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Brighter Day Solutions

Agent Recruiting Tool Kit

Premium client access card, 100-prospect tracker, quick start guide, cold and warm scripts, follow-up calendar,

and daily action plan.

Positioning Rule

accountability, and a serious opportunity for the right client.

Do not sell this like credit repair. Present Brighter Day as premium mentorship, life organization, financial structure,
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1. Premium Client Access Card

Use this as a printable or digital access card. It gives the service a premium feel and reminds the client that
they are entering a guided mentorship process.

Brighter Day Solutions Mentorship Access Only
Premium Mentorship Access Card
Included Support:
Client Name: - Financial organization
Agent Name: - Monthly planning
Start Date: - Accountability check-ins
Membership Level: - Credit behavior education
- Budget structure
Financial Mentorship - Goal planning
Life Organization - Financial confidence building
Accountability
Monthly Strategy Support Client Signature:
Agent Signature:
Date:

Agent Language

Say: This is your mentorship access card. It represents the support, structure, and accountability we are building around your
life and finances.
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2. Quick Start Guide: First 10 Clients

Agents need a simple launch system. The first goal is not to sound perfect. The first goal is to speak to enough
qualified people with confidence and track every follow-up.

Write your first 100 names. Start with people who already know you: family, friends, church connections, co-workers, parer
Circle the first 20 strongest prospects. Choose people who work hard, have goals, feel pressure, respect mentorship, and \
Open with a question, not a sale. Ask: Have you ever felt like you work hard, but your money still does not feel organized?
Listen for pain and desire. Do they need structure, guidance, accountability, budget order, confidence, or a better plan?

Invite them into a premium conversation. Do not beg. Say: | only want to work with serious people who want structure and
Track the follow-up. Most people do not become clients from one conversation. The professional agent follows up without |

7 Close the right people. Ask what monthly amount is realistic and start with commitment, not pressure.

Daily Launch Goal

Speak to 10 people per day for 10 days. Track every conversation. The goal is 100 conversations, 20 real opportunities, and
the first 10 serious clients.

Brighter Day Solutions - Agent Recruiting Toolkit
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3. Premium Positioning Psychology

The client should not feel like they are buying another bill. They should feel like they are being invited into
structure, accountability, and a serious upgrade in how they manage their life.

» People buy clarity before they buy services. Make them feel understood first.

» People resist pressure but respond to calm confidence. Do not chase.

» The real objection is usually underneath the first objection. Ask questions before answering.

» Honor the client. Never shame their finances. Say they need structure, not that they are bad with money.

* Premium language must stay simple: structure, clarity, accountability, mentorship, plan, monthly support.

Premium Positioning Script

"This is not something | offer to everybody. Brighter Day is for people who are serious about
getting more organized, making better financial decisions, and building structure around
their life. Most people are working hard, but they do not have a clear system. That is where
we come in. We help you slow down, organize the picture, build a plan, and stay
accountable month by month."

Agent Tip

Keep the service premium by staying calm. Premium does not beg. Premium invites the right person.

Brighter Day Solutions - Agent Recruiting Toolkit
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4. Warm Market Scripts

Family or Friend

"l wanted to ask you something real. Have you ever felt like you work hard, but your money
still does not feel organized? That is what | am helping people with now - mentorship,
structure, and monthly financial organization. | thought of you because | believe you are
serious enough to benefit from it."

Agent Tip

Start relational. Do not oversell. Let the person feel personally considered.

Working Adult

"You are not lazy. You are working. But sometimes money still feels scattered because there
is no clear system. Brighter Day helps people organize their finances, build better habits,
and get accountability month by month. Would having that kind of structure help you right
now?"

Agent Tip

Start relational. Do not oversell. Let the person feel personally considered.

Church or Community Connection

"I am working with a few people who want more structure, wisdom, and accountability
around their finances. This is not credit repair. It is mentorship and life organization. | wanted
to see if this is something you would value or if you know someone who needs it."

Agent Tip

Start relational. Do not oversell. Let the person feel personally considered.

Brighter Day Solutions - Agent Recruiting Toolkit
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5. Cold Client Scripts

Cold clients do not know you yet, so the first goal is trust. Keep the message short, respectful, and curious.

