
How To Find & Hire Top 1% Appointment Setters For
Your Online Coaching Business

In This Video We’re Going to Cover

● What makes a top 1% appointment setter - their traits, work ethic and what to
look for in that person.

● Sourcing setters - where to look for setters (social media & alternative ways to
find setters), how to do job postings, how to have an effective screening
process, etc.

● Interviewing setters on Zoom - the dynamics of running an interview, what to
look for, what questions to ask, requirements, our interview framework, skill
assessment and role-play process, how to present your business and what
you’re doing, making an offer, etc.

● Onboarding - everything you need to know in terms of bringing a setter
onboard, what the first action steps are, training, trial periods and letting them
take over the inbox.

● Troubleshooting - assessing their performance, red flags, and when you
should consider firing your setter.

● Keeping your 1% setter for the long term - Treating them well, making sure
they’re taken care of, making sure they’re happy.

What makes a top 1% appointment setter?

- They are committed & they take ownership
- They have experience or are coachable
- They don’t run a business on the side
- They take initiative and they’re willing to go the extra mile
- They have emotional intelligence and a high level of self-awareness
- They are open to feedback and don’t have a huge ego
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There’s always more to it however this is the essence of what you should be looking
for wherever you plan on hiring an appointment setter for your online coaching
business.

That being said.. let’s start with the beginning.

How do you source & find setters?

When it comes to finding good candidates to potentially come onboard as your
setters, there’s a few approaches that you can take here.

1. Private Facebook Groups

This is a great way to go about the sourcing process, especially when you
don’t have a large already existing audience or client base.

Let’s say you’re a real estate coach, I’d go find some private real estate FB
groups or communities and with the approval of the admins, I’d put out a job
posting stating that you’re looking to hire an appointment setter.

NOTE: Below this video you’ll find a job posting template attached. Feel free
to model it and make sure to tailor it to your business before posting it.

After you’ve posted it in the group, you want to make sure that you have a
really strong screening process to really help you determine who’d be a good
fit and who wouldn’t. Chances are you’re going to get many applicants, and
you really want to make sure that you bring the RIGHT person onboard from
the beginning.

I’m incredibly picky with who we let onboard since we’re building a very
high-calibre culture within both our businesses, and as a standards for us and
the placements we do for our clients, we have a 4% placement rate. That
means for every 1000 candidates we get.. only 40 of them get placed within
my network of clients or within one of our businesses.

NOTE: Below you’ll find attached our exact screening process.
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2. Your already existing audience

If you’re an already established coach doing multiple 6+ figures or close to 7
figures, then chances are you already have quite a large audience and a lot of
people following you on your socials.

What I would do in this case is, put out a job posting on your FB feed, IG
stories and email list (if applicable) and let people apply through a link.

Then of course, follow the screening process, pick the right candidates and
move forward with the interview process.

3. Your already existing client base.

NOTE: This works incredibly well if you’re an already established coach and
you’ve been around for a long while, you have a good amount of clients and
you’re dealing with very sophisticated prospects. (such as helping coaches)

For example, the last 3-4 setters that I had for FB and IG and the setter we
currently have on FB.. they’ve all been clients of ours in the past for Millionaire
Consulting.

This works incredibly well because these clients are people that understand
the nuances of the industry, have an interest in it, have a vast knowledge
around it, know the main pain points that people have and know our offer
inside-out since they’ve been our clients.

So if you have a large client base, you’ve been around for a while and you’re
dealing with sophisticated prospects.. the first place I’d look for potential
appointment setters is your existing client base.

Interviewing on Zoom

1. Reach out - after someone applied for the setter role within your business,
they’ve been through the screening process and everything looks great, now
it’s time to reach out to them and invite them to an interview with you
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2. Asking the right questions - we love to keep our interviews short and straight
to the point. We don’t mess around asking too many questions, however we
focus on asking the right questions and also observing the level of ownership
they take, how self aware they are, how big their ego is etc.

