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Succeeding
as an SMD

Best Practices



“Most people think ‘I have arrived’ when they 
become SMD; but, it’s not arriving, it’s just the 
beginning of their career.”
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As a Senior Marketing Director (SMD), you are at a pivotal point in your business. You 
have achieved the foundational skills required to run a successful WFG business and 
have the potential to build a multi-million dollar organization. To further grow your 
business, consider implementing some of the proven strategies WFG leaders have taken 
to reach the top. 

We interviewed several field leaders at the SMD level and above, who have at least 
three direct SMDs in their super team. The best practices they shared can help you 
succeed as an SMD and beyond. 
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Sharpen Your 
Winning Habits
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Sharpen Your Winning Habits

Business building should not stop at the SMD level — it should intensify. To have ongoing success, you have to 
continue the activities that helped you reach this level. However, you must perform those activities on a larger scale 
and at a faster pace, while also leading by example. These practices can help you stay focused and maximize your 
recruiting, selling and team-building efforts.

1. Focus on Personal Recruiting & Sales

Never stop finding new associates and making sales, because that’s how you continue to build your core business 
and lead by example. This business is a numbers game, and the more you prospect, sell and build, the faster your 
business can grow. Cultivate the habit of prospecting as you go, introducing yourself to everyone you come across in 
your daily life.

2. Schedule Your Day Strategically

Structure your day with a daily plan of activity that can help you reach your goals. For example, each day you should 
schedule at least three appointments, communicate with your team, and provide training in the field. Determine the 
level of activity you need to reach or surpass your goals, and make sure those activities are on your daily schedule 
and aligned with your goals. 

3. Focus on Field Training

Spend time in the field training your team so they can observe how you successfully close business with clients and 
sell the business opportunity to prospective team members. Help your team create the same habits you developed to 
reach this level. 

4. Aggressively Build Leaders

As an SMD, you are responsible for building new leaders modeled after you. Build people who are eager to succeed, 
possess leadership qualities, and are coachable. Focus on building one to three leaders at a time. However, it’s 
important that you first determine how many people you can effectively mentor and promote while still meeting 
your personal production goals.

5. Continue to Fast Start New Team Members

Make sure all new WFG associates in your base shop go through the Fast Start process immediately. This training 
helps them understand the business sooner so they can get licensed and start to sell and earn commissions. Once 
they start making money, they begin providing incremental growth to your cash flow. 
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6. Set a Minimum Standard for Personal Productivity

Setting production goals makes it easer to accomplish big goals, such as earning your next ring, qualifying for Hawaii 
or becoming an EMD. At minimum, be sure to maintain the production level that got you to SMD then build upon it.

7. Strive for 10-10-10 Production

To grow your business at a faster pace, you have to increase your personal production. Shift your standard 
performance goal to achieving at least 10,000 points, 10 new associates and 10 sales every month. Increase this 
standard as you continue to mature in the business, so you can grow your business wide and deep in little time.

8. Keep Building Cash Flow

Keep a continuous focus on cash flow and ensure it increases month over month. To achieve your goals, it’s 
important that you make money. If you are not meeting your cash flow target, adjust your activities and boost your 
team’s performance to achieve the results you need. 

9. Keep Stretching Your Potential

Constantly outperform your career best effort for personal recruits, personal production, base shop recruits and base 
shop production. If you keep doing this, you will have incremental cash flow increases over time and your business 
will grow. 

10. Get Better at the Basics

Keep honing your prospecting, communication, presentation and closing skills. Ongoing improvements in these areas 
will help you grow your business and become a better example for your team. 

Sharpen Your Winning Habits
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Cultivate the  
Right Mentality
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Many associates who become SMDs develop an “I’ve arrived” attitude that limits their growth potential. To succeed, 
you should have a hunger for closing business and building more leaders, which should drive you to boost personal 
production and recruiting, and ramp up field training to duplicate yourself. Here are some ideas on what to do to 
keep that hunger.

1. Maintain Your Passion for WFG

Successful leaders have an unwavering passion for this business. They strongly believe in themselves, the business, 
the leadership and our mission to help families. Stay energized by our mission and inspire your team to do the same.

2. Build Your Momentum

Always be in pursuit of your next promotion, ring, reward trip or cash flow target. These milestones can help you 
stay focused on success and grow your business. 

3. Have a Mentor

It’s important to have a strong leader to mentor you in this business, and you actually can have more than one. Find 
successful leaders who inspire you and with whom you have synergy. Your mentors can re-energize you, guide you, 
keep you accountable, and help you to continue toward your goals. 

4. Be Mentally Tough

Be mentally prepared for the highs and lows in your business, and strong-minded enough to overcome setbacks and 
to remain humble in the midst of success. Don’t hesitate to reach out to leaders to get re-energized and re-inspired 
when you need it. Always remember that you’re part of something big.

5. Remain Coachable

Continually leverage your leaders’ knowledge and experience, and be open to course corrections from them as you 
strive to grow your business. Involve your leaders or mentors in your business planning and strategy because they 
can provide the accountability you need to stay on track. Also, by including your leaders in your future plans, you are 
showing an example of respect that your team will see, so they will treat you in kind.

