
BUSINESS 101

The #1 goal in business is to STAY IN BUSINESS!
The way to do that is to BE PROFITABLE.

One way to be profitable is to MANAGE YOUR BUSINESS!

1. Managing Lead Expenses
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Use this lead budget for Examples A & B:

Lead cost: 12 A leads = $600
                         Other leads = $150
                         $750 total
Example A: 
  
ER 1:   70% Contract (assuming you will only sell all policies at 60%)

  15 Appointments
  12 Sits
    6 Sales = $6,000 AP
       x .60 = $3,600
       x .75 = $2,700 Placed (this is what you are owed)
       x .75 = $2,025 Advanced (you are still owed $675 at the end of the year)
                              - $750 (leads) 
                                      = $1,275 NET = $63,750 ANNUAL (not counting back-end)

(If you sold most of your policies that were at the 70% level you would have made approximately $270 more)

Example B: 

ER 3:   80% Contract (assuming you will only sell all policies at 70%)

  15 Appointments
  12 Sits
    6 Sales = $6,000 AP
       x .70 = $4,200
       x .75 = $3,150 Placed (this is what you are owed)
       x .75 = $2,362 Advanced (you are still owed $788 at the end of the year)
                              - $750 (leads) 
                                      = $1,612 NET = $80,600 ANNUAL (not counting back-end)

(If you sold most of your policies that were at the 80% level you would have made approximately $315 more)



Use this lead budget for Example C:

Lead cost: 15 A leads = $750
            Other leads = $250
             $1,000 total

Example C: 

ER 5:   90% Contract (assuming you will only sell all policies at 80%)

  17 appointments
  14 sits
    7 sales = $7,000 AP
       x .80 = $5,600
       x .75 = $4,200 Placed (this is what you are owed)
       x .75 = $3,150 Advanced (you are still owed $1,050 at the end of the year)
                              - $1,000 (leads) 
                                      = $2,150 NET = $107,700 ANNUAL (not counting back-end)

(If you sold most of your policies that were at the 90% level you would have made approximately $420 more)

- Determine how much you can and need to spend on expenses in order to run your business without running it 
  into the ground.
- Monitor your budget each month to determine the areas that need constant supervision or ways you can save 
  money.
- Expense examples: leads, gas, hotel rooms, office supplies, etc.

- Accounting:  
- It is highly recommended to consult with an accountant to manage your business expenses!
- Once you start bringing in money, you need to create a separate bank account and credit card for your 
  business’ financial transactions to come in and go out of. 

- Taxes: 
- You are operating as an independent contractor and are now receiving a 1099 income. You are responsible for 
  paying your own taxes. Unless you have already set up a corporation, you are considered a DBA (Doing 
  Business As) and need to pay taxes on your net taxable income (which can include local, state, federal and 
  FICA). A good rule of thumb is to set aside 25% of your net income as you receive money for each year’s taxes.

2. Create a Monthly Expense Budget

3. Other



- Sample of deductions:
    $150,000 gross income
               - $20,000 leads
     - $23,000 mileage deduction (35,000 x .58)
     - $1,000 office supplies
     - $1,500 travel and conferences
                                               - $45,000 total deductions = $105,000 net taxable income

- Tax deductions
- Examples of tax deductions: Leads, mileage, gas, auto repair (mileage is almost always a larger deduction), 
  hotels, air fares, office supplies, office rent, employees, and advertising.
- You will need to keep track of all your expenses you plan to deduct by keeping receipts and a ledger for your 
  business miles. The Activity Tracker on Training Center is perfect for tracking all expenses. 
- Research IRS regulations for the proper way to deduct expenses.
- Contact a professional such as an accountant for advice on the proper procedure for deductions.


