








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 5A & 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)

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.

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)

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

Lead Levels and Expectations



Contract

           %

My Ratios
Dials/Contacts/Appts

____  / _____  / ____

DIALS per $100 Earned

_______   /  _______
(Dials X 100 / Income)

Sat No Show Reschedule Applications Monthly APV APV Total $ Advance
#1
#2
#3
#4
#5
#6
#7
#8
#9

#10
#11
#12
#13
#14
#15
#16
#17
#18

Weekly Totals  

Total: ___________

A   ---  10 A MP Leads  =  7-8 Appointments (75%)
A   ---  10 A CIL Leads  =  5 Appointments (50%)
5A  --- 4-5 Contacts   =   1 Appointment  (22.5%)
4A  --- 5-6 Contacts   =   1 Appointment (18.3%)
3A  ---  7 Contacts   =   1 Appointment  (14.3%)
2A  --- 10 Contacts   =   1 Appointment  (10%)
1A  --- 12 Contacts  =  1 Appointment (8.3%)
$.50 -- 15 Contacts  =  1 Appointment  (6.7%)

Appointments BookedContacts

Total: ___________

NotesClient Name

Dials

Leads Result Averages/ExpectationActivity Report
Number and Type of Leads  ________________

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

Work Week  _________________

Total: ___________





First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

MOTIVATED

HARD WORKING

AMBITIOUS

DEDICATED

PERSISTENT

PERSUASIVE

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

COACHABLE

PLEASANT

HIGH-ACHIEVING

RELIABLE/DEPENDABLE

TEAM PLAYER

DISCIPLINED



First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

PROACTIVE COMPETITIVE

THICK-SKINNED FUN

INTELLECTUAL FLEXIBLE/ADAPTING

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

First Last Who they are Cell Number First Last Who they are Cell Number

PERSONABLE SALESPERSON

LEADER POPULAR / LIKABLE

WISE PROFESSIONAL


