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The Insider System:  Week 3 Action Guide
Use this sheet (which includes fill-in-the-blank notes to follow along to the videos) and the Insider System Membership Site to follow along and complete this week’s lessons + homePLAY assignment(s)

STEP 1: Listen to the playback of the Week 2 Feedback & Q&A call if you weren’t able to participate live: http://instantteleseminar.com/?eventid=55032735

STEP 2: Download the action guide (check!)

STEP 3: Watch Video 1: Organizing Your Hitlist into Tiers  
Exercise: Organize your hitlist of reps into 3 tiers 
Reach Reps:





Match Reps: 






Safety Reps: 

STEP 4: Watch Video 2: The Uncommon Outreach Process

Process: Get a _____________________!
Pick Up to 3 Points of Contact 

1) Email (this week)
2) ____________
3) Drop Off
4) Hardcopy mailing 
5) In-person
6) Phone call 

Timing Your 3 Points of Contact
Round 1: Reach Reps:
Day 1: 1st point of contact to 10 reach reps

Day 7: 2nd point of contact to those who didn’t respond

Day 14: 3rd point of contact to those who didn’t respond

Round 2: Match Reps:

Day 20: 1st point of contact to 7 match reps

Day 27: 2nd point of contact to those who didn’t respond


Day 34: 3rd point of contact to those who didn’t respond

Round 3: Safety Reps
Day 40: 1st point of contact to 5 safety reps

Day 47: 2nd point of contact to those who didn’t respond

Day 54: 3rd point of contact to those who didn’t respond

EXAMPLE of Timing Your Round 1 Submissions:
Week 1:
Day 1: Email submission to 10 reach reps 

-Between Day 1-7: 3 responded saying you were a conflict)

Day 7: Mail hardcopy submissions to the 7 reps that didn’t respond
-Between day 7-14: 1 meeting request 

Day 14: Drop off submissions to the 6 reps that didn’t respond (no meeting requests after)
Total # of meetings: 1

STEP 5: Watch Video 3: Crafting Knock-Out Email Submissions PI
Rewards of Research:
Gather gems of invaluable info via…
· IMDBPro
· LinkedIn
· _____________ Message Board
· Facebook
· Google
Get Opened! –The Subject Line

· [One Item from ____________________]
· Name, ____________________ Question
· Name, Take a Peek
· Referred by ______________ .
· Congratulations for ______!
· Re: [Subject Line]

STEP 6: Download the successful cover letter examples 

STEP 7: Watch Video 4: Crafting Knock-Out Email Submissions PII

5 Key Principles to a Killer Cover Letter
· Specificity vs. Vague
· Every sentence needs to make them want to read the next
· Scan-able 
· Sprinkle your flavor
· Call to action 
Bonus: Connecting from the ______________

EXERCISE: Bullet point some commonalities you found between some of the successful email cover letters that generated top agent & manager meetings or what will you use as a springboard to model?












STEP 8: Watch Video 5: How to Get Feedback Even if They Never Respond
*NOTE: if you remember how to use bananatag from the explanation during the GET SIGNED! webinar, feel free to skip forward to timestamp 2:30 in this video

Unspoken Feedback:

· Unopened =
· EITHER: _______________________ subject line
· OR: Went to spam
· Opened but didn’t click any link = email cover letter not enticing enough 
· Opened + Clicked Link but didn’t reply =
· EITHER: Too much of a ____________________
· OR: Weren’t a fan of materials 


STEP 9:  Fill out the Week 3 Survey to get the link to download your material for class: 
https://docs.google.com/forms/d/1pz5zLiSVdAhB2-wp0bsfNi0ZuWblPIDxKtGPh07_4No/viewform?usp=send_form

After completing the survey, the confirmation page will include a link to download your goodies from class


HOMEPLAY ASSIGNMENTS FOR THIS WEEK:
*Continue your 2-3, 10-15 minute power partner calls 
*Download bananatag.com 
*Draft 1 email to one of the agents/managers on your target list in the “reach” tier 
*Get ready to share your progress & successes completing this homePLAY on our Tuesday May 13th call at 6:45PM PST/9:45PM EST
