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Why did you walk on the rope?

Because you offered Rs. 2000/- 3

1f the same rope was tied on the roof top of two high ™ r s wit TR @ AW ym ® v W oww oA
rise buildings, would you have walked upon it for Rs. 2000/-2 w m TE W Rs.2000% Py wwh?
L

For 20,000/- 7

No

-
Rs. 20,000/- % forg wwi?
For 2 Lakhs or 2 crores ? -t

No . Rz @ Mgy Rs2we & fre?
For 1000/- crore rupees would you walk on that rope e
Noi

Hs:
Man:
HS:
Man:
HS:
Man:
HS:
Man:
HS:
Man:
HS:

?
1F  terrorist threatens you that he will shoot your
son/daughter if you wont walk upon that rope,
would you walk?

Yes,
You wont walk upon the rope for 1000 crores.
but you will walk for your son / daughter!

s wil walk for my wife, son, daughte
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WHY TOT SCHOOL?
F1 fAATor fFaraar g

Side Jolell dlad &- di 4 Il T MBBS

dehlel Setell dled g- o 3 Hlel hl LLB

dles 3PI3cC Solodl IIEd &- df 6 HTeT hl CA

ST doIAT dTed &, al 3-5 ITel &I B Tech

&Y T TOT &«T g- dF TOT School



WHY TOTSCHOOL?
gq’r T foh T ara

« CI3MET Thol I TATYAT SHTT T
& difeh PR &X &Tel TOT
o el & TolT 39T

AT 3R HIAT YareT fomar o




A ded - 9faay TOT yIed T

r
ST oIt 3mger gfafes oemaR, iay, &7 &

e HITAT 200 &I AT ST g |

5 T GHIAT TTghl & TATY el Saahl &
ATETH 4,

5 AT d6% T Adad & | 100 s&a AT, 1000

S&h g Irdt |

>

TOT Thel &l 8T &, &Y fdeardl & g drdl

TR 1000 AT FHTAT ATghl & 1A
JHTILATl 9B




-
\ y L/
oy,

JWE

alth Kit ¢ f

' Specially
s ' S

s fratm gormeh

U&h AH o)
afedt O AT Qe & Ner - v, SITFEaa2r,
SSIECele, e, 3R HYuETsT ¥ fear = § .

TOTThel H AT fashy f&T +71 ATETA - [@gf3re-vs
v 3t BATET 3w ¢ |

facardt 1 g a1 3@ FT dE@a i S91E, AT
FI §C AR IePera X gU Fasfaa fFam Sman @

sH g a1 A% soh (meetings)aa,?f g, ﬁ?\:qTﬁ
gHTa2ATel 31X Result Oriented Sed %‘ 35




AT TSI & SAaet Y 3reTer 3rerer Iatfaan
fSreTT Aieqaed TOT Fha # TRadr §

Prospecting
mindset (lead
generation)

Objection
handling

Goal setting

Planning Competency

Finance
Sales fithess planning
framework

Concept Demonstrative

selling selling Competitiveness
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Daily Meetings- JSTToT &fa& a8 FIAT
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Rebate handling
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Goal Setting
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Objection Handling
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Planning
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TOT School - Key
Benefits
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TOT School - Key
Benefits

3. GRS dl: Tac &
amisﬁa?r#
AIqHTASdT o &
ISl A 3dhT
faegasTdr, sRIuAGdT
3R ufaser 9 A&dT B




TOT School - Key
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TOT School - Key
Benefits
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Eligibility and
Admission Criteria
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Admission Criteria




We focus on improving

Not proving
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4. FTeT HfAoT - Ty HIT FIG
h{T:

e 3t caaaa Rea & faT i
AT I g 9T Ageaqor §, 3R
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5. TROTH-3-7@:

I3 Thel T IROMHA
Icqeel el I EAT YIAGTOT &
fore v smaEiE X
qROTH-FTford giSChIoT I

sAd FTar gl




6. o9 I3 o8 .

