proven competence 

 Never stop coaching 

 Surround yourself with great people 
 

DO NOT’s 
 

 Loan your people money 

 Pay licensing fees for new hires 

 Allow anyone who is negative to stay on your team (terminate immediately) 

 “Vent” about anything personal or business to your people (Always Gripe up) 

 Lie to your agents 

 Love all over them before they do something 

 Treat like an employee (NO BOSSES) 

 LET YOUR AGENTS SHARE PHONE NUMBERS AND SEEK ADVICE FROM 
OTHER TEAM MEMBERS IN OR OUTSIDE YOUR GROUP (Misery Loves 
Company) 

 Make “off color” comments 

 Use sexual harassment in any form 
 

 
The Laws of Leadership are: 
 
1) Maintain absolute integrity 
2) Know your stuff  
3) Declare your expectation  
4) Show uncommon commitment 
5) Expect positive results  
6) Take care of people 
7) Communicate  
8) Get out in front. 

 
 

Great Leaders S.E.R.V.E. 
(By Ken Blanchard) 

 
 

 See the Future 

 Engage and Develop Others 

 Reinvent Continuously 

 Value Results and Relationships 

 Embody the Values 
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Why?  Gives unlimited opportunity in terms of income plus gives you a 
secure income if you cannot work. 

The key is to do it as a TEAM  

Leadership 
Team 

+ YOU 

5 

25 

125 

To get you RIGHT 
(30-90 Days) 

(Steady 
$3,000=$105,00
0 @ 70% Annual 
Personal Income 
from Direct 
Sales) 

Together help you  
recruit and train 

LEVEL 1 

Together help them  
recruit and train 

Together get them 
RIGHT 

(30-90 Days) 

(Annual 
Overwrite 
income 
$50,000) 

LEVEL 2 

Together help them  
recruit and train 

LEVEL 3 

Together get them 
RIGHT 

(30-90 Days) 
 

(Annual 
Overwrite 
income 
$250,000) 

Together get them 
RIGHT 

(30-90 Days) 

(Annual 
Overwrite 
income 
$1,250,000) 

Totals Personal- $105,000 Annually 

Overwrites—$1.55 Million Annually 
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Recruiting Avenues 
 
 

It is important to note that we must always be recruiting.  NEVER stop 
recruiting…you stop you’re DEAD.   If you look at any successful team the 
leadership is always, ALWAYS looking for new talent that will propel them to the 

top.  They purposely go looking for the BEST and 
share with them the benefits of becoming a part of a 
dynamic organization.  

 
There are people all around us who desperately 
want to feel included in something special.   

 
Before you begin looking into the Recruiting Sources you have to decide how 
many people you need to join your team EACH MONTH.  Keep in mind that only 
20% of the people you hire will become average and only about 5% will really 
reach the top.  
It is the law of large numbers.  To be successful in recruiting you MUST 
THINK AND ACT OUTSIDE THE BOX. 
 
           
 
 
 
 
 
 

 
 

Duplication is the key to building massive income!! 
 
 
 
 
 

 

Applicant Pool 
Candidate Pool 
Interview Pool 

The New Agent 
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There are several recruiting sources that professionals use on a daily basis.  They are: 
 

 Agent Referrals (The Best Source of Quality Recruits) 
Ask agents who they know who: 
o Travels and is tired? 
o Who works for in-laws and is unhappy? 
o Who has talent but it fed up with the boss? 
o Who is occupationally frustrated? 
o Who is super sharp, but works for a salary? 
o Who was good enough to sell you something? 
o Who wants to go into business for themselves? 
o Who is just getting out of school? 
o Who would you like to be on your team? 

 Personal Observation/Centers of Influence 
o Car dealer 
o Hair Stylist/Barber 
o Dry Cleaner personnel 
o Baker        
o Babysitter 
o Grocery Store Clerk 
o Bank Teller 
o Retailer 
o Clergy 
o People who are always busy 
o Viewed as a leader in the community 
o Restaurant or hotel experience 
o Began work at a very young age 
o People who are competitive 
o People who worked through high school or college 
o Has held down more than one job at the same time 
o Has been competitive in sports 
o Very excitable personality 
o Military personnel 
o People with coaching experience 
o People who want to be their own boss 
o People who have been laid off more than once 
 

 Theatre Advertising 
o www.regalcinemas.com/entertainment/theatre_ad.html 
 
 

 Newspaper Ads 
o Small Community/County Newspapers 
o Run them every two weeks to maintain a flow of candidates. 
o Keep track of how many calls you get from each ad/newspaper.  This 

will help you target future ads in other newspapers. 
o Call them back immediately.  The longer you wait the “cooler” the 

candidate seems to become and the higher no-show to interview ratio. 
 

http://www.regalcinemas.com/entertainment/theatre_ad.html
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 Colleges 
o Contact Job Placement Office 
o Job Bulletin Boards 
o College Alumni Bulletin Boards 
o Job Fairs 

 Referrals from Policyholders 
o Ask them if they know of five people who are in a job that cannot see 

themselves doing for the rest of their life. 

 Internet 
o www.hotjobs.com 
o www.collegegrad.com 
o www.headhunter.net 
o www.monster.com 
o www.employment911.com 
o www.bestdiversityemployers.com 
o www.careerbuilder.com 
o www.salesjobs.com 
o www.careerpath.com 
o www.campuscareercenter.com/employer/instant_post.asp 
o www.jobvillage.com/signupem.html 
o www.zillionresumes.com 
o www.black-collegian.com/employerx/ 
o www.saludos.com/employers/employers1.html 

 Radio Advertising 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.hotjobs.com/
http://www.collegegrad.com/
http://www.headhunter.net/
http://www.monster.com/
http://www.employment911.com/
http://www.bestdiversityemployers.com/
http://www.careerbuilder.com/
http://www.salesjobs.com/
http://www.careerpath.com/
http://www.campuscareercenter.com/employer/instant_post.asp
http://www.jobvillage.com/signupem.html
http://www.zillionresumes.com/
http://www.black-collegian.com/employerx/
http://www.saludos.com/employers/employers1.html
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Sample Classified Ads 
 
 
 

SALES/LOCAL 

$600 to $2000 per wk 
Leads and Benefits provided. 

