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I. SALES RECRUITER (SR) CALLS THE CANDIDATE 

 
Hi, this is ______________________. May I speak with ______________? Hi __________ 

this is ____________. We have reviewed your resume and believe you could be a fit for our 

company.  Is now a good time to talk? ____________, let me ask you a few questions 

about yourself and then I will tell you a little about the positions and the company. 

1) Briefly, tell me about your career background and what you are looking for? 

2) Are you presently working? 

3) Are you looking for PT or FT?   

4) When would you be available to get started? 

5) What kind of annual income are you accustomed to? 

 

Thank you, for answering my questions. I don't have time to go into great detail, but let 

me give you a brief overview of the company and the positions for which we are looking to 

fill. I'm a local recruiter for a company called (your company name). We are the premier 

provider of legal and identity theft services in N. America and were recognized as #1 in 

sales growth in 2015. Have you heard of us? 

 

(If yes) What have you heard? Great. Our products are the most comprehensive, best of 

class services available today. We market to individuals, families, small businesses and 

their employees to help them save time & money and get peace and protection on 

everything in their lives from the trivial to the traumatic.   

Identity Theft has been the #1 complaint to the FTC for the past 15 years straight.  Our 

services are the #1 most requested voluntary employee benefits. This has exploded our 

sales from $100 Million to just shy of $500 million.  We are opening up your market THIS 

MONTH.  We will be choosing a few action-orientated, sharp individuals to develop the B2B 

market in your area. They will be taught our exclusive high performance coaching model to 

create local market dominance. In the small market of Knoxville, TN, for example, we had a 

23-year-old associate just start with us that earned $68,000 her first full year and $175,000 

her second year, with NO sales background.   

In addition to opening company accounts, our associates also form strategic alliances with 

insurance professionals, financial planners, mortgage brokers, realtors, associations and 

other niche markets to increase market share.  What this means to you is unlimited pay and 

huge advancement opportunities. Does this sound like something you would be interested 

in? 

Your background looks interesting to me, but to make sure we have a fit, candidates go 

through a simple, 2-step selection process. The first step is for you to see if you are a fit for 

what we do.  Our most successful Sales Associates are passionate about making a 

difference with our products, that is what drives their sales success. The second step is for 

us to determine if you are a fit for us.  To complete the first step, I'll send you an email 

with a link to our career website.  Please follow the instruction in the email and reply back 

within 24 hours. 

I love what I do and look forward to seeing if this is a fit for you as well. 

If you need to reach me prior, my name and number is 

_____________________________.  

 Get off the phone and send email #1.  

 



 

 
II. SR SENDS "CAREER OPPT" EMAIL 

(Step #1 of selection process for candidates) 
 

Copy and paste the email below, MAKE THE CHANGES IN RED, and send to candidate 

with their name and yours.   

(Greeting NAME...Insert Candidate name here), 

 
INSERT SOMETHING PERSONAL REGARDING THEM IN THIS PARAGRAPH TO PERSONALIZE. 

I enjoyed speaking with you about your career background and interests. As stated on the 

phone, our company has a simple, two-step process for selecting their Sales Associates.  

This is the first step of the process.  The purpose of this first step is for you to learn about 

what we do, look at the possibilities for yourself, and determine if this is the dream career 

you desire. 

 

STEP 1: Review the Career Opportunity. Go to www.TodaysBestCareer.com.  

(use PSICareer.com if you are a PSI Agent) 

 

STEP 2: Ask yourself the following questions: 
 

1. Are you coachable, self-disciplined and willing to do what it takes to capitalize on 

the timing of this industry?   

2. Do you feel a service like this would be valuable to you personally?                       

3. Do you know 20 people and/or companies who could benefit from this service right 

now?                  

 

If you answered yes to ALL the previous questions, then reply with 3 appointment times you 

are available in the next 48 hours for the second step of our interview process.   

Option #1 Day: ______________  Time: ____________ 

Option #2 Day: ______________  Time: ____________ 

Option #3 Day: ______________  Time: ____________ 

 

Once I receive your email, I will reply immediately with a confirmation of the time for our 

next call. 

 

If this is not a fit for you, we would appreciate any recommendations you may have for our 

national expansion? 

Name                                                     Phone number 

1. __________________________          ___________________________ 

2. __________________________          ___________________________ 

3. __________________________          ___________________________ 

4. __________________________          ___________________________ 

5. __________________________          ___________________________ 

 

Our Sales Team Mission is to coach and develop leaders, create satisfied customers, and 

build lifestyles of freedom.  Our hope is that YOU are next! 

