
Recruiter contacts candidate
Background check

Selection checklist

Research 

company

Interviews 1-6

· How much can I make?

· How long will it take to start 

my career?

· Will I be successful?

· Why do I have to do all this stuff?

· I wonder if I’ll get everything done in time.

· I wish I didn’t have to go to my old job every day.

· They like me!

· I’m going to be 

great at this.

· How am I going to learn all the 

products?

· It’s exciting to meet other FRs and get 

started on my career.

· I’ll never get all this 

memorized!

· What if I don’t pass?

· Anxious

· Nervous

· Overwhelmed
· Happy

· Anxious

· Nervous

· Excited

· Worry

· Relief

· Time Stress

· Financial Stress

· Excited

· Happy

Offer consistent, standardized onboarding for all 

candidates leading to Integrated Planners 
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Time/Financial Pressure

Access to People and Information (P&I)

Enjoyability

Manage checkpoints

Sales School

· This is taking a long time.

· How will I be trained?

· Will they make me an offer?

· Is this right for me?

Candidate Journey

Opportunities

Stages

Things I’m 

Doing

Field Office

Rate My 

Experience

How I’m 

Feeling

What I’m 

Thinking

Global

Time/Financial Pressure

Access to (P&I)

Enjoyability

Time/Financial Pressure

Access to P&I

Enjoyability

Time/Financial Pressure

Access to People and Information (P&I)

Enjoyability

Time/Financial Pressure

Access to People and Information (P&I)

Enjoyability

Discuss with 

friends & family

Research 

career

Complete 

DYM

Complete interview 

assignments

Candidate   

Log-On

Fingerprinting

CELEBRATE!
Schedule test 

date

Help candidates come to training ready to start building their client base 

(data populated in CRM, phoning language learned)

CL&R Analysts CL&R Coordinators

Study for state 

exams

Post-Acceptance ChecklistService Request

Gain buy-in from Field Leadership on best 

practices for sourcing and selection

…Wait on status of 

license...

Take exams
Complete all checklist 

tasks

LinkNet Interviews with new FRs

Interviews with EPE and CL&R Coordinators Interviews with CL&R Analysts
Information sources

We want to make sure we are asking candidates to do the RIGHT (value-

added) task at the RIGHT time.

Both HO and Field Leadership are important contributors 

to the candidate’s success.

High-quality training and support for Field leads to higher staff retention and 

better candidate success.

We want to create a personable, easy-to-understand 

process for becoming a new FR

 

Guiding Principles

Fastrack Basics

Online training

Training & Development

CL&R Coordinator

Field Leadership

Go to work Continue going to work Start Sales School

Set clear expectations for each step of 

onboarding process from Field 

Leadership on down

Create checkpoints and accountability for 

both the candidate and the field office

Onboarding

Help Field Staff understand the importance of setting 

objectives for candidates

Strive for a high-touch and personalized Sales School experience for each 

candidate 

Ensure that candidates understand the full 

selection and contracting process and see the “big 

picture”

Ensure that candidates are well-prepared 

for Sales School and know how their 

career will evolve

Assign a mentor or main contact-point for 

each candidate

Source / Interview / Select Start My CareerHandshake First Day of Sales SchoolLicensing

30-60 days Six WeeksHandshake Two-Three Weeks
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