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Welcome to your New 

Career with RHINO 

Financial! 
 Congratulations!  We are extremely excited that you have become a part of 

our team.  You can be sure that, if you follow our guidance, you are on your 
way to a successful and fulfilling career like no other.  We would not have 

selected you if we didn’t believe in you. 

The first thing you need to embrace is your success here is totally dependent 
on you.  THIS IS YOUR BUSINESS!  We will give you the tools to be 

successful.  We will give you guidance and training to learn our business.  
We will give you constant support.  But make no mistake about it your desire 

to succeed and your willingness to follow our guidance will be your biggest 
keys to success. 

The next few months are going to challenge you.  You will face adversity.  You 
will go through some tough times.  But if you have the right attitude…you 
have a sincere desire to succeed…you take ownership of your success and 

work hard to continue to improve…YOU WILL CREATE A 
PHENOMENAL LIFESTYLE FOR YOURSELF! 

A lifestyle that not only includes a great income today, but enables you to 
build a residual income that will pay you for years.  You can win some 

memorable trips to fantastic destinations all over the country and exotic 
locations in different parts of the world.  Over the course of time you will be 
able to build a life that includes the freedoms and flexibility that being your 

own boss gives you. 

The information in this manual is designed to help you get off to the best 
possible start.  Take every part of it seriously.  Use it.  Ask questions if you 

don’t understand something.  Ask for help when you need it.  Take control of 
your future.  It is totally up to you. 

It won’t be easy.  Success isn’t supposed to be.  But it is definitely worth it. 

Keep Charging! 

The Rhino Financial Group Leadership Team 

 

 



 

  

Our Vision and Mission 

In all we do, The Rhino Financial Group strives to be a standard of 

excellence and to remain steadfastly dedicated to serving and helping 

people.  When our customers face a critical illness or accident we help 

give them comfort that, at least financially, they are not alone.  We are 

there for them as a shoulder to lean on, and we genuinely care about 

their well being.  We are a team of individuals that works together to help 

each other accomplish our life’s goals and dreams.  We strive to achieve 

our best financially, personally and spiritually.  We are committed to help 

each team member achieve and enjoy the unique freedoms and 

flexibility a career with Rhino provides. 

To help provide financial security and peace of mind to families when the 

unexpected occurs and provide our business partners a vehicle to 

accomplish their life's goals and dreams. 

Vision 
 

Mission 
 



 

  

Conference Call Schedule and 

Numbers 

Monday 

8am         Web Team Meeting 

Link sent via email or you can use the GoToMeeting invitation 

for your 1st Interview 

10am      Family Heritage Sales Training Call 

    216-609-0100 

    *6 to mute 

 

Wednesday 

8am                  Web Business to Business/Mid-Week  

 Update Meeting 

      Same link as Monday 

 

Friday 

8am                   Family Heritage FIT 

       (Fundamental Interactive Training) 

You must register for this event through an email you will receive 

 

10am        Family Heritage Newer Person Call 

             216-609-0100 

    *6 to mute 
 



  

When running your own business, your schedule is your life line. No 
one is telling you when to work, and when to go home. This flexibility is 

a wonderful gift, but a tremendous responsibility at the same time. 
True flexibility in our business goes to the individuals who work 

extremely hard in their first few years. Below is the schedule that we 
suggest, and expect everyone affiliated with our company to work 

during their first 12 - 24 months. 

 
Residential:  
     Monday through Friday (use Saturdays* as optional selling days to achieve your goals)  

Start time: 10am or earlier  

Stop Time: 8pm or later  

 
*Saturdays are outstanding selling days, and during your first year in our business we 

strongly encourage you to work 2 or more Saturdays per month  

 

B2B:  
Monday through Friday (use Saturday* as optional selling days to achieve your goals) 

 Start time: 8am or earlier  

Stop Time: 6pm or later  
 

*Saturdays are outstanding selling days, and during your first year in our business we 

strongly encourage you to work 2 or more Saturdays per month  

 

 
During your first 12 months these are the days of the week and 
hours of the day that you should be out on the field in front of 

prospective clients. Any administrative/office work is done 
outside of these hours. 