4-day work week. 
Call ____________ at _______. 

 
 

INSURANCE SALES 

$1,000 to $1,500 Wk. 
Pre-Qualified Leads, Benefits 

Call ____________ at ____________. 
 
 

INSURANCE SALES 

$40K to $150K Yearly 
Daily Pay, Benefits 

Trips, Bonuses 
Call __________ at ___________. 

 
 

Are you tired of? 

Not being promoted? 
Overworked and Underpaid? 

Not sharing in your employer’s profits? 
Being afraid of a layoff? 

Call ________ at __________. 
 
 

 
Sales 

A $3,000 Signing Bonus! 

$65K-$150K Yearly. 
Pre-Qualified Leads, Benefits, Retirement and 

Management opps. 
Call ________ at ________. 

 
 
 

SALES 

LEADS LEADS LEADS 
$59,150 annually 

Fastest Growing Insurance 

Company in America. 
Daytime Activity Selling to Senior Citizens. NO COLD 
CALLING OR PROSPECTING.  Medical, Retirement, 

Trips and Bonuses.  Management Opportunities.  
Positive Attitude and Work Ethic a Must! 

Call ________ at ___________. 
 

 
 

HELPING SENIOR CITIZENS 

Earn $1000 per week and more.  No cold calling. 
Interested?  Don’t miss out! 

Call ______ at ______. 
 

Insurance Sales 

America’s leading final expense agency is seeking 
a few qualified agents for the 

Balt/DC market.  Generous Commissions, 
Company paid benefits, Bonuses and leads 
Weekly.  Stop prospecting and start selling. 
For confidential interview call _________ at 

___________. 
 

 
 

Insurance 

Assistant Manager needed for rapidly growing 
agency.  Leads provided and great benefit 

package.  Must be highly motivated self-starter.  
L&H lic. Required.  For confidential 
interview call _____________ at 

_______________. 
 

Insurance Sales 

Leads.  Earn $1,000 to $1,500 commission 
per week. Daytime Appointments. No cold 

Calling.  Management Opportunity.  For 
Confidential interview call___________ 

At ______________. 
 
 

Life Insurance Sales 

Established and successful agency hiring 
Full time agents. Leads !!  Daily pay, bonuses, 
Benefits. NO CHARGEBACKS. High income 
potential.  Call __________ at ___________. 

 
 

 
Insurance Sales 

Career Opportunity in Senior Market. 
Daytime appointments with LEADS.  Company 
Paid benefits plus vested renewals.  First Year 

Commissions to $75K.  For confidential interview 
Call ___________ at ____________. 

 
 

$ TOP PAY $ 
SALES 

NO PROSPECTING 

If you want the opportunity to earn $1,000-$1,500 

Weekly selling w/bonus & benefits call _________ 
at _______________



Getting the Recruit to the Interview 
10-15 Minutes 

 
Unless you can develop in the recruit an insatiable hunger to see or 
experience the opportunity at Global Premier Benefits they will not take the 
time to meet with you at the office. 
 
We have developed a script when people call in from one of your classified 
employment ads that has proven very effective in having people show up for 
the initial interview. 
 
It reads, 
Hello this is (your name), "May I help you?" 
"May I have your name please?"         (Get the control). 
"How do you spell your last name?" 
"What was it about our ad that caused you to call us?" 
"Do you own your own car?"  
 
"What kind of work do you do now?" or "have done?" "How long?" 
"Why are you looking to leave?" or "have left?" 
"Do you have any sales experience?" "Please elaborate?" 
 
"Let me ask you, (first name) in any of your past situations did you have an 
opportunity to achieve any special recognition like awards, promotions or 
bonus?" 
"Any opportunities to work in a leadership role where you were responsible for 
other people?" 
 
"Well, (first name), you sound like our kind of person but I really can't tell if 
you are right for our company or not. Let me tell you a little bit about us, 
okay? 
 
"The name of our organization is Global Premier Benefits. We are a National 
Company specializing in a niche market working with lower income to middle 
income senior citizens. Providing affordable insurance benefits for over a 
decade. There is no cold calling involved.  
 
Our seniors contact us via our TV commercial, through direct mail, or internet 
requesting help with their benefits. Does this make sense? 
 
We provided 20-50 pre-qualified opportunities a week to help seniors in need 
and we can help even those with Alzheimer's, cancer, and heart conditions. 
This is helping a necessity vs. selling a luxury. It's mostly daytime activity, 
seeing 6-8 seniors daily giving a 30-45 minute presentation in their homes or 
over the phone. Make sense?  
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And we help an average of 70% of those we work with! That's pretty good 
wouldn't you agree? This is a trust sale. (First name) if the seniors trust and 
like you they will enroll. If they don't they won't. Does that make sense? 
 
“How does that sound?" We give you the opportunity to earn $1,500 to $2,000 
a week plus additional commissions and bonuses.  
 
What we are looking for in the right candidate is an individual that has a Great 
Attitude. Because attitude is everything in sales. Agreed? Great work ethic 
and someone that enjoys helping seniors in need. Do you feel that you fit 
what we are looking for? Why? 
 
Well (first name), it's difficult to go much further on the phone and there some 
things that I think we should sit down and talk about face to face. I would like 
to schedule you for an interview. I can see you (day) at 10:00 a.m. 
 
Let me give you our address and directions to our office. Now (first name) this 
is a professional interview. Please dress appropriately, bring your resume and 
proof of past accomplishments, if possible. My name is (your name) and you 
will be meeting with me on (day) at 10:00 a.m. 
Our email is www.recruiting@globalpremierbenefits.com;                                
Website: GlobalPremierBenefits.com and Telephone: 877-864-9317. 
 

