mysfkgtecam

SYMMETRY FINANCIAL GROUP

Team Expectations

1) Integrity & Honesty

- Our #1 goal is helping families protect their homes and retirements. “If you help
enough people get what they want, you will get what you want”.

2) The System

* (Clear and honest communication with your upline and manager

* Be a student of the system! Complete Onboarding and ongoing training
» Attending all conference calls, local and national trainings & events

* Personal Development — Reading and Growing ourselves every day

3) Plug in to Your Upline Manager
- Communication is Key! There is no such thing as a dumb guestion or bothering
your upline manager. “It’s about Will, not Skill”!
- We will lay out a road map for your success; it is up to you to use it.

4) Weekly Conference Call Training

Conference Calls are more important than running an appointment!

5) Local & National Training Events
- Plan to attend at least 2 Regional Meetings and 2 National Conferences/year
- Conference attendance is the biggest difference between your success and
failure. Surround yourself and learn from people who are where you want to be.

6) Personal Development and Leadership Skills
- Read leadership/personal development/business development books 15-20
minutes a day - every day! Grow yourself to grow your business.
Plug into GroupMe Daily and Zoom Dial Weekly. Be an Encourager! We operate
as a true team!
Edify your upline and the system! Maintain a Positive Mental Attitude!




Your Name:

mysfgteam

VOICE ORDER

What is your voice order according to the 5Voices.com/Assessment:

WHY

What attracted you to this opportunity and what are the dreams and aspirations that you see
Symmetry helping you achieve?

What will achieving time and financial freedom make possible for you? Why is this important?

What are the consequences of failure/what will happen if you quit?

What will you be willing to sacrifice temporarily or permanently (ex. TV time, etc)?

What will you do when things don’t go according to plan?

What do you perceive to be some of your biggest strengths, and what have been some of your
biggest pitfalls in the past?

SCHEDULE

Do you plan to be Part Time or Full Time?
What does that mean to you? (Days/Hours, etc)

IMPORTANT EVENTS

Are you registered for your nearest Regional Training?

Are you registered for National Conference?

BUDGET & FINANCIAL GOALS

What's the most you've ever made in a year? -

What do you need to make to cover your bills each month? -

What do you want to make each month? -

What is your weekly Marketing Budget (Leads)

What is your weekly Recruiting Budget (Recruiting Ads):

Who are the 3 people you are going to get me on the phone with this week?
1.
2.
3.



mysfkgtecam

Full Time Weekly Schedule for Symmetry Professionals

Sunday Monday Tuesday Wednesday Thursday Friday Saturday
(optional): Recruiting Agency Mtgs Z00M
Run 8-10 . New Agent Submit Apps/ | Recruiting .
Appointments | 2. 2:30am Training Pending  |Interviews for | pyyay pay | (Morming)
National Sales Builders
9:30-10am for Mon/Tues DIAL
Training call ] . TEAM
8:30-9.30pm 11lam-12pm Webinars  |APpointments
mySFGteam Builders Call #dialuntil
Agency Call Run 8-10 Run 8-10 -00-1- ou hit
Appointments | Appointments 12:00-1:00 Overtlow : 1
PP PP National appointments yourgoa
Sales Call

All times are Central time zone.
You are expected to participate in all BOLD events.
Full-Time Agents run 15-20 appts per week with 30-40 hours of activity.

Running appointments on two days - either Sunday/Monday OR Monday/Tuesday is ideal.

Run a 3™ day if you desire to run more than 15 appointments.

Schedule your appointments no more than 48 hours out.
Always compress 15 appointments into two days for maximum success!

Program into your phone!

mySFGteam Conf Call #
(Sunday): 319.527.9843
SFG National Call # (Mon/Wed):

701.801.1220

Code: 497-968-958#
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Part Time Weekly Schedule

Sunday Monday Tuesday Wednesday Thursday Friday Saturday
(optional): Recruit .
Run 6-8 (Craigslist, warm) . Dial before
Appointments Dial before work/
pp Read/ Listen to work/
| 9-9:30am Personal 12:00-1:00pm | " Y Lunch Run 6-8
Submit APPS/ National Sales Development National BIl‘ler;(i{ / Break/ Appointments
Pending Training Call | o0 o1c that Sales Call Evenings for Evenings (7am-7pm)
for
20 grow YOU!!!
E;f;g:&ig:g (optional): Dial Satéf:;l:glay Sat/Sunday
Agency Call for Saturday Appts

All times are Central time zone. You are expected to participate in all BOLD events.
A Part time Agent runs 8-10 Appointments per week. With 20 hours of activity.

Program into your phone!
mySFGteam Conf Call #
(Sunday): 319.527.9843
SFG National Call # (Mon/Wed):
701.801.1220
Code:497-968-958#




Lead Levels and Expectations

Below describes The cost of the leads to the agents, the quality and age of each lead set, and
What results from Dialing you could expect to get working each lead Type. You may beat the Numbers, and
The Numbers may Beat you, but with a Big Enough Sample size, you should zero in on the averages with only slight variation.

