
Contact Info 
 
Licensing Coordinator:  
 
NINA GUDA 
Email: ​ ​ ​ athenalicensing@gmail.com 
 

Policy Coordinator:  
 
EDGE PAUIG 
Email: ​ ​ ​ athenapolicy@gmail.com 
 
 
Office Address: 
 
1370 Brea Blvd, #110 
Fullerton, CA 92835 
 
 
 
 
 
 
 
 

 
 
 
 



Team Athena 
FastStart 

 
Name _________________________________________ 
 
Agency Code Number ____________________________ 
 
Date Started ___________________________________ 
 
Phone # _______________________________________ 
 
 
❏​ Agency Code # 
❏​ Meet w/ Spouse (KTP) 
❏​ Top 25 List 
❏​ HOT 3/3 Guest to BPM 
❏​ Register for Course & Exam 

 
Complete in the 1st 10 Days for the Sprint Award! 

 
 
 
 
 
 
 

 
 
 
 



THE VEHICLE 
 

 
 
 
 
 
 



 

 
 
 
 
 
 
 
 
 

 
 
 
 



 
 
 
 
 
 



TOP 25 WORKSHEET 

 
 
 
 



Help Me Script  

Hi ________________this is ______________ (small talk)  

Listen do you have a minute?  

I don't know if you know or not, RECENTLY I just got started 
with a financial firm. I'm new, I'm excited, I'm in training, I need 
your help; YOU'LL HELP ME OUT WON'T YOU?  

I need 1 hour of your UNDIVIDED attention. I have someone I 
want you to meet, his/her name is ________. He/She is in 
charge of helping me complete my training, and achieve my next 
promotion. I have his/her calendar in front of me. He/She has 
next Wednesday or Thursday available, which day works best 
for you? Is 6 o'clock good or is 8 o'clock better.  

Great we'll see you next ______ at ___ o'clock. I appreciate 
your willingness to help me out with my training.  

Please be sure to have your Husband/Wife present. My 
training is more complete when both Husband & Wife are 
present.  

Before I let you go I want to ask that you please keep the 
appointment, it’s very important in the early stages of my career. 
Great, see you soon.  

 
 
 
 
 



ETHOR STANDS FOR:  

I’M EXCITED  

I’M IN TRAINING  

I NEED YOUR HELP  

I VALUE YOUR OPINION  

REFERRALS  

You: Hello (name) (small talk) _____, what are 
you doing Tuesday night?  

Them: Nothing why? 

You: I don’t know if you know or not but recently I 
got started with a financial firm, I’m EXCITED, I’m 
in TRAINING, I need your HELP. I want you to 
come down to our office and check out what I’m 
doing. I value your Opinion & you can send me 
some Referrals down the line. It’s going to be 
awesome. Do you have a pen to take down the 
address? Etc.... (mention dress code)  

 
 
 
 



Overcoming Objections 

Structure it: They ask you questions You acknowledge their 
question Make a short statement to answer their question, say it with 
certainty You end it with another question to tie it down You regain 
control of the conversation by asking them a question Give them a 
choice to narrow it down and schedule a date  

Overcoming Objections-Phone Call 
“What do I have to do?” Great Question, All I need you to do is see 
what I’m doing so you can give me your opinion and send me some 
referrals down the road, you’ll help me out, won’t you? So what’s better for 
you (Day) or (Day)?  

“Can you tell me over the phone?” There are some things you 
need to see visually for it to make sense and obviously we can’t do that 
over the phone, right? So what’s better for you (Day) or (Day)?  

“What do you do? / What kind of company is it? / What 
is it?” Thanks for asking. I’d love to explain all of it but I’m still new. But 
basically we show families how to make and save money, everyone wants 
to do that right? So what’s better for you (Day) or (Day)?  

“Can you give me more information?” I appreciate your 
interest, but now is not the time to go into detail. I just got started, I’m new 
and I’m in training. It’s better for you to hear it from my trainer. It makes 
sense that an expert should explain it to you, right? So what’s better for 
you (Day) or (Day)?  

 
 
 
 
 



“What are you selling? Do I have to buy anything?” I 
appreciate your concern but No, you don’t have to buy anything. Besides 
asking you to buy something would be the last thing I’d ask you to do. 
Once you see what I’m so excited about, you can help me with some 
referrals down the road, sounds good? So what’s better for you (Day) or 
(Day)?  

“I don’t want to feel obligated to buy anything.” I 
understand, and I’m glad you said that because I’m not here to sell you 
anything. I’m here to educate and advise you on what your options are and 
you can choose what is best for your family. We help you do a personal 
financial review at no cost to you, with no obligation. Fair enough? So 
which evening is better for you, Monday or Wednesday? So what’s better 
for you (Day) or (Day)?  

“Is this Primerica?” Who? What’s Primerica? I understand your 
concern but No, We’re a global financial marketing firm. We market for 
companies like: Fidelity, Voya, Metlife, Prudential, Pacific Life, 
Transamerica and many more. You’ve heard of these companies, right? 
So what’s better for you (Day) or (Day)?  