S Tohel &l AT T8 -

& TfaHmlt Ft a1 TaTH

§TT T a6 g¥ Tl ddR
Silad s & fow &3 a1

68

68



TOT School & T AfHT 3T ZZ

qREdTHRY 33T & T A7 fBamse
fraT T §, Experlentlal learning

yfaenfaat s arauriigas
HedTdheT FIT AT fh FaTd
&N Toher garr feiRa A 3ilx
mmaﬁaﬁwaﬂ?T#mﬁﬂﬂ%

ATATATFHA T FH 200 T8 g H
feaTe & Fres a& FIUAT Thel HI
LAl ES




TOT

AL
SCHOOL

TOT School & 12 @Eﬂm




1. Morning Meetings

« Y Jag 75 ¥ 90 fAdc & ToIlv teh W™ talg &

T AR S 38 & S T 9aR fhheX geg

¢ U 37TeT HIAT Rl IHFITH Hal g T 7 dgol &
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JFATH hdl ?I
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- Jg_HhA A U g1 s o gfasmel s gag M

Raiféer ag Fierer A I &1 FEAT AST gelall
ATedl, dg UTeIshd H 4TIl ;ré‘r ﬁ HohdT|
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2. Quarterly Physical .

Trainings * TOT Eohel H g7 did Aglel # Teh IR AR
fead aam cfoer 3mafaa e
SITUAT- 3 9fetor & Gl &) anfdAe g
faad g

o ATl AR JIAeTorT & T 319a
TSI 3R BIAI3T 95 BIsed & 1Y
AT B I 3R SgIA T Yoh
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3. Daily Business
Reporting

Rﬁﬂamﬁsga@rasaﬁzrmﬁqﬁr P ol g A
TafAeT T

g9, SHRT Ueh 37Tl BiHT Igall. Sl HLAT

mmwﬁﬁméﬁua g SIer 2
fAde gag o

e Date

No.

Today Total
of lead generation presentations

No of leads generated today

No.

of appointments taken

No.

of new calls today

No.

of follow ups f

No.

of follow up letters sent

No.

No.

of proposals created
of proposals presented

No.

of policies sold

Sum assured

Premium
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4. Lead Generation gifera fohar e

« 3T ATk FAYA & AT Ul HY Th HEIh o
ST Gehd §, olfshel 3MYehl 9 -18 HEIA deh oils
SR ITATATERAT HIAT BI9T|

o« TS ST 3T 3fTel IiTele JUsc & [T geTH
AR Qg urd & IiFderd §9 & ITAARR
3TATT S|

- IS8 §1¢ 39T TETh 3T o0 ollg ST
gohdl &
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o IAShH I 3T Hig TR g T
5. Uniform, dress gfaanfarat & 3 ast g aEst & Fea

code and Register HHAY dC Ygeddl glalll
management

- TTg I g1, TGl g AT SR &

o ATl gfaaTorar &1 18y A1 JoldR ST

IITT TW=AT 813

IGeT def o gEE

FoaTies 9l & AT scoloil Ugelel ol dof

« g P FAKH H T IS IISTsha el
T AT 89| 400 pages T oiEed HTY

T &l
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» 39 3 IS # Fel 36 ARINE FRGTOT T &

6. Counselling and 1T <3|
Problem Solving « T TAT FH AT AT AT B

o 3T9ehT fashT ST ST & 31efT e

+ 39 3T FH FHATIT I T & AqTY SThd
F hd &

» AT GT AQIAT FH A HF Teh gR IATIhI
AfFded 9@ g worfa & &1F #, urgde
FT3GTeIIT AT 3¢S A &

- STp3ecd foer QT & RIAT 3k T IS
g et 8 Goidl AR FaTfd &AM &2l
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7. Changes in the
business nhorms

o EI3NET Tohet 3 I chm g 3R gAY UrSTHhH & 12

faanfgar A f@

« GG HAes g¢ [aaARr # dcod gl

» gg FT 9 HT Tolsl AR deelal g

o ROITEIT TAT AT AT T & TR U deoldr gaim

. 5 IR & T $& AGaAe Aldes dcoldl 3T
Tel gl dIfgyq

Centlal

- BH THSIA & & &Y 9iadmeh fr ST Te6r-37a09T glay &

AR &7 59 FEIId el &l YA |
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8. Additional
coaching to address
your lacuna