Then we conduct a “text-roleplay” in a google doc or via the zoom chat to see
how they would handle certain situations / objections people might have in the
inbox, how they’re phrasing sentences, what their understanding of human
communication / building rapport is and essentially.. how they would represent
our brand and what we stand for.

NOTE: Below this video you’ll find our exact interview framework, the
questions that we’re asking and the roleplay scenarios that we’re using.

That being said, this process is not a black/white one. If there’s obvious room
for improvement but they are hungry, coachable and committed to make it
work.. there’s potential. The most important thing is trusting your intuition.

3. Dynamics - remember the dynamics of the interview and tailor them based on
where you’re at with your business.

If the setter is insanely good, they have lots of experience, they’d be a great
culture fit and your business is currently doing 6 figures per year, don’t try and
get the setter to sell themselves to work with you. They have better
opportunities out there.

Instead, make sure you’re on the same page, vibe with each other, make sure
you guys resonate and build a strong connection above everything else. Talk
about the vision, the mission, the principles that you have with your business
and get on the same wavelength in terms of that, as well as..

Make sure you understand what their income expectations are and align your
compensation structure with that

4. Compensation - When it comes to the compensation structure, here’s a rule of
thumb. If you’re making less than 7 figures per year, I suggest starting off with
a base pay + commission and after you ramp up the sales side, move into a
commission only structure.

We usually recommend starting off with a $800 - $1000 base + 5% comms.
And moving into a 7.5% comms only structure once you & your setter are
comfortable with doing that.
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Onboarding

If you got to this stage, it means that everything’s aligned and you’re ready to crush it
with your top 1% appointment setter.

1. First step - bring them onboard in your slack, welcome them, show them
around and explain how everything works, present the team etc.

2. Resources - create a working kit for your business where your setter/closer
team can find all the relevant information in terms of

- useful links
- useful passwords
- testimonials, offers
- bank details, contracts, etc.

3. Two week trial - I recommend starting off on a two-week trail period with your
setter to make sure that they’re actually committed to making things work,
they have time to accommodate and they have the room to prove that they’re
worth keeping for the long run.

4. Inbox - this stage is incredibly important for their performance in the long term.
Here, it’s very easy to fix a “bad behavior” or a bad habit, it’s very easy for
them to learn new things / approaches and develop their own setting style in
the inbox.

It’s important you trust your team member but at the same time you’re
constantly overlooking them in this stage, providing constant feedback and
fixing the mistakes that they will be making.

5. Last step - once they pass the trial successfully, it means that you really have
a top 1% appointment setter onboard that’s ready to crush it while working
with you. Give them full control over the inbox, trust them with what they’re
doing and what their judgement is and constantly coach them and help them
improve and make sure they are happy and aligned with their goals.
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Troubleshooting

1. Make sure you have 3-5 days worth of data before coming to a conclusion.

2. Make sure that each day you’re overviewing them and giving them
progressive feedback, explaining what they could do better and how they
could hit their KPIs if they are off-track.

3. If they are coachable, they’re taking your feedback and improving.. great!
Keep them onboard and don’t stop your feedback.

4. If they decline the feedback (they usually have a big ego if they do this), if
they’re not coachable and they’re not improving, it’s time to think about
potentially letting them go and finding someone else.

Keeping your setter for the long term

1. If there’s one thing an A player hates.. that’s micromanagement. Don’t be on
their assess all day long - it will affect their performance and their mental
health. Instead, put your full trust in them and do a feedback session
once/day.

2. Treat them well, compensate them well and and never see them as a VA /
personal assistant. They are a massive pillar within your coaching business
and replacing them will cost you time, money, resources and energy. My top
FB setter brings in $200k+ cash per month.

3. Do constant meetings (preferably daily) with them to go over their pipeline,
answer their questions, talk about weekly goals (are they on/off track?) as well
as do the feedback round with them. This can be done in 30 minutes or less.

4. Understand that in the long run, there will be other things that they might be
able to help you with such as hiring, training and potentially managing your
new setters, becoming a setting-department leader and help you take your
company to heights it’s never seen before when you do it the right way, invest
your time in it and give it your all.
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