 
 I am looking forward to meeting you then. Have a great day! 
 

Phone Script for Calling Resumes 
 

Hello, may I speak to Mr./Mrs./Ms. __________?  How are you today? Great!  
This is _________. 
 
I received a copy of your resume from (web site) and our Vice President and 
myself are very impressed with your background and some of your 
accomplishments.  Do you have a few minutes to talk?  Great! (Talk briefly 
about what’s on their resume and ask them all the questions, listen and take 
notes). 
 
Well, (first name), you sound like our kind of person but I really can’t tell if you 
are right for our company or not.  Let me tell you a little about us, okay? 

 
(GO TO “COMPANY” SECTION OF GETTING THE  

RECRUIT TO THE INTERVIEW) 
 
 
 
 
 

http://www.recruiting@globalpremierbenefits.com/
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Special Note:  
 
1. Stay in control. You ask?’s and they answer. Remember, they are looking 
for a job. 
2. They talk, you listen and take notes. If they drill you on more?’s, just say "I 
will cover that in a moment" and go back to asking your interview ?'s. 
3. If they ask "Is this commission?" respond by saying "Are you afraid of 
commissions”?  Have you ever heard of a Draw? 
4. Any other questions about the position, the standard response is "We cover 
that as a part of our interview and ask a?” 
 
 
 
5. Don't waste your time with charity cases, negative people, poor  
communicators, uncooperative people, life insurance brokers or multilined life 
agents (same as brokers). 
 

 
Face to Face Interview 

 
You should notice: 

 How the candidate is dressed? 

 Are they presentable?   

 Do they look professional?   

 Are they well spoken, do they smile and are they “happy-go-lucky”?   

 Do they mumble when speaking? 

 Are they wearing jewelry that is distracting?   

 Reasons that you should NOT hire them 
 

Steps for Global Premier Benefits Orientation (45 minutes) 
 

 Data Sheet (Make sure they include their work history) 

 Questionnaire (Look for obvious signs of mediocrity or excellence) 

 Collect copy of driver’s license 

 Collect Resumes 

 Explain 3-Step Recruiting Process (Orientation, one-on-one interview, 
interview with spouse) 

 Briefly tell your Story with PASSION. 

 Build your case about the Senior market, ask: Do you think there is going to 
be more seniors in 20 yrs or less? Is corporate America doing more or less for 
their employees when they retire? We’re here to correct and injustice.  No 
longer do people have to keep their thumb on you.) 
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 Sell the company, Vision and Values of the company. 

 Opportunity in more detail (WIIFM=Sizzle).  Benefits, 
Renewals, Trips, Helping people in need. 

 Close - Who we’re looking for (we want people who are 
accountable and have a strong work ethic), the next step, 
take away. 

 
When the candidate first arrives at the office the Administrative 
Assistant normally offers them something to drink.  This 
shows the recruit that we are truly professional.   
During the initial interview it is so very temping to SELL 
SELL SELL the DREAM.  Resist this temptation.  This 
can be overwhelming to a candidate until you give them 
the time to sell you.  That is, listening is the most 
important role in the first interview.  Let them talk 80% of 
the time.  Ask open ended questions.  You should have a 
“hard to get” attitude when making the position available to the recruit.  After 
all, you want to hire only the best for YOUR TEAM. 
 
You’re trying to find out about their PAST performance.  What have they DONE?  
This is a clear way to see what they MAY do for you in the future.  The past is 
always the best predictor for the future.   
 
Practice the same techniques that you would use in a home.  Mirror and model, ask 
lots of questions, listen more than you speak.  Cause the candidate to “crave” 
working on your team.  Remember, listen to HOW they are speaking and acting.  
Imagine them walking up to a house with one of our leads.  Do you think they would 
get into the house and make the sale?  If not, send them on their way ASAP. 
 
Put them through the hoops.  If the recruit is quality he or she will jump through all of 
them.  This is the kind of person you want on your team. 
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Choosing the Right Candidate 

 
It is so temping to have the “halo effect” with the recruit.  It seems that when you 
have one or two people you are considering you tend to ignore the qualities that 
would normally prohibit them from being selected as a teammate.  It is critical that 
you have enough people coming in for interviews every week that 
you have many people to choose.  This enables you to pick the 
best of the best.   

 
NEVER EVER HIRE BROKERS OR MUTI-LINE AGENTS.  
Does the candidate smile allot during the interview?  If so, they’ll probably smile allot 
in a senior citizen’s house.  Do they have a proven, documented record of success?  
It is pretty hard to see what the person is like unless you take them for a “ride along”.  
Spend a long tiring day in the field to see if they have what it takes to have the honor 
of joining your team.  You have to make them deserve your love, dedication and 
commitment to their success. 
 
Schedule a meeting with the spouse (or significant other) and share the dream and 

share the good, bad and the ugly.  This is essential.  
You have to get the spouse on your team emotionally.  
The spouse should be the “silent partner” on your 
team.  The spouse will be the one who helps the 
candidate stay out there later, book that last 
appointment, and knock on that last door before going 
home.  They can make or break the new agent.  When 

recruiting the candidate you’re also recruiting the spouse.  Make a wise choice.  If 
the spouse is negative the candidate probably does not have a chance.  Finally, ask 
yourself, “would I have this candidate over to have dinner with my family?”  
This summarizes the kind of people you want on your team.  Those that you would 
have no problem mingling with your loved ones.  Your teammates are your extended 
family. 

 
 

Qualities of the Best in the Final Expense Business 
 

(Try to attract people with at least 5 pointers and have at least 80% of your agency 
with those traits) 
1) Between the ages of 27-40 years old (There are some exceptions) 
2) Owns a home (shows responsibility and stability) 
3) Positive Mental Attitude (great personality and likable) 
4) Faith Oriented 
5) Does not need instant cash 
6) Previous successful track record in sales 
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Licensing and Contracting 

 
Once you have made the decision to hire an individual you should have them pass their 
State Insurance Exam ASAP.   
 