« 3y fAfdse &TAgT3t & e & for fauy eare 3k

e fGU ST
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9. No follow up with
customers after 2nd

visit

e IEYRY T T T @Er S gHIR 3196aT IRAT @AT Sh

Tl &

. sﬂé? 3felral, §H Fellsc & folU GaR Wietel gall &hiel FATC
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FiT I F [T TIa3 FEHH o |

+ §H Selaggiend IR TdUd §9 H Bl 37T I JU30T & a9y

3R Fad 7S Hid W LA higd ST

+ HRIhHA ST AT & aNIeT, g4 Jg 1 drwel o f9ar dFAmeT

T IRAT WIT FllET & T FT Bl T HY|
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10. No Other Training
Program

-« AN Tt AT INOMH yIod A F T Bamge

IRAT & - 39T FILES FIY el ATeFd ST o

« #f T IR ST TI&THh 3R P gl
« ST Y e T AT UTA’TH & TAIT-3TAT Al ol

gfRV&oT TEr & Tohd |

gfaenfarRt = pdr 3 9fAeTor sRkIeeE & HeT

T HJHATT Tl &1 STl 3Iehl Al ATET, JHTT,
ST, THSRE A7 Rl 37T T SaRT Ao
Il FAFAT T AT 2N |

o T Y N GFATT FRIGH H AT 987 of oha g 3R

UTSThA T lel deh 3T fohdll 8T 9iRIeTor shrdshar
Sow & gdr 78T & o B

 TOT School a7 f&dY HROT a3 AT & FR—IHH HI

3afe & SR H&d FRAS A & FH IFUFR
gIferd T@d &l

« 3laRe §HsT 3R 31uea giaidad e & ™w

3 3 o= & & T e gFESid W
gﬁrrm%tramzfa

e T FRIFH F 3 T & FRIAIT & 9 S dlg el

& ToIT Tgdy gl
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11. Willingness to learn
and improve with on-field
training and class-room
trainings with Senior
students

o GIAATRIRAT T 3TSTIT-37c19T AR hT ATAT ol

T IS gfadeEh & T FH A & e
A IgAT glemm|

- @1y &1 Ig dreen 3 s ¢ fh 3T a9 Fo

S & 3T 3mgeRr foRar gfdretor &
3TaThT Tal &

« 9 HGAT g

* oIS 3cUes], Talsl T YTRY ST Ulele,
ToTEeT & 22 99, gEiadr, Sgd #7, SeA
g, SITHATE, hlg Tt 3T 8T, STShEeTSd,

s shieg Tl Jou Tohe

\J

aﬁw@rmﬂ%@ﬁw UToled
A T AT T8 g

maﬂmaaﬁrasé‘rmﬁwﬁﬁw
STTeT dTell UThaT &l UTelel el B9
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12. Game Change + AT SAl-ECAA g ATl H

Demonstration after fear smar &
18 months
-gq dh T GARTd HLeAl ST

e o, 3TYehl hieg hiToldl, oS
ST, T ST, HTeoaereT

gsfoier 3R Felferer scarfe &

o
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Main elements
of TOT School
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Main elements of TOT
School

1. grEafEedr 3 g
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Zonal work
Culture

2. & S H@Epfa: gfasmeh
Teh &HAT 1 Eehfad & e
HTH 9, TST8H HHA:
faferse silanfors a3t & iR
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Morning Skill
sharpening

3. g I RIAA A
Qﬁrﬁﬁﬁr T &THATIT Hl
de & fov g+ feT gag
@f business RAITEa 3-ﬁT
IR TIFT T F YF BT
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Cold Calling

4, g HIteldl HHAEH:
gfaarar s garfaa argent or
N e & T Jara
Flos hiladr FIMET & gfareyor
qred glar|

87



Prospecting Ability

5. JIEIFC I, T8
1000 g, AT JrEdac ol
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AeEdt & [aaror 3R
e fecqiorar & ary
UTcd AT g




Daily work for
200 daysina




Sales Process
excellence
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colk
T
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Daily progress
reporting