A Lead (MP - Mail-In): Never Sold/Distributed Before

As Old as 3 weeks old Before converting to OA Discounted Series.

A (MP) --- 10 Leads = 7-8 Appointments (75%)

A Lead (MP-CI - Call-In): Never Sold/Distributed Before (Same Age)

2 Call-Ins Equals 1 Mailer in results and Standing Lead Order Allocation

A (MP-CI) --- 10 Leads = 5 Appointments (50%)

5A Lead: Distributed once as an A lead, but still hasn’t been sold.
Starts at 5 weeks of age and can go up to 8 months

5A --- 4-5 Contacts = 1 Appointment (22.5%)

4A Lead: Distributed twice. (As an A lead then as a 5A)
Starts at 10 weeks of age and can go up to 10 months

4A --- 5-6 Contacts = 1 Appointment (18.3%)

3A Lead: Distributed up to 3 times. (As an A lead, then as a SA & a 4A)
Starts at 15 weeks of age and can go up to 12 Months

3A --- 7 Contacts = 1 Appointment (14.3%)

2A Lead: Distributed up to 4 times. (As an A lead, 5A, 4A, and 3A Lead)
Starts at 20 weeks and can go to 18+ months

2A --- 10 Contacts = 1 Appointment (10%)

1A Lead: Distributed up to 5 times. (As an A lead, 5A, 4A, and 3A, 2A Lead)
5 months to 35 months old. Exclusive for 3 months

1A --- 12 Contacts = 1 Appointment (8.3%)

50C Lead: Distributed up to 6 times.
Are $.50 cents. 8 months to 50 months old. Exclusive 3 months

$.50 --- 15 Contacts = 1 Appointment (6.7%)

*** A Lead (MP - Mail-In): Price Depends upon contract level. Refer to Promotion Guidelines (Company Heavily supplements Cost of Leads)

All A Leads are exclusive to agents for 5 weeks Then are resold. (May or may not be sold then)

If a client from a Lead is sold a product, and Properly input into opt (Lead Tracking system) The lead is removed from the system, and not resold. (If multiple leads
are sent to client, and client fills out and sends in more than one lead, a second lead may be sold, The second (Or duplicate) lead cost may be reimbursed, if following

proper procedure, see SimplySfg.com for more info)



Activity Report

Work Week

Number and Type of Leads

Contract

%

"All the money to be made in this business starts on the phone."

Leads Result Averages/Expectation

A --- 10 AMP Leads = 7-8 Appointments (75%)
A --- 10ACIL Leads = 5 Appointments (50%)

5A ---4-5 Contacts
4A --- 5-6 Contacts

3A --- 7 Contacts =

2A --- 10 Contacts

1 Appointment (22.5%)
1 Appointment (18.3%)

1 Appointment (14.3%)

1 Appointment (10%)

1A ---12 Contacts = 1 Appointment (8.3%)
$.50 -- 15 Contacts = 1 Appointment (6.7%)

- Sarah Pappas

Dials

Contacts

Appointments Booked

My Ratios

Dials/Contacts/Appts

/ /

DIALS per $100 Earned

/

Total:

Total:

Total:

(Dials X 100 / Income)

Client Name

Sat

No Show

Reschedule

Applications

Monthly APV | APV Total

S Advance

Notes

#1

#2

#3

#4

#5

#6

#7
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Weekly Totals







MOTIVATED DEDICATED
First Last Who they are | Cell Number First Last Who they are | Cell Number
HARD WORKING PERSISTENT
First Last Who they are | Cell Number First Last Who they are | Cell Number
AMBITIOUS PERSUASIVE
First Last Who they are | Cell Number First Last Who they are | Cell Number
COACHABLE RELIABLE/DEPENDABLE
First Last Who they are | Cell Number First Last Who they are | Cell Number
PLEASANT TEAM PLAYER
First Last Who they are | Cell Number First Last Who they are | Cell Number
HIGH-ACHIEVING DISCIPLINED
First Last Who they are | Cell Number First Last Who they are | Cell Number




PROACTIVE COMPETITIVE
First Last Who they are | Cell Number First Last Who they are | Cell Number
THICK-SKINNED FUN
First Last Who they are | Cell Number First Last Who they are | Cell Number
INTELLECTUAL FLEXIBLE/ADAPTING
First Last Who they are | Cell Number First Last Who they are | Cell Number
PERSONABLE SALESPERSON
First Last Who they are | Cell Number First Last Who they are | Cell Number
LEADER POPULAR / LIKABLE
First Last Who they are | Cell Number First Last Who they are | Cell Number
WISE PROFESSIONAL
First Last Who they are | Cell Number First Last Who they are | Cell Number