Schedule To Success 



 

 

  

10 Keys to Success 

1. Do the 2 out of 3 principle EVERY DAY 

2. Work a quality 9 hours/day 

3. Work a minimum of 5 days/week 

4. Do your Weekly Commitment Plan every 

week and turn it in by 8am Monday 

morning 

5. Do a minimum of 6 full closing demos 

every day 

6. Collect referrals every day 

7. Be on all conference calls 

8. Communicate EVERY DAY with your 

direct manager 

9. Study your Sales Talk every day 

 10.  Do what you are supposed to do, when 

   you are supposed to do it, whether you  

   feel like it or not. 
 



 

  

 CHALLENGES TO OVERCOME 

1.  Placing meaning on the word “no” –Sales is purely a numbers game.  Talk to enough prospects, 

great things will happen. First year sales reps have a tendency to make the no mean more. The most 

common misplaced meanings are:  

A.  Making it about themselves – You can always grow and improve, but being overly hard 

on yourself is counterproductive. Learn to constantly strive to get better, but enjoy the 

process. 

B.  Believing objections – If you hear any particular objection enough it is easy to start to 

believe  it and expect it. Don’t fall into this trap. Learn to answer objections confidently every 

time and good things will happen.  

C.  Blaming “the system” – We want you to do well. We are going to train you in a system 

that has been proven to work over and over again. We are going to put you in a territory 

where you can be successful. It doesn’t help either of us if we were to do otherwise.  

However, while you are on your learning curve it can easily feel like “this doesn’t work” or 

maybe “this doesn’t work in my turf”. If you are learning to shoot a basketball and really 

trying to do it the way it is taught by a shooting coach, it still takes a while to actually start 

making a high percentage of your shots.  Starting out in sales is no different.  Focus on 

improving within the system as opposed to changing the system and down the line you will be 

incredibly grateful for it! 

2.  Guard your habits – The biggest mistake people make is thinking that they are just going to hit the 

ground running and are not as diligent with guarding their habits. What habits? 

A.  Commitment to your schedule.  The reality is that it is impossible to fail in sales if you 

always work when you say you will, stay present by working one goal period at a time, and 

have amazing self-talk.  

B. Come in humble and hungry – You should approach this as if you are a rookie in sales and 

want to soak up every single bit of knowledge possible. Listen to audios daily, review your 

sales talk, read claims, learn how to answer objections with confidence, follow people who 

are jamming, and determine that you will outwork the competition these first 6 months. 

3.  “What is required?” versus “What does it take?” 

A. The single biggest differentiator between successful entrepreneurs, which is what we are in 

this business, and average entrepreneurs is mindset. Average people ask “What is required? 

Do I have to work nights ever? Am I required to work a Saturday? Do I have to…?” 

Successful people ask, “What does it take?”  

 B. Your first 6 months, you have to have a “What does it take?” mindset. If you make the 

 decision to commit to doing whatever it takes to do the Keys to Success listed in this 

 manual, you will have an amazing career here. 



 

  

Know Your Company 

Rhino Financial, LLC 

➢ Founded in January 2015 
➢ Exclusive representative of Family Heritage Life products 
➢ 5,000+ new clients since 2015 
➢ Members in 8 states and growing 

 

Family Heritage Life Insurance Company of America 

➢ Founded in 1989 
➢ Over 1 Billion in Assets 
➢ Over 50 Million paid in claims in 2015 to 2017 
➢ A+ Accredited rating with the Better Business Bureau 
➢ A Rating with AMBEST for exceptional financial strength 
➢ Over 300,000 clients in 49 states 
➢ Over 1 Billion dollars in future receivables 
➢ Over 300 Million in cash reserves to protect our clients financial interest 
➢ Won The Stevie’s Award for Customer Service Dept. of the Year and Sales Support 

of the Year 

 

Torchmark Corporation 

➢ Parent company to Family Heritage Life 
➢ Founded in 1900 
➢ Over 20 Billion in Assets 
➢ Over 10 Million clients Worldwide  
➢ Publically traded company on the NYSE (stock symbol: TMK) 
➢ Partner with Texas Rangers and Premier Sponsor of Globe Life Park 

 



  

Quick Reference Guide 
 

Your Agent #_______________________ 

Family Heritage Web Login_________________________ 

Family Heritage Web Password __________________________ 

Recruiting 

➢ Online Interview 
o https://www.rhinofinancialgroup.com/career-spotlight 

 