When it is time for the recruit to prepare for their permanent exam they must enroll in a pre-
licensing class.  This prepares them to pass their permanent exam.   
 
Once they have passed their exam the new hire needs to go to  
http://www.licenseregistry.com/html/nrlWelcome.html to apply for their resident state 
insurance license.   
  

Review the contract and all associated addendums before it is sent to the Home 
Office.  It should take a couple of days to get a writing number for your new hire so 
getting their license as soon as possible is critical so they can begin writing business 
soon after boot camp.   
 
To register for a NON-RESIDENT PRODUCER LICENSE in surrounding states 
simply go to the following link and you can register for multiple states at the same 
time. 
 
http://www.licenseregistry.com/html/nrlWelcome.html 
 

Pre-Training/Homework 
 

The Pre-Training assignment is a critical factor as they begin their career with Global 
Premier Benefits.   
 
It is imperative that they become very comfortable with the Agent’s Manual and the 
training Guide that is used in boot camp.  It would be strongly suggested that you 
review one of the application homework assignments with the recruit before they 
leave the office. 
 
The Pre-Training assignments are extremely important as they pave the way for the 
instructor to be able to teach the essential roles of an agent versus being bogged 
down with minor details that should have been discovered by the new hire in the 
agent’s manual. 
As the first day approaches for boot camp call your new hire daily and review what 
they have learned.  If they cannot tell you specifics about the Agent Manual or the 
Training Guide then they are not serious about the opportunity.  It may be best to “let 
them go” NOW before you invest your time in someone who really is not serious.  
You are the coach!! 

Field Training 
 

This is where the “rubber meets the road”.  After a recruit is out of boot camp they 
are the most likely to fail.  It is essential that the coach “hold their hand” for the first 
few weeks.  The coach should “MAKE SURE” the recruit has scheduled enough 

http://www.licenseregistry.com/html/nrlWelcome.html
http://www.licenseregistry.com/html/nrlWelcome.html
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appointments to guarantee their success.  Many successful coaches have their new 
recruits schedule appointments for them and “cross-pitch” while in the field.   
This ensures that both, the new agent and the coach, are more likely to write new 
business.  While in the field you should use the following model to ensure success: 
 
Monday – Coach does all the presentations 
Tuesday – Coach does all the presentations 
Wednesday – Cross-Pitch 
Thursday – New Hire does Presentations, coach observes (nods affirmatively during 
the presentation and smiles) 
 
Another skill that successful coaches use is “curbside coaching”.  They simply 
review the following with the new recruit after each appointment.  It’s called the:  
 

Situational (7-Step) Coaching Model (Curb-side Coaching) 
 

o Acknowledge something the person did well 
o Ask and gain agreement on desired outcome of the 

event 
o Reach agreement on things to do to achieve 

outcome 
o Ask what went well and why; fill in what was missed  

o Ask what the person would change and why; fill in what was missed 
o Give overall appraisal of the person’s behavior during the event 
o Reach agreement on what will change 

 
If this is done consistently the new recruit will be able to critique each appointment 
on their own and overcome any challenges. 
 
** There will be a limit of 100 follow-up leads for new reps.  No follow up leads will be 
available to existing agents.**  
 

10 Keys to Quality Field Development 
 
 

 Show the activity needed to do the 
job.  Schedule 10-12 appointments 
plus floaters (plan A) and DK, HK, 
NSCB, Call and Go (Plan B) and why? 

 Work the Activity Plan with the agents.  Don’t just show and tell but DO. 

 Agents must see at least 20 presentations (ink on the apps) with coach or 
seasoned professional before they are on their own. 

 Cross pitch with the agent.  He does one and you do one.  Ask the agent 
what they learned after each appointment (7 –Step Coaching Model)  

 Take notes to improve and GOOD FIND.  Building their confidence is 
KEY.  

 You must see the agent’s first 2 sales before they are on their own.  They 
must make money with you watching. 
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 Work an extra hour earlier and an hour later that you normally do.  Put in 
10-12 hour days with the agent.  Good agents will only do 80% of what 
you do.  Lazy agents will do only about 60% of you. 

 Attitude must be at the highest level especially during the challenging 
moments in the field.  Let them see that the negatives do not bother you at 
all.  It is all part of the game. 

 Before you begin each day give the “Good day-learn a lot” speech. 

 Make it extremely fun.  Laugh allot.  Use comedy tapes.  Field training 
needs to be enjoyable. 

 
Call Center Training 

 
Just like field training, Call Center Training needs to be done together coach and 
new hire as a TEAM. The best schedule you should use to maximize the call center 
training experience is: 
 
Monday  Coach does all the presentations the new hire listens in on the 
   call on two-way head sets and takes notes 
 
Tuesday  Cross pitch together recording the new hire’s entire call to  
   review together after the presentation session (same as the  
   curbside coaching) the goal is to get them to close their 1st sale 
 
Wednesday  Same 
 
Thursday  New hire does all calls and coach observes recording ever 
   Call to critique and review at break sessions 
 
Friday  Same 
 
They key to effective call center training is that you must work with the new hire as 
you would in the field 8 to 10 hours a day. You must have them listen in on your calls 
and you theirs. Recording every call of the new hire is a MUST. It is the most 
powerful tool to use in training agents right from the start. 

 
 

Retention 
 

Recruiting and retention. As sometimes happens in life-the first receives most of the 
attention, while the second is taken for granted. Few could argue that an agent’s 
retention plays a huge factor on a company’s profitability.  Peter Drucker once said, 
“What gets measured, gets managed, gets done”.  Tracking an agent’s activity 
every day via a nightly phone call is a vital tool to make sure this agent 
succeeds.  It enables you to see immediately what areas they need guidance and it 

also shows you if there are any problems with their attitude.  Peter 
Drucker also said, “People will rise to our level of expectations and 
fall to whatever level we tolerate”. 
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The Whale Done! Approach can have a dramatic impact on your relationships with 
others. It is contagious and will help your entire organization increase productivity, 
improve employee morale, and achieve better results. 