  

Respectfully, 

RECRUITERS NAME 

CELL # 

INSERT YOUR PICTURE OR THE PSI LOGO HERE 

"Worry Less - Live More" 

www.premiersolutionsintl.com 

OR YOUR HUB SITE 

 

http://www.todaysbestcareer.com/
http://www.gosmallbiz.com/
mailto:Salone@SaloneJones.com


OR SR SENDS "INSURANCE OPPT" EMAIL 
(Step #1 of selection process for agents) 

Hello INSURANCE AGENT NAME,  

Thank you for a few quick minutes on the phone. After reviewing your resume, we would like to 

discuss career possibilities with you in regards to the voluntary benefits space. Your background 

is both impressive and desirable - which made you stand out in our search. To get started with 

this process as mentioned earlier to you on the phone, we have automated our initial interview to 

help you understand what our company can offer you and to prepare you for your final interview. 

Our expectation is for you to click on the hyperlinks and understand the following: 

1) Understand the space our company occupies in the insurance world. If you understand the 

need (this link take you to the LS white paper), you will understand the opportunity (this link 

takes you to TBC).  

 

2) Understand the suite of products we provide to the marketplace. (this takes you to LS site with 

indiv plan, HR video, Small Biz or PSI if you are a PSI Agent) 

 

3) Understand our company can deliver on our promises. The competitive commissions, 

bonuses, trips, company car bonuses, residuals, benefits, and lifestyle are unparalleled.  

With our company, you are in a position to pioneer an entire industry.  You may have missed the 

launch days of health, auto or life insurance (is that why you are playing the resume game) but 

this can be your time.  Get ahead of the curve and beat the competition to the marketplace with 

the industry's #1 service offering. 

After you have viewed the information above please submit this survey by following the 

instructions listed. We will review your survey and carefully consider scheduling the next step. If 

you are selected for a final interview, we will contact you by the preferred method listed in your 

survey.  

My Best, 

 

YOUR NAME 

Employee Benefits Specialist 

Your Linked-In Profile 

 
 

III. SR FORWARDS CANDIDATE'S EMAIL TO ED                 

(or whoever does the final interview)  

Add any additional comments that you feel are important in your discovery process about 

the candidate for the ED to conduct the final interview. 

 

IV.  FINAL INTERVIEW 

(Step #2 of selection process) 



 
PROFILE Q INTERVIEW:  (ask only the questions needed to qualify) 

*Use Profile Q interview for Sales/business professionals 

 

Date: ___________    Candidate: _________________________   

Recruiter: ______________________ 

 In your reply email, you said what you liked most about the presentation on 

todaysbestcareer.com was ___________, can you tell me why this is important to you? 

 You also mentioned that the division that you saw yourself being most successful in was 

_________.  Can you tell me why? 

 Tell me what skills you possess that make you feel confident you would succeed in that 

division. 

 Career Expenses: 

o Do you understand you will need a website to process your orders (cost $249/1st 

year) and $20/mo every month after that?   

o Do you understand that the State of ___________ in addition, requires you to 

pay for a license to market these services (cost $_______)? 

o Will you be able to take care of these initial expenses to start your career? 

o Are you aware of the incredible tax benefits for independent sales associates? 

 

 Where would the majority of your sales contacts come from? 

o Prospecting within your sphere of influence 

o Cold calling 

o Networking at chamber events, BNI, etc. 

o Referrals from existing clients 

o Trade shows 

o Other, explain 

________________________________________________________ 

 How do you find and develop new interested prospects? 

 Did you work out of a virtual/home office or a centralized shared office? 

_______________ 

 Did you have a preference for one over the other? ___________ Which one?  

 Did you conduct your sales cycle by phone or did it demand face-to-face visits with the 

clients? 

 The number of sales calls you made in a day 

o Up to 10 

o 10-25 

o 25-50 

o Over 50 

 Who did you sell to? (CEO’s, office managers, etc.)  

 Are you comfortable calling on Business Owners and HR Managers?  

 How many calls would you make to get a presentation?  

 How many presentations would you make to close a sale?  

 What was the cost of the average sale you made?  

 How did the customer pay?  

 How long did your sales presentation last? 

 How much training did you need to learn the presentation?  

 How many sales did you make your first 3 months?  

 How many sales did you make your first year? 

 Did you set your own goals?  

 How often did you meet your monthly goals/quotas?  