Cold DM Script

"Hey, | know this is random, but | work with a few people who want more structure with their
finances and life planning. Not credit repair - more mentorship, organization, and
accountability. | wanted to ask: are you open to a quick conversation about getting more
financially organized?"

Agent Tip

Cold outreach works best when the agent sounds respectful, calm, and professional.

Cold Call Opener

"Hey, this is [Agent Name] with Brighter Day Solutions. | will be brief. We help people get
more organized financially through mentorship and monthly structure. | am not calling to

pressure you. | just wanted to ask if getting more clarity around your money and goals is

something you are working on right now."

Agent Tip

Cold outreach works best when the agent sounds respectful, calm, and professional.

Referral Cold Opener

"Your name came up as someone who may appreciate more structure and financial
guidance. Brighter Day helps people organize what is going on, build a plan, and stay
accountable. Would you be open to a short conversation to see if it makes sense?"

Agent Tip

Cold outreach works best when the agent sounds respectful, calm, and professional.
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6. Follow-Up Calendar

Day

Day 1 First conversation Ask questions, discover pain, invite them into mentorship.
Day 2 Soft follow-up Thank them and remind them of the value of structure.

Day 4 Value follow-up Share one helpful insight and ask if they want to start simple.
Day 7 Decision follow-up Ask clearly whether they are ready or if timing is not right.
Day 14 Final goodwill follow-up  Leave the door open without chasing.

Day 30 Reconnect Check if their situation changed and ask for referrals.

No-Beg Follow-Up

"l wanted to follow up with you respectfully. | am not here to pressure you. | just remember
you saying you wanted more structure, and | believe this could help. If now is not the right
time, | respect that. If you are ready to get organized, we can start simple.”

Agent Tip

Professional follow-up is not begging. Begging sounds desperate. Follow-up sounds clear and respectful.

Brighter Day Solutions - Agent Recruiting Toolkit
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7. Status & Objection Tracker

Not Contacted Name is on the list, no contact yet. Call or message this week.
Contacted First outreach happened. Schedule Day 2 follow-up.
Interested They showed real curiosity. Book a real conversation.
Follow-Up Needed They need more time or clarity. Follow the calendar.

No Response
Thinking About It
Budget Objection
Became Client
Not Right Now

Referral Given

No answer yet.

They are delaying.

Money feels tight.
They committed.
Not ready today.

They gave a lead.

Try another channel, then pause.

Ask what part needs clarity.

Ask for a realistic monthly number.
Onboard and document payment/start date.
Leave goodwill and reconnect later.

Contact referral within 24 hours.

Brighter Day Solutions - Agent Recruiting Toolkit
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8. Daily Agent Action Sheet

Use this daily so agents build discipline instead of emotion. The agent who tracks wins will grow faster than the
agent who only talks when they feel motivated.

New people contacted 10 _
Follow-ups completed 10 -
Real conversations booked 2 _
Client closes 1 _
Referrals requested 5 -
Notes updated in tracker All _

Agent Standard

Do not beg for clients. Invite, explain value, follow up professionally, and let serious people identify themselves.
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100-Prospect Tracker M gz Da

Mark circles as the prospect moves: Follow-Up, No Response, Interested, Became Client.

Best Time First Call No Resp Interest Client Next Action

10
11
12
13
14
15
16
17
18
19

20
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Mark circles as the prospect moves: Follow-Up, No Response, Interested, Became Client.

Best Time First Call No Resp Interest Client Next Action

21
22
23
24
25
26
27
28
29
30
31
32
33
34
35
36
37
38
39

40
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Mark circles as the prospect moves: Follow-Up, No Response, Interested, Became Client.

Best Time First Call No Resp Interest Client Next Action

41
42
43
44
45
46
47
48
49
50
51
52
53
54
55
56
57
58
59

60
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100-Prospect Tracker M gz Da

Mark circles as the prospect moves: Follow-Up, No Response, Interested, Became Client.

Best Time First Call No Resp Interest Client Next Action

61
62
63
64
65
66
67
68
69
70
71
72
73
74
75
76
77
78
79

80
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100-Prospect Tracker M gz Da

Mark circles as the prospect moves: Follow-Up, No Response, Interested, Became Client.

Best Time First Call No Resp Interest Client Next Action

81
82
83
84
85
86
87
88
89
90
91
92
93
94
95
96
97
98
99

100
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