Whale Done! will help your employees learn how to build trust, accentuate the 
positive, and when a mistake occurs, redirect the energy for a more positive 
outcome. It provides a clear, easy-to-use approach that will help employees discover 
the power of positive relationships and enable them to make more effective choices 
in their interactions with coworkers.  

In Whale Done!, Ken Blanchard shows how to make accentuating the positive and 
redirecting the negative the best tools to increase productivity, 
instead of creating situations that demoralize people. These 
techniques are remarkably easy to master and can be applied 
equally well at home, allowing readers to become better parents and 
more committed spouses in their happier and more successful 
personal lives.  In essence, it is investing in the emotional bank 
account of others and my deposits must outweigh my withdrawals. 

It has been proven over and over again that “friends don’t quit on friends”.  That is to 
say when we develop a true relationship with a new hire it will carry them through 
the hard times.  The very fact that they believe what you tell them is true and show 
them by “leading from the front” will lessen the chances of them “throwing in the 
towel”. 
 
The term “leading from the front” does not only include leading in personal 
production but also incorporates moral and professional issues as well.  If a 
coach is a great personal producer but fails to show up early for meetings, 
provides no support to his or her team, is not constantly motivating his 
followers and not investing considerable amounts of time in self development 
then he or she may not be serious about leading a team.   
It all goes back to what John Maxwell teaches, “the true measure of leadership 
is influence—nothing more and nothing less.”  
 
Many successful coaches send handwritten cards or notes to their people.  This 
enables the agent to see that you really do care if you took the time out of your 
schedule to write them a note telling them how valuable the agent is to the team.   
 
It’s interesting that in the Asian part of the world they have come up with 8 Secrets of 
Retention.  They are: 
 
Communicate  
Keep your employees well informed about what is going on within your organization, 
both the good news and the bad. 
Educate  
Provide your agents the opportunities to improve themselves and their skills. 
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Compensate  
Reward your agents fairly.  There are no secrets in compensation anymore, so don't 
pretend there are. 
Motivate  
Provide good leadership with managers who care and willingly share their vision for 
the organization. 
Accommodate  
Be a part of the family, listen to and respond to the special needs and requests of 
your agents. 
Accelerates  
Promote when ready, rather than by a dictated schedule. Reward instantly, rather 
than once a year. 
Terminate  
Provide developmental supports, but get rid of non-performers quickly. It will boost 
the morale of the rest of the team 
Celebrate  
Make everyone a part of both the big and the little wins of your organization. 
Celebrations can create a sense of contribution and belonging, both critical aspects 
of a retention program.  
 
Teamwork is an essential ingredient in any organization that consistently produces 
results.  This manual is designed to give you practical steps to help you reach your 
personal goals as well as help those who you lead reach their goals as well. 
 
The first role of an individual who wishes to lead an extra ordinary team is to develop 
a winner’s attitude.  This can be accomplished through a consistent regiment of 
“Windshield University”.  This is accomplished through the acquisition of CD’s that 
are played in your automobile to help you develop your sales and leadership skills.  
Another way to accomplish this winner’s attitude is to invest in a personal library of 
material that will help propel you to higher levels in your field. 

 
It is essential for any potential leader with the Global Premier Benefits is to develop 
a habit of consistent success.  This is done through maintaining the proper daily 
sales activity to dramatically increase your likelihood of having steady production 
each week (Leading from the Front).  The specifics of this activity are covered in the 
Holland Boot Camp classes. 
 
The Primary Functions of a potential and current leader with the Holland Group 
are: 
 
*Consistently Recruit, Attract, supervise and develop Sales Representatives 
*Analyze and evaluate the effectiveness of each sales representative 
*Enforce and abide by company rules and regulations. 
*Weekly follow up with sales representatives on cancelled policies.   
*Have a structure to reinstate/rewrite as many as possible each month. 
 
The Activities of a potential and current leader with the Holland Group include: 
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Prospecting for new recruits 
Follow up interviews and ride-a-longs 
Daily contact with Sales Representatives 
 
 
 
 
 
 
 
 
 

Behavioral 
Coaching Model 

(Coaching for Commitment) 

 
Get/Clarify agent’s reasons. 

“What would you like to accomplish: 
This week?” 
This month?” 
This year?” 
In your career?” 

 
Explore Options 

“What do you think you need to do?” 
 

Begin to Narrow Options 
“What should you do?” 
 

Narrow Options More 
“What can you do?” 
 

Get commitment to controllables 
“What will you do?” 
 

Ask where help will be needed 
“Where might you need help? 

Identify sources of help 
“Where can you get that help?” 

 
Summarize and Gain Commitment 

 
Getting Over the Hump (90 Day Slump) 

 
This is the time when you succeed or fail.  You must move forward or backward..you 
win or lose.  This is the true test of YOUR LEADERSHIP SKILLS.   
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When the new agent has his/her 1st slump YOU will be the determining factor as to 
whether or not the new agent will succeed.  You must be able to lead, guide, 
motivate, inspire and coach. 
 
There are several ways to help at this point.  Below are a few solutions that you 
must use if the new agent is to succeed.   
 

 Help the agent believe – Give him/her HOPE. 
 Joint Fieldwork – Let the agent do the presentation.  Even if you helped make 

the sale, make the agent feel as though they did it on their own.  BUILD 
CONFIDENCE. 

 Critique – Show the agent a few simple areas where they are off track and 
how to get back on track.  Tell them they are great.  Make them feel good. 

 Inspire the Agent – Help the agent grow and develop a “winning attitude”.  
(Use some “never-give-up” stories). 

 Coach the Agent to Success – For the next few weeks you need to be in 
constant contact with the agent. 

 
Keep in mind that you are a lot better off helping an existing agent to stay on board 

than trying to replace to him or her. 
 