Progress
schedule for
12 quarters




* Quarter 1
. gfafeeT 4-6 g¢ JIEuiFedr 3 ol STl
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Quarter 4
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Quarter 5
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Quarter 7
Tt T S A I 3 E )
JoITeT 3T s ST

Introduction of Game Changer Demonstration
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* Quarter 8
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- gfafesT 4.5 S IIod FHAT

« 39 AT & ST 260 hicl FT ofeT

- gfa A1 60 Ui ST

« AT GIidcd

» HETSN HRATS QT el T JOTTelN

+ g & TA & R
- 5 fAsTe dr geqfaar
« 39T @ [Auear

o ol ool
) R S . .
. §1wﬁﬁm,3ﬂ?ﬁmwwmaﬂ

e 3T & ToIT A Jistar




* Quarter 10

P T g et

. gfafesT 5 il UIcd el

« 3H 37af & gRIeT 250 il FHT 6T
. gt ATE 60 Uil SATAT

« {aT &I¥ca

o HETSI HIRAS I I I JOTTeT

+ 98 & FT &

+ 5 fAste &I wFdid

« 3O O fAgesr

o AT 37:I1H

-%ldaccld




* Quarter 11

AT JHHIrH

. mﬁ?mﬁm%m&m@rﬁmﬁﬁmw
SToT2eT

- gfafesT 5 ST UIcd HIAT

o SIATSCg Blam

« 39 3G & GNIT 250 ST HT A&

- gt AT 100 Ui Felel

. SIAcadlddr § X oidl ¢ AIX aY Uk Ueh Ulac
EIGURE LI J ¥

« FEGN FRATG T A H JoTel

- g & TF & aNe
- 5 fAete & gEdfa
« 3O & [Auear

'WW
* FFERET UEdId
. %ﬁa@wm,ﬁ?ﬁam FIT FHEIN TeAT SIH Al 1

o 3T & ToIT A Jistar




* Quarter12

o YA glem

. gfafesT 5 el TIAIfld T A TICd ]
« 3T HATY & GRTeT 300 hlcl FI o8

. gfd A8 200 YT ST

ST SN I, & AT § e

- g§ & Al & Rl
-51ﬁata?rm——clﬁm
. 3TUTT F e

o AT I
°?~Io-l{-lo10-l

maﬁm adTeT




Material included

Wealth Kit worth 1,20,000 +

Demonstration tool worth 29500

Bima-Ganit Presentation Worth 5000

Total 1,54,500 worth of material
included in the program




Steps to get admission

1. Pay Fee and appear for interview
2. Enrol forthe TOT School

3. Get started...
4. For any clarification WhatsApp on 9324223757
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Compliance and Understanding

| agree

To do 3000 cold calls and generate 1000 Leads every year
To meet 5 new prospects everyday for 200 days in the year

To not attend any other training program of felicitation of any kind during the 3 year course tenure without prior permission

To visit different cities for all Physical sessions

To write and submit my reports every night before 9pm

To attend all the 730 Virtual sessionsin 3 years

To Wear Suit and keep videos on during the class

To maintain the same uniform even while doing calls

To actively participate in all roleplays

To attend Extra classes physical and digital as and when recommended

To bear the travel, food and boarding charges of the offline and physical program

To Write follow up letters to all prospects

To develop and submit Bramhastra proposals to clients

To respect all the other students of the program and respect the teachers

To pay 2,00,000+ GST next 2 years by the completion of 11 and 22"9 month.

Ensue that internet connection is intact, so that your voice and video are audible and visible

To Visit other cities to learn from other seniors agents for 10-15 days initially for practical training and learning
To be with agents and work whole day with other agents in future.

You will not do any training program using the TOT school material and Leader Factory material

You will not do any adulteration and recreate any of our material and put in social media or any other media

Your Signature



Leader Factory

302, Bonanza Arcade,
Amboli, Andheri West,
Mumbai, Maharashtra
400058. India
9820157787

LEADER FACTORY

Manufacturing Leaders for Tomorrow
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98201 57787
93242 23757
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