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Name:_______________________________________________________________  Date:_____________________________

What is motivating you to complete this workbook today?
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________

Do you have a Personal Mission or Vision for your practice?
What is your vision for your practice over the next 1-3 years?
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________

DO YOU HAVE A WRITTEN BUSINESS PLAN FOR 
YOUR PRACTICE?    

DO YOU HAVE WRITTEN GOALS FOR YOURSELF TO 
ACCOMPLISH IN YOUR PRACTICE?

DO YOU HAVE A SYSTEM IN PLACE TO MONITOR YOUR 
WRITTEN GOALS ON A REGULAR BASIS?

HOW CONFIDENT DO YOU FEEL ABOUT YOUR “ELEVATOR PITCH”?   1     2     3     4     5
(Rank from 1 to 5 where 1 is I don’t have one or not very confident and 5 is very confident)

YES

YES

YES

NO

NO

NO

WHAT’S YOUR MOTIVATION?

WHAT ARE 5 CHARACTERISTICS OF YOUR “IDEAL CLIENT”?
1. __________________________________________________________________________________________________________

2. __________________________________________________________________________________________________________

3. __________________________________________________________________________________________________________

4. __________________________________________________________________________________________________________

5. __________________________________________________________________________________________________________

faith.zeller
Underline
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HAVE YOU CURRENTLY COMPLETED THESE MARKETING MUSTS?

Biography

Introduction Letters

LinkedIn®

REDTAIL

Website

Grand Opening/ Client Appreciation

Identify Target Markets

Join Networking Group

WHERE ARE YOUR LEADS COMING FROM? RATE YOUR CLIENT ENGAGEMENT SKILLS. 
(on a scale of 1 - 5; 5 being the best)

Lead Generation
Introductions
Direct Mail
Email Marketing
Natural Marketing
Target Market
25 lead Program
Annual Reviews
Cold Calls
Seminar Marketing

_______
_______
_______
_______
_______
_______
_______
_______
_______

%
%
%
%
%
%
%
%
%

Client Engagement Capacity
Connecting with people
Fact Finding / Exploring
Solution / Case Design
Collaboration / Presenting Suggestions
Implementation of Plan
Servicing your Clients

_______
_______
_______
_______
_______
_______

STRATEGIES I CAN EXECUTE ON TO IMPROVE THE FOLLOWING AREAS:
Organizing Priorities
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
Client Service Model
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
Client Acquisition
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
Marketing Approach
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
Professional Development
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
Working with COI’s
____________________________________________________________________________________________________________
____________________________________________________________________________________________________________
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SWOT ANALYSIS

So what is SWOT?

The SWOT analysis is a business technique that you 

can perform on each of your products, services, and 

markets when deciding on the best way to achieve 

future growth. The process involves identifying the 

strengths and weaknesses of your practice, and 

opportunities and threats present in the market that it 

operates in. The first letter of each of these four factors 

creates the acronym SWOT.

The completion of the SWOT analysis should help you 

to decide which market segments offer you the best 

opportunities for success and profitable growth over 

the life cycle of your product or service.
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Internal

External

Strengths Weaknesses

Opportunities Threats

SWOT Analysis Summary

STRENGTHS WEAKNESSES 
OPPORTUNITIES THREATS
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QUARTERLY MUST DO’S

2.

3.

4.

5.

6.

7.

8.

9.

1.

10.

Items that are holding you back from moving forward.
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2.

3.

4.

5.

1.

QUARTERLY GOALS

Items that you want to accomplish this quarter.
Be SMART - Specific, Measurable, Attainable, Realistic, and Timed

(Refer to page 17 for some help setting goals)
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8.
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8.
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19.

20.

Name Best Outcome

TOP 20 NOW

List your top 20 relationships that will generate
the most revenue over the next 90 days.

(Refer to page 17 for some help setting goals)
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8.
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20.

Name Best Outcome

TOP 20 LATER

List your top 20 relationships that will generate
the most revenue after the next 90 days.
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ONE YEAR GOALS

2.

3.

4.

5.

1.

Items that you want to accomplish this quarter.
Be SMART - Specific, Measurable, Attainable, Realistic, and Timed

(Refer to page 17 for some help setting goals)
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THREE YEAR GOALS

2.

3.

4.

5.

1.

Items that you want to accomplish this quarter.
Be SMART - Specific, Measurable, Attainable, Realistic, and Timed

(Refer to page 17 for some help setting goals)



14

2.

3.

4.

5.

1.

Items that you want to accomplish this quarter.
Be SMART - Specific, Measurable, Attainable, Realistic, and Timed

(Refer to page 17 for some help setting goals)

LIFETIME GOALS HAVE YOU BUILT YOUR IDEAL TEAM?
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Fill in your team below. If you currently don’t have a name for a slot, 
highlight and create a list of possible team members to interview.

HAVE YOU BUILT YOUR IDEAL TEAM?

P&C Specialist

Investment Specialist

Life Insurance Specialist

LTC Specialist

Annuities Specialist
DI Specialist

Group Benefits

Advanced Markets Specialist

Small Business Support
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GOAL SETTING REFERENCEGOAL SETTING REFERENCE
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COOKBOOK REFERENCE SHEET
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this year

this year
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VISUAL PIPELINE

SUSPECTS

PROSPECTS

QUALIFIED
OPPORTUNITIES

PAID
Name $ Value

Name $ Value Date Visual Pipeline
Mo. Goal
Name
Updated

Close %
Value $

Sell Cycle (MOS.)