 

“Know When to Hold ’Em 
& 

Know When to Fold ‘Em” 
 

If you have an agent who is struggling you need to answer two questions in order to 
determine if you want to help this agent. 
 

 Knowing what I know now…would I re-hire this agent today?  
 Has this agent developed bad habits that are irreversible? 
 

If either answer is not favorable then you need to part ways with this agent.  If the 
answers are positive you need to ask the agents two questions. 
 

1. Do you want a long-term career with Global Premier Benefits Insurance 
Company? 

2. Are you willing to do exactly as I say for the next six weeks? 
 
If the agent gives you a positive response and you are willing to spend extra time 
with this agent then you probably can save this agent.  If not, part ways and have 
them return all supplies and follow up leads with in 24 hours.  Always terminate 
without anyone else present and never do it over the phone. 
 

Remember that it is always easier to salvage  
an agent than to replace them. 
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Motivating Factors for Coaches vs. Agents 

 

       Coaches   Agents 

Good Wages      1    5  

Job Security      2    4 

Promotion/Growth Opportunities   3    7 

Good Working Conditions    4    9 

Interesting Work     5    6 

Personal Loyalty to Workers   6    8  

Tactful Disciplining     7    10 

Full Appreciation for Work Done   8    1 

Sympathetic to Personal Problems  9    3 

Feeling “In” On Things    10    2 
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Persistency/Conservation 
 

Traditional life insurance policies may not be profitable for the company until the 
seventh year primarily after paying the front end commission. Of course, it takes 
a lot of years for the policyholder to become profitable.  They effectively pay the 
front end commissions. And many policyholders have a change of heart after 
buying the traditional policies.  After 6 years, about 40% of all whole life policies 
have lapsed. End result? Neither the company nor the policyholder gets any 
benefit and not just the agent from the front end commission.   Policies that lapse 
are extremely costly to the company.  The financial impact of lapses is significant 
as it adversely affects the policy holder, the company and the agency in terms of 
FORFEITURE OF PREMIUMS PAID, cost of acquisition not fully recovered and 
loss of renewal commissions.   
 
 
Some very easy steps to reducing cancellations are: 
 

 Send a thank you card to each applicant immediately after you write the 
application.  It is very important to share something that happened in the 
house that they will remember.  Make it personal and warm. 

 Sell the benefits of the Prescription Discount Card 
 Have the client tell you why they purchased the program.   
 Schedule a minimum number of phone calls or visits to each client each 

month.  This is to say hello, solidify your business and gather referrals. 
 Be more selective about “iffy” cases.  “It’s not what you write it’s what you 

keep.” 
 Reinstate/Rewrite lapsed policies each month. 
 Send gift cards to clients who refer a minimum number of people. 
 Develop customer loyalty programs. 
 Stop using the FREE LOOK PROVISION as a closing technique. 

 
All of these recommendations will have a tremendous effect on your 
business and enhance your residual income for years to come.  Be 
thankful for loyalty and do not take it for granted. You need to understand 
how your service is perceived and then make it your passion to discover 
more about your customers.  Always connect with people's hearts as well 
as their minds.  
 
A chain's most loyal customers are those who are "highly satisfied" and 
they bring with them considerably more clout to a franchisor's bottom line 
than customers who are just "satisfied."   An exceptionally-satisfied 
customer is six times more likely to buy again as one who is merely 
satisfied, according to a Harvard Business Review article titled, "Why 
Satisfied Customers Defect." And only a five percent increase in customer 
loyalty can boost profits 25 percent to 85 percent, according to another 
Review article.  With the skyrocketing cost of customer acquisition, it 
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makes great sense to focus marketing efforts on retaining and up-selling 
current customers. In fact, it can cost as much as five times more to win a 
new customer than to keep an old one.  Many, if not most, customers are 
loyal not to the brand or the firm, but to the people who serve them at the 
firm. 
 
Personalize your services and brands and making people feel important. 
By showing a little more interest and giving personal treatment you will 
increase the chances of your customers not being swayed to go 
elsewhere.  
So use their name, recalling your last conversation or simply smiling can 
produce wonders. See recovery in service as a wonderful opportunity to 
improve relationships beyond current levels.  
 
Business needs to understand that all people have legitimate concerns 
and how well we respond will tell whether we will maintain the relationship. 
On-going loyalty is based on a strong emotional connection. 
 

Measure your Ideal Customer Lifetime value.   
Loyalty's Bottom Line Benefits 

 
Boosting a company's customer retention rate a mere two percent has the 
same effect on profits as cutting costs by 10 percent, according to studies 
by Bain & Co. And if that's the result during one 12-month period, consider 
the positive effects of creating a loyal customer over a lifetime: 
 
• The lifetime value of a customer to the local pizzeria is $8,000. 
• Cadillac estimates that its customers are worth $332,000. 
• Corporate purchasers of commercial aircraft could be worth literally 
billions of dollars. 
• A typical supermarket shopper is worth more than $380,000. 
Once you know who their best customers are, the real work begins—
convincing them to stay forever.  Here are some marketing program 
tactics for Customer Value Management that has successfully increased 
customer retention rates:   
 
Direct market for new Ideal Customers, using appropriate sales and 
marketing actions as determined by the customer lifetime value exercise. 
Establish a community within your Ideal Customers, for peer counsel. 
Develop proactive customer retention activities for Ideal Customers.  Give 
them a tangible value for being loyal, such as priority service, personalized 
offers or professional recognition.  Companies with frequent purchase 
cycles can solidify the buying habit with frequent buying programs.  
 
Invest in referral programs by giving your customers and partners a solid 
business reason and personal offer to provide qualified leads. Clearly, the 
most effective loyalty programs provide incentives both for the company.  



 35 

Periodically rank your Ideal by relative value.  Target those with relatively 
significant value increases or decreases with special promotions. Early 
intervention to reward higher value activities or address customer 
dissatisfaction is often key to maintaining or enhancing customer value. 
 