Cultivate the Right Mentality
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Operate Like a  
Business Because  
You Are a Business
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As an SMD, you are building a business with the potential to bring in millions in revenue. Focus on your bottom line 
by keeping expenses to a minimum and emphasizing revenue-generating activities — especially those that help you 
reach your goals. Here are some practices you should follow: 

1. Have a Business Plan

While it is essential to have an annual plan, it is even more important to break that plan down into quarterly, 
monthly, weekly and daily action plans. Some leaders recommend using a 90-day plan because it gives a compressed 
regiment of activity with little room for downtime. The most effective plan is one that focuses on activity (for 
example, the number of prospects or scheduled meetings) rather than goals (such as getting the next ring or 
promotion).

2. Present the Best Product Portfolio to Your Clients

Products change or can be updated. Stay up-to-date with the latest products to see how they have evolved and to 
ensure you offer ones that best suit your clients. Initially, master two to three products and diversify as you become 
more experienced.

3. Make Money

Focus on making money constantly, month in and month out, ensuring your paycheck grows in relation to the 
previous month. If you consistently plan to outperform the last month, you will grow incrementally.

4. Work with the Most Talented People

Don’t get into the mode of trying to change people. Instead, find top talent. If no one on your team is ready to be 
promoted, find and promote new associates who have the necessary skills, and you will get better results. 

5. Monitor Personal and Team Results

Constantly assess production across your team to ensure everyone is on target. Track cash flow, points and 
persistency; but also look at the numbers that indicate future growth, such as the number of new associates, BPM 
attendance, and training meeting attendance. Make adjustments to your strategy if you find you are not hitting your 
targets, and be sure to follow up with team members who are not performing to a minimum standard.

6. Cover Your Operating Costs

Make sure that you have a cash reserve to cover the costs of doing business, such as salary for an assistant, rent of 
office or plug-in space, Internet and telephone fees, debt and other expenses. You need to manage your costs based 
on the income from your personal production, so you don’t have to rely on your team’s performance to maintain 
your overhead. 

Operate Like a Business Because You Are a Business
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Operate Like a Business Because You Are a Business

7. Get Your Securities License*

You project a better example for your team when you are fully licensed and exemplify the full potential of the 
business. More importantly, if you’re licensed to sell securities, you can better help your clients and build a stronger 
book of business. Plus, being fully licensed can help you attract new associates who want to sell securities.

8. Hire an Assistant

Don’t let administrative work keep you away from prospecting, building and selling. Delegate administrative duties 
to an assistant or office manager, who can also help you market your business. If you can’t afford one on your own 
income, partner with another associate and split the cost of the assistant’s salary.

9. Leverage Tools and Technology

Master the business tools on MyWFG.com and train your team to use them. Additionally, make sure you know how 
to use product illustration software from various providers and that your licensed team members are properly trained 
to use those tools as well. 

* Some conditions may apply.
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Operate Like a Business Because You Are a Business

10. Manage the Flow of Business

Ensure that every piece of business that’s submitted goes through you, the office manager or your assistant. Train your 
team to write good business.

11. Consider Opening an Office*

Having your own WFG office can help you build your brand and enhance your ability to increase your cash flow. 
Before you invest in office space, ensure you have the financial stability to cover the lease personally and a large 
team that has at least three committed full-time or five part-time associates to maintain an adequate motivational 
atmosphere (mo-zone).

12. Get Your Partner Involved

Have your partner involved in the business as much as possible. Depending on whether he or she has a job or not, 
your partner can provide moral or administrative support. But one of the most rewarding ways he or she can support 
you is by becoming a licensed associate and working with you. 

13. Train Your Team to Be Business-Minded

Encourage your team to have a business mindset and inspire them to maintain a sense of ownership of their WFG 
businesses. Always stress the importance of writing good business and doing what is right for their clients.

* Check with the WFG home office for the full requirements for opening a location.
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Have Solid Team 
Dynamics 
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Your team’s culture – how motivated team members are, how they interact with each other, their level of mutual 
respect – is a factor in how well your business and theirs performs. Continually monitor your team’s dynamic and 
take action to keep them aligned and energized. 

1. Be the Most Positive Person on Your Team

Your team members will mirror your attitude and behavior. Stay upbeat and remain energized about your business 
and WFG. Be respectful to your leaders and keep the lines of communication open.  When conflicts arise, strive to 
resolve them quickly and amicably. 

2. Create a Positive Team Environment

As an SMD, you are responsible for developing leaders on your team, and it’s important that your team be respectful 
of others and help each other succeed. To maintain a positive environment, work with your team to develop a  
Code of Honor. Also, constantly communicate with team members to create camaraderie, build trust, and develop  
a culture where people are aligned for success.

Have Solid Team Dynamics
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Have Solid Team Dynamics

3. Earn Your Team’s Trust

Be a person your team can trust and depend on. Show them respect by returning their phone calls, being on time to 
appointments, and listening to and addressing their concerns. Understand that your actions affect the entire team.

