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Item Monthly 
Expenses

A Cost of Living    3,000
• Home Loan

• Loan for Hire Purchase Transportation

• Premiums/Policies

• Daily meals

• Clothes

• Utilities Bill

B Saving    1,000
C Travelling Expenses      500
D Others      500
E Total Expenses (A+B+C+D)   5,000
F Tax (10% - 26%)      396
G Target Income (E-F)   4,604
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Item

A. Monthly income target RM5,000

B. Divided by the average commission earned per deal
(Eg. average sales amount per deal is equivalent to PV32,000 and 
the commission rate is 8%)

RM2,560*

C. Equivalent to the monthly sales volume 2 transactions

D. Divided by weeks of work in a month 4 weeks

E. Sales volume per week 1 transaction for 
every 2 weeks

F. Successful sales deals from personal meetings
Required weekly successful deals from personal meetings (E×3)

1~2

G. Sales amount from personal meetings
Required weekly sales amount (F×5)

7~8

H. New prospective customers
Required weekly new prospective customers (G×10)

75

Item

A. Monthly income target RM10,000

B. Divided by the average commission earned per deal
(Eg. average sales amount per deal is equivalent to PV32,000 and 
the commission rate is 8%)

RM2,560*

C. Equivalent to the monthly sales volume 4 transactions

D. Divided by weeks of work in a month 4 weeks

E. Sales volume per week 1 transaction

F. Successful sales deals from personal meetings
Required weekly successful deals from personal meetings (E×3)

G. Sales amount from personal meetings
Required weekly sales amount (F×5)

15

H. New prospective customers
Required weekly new prospective customers (G×10)

150
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Activity (Action) Example Standard
Telephone calls 10 per day
Sales appointment 4 per day
Sales derived from personal meetings 3 per day
Sales deals 3 per week
Business referrals 3 per week
Agency meeting 1 per week
Training 2 per month
Customer service 2 per day
Savings RM1,000 per month
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Timing Action for Coaching and mentoring

First day joining Nirvana • Self-introduction at morning and evening meetings.
• Face-to-face interaction - talking about career planning and
   product knowledge

First time visiting a 
customer

• Provide new agent with the opportunity to talk about their          
  feeling towards the company and their team during the                 
  morning and evening meeting with encouragement from the 
  team members.
• Carry out joint field work twice a week with the leader  
   planning the agenda initially and slowly over time, it’s the 
   new agents who take charge of their own field work.

First successful deal • Sharing at the morning and evening meetings
• Engage joint field work at least once in the third or fourth 
   week of the month.
• Face-to-face interaction with your new agents at least twice 
   a week.

Within the first month • Following call on a daily basis

Within the first three 
months

• Coach and encourage the new agents to adhere to the to-do-
   list on the daily logbook with weekly monitoring.
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Weekly Day Subject Host Speaker Special Topic Remarks

1st 
Week

Monday
Tuesday

Wednesday
Thursday

Friday
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No Time Name Contact Person Contact Number Content Next Appointment

1 10am Alex Loh Carmen (PA) xxxx customer 
would like 
to know 
more 
about NV 
Seed 
Product 
details

25/4,11am

Visit Plan for next day

Indicators Goals Accomplishment Variations Analysis 
of Causes

Improvement 
Measures

Time

Customer Visit 
Volume
Sales volume
Sales amount
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Physiological

Safety

Esteem
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