Long-standing relationships arise from trust gained over many 
transactions.  Perception is critical. A solid Customer Loyalty Program 
convinces your customers that you’d rather keep them around than drive 
them away.   
 
Customer Loyalty Program makes good financial sense: A 5 percent 
increase in customer retention rates will drive a 25 percent profit increase, 
at the very minimum.    
 
Nobody can prevent you from choosing to be exceptional."—Mark 
Sanborn, The Fred Factor 
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Time Management 
 
 

Time management is the central skill of success. Your ability to manage your 
time, to focus and channel your energies on your highest value tasks, will 
determine your rewards and your level of accomplishment in life more than 
any other factor." - Brian Tracy 

 
 Brian Tracy’s Top Four Time Management Tools from Time 
Power  

1. Use a time planner. The best time planners, whether loose-leaf 
or electronic, enable you to plan for the year, month, week, and 
each day. To be effective, a time planner must contain a master 
list where you can capture every task, goal, and required action as 
it comes up, as well as a calendar and a daily "actions" list.  

2. Always work from a list. You can bring order out of chaos faster with a list 
than with any other time management tool. Begin by writing down every single 
task you intend to complete over the course of the day. If you feel overwhelmed 
by too many tasks, write down every single thing you have to do in the 
foreseeable future. The very act of making a list allows you to exert control over 
your time and your life.  

3. Organize your daily list by priority. Each day, organize your list of tasks in 
order of priority. Rank each task according to its potential consequences, starting 
with what you must do and working down to what would be nice, but certainly not 
essential, to get done. Once your list is organized, it becomes a map to guide 
you from morning to evening in the most effective and efficient way. Refuse to do 
anything until you have written it down on the list and organized by its value in 
comparison to the other things you have to do.  

4. Commit to using any time management system you like. It doesn’t matter 
whether you select one from the variety of wonderful PDAs and computer-based 
systems, or one from the countless systems that offer an array of forms for 
writing everything out by hand.  

What does matter is that you master your preferred time 
management system and use it regularly-until it 

becomes a natural habit. Adapted from TIME 
POWER: A Proven System for Getting More 

Done in Less Time Than You Ever Thought 
Possible by Brian Tracy (AMACOM; March 2004). 

This is a key area that many successful people have 
realized great wealth as a result of managing their time.   
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For some there seems to be never enough hours in a day.  The successful 
leader knows that we all have the same amount of minutes in twenty-four hours.  
In this chapter we will cover was of creating more minutes in every day so you 
can be more effective at recruiting and leading a productive team.   
 
The first key to time management is establishing priorities.  The first priority is 
that the coach has enough appointments everyday to “LEAD FROM THE 
FRONT”.  For many who committed to building an agency having a MARKETING 
ASSISTANT is key to their success.  That is, having someone schedule your 
sales appointments so you can focus on other areas that bring you the most 
return for your money.  The following classified ad has proven over and over 
again to get the coach allot of phone calls of interested candidates: 
 

Appointment Setter 
 

Mature Individual wanted to set appointments for busy insurance agent in Central 
Maryland.  WORK FROM HOME.  NO COLD CALLS. PERFORMANCE BASED 

PAY.  Call ____________  at _______________. 
 
The second key to successful time management is to never do tasks that you 
can pay others to do.  Coaches “hourly rates” are very high so the successful 
coach should only do tasks that that the coach can do effectively.  This frees up 
more time to devote to more important and highly profitable tasks that generate a 
much higher return on time invested (writing new business, recruiting and 
training).   If this skill is not developed then it will take you much longer to achieve 
the results you desire.   

Quality Control 

Teaching your agents to “write it right” is critical to your success and enabling 
you to increase your “back end” account to clear must faster.  As you coach your 
agents to write new business it is important to also teach them the basics of 
keeping the business “on the books”.  One of the major factors in Quality Control 
is making sure the agent understands that our clients buy based on emotion.  If 
the client does not “feel” the pain of leaving a financial burden on their family the 
business will not “stick”.  All agents are artists.  Quality Control is painting a 
picture that creates pain.  The Global Premier Benefits Memorial Plan is the 
“medicine” to take away that pain. 

In addition: 

 Verify bank information on all savings and all “0” CWA’s. 

 Leave two BSP reminder stickers in the house (one in their checkbook 
and one on their refrigerator) 
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 Get the client to repeat back to the agent why they just purchased the 
Memorial Plan and why they made the commitment. 

 Send them a handwritten note after each sale.  It will mean everything to a 
senior who is often “forgotten” by so many people. 

 Get referrals (This will increase persistency dramatically) 

 Give a calendar and a pen to your client. 
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Goals 
 
 

According to Zig Ziglar there are nine steps to goal getting: 
 
1. Make the commitment to reach your goal. "One person with a commitment is 
worth a hundred who only have an interest." Mary Crowley.  
 
2. Commit yourself to detailed accountability. Record your progress toward your 
goals every night, and list the six most important things you need to do the next 
day. Daily discipline is the key to reaching your goals.  
 
3. Build your life on a solid foundation of honesty, character, integrity, trust, love, 
and loyalty. This foundation will give you an honest shot at reaching any goal you 
have set properly.  
 
4. Break your intermediate and long-range goals into increments.  
 
5. Be prepared to change. You can't control the weather, inflation, interest rates, 
Wall Street, etc. Change your decision to move toward a goal carefully--but be 
willing to change your direction to get there as conditions and circumstances 
demand.  
 
6. Share your "give-up" goals (i.e., give up smoking, being rude, procrastinating, 
being late, eating too much, etc.) with many people. Chances are excellent 
they're going to encourage you.  
 
7. Become a team player. Remember: You can have everything in life you want if 
you will just help enough other people get what they want.  
 
8. See the reaching. In your imagination see yourself receiving that diploma, 
getting that job or promotion, making that speech, moving into the home of your 
dreams, achieving that weight-loss goal, etc.  
 