 What motivates you to sell? 

 Where did you rank in your sales team? Did you recruit or develop a sales team?  

 Describe the process you used for recruiting 

 Describe your approach to coaching sales reps, specifically in the context of how you 

have coached/influenced sales reps from non-producers into producers? 

 What are your current earnings (salary and commissions)?  

 What percent of your income comes from commissions?  

 Would you rather be paid a salary with a fixed income or on results with no ceiling on 

your income? 

 What is your greatest career achievement? 

 Can you please explain your understanding of residual income?  

 Are you earning a residual income from your sales?  

 Does residual income interest you? 

 What is the greatest asset you would bring to the (city) sales team? 

 What are your weaknesses? 

 Where would you like to see yourself in 5 years with our career? 

 What are your ultimate life goals? 

 What are your hobbies…what do you do for fun? 

 Is there anything else you would like us to know about you? 

 

 

TREASURE HUNT Q INTERVIEW 

*Use Treasure Hunt interview for non-sales/business professionals 

 

Date: ___________    Candidate: _________________________   

Recruiter: ______________________ 

 In your reply email, you said what did you like most about the presentation on 

todaysbestcareer.com was ___________, can you tell me why this is important to you? 

 You also mentioned that the division do you saw yourself being most successful in was 

_________.  Can you tell me why? 

 Career Expenses: 

o Do you understand that the service providers require a one-time application (cost 

$____) to be submitted in order to market their services? 

o Do you understand that the State of ___________ in addition, requires you to 

pay for a license to market these services (cost $_______)? 

o Will you be able to take care of these initial expenses to start your career? 

o Are you aware of the incredible tax benefits for independent sales associates? 

 

Tell me about your background and what other activities you have been involved 

with? 

I want to know the career path that they have chosen so I learn what environment they are 

used to and what kinds of thinking they have acquired from their past working environments.  

It will also tell me what kind of skill sets they have, if they have done any selling, team 

building, presentations, customer service, coaching, training etc and the kind of CONTACTS 

they have. 

What interests you most about our company? 

I want to know what motivates them.  Is it the mission to help people (driven by the heart), 

is it that people shouldn't be treated unfairly (driven by principles), is it the money (driven 

by money), is it the timing (driven by opportunity to strike while the iron is hot) or is it the 

time and money freedom (driven by the desire to live free). As they answer these questions, 



you will begin to understand how THEY see LegalShield as a benefit. Very key! This is the 

central theme that you will work around later.  

You then reiterate or rephrase their "hot buttons" back to them making sure you fully 

understand ALL the benefits of how they see LegalShield as a service AND as a business. You 

can add benefits they are not seeing if you want, but if they don't "jump for joy" at what you 

see as a benefit of LegalShield, don't focus there. The goal here is to take off our glasses and 

see through their eyes, through their heart, for the purpose of developing a game plan that 

is designed to work with their existing skills, talents, and experiences. This is the most 

effective way to recruit the RIGHT people with the RIGHT motives. 

How would you go about developing a successful business with LegalShield? 

This question is asked to gain an understanding of how on-or-off they are to the correct way 

of doing this business.  If they say, "I'm going to buy radio ads and wait to get rich", you 

know you have some work to do on their thinking. The key here is to search out all the ideas 

they have that WOULD work, and increase their understanding from there.  

The more they see that they're naturally thinking right on how to succeed, the more comfort-

able they become. Our job is not to teach them from scratch, but to take the skills, talents, 

and understanding they already have and add to them.  If you present business building ideas 

that are easy to you, but difficult or unfamiliar to them, they will smile at you, but inside they 

are thinking -- No way, I can NOT do this!  

What kind of income would you like to earn with LegalShield? 

This is where you get a reality check on how big or little they see the opportunity.  If they 

say, "$1,000/mo", say great.  If they say, "$10,000/mo", say great.  People can earn 

whatever they want, that is the power of our business model.  KEY: If you are making 

$1,000/mo and you are recruiting someone who wants to make $10,000/mo, you need to 

connect them with someone like them so they get the big picture!  Do not try to be all things 

to all people.  On the other hand, if their answer is off the wall, ask them a question like this 

... Have you ever earned that kind of money before?  If not, then ask... Why do you feel you 

could earn that kind of income with LegalShield? This is done to bring them back to reality. 

Ask for them to validate their statements.  You are a professional, building an international 

sales and marketing company, you need to find out if your prospect is a talker or a doer.  This 

is business, not a popularity contest.  You have a position to fill and you have to determine 

during this treasure hunt whether the prospect is a fit for our business.  