4. Promote a Meeting Mentality

Encourage your team to develop a meeting mentality, which is the willingness to show up to and be actively 
engaged in every meeting. Meetings resell the business opportunity, teach the skills and culture of the business,  
and provide accountability. A meeting mentality can help you and your team stay motivated. 

5. Make Business Planning Part of Your Team’s Culture

When you are pursuing your goals (cash flow, promotion, etc.), make sure you know your team members’ goals, 
too, so everyone is aligned and empowered to achieve their goals together. Have goal planning and tracking sessions 
so that everyone is accountable, and display goals in the office as a constant reminder of where the team is headed.

6. Leverage Company Contests & Events

WFG events and contests keep your team excited about and engaged in their business. Encourage your team to 
participate in them, because these activities often help people boost their production.

7. Create Your Own Events

Build momentum and energize your team with your own events. For example, have a team meeting after the BPM 
to help team members develop strategies to follow-up with prospects. Sponsor a Client Appreciation Day, women’s 
events, holiday parties, Closers Colleges or Fast Start Schools. The events you create not only motivate your team to 
work harder, but also help your team build a unique identity.

8. Duplicate Trainers in Your Base Shop

Trainers are people who consistently come to the office, go to meetings and BPMs, are self-motivated, and are 
willing to help others. Identify people with these habits and encourage this behavior in others. 
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Tools for Success
As an SMD, you should have master 
knowledge of the tools on MyWFG.com 
and train your team to use them. Here 
are some tools top leaders use to manage 
their businesses:

WFG Dashboard: Helps you quickly see 
key metrics, such as cash flow and net 
point ratio, in your base, super base, and 
super team

MyTeam: Gives you a detailed view of 
your WFG team, and you can filter the 
data by level, hierarchy, associate name, 
location and other metrics 

Presentation Builder: Helps you create 
custom presentations based on your 
preferences, such as audience or time, 
and save them to your computer or tablet 
for future use

Promotion Tracker: Enables you to track 
progress towards your next promotion, 
as well as the progress of your team 
members

BOSS (Back Office Support System): 
Helps streamline the process for 
submitting various administrative forms 
you use in your business by making them 
available to complete and submit online

WFG Talks: Offers audio and video files 
that provide mentoring, inspiration and 
information on various topics from some 
of WFG’s top leaders so you or your team 
members can get the guidance you need 
immediately

Transform Your Business 
with Best Practices
These best practices can help your business rise to greater 
heights. Start incorporating them into your business today, 
so you can quickly build the top-performing organization 
you desire.
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“A lot of people fail to get to the next level 
because they fail to see this as a business. 
Have a business mentality.”



World Financial Group and/or WFG consist of:

U.S.:

World Financial Group, Inc. is a financial 
services marketing company whose affiliates 
offer a broad array of financial products and 
services. 

Insurance products offered through World 
Financial Group Insurance Agency, Inc., 
World Financial Group Insurance Agency of 
Hawaii, Inc., World Financial Group Insurance 
Agency of Massachusetts, Inc., World Financial 
Group Insurance Agency of Wyoming, Inc., 
World Financial Insurance Agency, Inc. and/or 
WFG Insurance Agency of Puerto Rico, Inc. - 
collectively WFGIA.

Securities and Investment Advisory Services 
offered through Transamerica Financial Advisors, 
Inc. (TFA), Transamerica Financial Group 
Division - Member FINRA, SIPC, and Registered 
Investment Advisor.  Non-Securities products 
and services are not offered through TFA.

World Financial Group, Inc., WFGIA and TFA are 
affiliated companies.

World Financial Group, Inc. and WFGIA 
Headquarters: 11315 Johns Creek Parkway, 
Johns Creek, GA 30097-1517. Phone: 
770.453.9300

TFA Headquarters: 570 Carillon Parkway, St. 
Petersburg, FL 33716. Phone: 800.322.7161

Canada:

World Financial Group Canada Inc. is a financial 
services marketing company whose affiliates 
offer a broad array of financial products and 
services.

World Financial Group Insurance Agency of 
Canada Inc. (WFGIAC) offers life insurance and 
segregated funds.

WFG Securities Inc. (WFGS) offers mutual funds. 

World Financial Group Canada Inc., WFGIAC 
and WFGS are affiliated companies.

Headquarters: 5000 Yonge Street, Suite 800, 
Toronto, ON M2N 7E9. Phone: 416.225.2121

Not for use in Quebec.

In the United States, World Financial Group and 
the WFG logo are registered trademarks  
of  World Financial Group, Inc.

In Canada, World Financial Group is a registered 
trademark of World Financial Group, Inc. 
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This brochure is based on information obtained through interviews with 14 WFG associates, 
SMD and above, who have at least three direct SMDs in their super team. Our special thanks 
goes to these leaders who generously shared the strategies they used to be successful:  
Sara Blatt, Brian Bus, Nelia Destacamento, Arlex Flores, Gaby Hart, Hanna Horenstein, 
Jay Maymi, Bill Mitchell, Alicia Nguyen, Vivian Olero, Chip Palid, Harinder Sukhija, Francis 
Thazhamon and Linh Tonnu.
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