9. Each time you reach a goal your confidence will grow so that you can do 
bigger and better things. After accomplishing any goal, record it in your journal, 
Weekly Planner or Palm Pilot.  
 
Remember, what you get by reaching your destination isn't nearly as important 
as what you become by reaching your goals--what you will become is the winner 
you were born to be!  
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In the Book,  “Who Moved my Cheese” it talks about monitoring change 
regularly.  It teaches: 
 

 Change Happens (They Keep Moving the “Cheese”)  Goals constantly 
evolve.  Be flexible in planning your goals. 

 Anticipate Change - Get ready for the cheese (your goals) to Move. 

 Monitor Change - Smell the Cheese (Goals) often so you know when it is 
getting old. 

 Adapt to Change Quickly - The Quicker you let go old goals (cheese) the 
sooner you can enjoy new Cheese (goals). 

 Change - Move with the Cheese (evolving change). 

 Enjoy Change! (Savor the Adventure and Enjoy the 
Taste of New Cheese) 

 Be Ready to Quickly Change and Enjoy it, Again (They 
keep moving the Cheese) 

 

 Anticipating the best rather than 

fearing the worst  

 Positive reactions rather than negative behaviors  

 Constructive thoughts rather than destructive emotions  

 Feeling confident and capable rather than unsure and inept  

 Embracing opportunities rather than counting obstacles  

 Moving forward rather than stepping back  

 Being an advocate rather than being a victim  

You will see that as you grow in leadership many times you take five steps 
forward in two steps back.  The courageous coach understands 
that unless they maintain the “five steps forward” motion they 
will eventually slip into mediocrity. 
 
Remember, goals can only motivate you if you maintain the fact 
they the goal is a “moving target”.  Always be “smelling the 
cheese” before it gets too old to eat. 
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COMMITMENT & ATTITUDE 
(A pledge to do; the trait of sincere and steadfast fixity of purpose) 

(A state of mind or a feeling) 
 

 
Commitment is the bedrock of our leadership meeting.  We can talk about doing 
great things but unless all of us have a “RECRUITING MENTALITY” for our 
agency we will slowly slip back into mediocrity.   Chicago Bulls coach Phil 

Jackson once said, “I wanted to create a team in which 
selflessness--not the me-first mentality that had come to 
dominate professional basketball--was the primary driving 
force...I found that most of [my players] resonated with the idea 
of surrendering to something larger than themselves.”  Our goal 
is larger than ourselves.  It is to be the “Wal-Mart of the final 

expense market”.  
 
Vince Lombardi said, “Individual commitment to a group effort -- that is what 
makes a team work, a company work, a society work, a civilization work.”  
 
What is an attitude? An attitude is a point of view about a situation. An attitude 

has three components. An attitude is made up of:  

 What you think.  
 What you do.  
 What you feel.  

No matter what situation you are in you always 
have certain thoughts about it. You also have an 
emotional response to it, and you behave a 
certain way in it. To begin changing your attitude 
you either change your thinking, the way you act, 
or the way you feel. Two of these choices are 
easier to influence than the third. 

It is easier to change the way you think or behave than to change your emotions. 
However, it is usually our emotions that get our attention in regard to the 
situation. It is our emotions that we most want to change. When we feel sad, 
angry, anxious, or frustrated we don’t like it.  

We want the feeling to quickly go away. So we start trying to change the emotion. 
We often begin by trying to change others so we can feel better. It doesn’t work.  

If you want to change your feelings you must start elsewhere. You must begin 
with either your thinking or your behavior over which you have more control.  
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The secret in effectively changing your emotions is knowing that feelings, 
thoughts, and behaviors are all related. When you change one of them (for 
example, thinking) the other two (feelings and behavior) will change as well. 
Since it is easier to get a "grasp" on thoughts and behavior this is the place to 
begin your work of staying resilient. Change what you think! Change what you 
do! The emotions will change and you will be creating resiliency. 
 
"The longer I live the more I realize the impact of attitude on life. Attitude, to me, 
is more important than facts. It is more important than the past, than education, 
than money, than circumstances, than failures, than successes, than what other 
people think or say or do. It is more important than appearance, giftedness, or 
skill. It will make or break a company… a church… a home. The remarkable 
thing is we have a choice everyday regarding the attitude we will embrace for 
that day. We cannot change our past… we cannot change the fact that people 
will act in a certain way. We cannot change the inevitable. The only thing that we 
can do is to play on the one string we have and that is our attitude… I am 
convinced that life is 10% what happens to me and 90% how I react to it. And so 
it is with you… we are in charge of our attitudes." 
 
Charles Swindoll 

Anything that has ever been done greatly in life started and finished with 
commitment.  We ask you today to commit to building agencies.  This is the only 
way that you will reach an income of $500,000 ++ per year. 
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Some final thoughts: 
 
The power of belief is one of the most powerful forces on planet earth.  If 
we, as leaders, can change the beliefs of those we lead we can 
accomplish anything.  People want to be stretched.  Everyone who 
accomplished anything great always felt that they were stretched beyond 
their perceived capacity. 
 
A survey recently asked followers what was the most important 
characteristic in any leader.  The answer was “honest” followed by 
“forward-looking”.  People won’t follow and change their behaviors unless 
they trust those who are initiating the change.  When followers feel they 
are part of the vision they will perform better. 
 
Recognize and reward your followers.  That builds trust because you’re 
focused on people doing the right things in the right way for the right 
reasons.   
 
Global Premier Benefits Insurance Company will, one day, be a national 
company.  In order for that to occur we all must decide to constantly force 
ourselves to get past the comfort zone of “our own backyard”.  In order 
to fully realize the Power of 5 decide to become a national recruiter and a 
student of leadership. 
 
 
 
 
 
 
 
 
 
 
 
 

“I have an irrepressible desire to live till I can be assured that the world is a little 
better for my having lived in it.” 

 
– Abraham Lincoln, 16th US president 

 
 