Support Contact 

➢ Family Heritage Life: 6001 E. Royalton STE 200 Cleveland, OH 44147 
➢ Customer Service: 440-922-5222 
➢ Agent Support: 440-922-5252 
➢ Claims Fax: 1-440-922-5152  
➢ New Business Fax: 1-844-325-6520 
➢ Rich Young: 757-574-7424 
➢ Doug Gammon: 609-902-0608 
➢ Tim VanSumeren: 229-402-3726 
➢ Rachel Hutchinson: 248-770-5818 
➢ Liz Miedema: 616-893-3475 
➢ Brian Dunn: 864-429-6288 
➢ Randoll Agrazal: 864-382-6031 

 

Websites 

➢ www.rhinofinancialgroup.com 
➢ www.familyheritagelife.com 

http://www.rhinofinancialgroup.com/
http://www.familyheritagelife.com/


 

The following items have been included in the New Agent Sales Tools section.  You will want to open them 

and look them over thoroughly.  Each will help you in its own way.  The following is a description of each: 

1.  New Territory Worksheet-You are about to become a Sales Professional in your territory.  You are not just 

out there peddling a product.  The difference between the two is the professional gets to know the 

community they live in.  The professional gets to know things about the community that would be of interest 

to people in the community.  This creates more credibility.  It also creates a better selling environment when 

you are sitting with a prospect.  People like talking to people who take an interest in them.  Take an interest 

in your territory.  You can fill out several things on this Worksheet before you even start to work! 

2.  Sales Calendar-This can be referenced to know when trainmores, national meetings and contest periods 

occur. 

3.  New Agent Incentives-One of the best perks of being in a business like ours is the incentives.  The harder 

you work the more rewards!  This page lists some incentives you are eligible for the first 6 weeks of your 

career.  

4.  Families for Protection-A sheet where you can keep track of your customers and basic info about them. 

5.  Weekly Commitment Plan-These are due by 8am Monday morning every week.  Enables you to reflect on 

the previous week and plan the current week. 

6.  Business Referral Form-There are 2 markets we focus on in our business, the residential and the business 

to business.  The best way to run this business successfully is to master the art of gathering referrals and 

network through the people we come in contact with. When working the residential market the people we 

come in contact with work someplace.  Gathering information about their place of work can give us the 

ability at some point to approach that place of work and offer our products to the people that are co-workers 

of our customers.  This form enables us to gather that information so approaching that business is easier. 

7.  Referral Tips-The best people in our business understand that running a referral based business will create 

more business and will increase the time spent in front of QUALITY prospects.  This page has some key tips to 

helping collect and work referrals.   

8.  Referral Form and Referral Sheets-Keeping track of referrals is important in working them.  Different 

people do this in different ways.  Some people have an entire notebook devoted to referrals.  That’s how 

important the skill of collecting them is.  These are 2 sheets that have proven to be useful in collecting the 

information. 

9.  Friends and Family Approach Audio-While it is not a necessary to create success in our business at some 

point (sooner rather than later) you will want to show this product to your closest loved ones.  How would 

you feel if 6 months from now someone close to you was diagnosed with cancer and this product would have 

been a tremendous help…but you didn’t show it to them.  Clear your conscience.  In the situation just 

described you would feel terribly guilty.  Show it to everyone close to you once and let them make their 

decision. 

10.  Being Consistent and Habits, Skills and Attitude Audios-Developing the proper Habits, developing your 

Skills and having the Right Attitude will definitely create consistency here.  Listen to these 2 recordings to 

learn some key tips on Being Consistent. 

11.  The Power of the 2 out of 3 Principle Audio-There is perhaps no more powerful basic key to your success 

than understanding and applying the 2 out of 3 principle.  LISTEN TO THIS AUDIO RECORDING! 

12.  Building a Referral Business and Working Referrals Audio-Both of these, in addition to the other 

attachments described already, give tips on collecting and working referrals. 

New Agent Sales Tools Section User Guide 



 

 

“When you are inspired by some great 

purpose, some extraordinary project, all 

of your thoughts break their bonds. 

Your mind transcends limitations; your 

consciousness expands in every 

direction; and you find yourself in a 

new, great and wonderful world. 

Dormant forces, faculties and talents 

become alive and you discover yourself 

to be a greater person than you ever 

dreamed yourself to be.”  

― Patañjali 

https://www.goodreads.com/author/show/80565.Pata_jali