Where have you had the greatest success in life and how did you achieve those 

successes? 

This tells you whether you are working with a philosopher or a realist. This is where the rubber 

meets the road. Listen to see if their past successes were built with skills or ideas that would 

work in LegalShield. Do they have a work ethic?  Do they understand the price for the promise 

principle?  Are they willing to do what it takes?  What are the character traits that produced 

their past successes? You're treasure hunting here. You're looking for every skill or talent that 

has brought them success in the past.   

KEY: Don't just accept what they say.  You must see if their words match their actions. 

Investigate with questions to find out the specific ways they achieved their past successes. 

You are looking to see if those specific ways would work in LegalShield and whether they are 

self-disciplined and self-motivated.  

Also ask ... What kind of money, time freedom, quality of life, etc did you earn from these 

successes? Were you happy with those results? What would you want to be different? These 

questions will reveal their “pain” buttons.  You will be showing them how LegalShield is a 

solution to that "pain" at the end, when you present their game plan. 

Ultimately, what would you like to accomplish by doing our business and how many 

years would you invest to accomplish that? 



This will tell you whether you are dealing with a short-term or long-term thinker and their 

ultimate WHY.  

How do you see yourself getting started and how fast would you like to be earning 

_____ (insert the money they said they want to make monthly)?  

You will now discover the "price" they are willing to pay to achieve the "promise."  You want 

to know whether they will start PT, FT, what hours they would commit to their success, etc 

and whether they are realistic in their expectations. 

***NOW IT IS TIME TO GIVE THEM THEIR SPECIFIC GAME PLAN: This is where you paint 

them into the picture (or out of it!) based on what you heard... 

 

Use ALL the information you have collected on how they have succeeded in the past, with the 

skills they have already used, with the work experiences they are already comfortable with, 

and with the contacts they already have, and map them out a success journey on how THEY 

can succeed in LegalShield with the potential they already possess. 

This is so FUN, FUN, FUN!!!! Your candidate will be so excited. Their eyes will be bulging. 

Their minds will be racing with ideas. KEY.... This is also the time that you hook up into your 

database (your brain that has 100's of stored up testimonials from all the people in LegalShield 

you have met at all the events and asked, "How long have you been in LegalShield, what is 

your background, what is the greatest success you have had with LegalShield, and how did 

you do it?") and share the testimonials of every kind of person who had jobs, or who have 

the skills or talents that they have, and how they achieved great success with LegalShield.  

MAKE IT PERSONAL!  

Remember, you are sharing like-minded stories with the candidate. Stories THEY will relate 

to based on THEIR background, stories about people JUST LIKE THEM that have succeeded in 

LegalShield.  

 

V. SR DOES ACCEPTANCE CALL  

The RVP or ED calls the Recruiter, that produced the candidate, IMMEDIATELY after 

the profile interview, and tells them their feedback on the candidate.  If accepted to 

the team, the Recruiter, calls and the candidate and welcomes them to the team. 

VI. SR SENDS "WELOME & TRAINING" EMAIL  

Copy and paste the email below and send to candidate with their name and yours. 

Hello (CANDIDATE NAME), 

Congratulations on making the decision to become part of something BIG!  Just by the 

nature of you choosing this career, it says a lot about who you are as a leader and the path 

you are on towards success. Our three-fold mission is to: 

1) Coach and Develop Leaders 

2) Create Satisfied Customers and 

3) Build Lifestyles of FREEDOM 

 

Our services provide the most affordable and comprehensive answer to an injustice happening 

throughout North America and a dedicated and highly trained sales team is essential to 

our mission.   

 

You will begin your road to success by going through the Shield Nation (SN) Online Training. 

Through collaboration with our lead team of top producing Associates, the SN Online Training 



offers you the most relevant, timely, and universal sales and recruiting principles.  If you  

apply these proven principles and DO the income producing activities, you will get the 

results you want and build yourself a lifestyle of freedom! 

 

Let's get started!  Open the attached NEW ASSOCIATE CHECKLIST  and complete the 

necessary steps to LAUNCH YOUR BUSINESS RIGHT! 

Today begins a new day in your life.  It is our desire that you develop the key success 

habits and principles to live your dream life.  We consider it an honor and privilege to serve 

you by helping you reach your full potential and become an impact player on our team. 

 To Your Success, 

 RECRUITER NAME HERE 


