
HOW TO WRITE $20,000 PER MONTH
1 - Dialing
• Nothing happens until you make a phone call!
• Dialing is the key to success in this business.
• You get paid by making dials!
• You must perfect your phone voice. Record yourself to improve.
• Get started with B, C and D leads.

2 - Mindset 

�� ������ � � � �������

• “How you think” will determine your next action…positive or negative!
• Positive thoughts create positive results. If your mindset is that “they already want the protection because THEY sent in 
   the request”, you will pick up the phone with confidence.
• Negative thoughts create negative results. If your mindset is that “no one is going to answer my call” or you let your 
   nerves get the best of you, you will either not pick up the phone with confidence or you will not make dials at all. 
   Negativity will wear you out. You MUST learn how to fight it. Negativity keeps you from growing! 
• Clients already want the coverage. You do not need to create an interest. EXPECT to make a sale. Our top agents are 
   not hoping to make a sale, they EXPECT to make a sale.
• The field is an emotional battleground. One day you may write $15,000 in premium and the next day someone may 
   cancel their policy. Make sure you do not get “too high” or “too low”. Keep your business steady and in control.

3 - Schedule
• This is an activity-based business and to see results you must TAKE ACTION EVERY SINGLE DAY!
• The good news AND the bad news is that you are self-employed now. You have the ability to hire yourself and fire 
   yourself every day. YOU MUST MANAGE YOURSELF! You are in control of what you do every day,  week, and month.
• Set a schedule for dialing and for running appointments each week. You must set a realistic schedule that you can 
   follow to create a positive work habit.  
• Condense your tasks: 1-2 days for dialing and 2-3 days in the field running appointments. 
• Talk with your family to figure out what will work best with your other responsibilities and commitments.
• If you are working full-time, set 15-20 appointments per week. If you are working part-time, set 5-8 appointments per 
   week. THIS SHOULD BE NON-NEGOTIABLE!
• Once you create your schedule, OWN IT! Do not let anything get in the way of your dials or your field time. 

4 - Leads
• If you are part-time, you will need at least 10 A leads per week and a combination of B, C and D leads.
• If you are full-time, you will need at least 18-20 A leads per week and a combination of B, C and D leads.
• Think about this…your results will be similar for each lead type based on the money invested. In other words, if you 
   spend $500 on A leads or $500 on B, C and D leads, you will get the same results. "The difference is spending more 
   time on the phone with the discount leads."


