
 
Your success is our success.  This is the first step to assist you in reaching and 
exceeding your goals and expectations.  We look forward to contributing 

New Cash Network Team newcashnetworks@gmail.com 
 

New FBO Checklist 
1. Schedule the New FBO orientation (within 24-48 hours) Date: _______  Time: _______ 

2. Control your enthusiasm, until after the FBO Orientation, to avoid trial and error. 

3. This is about residual income: “If you are not making money while you sleep, you will 

work the rest of your life.”  Warren Buffet 

4. What amount of yearly residual income would make this worth while for you or anyone 

or a cause that’s important to you? $_________ 

5. Goals: What could this accomplish for you? 

a. __________________________________________ 

b. __________________________________________ 

c. __________________________________________ 

6. Candidate list: Ideally 15-20 people, so no one person is too important, with whom you 

would like to have a business relationship i.e. self-starters. 

7. “FinMore” video link First Look 

8. “What I have learned in 35 Years” video link  

9. “Welcome On-board Call” with Team Member  

a. Team Member: 

1. Sharing a valuable tip or insight 

2. Available for future support 

3. Reminder to not contact candidates, prior to the “Orientation,” to avoid 

trial and error 

b. Sponsor 

1. Confirm the time and value of the New FBO Orientation 

2. Confirm the suggested audios have been, or will be heard in advance of 

the Orientation 

3. Candidate list! 

 

 

 

 

 

 

          Name    Phone  
Corporate Website: FINMORE.com       1. _________________________________ 

Your Back Office: https://finmore.com/account/     2. _________________________________ 

Your Banking Information: https://finmore.com/account/      3. _________________________________ 

FBO Support: Help Desk in Back Office 

 

Monday             6 PM PT / 9 PM ET  MOMENTUM 

Tuesday 12 PM PT / 3 PM ET VIP OVERVIEW 

Tuesday 6 PM PT / 9 PM ET   VIP OVERVIEW 

Wednesday 12 PM PT / 3 PM ET SP OVERVIEW 

Wednesday 6 PM PT / 9 PM ET   VIP OVERVIEW 

Thursday 12 PM PT / 3 PM ET VIP OVERVIEW 

Thursday 6 PM PT / 9 PM ET  VIP  OVERVIEW 

Saturday          9:30 AM PT/ 12:30 PM ET FBO Training 

VIRTUAL MEETING SCHEDULE    FinMore.LIVE 

 

ESSENTIAL INFO YOUR SUPPORT TEAM 

mailto:newcashnetworks@gmail.com
https://finmore.com/account/
https://finmore.com/account/


 
Develop Your Candidate List … Find the best and they will do the rest”   
We have products that can change lives. Start by building your Top 40 List. We all know people and families 
who could benefit from our wonderful products and/or by joining your FinMore business.  You probably 
have 100’s in your smart phone contact list. Your personal and business contacts are some of your greatest 
assets!  

Suggestion:  Create a profile of the types of people you would like to have on your team. What are their 
characteristics? e.g. professional, coachable, willing to be a student, shared values, have initiative, people 
I like, have technical skills.  

This is a ‘living-breathing” document. Continue to grow your contact list daily – either electronically or on 
paper 

Ten Friends and Family to Share FinMore Funnel Video with:

1. _______________________________ 

2. _______________________________ 

3. _______________________________ 

4. _______________________________ 

5. _______________________________ 

6. _____________________________ 

7. _____________________________ 

8. _____________________________ 

9. _____________________________ 

10. _____________________________ 

Ten Sharpest, Most Entrepreneurial and Influential People:

11. _______________________________ 

12. _______________________________ 

13. _______________________________ 

14. _______________________________ 

15. _______________________________ 

16. _____________________________ 

17. _____________________________ 

18. _____________________________ 

19. _____________________________ 

20. _____________________________

Ten People and Families From Your Social Media Contacts or Followers:

21. _______________________________ 

22. _______________________________ 

23. _______________________________ 

24. _______________________________ 

25. _______________________________ 

26. _____________________________ 

27. _____________________________ 

28. _____________________________ 

29. _____________________________ 

30. _____________________________ 

Ten People with Direct Sales or Network Marketing Experience: 

31. _______________________________ 

32. _______________________________ 

33. _______________________________ 

34. _______________________________ 

35. _______________________________ 

 

 

 

 

36. _______________________________ 

37. _____________________________ 

38. _____________________________ 

39. _____________________________ 

40. _____________________________



 