$Value Prospects
$Value Qual. Opps

Suspects
$Value Paid

Referral/Leads

Avg. Sale
Balance

GAP
GAP
GAP
GAP
GAP

Qual. Opps           Goal: $____________

Paid Goal: $____________

Value of Qualified Opportunities: $___________________

Total # of Clients ____
Value of Qualified Opportunities: $___________________
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Name Est Opportunity $ Name Est Opportunity $

Name 1st Appt. Date Name 1st Appt. Date

Prospects              Goal: $____________ Prospects              Goal: $____________

Suspects               Goal: $____________ Referral/Leads      Goal: $____________

Value of Estimated Opportunities: $__________________ Value of Estimated Opportunities: $__________________
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THE 30-SECOND COMMERCIAL
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30-SECOND COMMERCIAL (CONT.)

30-Second Commercial Examples
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30-Second Commercial Worksheet
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FROM OPPORTUNITIES TO SALES

Five Elements for Turning 
Opportunities into Sales

1
MINDSET

Set yourself up 
for success

2
TARGET

Connect with 
your ideal 
prospect

3
PERSPECTIVE

Focus on 
outcomes

4
LEVERAGE

Provide 
excellent 
service

5
ACTION

Results require 
action
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SALES DEVELOPMENT PROCESS
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KEEP, STOP, START!

CY YTD FY GDC                      _______________
Goal GDC by Q3 END           _______________
Difference                              _______________
Total GDC in Mill                    _______________  Discount 20% _________
Total GDC Hit List/Pre-Mill     _______________  Discount 40% _________
TOTAL OPPORTUNITY QUARTER GDC _____________________

1st Quarter
Year End Goal:__________

KEEP STOP START

Strategy to Maximize Resources Within Your Practice
Marketing

Training
eMoney

Teaming/Partnership/Succession Planning
Joint Work

Human Resources/Kolbe
Operations

P&C Specialist
Coaching with Christine

Weekly Metrics You Hold Yourself Accountable To

Category

Goal/Actual

Goal/Actual

Total

Appts Scheduled Appts Seen GDC Written Qualified Referrals

Goal Actual Goal Actual Goal Actual Goal Actual

Submission date: March 15th
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CY YTD FY GDC                      _______________
Goal GDC by Q3 END           _______________
Difference                              _______________
Total GDC in Mill                    _______________  Discount 20% _________
Total GDC Hit List/Pre-Mill     _______________  Discount 40% _________
TOTAL OPPORTUNITY QUARTER GDC _____________________

2nd Quarter
Year End Goal:__________

KEEP STOP START

Strategy to Maximize Resources Within Your Practice
Marketing

Training
eMoney

Teaming/Partnership/Succession Planning
Joint Work

Human Resources/Kolbe
Operations

P&C Specialist
Coaching with Christine

Weekly Metrics You Hold Yourself Accountable To

Category

Goal/Actual

Goal/Actual

Total

Appts Scheduled Appts Seen GDC Written Qualified Referrals

Goal Actual Goal Actual Goal Actual Goal Actual

Submission date: June 15th
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CY YTD FY GDC                      _______________
Goal GDC by Q3 END           _______________
Difference                              _______________
Total GDC in Mill                    _______________  Discount 20% _________
Total GDC Hit List/Pre-Mill     _______________  Discount 40% _________
TOTAL OPPORTUNITY QUARTER GDC _____________________

3rd Quarter
Year End Goal:__________

KEEP STOP START

Strategy to Maximize Resources Within Your Practice
Marketing

Training
eMoney

Teaming/Partnership/Succession Planning
Joint Work

Human Resources/Kolbe
Operations

P&C Specialist
Coaching with Christine

Weekly Metrics You Hold Yourself Accountable To

Category

Goal/Actual

Goal/Actual

Total

Appts Scheduled Appts Seen GDC Written Qualified Referrals

Goal Actual Goal Actual Goal Actual Goal Actual

Submission date: September 15th
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CY YTD FY GDC                      _______________
Goal GDC by Q3 END           _______________
Difference                              _______________
Total GDC in Mill                    _______________  Discount 20% _________
Total GDC Hit List/Pre-Mill     _______________  Discount 40% _________
TOTAL OPPORTUNITY QUARTER GDC _____________________

4th Quarter
Year End Goal:__________

KEEP STOP START

Strategy to Maximize Resources Within Your Practice
Marketing

Training
eMoney

Teaming/Partnership/Succession Planning
Joint Work

Human Resources/Kolbe
Operations

P&C Specialist
Coaching with Christine

Weekly Metrics You Hold Yourself Accountable To

Category

Goal/Actual

Goal/Actual

Total

Appts Scheduled Appts Seen GDC Written Qualified Referrals

Goal Actual Goal Actual Goal Actual Goal Actual

Submission date: December 15th
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NOTES & COMMENTS
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NOTES & COMMENTS
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GATEWAY FINANCIAL 

PA R T N E R S
500 Winding Brook Drive  |  Glastonbury, CT 06033  |  860.652.4360  |  joingateway.com

Securities and Advisory Services offered through LPL Financial 
A Registered Investment advisor. Member FINRA/SIPC.

PLAN

EXECUTE

DELIVER

ACCOMPLISH

For internal broker dealer use only.
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