“Is this a Pyramid?” Let me ask you what is your definition of a 
pyramid? - A triangle, that there is only one person at the top. So are you 
asking if we are a triangle? Absolutely not, there are hundreds of people at 
the top at the same level if they work for it. You can get to the level I’m at. 
So you know the word pyramid when it comes to business, is an illegal 
operation. The word Pyramid is an Illegal operation that passes money 
from one hand to another without licenses, services and products. So 
based on that, WFG does not meet that criteria. So what’s better for you 
(Day) or (Day)?  

 
 
 
 
 



Overcoming Objections-KTP  
“I’m not interested” I understand. Many of our existing clients 

initially had the same reaction until I had a chance to show them what a 
dramatic difference a personal financial review can make. Let’s get 
together and talk. Is Monday or Wednesday evening better? So what’s 
better for you (Day) or (Day)?  

“We already have a financial professional.” You know, many 
of the people we work with now initially told us the same thing until we had 
a chance to show them how we could actually complement what they were 
already doing, let’s get together and visit.” So what’s better for you (Day) 
or (Day)? Overcoming Objections-KTP  

“I already have Life Insurance at my Job.” Great Question, 
do you work right now? Where? Let me ask you a question, do you plan 
on retiring at the gas company. So in five years you decide to leave the 
gas company, will you still need insurance? Yes. You will no longer have 
life insurance through work. What if in those five years something 
happens, cancer, diabetes, overweight? A life insurance company will no 
longer want to insure you, that is why it’s so important you get 
independent life insurance outside of your work so it’s still there whenever 
you decide to leave your job. On a monthly basis, how much can you 
afford to put away to protect you and your family?  

If yes they do plan on retiring with current job: Does the gas 
company want you to retire with them; therefore, they are responsible for 
your benefits and pensions, No! Even if they keep you there until the age 
of 65, you will still need independent life insurance outside of your 
company and the likability of an insurance company qualifying you at the 
age of 65 is very slim or it will be too expensive and you won’t be able to 
afford it.  

 
 
 
 



“What happens if I lose my Job.” You have two kids right? So 
if you lost your job, are you going to stop feeding your kids and have them 
go hungry? NO. This policy is like your third kid. It only works if you feed it 
and one day it’s going to work far more for you and your kids than you 
ever worked for it.  

“I don’t want to leave any money for my Kids.” My parents 
did very little for me and I want to break that cycle with my family. I want to 
leave a legacy. Don’t you want to leave a legacy? Do you want to be 
remembered as a guy who leaves a legacy or a guy who left bills?  

“I want to think about it.” Well absolutely you want to think 
about it because this is something legitimately that is important. What 
exactly do you need to think about? Do you think about every purchase 
you make?  

“God will Provide.” It is your responsibility to provide for your 
family.  

“I already have insurance.” Who do you have? How long have 
you had it, do you know the agent? Client, with your permission I would like 
to borrow your policy so we can analyze it together and see if it makes 
sense. Before I even do that I want to congratulate you for acting 
responsibly and having life insurance. “I want to do my research.” 
Well absolutely, Mr. Client, where do you want to do your research at? The 
internet. Do you do your research on everything you buy? What kind of car 
do you have? Usually when someone needs to do their research it is 
typically a procrastination. I probably did not answer all of your questions, 
so is it the Product Provider? Is it the money?... You probably don’t need to 
do a lot a research you just need to make some solid decisions.  

 
 
 
 
 



“I can’t afford it.” Mr. Client, do you have steady income? Is that 
your TV over there? Do you have Cable? How much do you pay in Cable? 
So let me ask you Mr. Client, you have a family, wife and kids, and you are 
receiving unemployment and you can still afford cable? What’s more 
important, if something were to happen to you, would it be more important 
that you left your family with  

cable and other bills or that you left them with a life insurance death 
benefit that can pay off all your bills?  

“I don’t have any money to invest/ We’re broke. / We’re 
living paycheck-to- paycheck.” I understand. We hear that all of the 
atime and that’s actually more of a reason to get together. Our company 
specializes in showing families how to take dollars they’re already 
spending in the areas of debt, taxes and insurance, and restructure it to 
find dollars they can use to save for their financial future. The most exciting 
part of this is that we don’t charge the client a dime to show them how to 
implement it. Let’s get together and talk about it.  

Overcoming Objections-1on1  
“Why do I need to pay $100 for a job?” It’s not a job, it a 

business and first of all you don’t have to pay you want to invest...  

. “How much is this going to cost” How much would it be 
worth in your future to have an education about how money works? How 
much would it cost to go to college for four years to learn about it? I am 
embarrassed to tell you. It’s only $100, plus the cost of the licenses. When 
we get together, I’ll show you how it works.  

 

 
 
 
 



“I already have a job.” You don’t have to leave your job. This is 
meant to enhance what you earn, not replace it 

“I need to talk to my spouse.” Yes. I think that would be a good 
idea. We recommend making those decisions as a family. When is he/she 
available?  

“I need to think about it.” Maybe I could help you with that. 
What areas of concern do you need more information or clarity on?  

“I don’t’ know that many people.” What I discovered was that 
everyone I knew, knew several people, and so on.  

“Do I have to talk to friends/family?” Do you want to talk to 
your friends and family? If you had the cure to Cancer, who would you help 
out first? We have the cure to financial cancer, doesn’t it make sense that 
we help out first the ones we love and care about most?  
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