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ongratulations to all of
our franchise owners
who have started off
2010 with a Fiesta
Auto Insurance and Tax Service
business. This quarter has been
the most successful quarter in
Fiestads history
written insurance applications has
increased by more than 50% in
just the last 3 months. In our next
issue we will highlight all of the
exciting numbers achieved in in-
surance sales and tax preparation.
As an example one of our top
producers received a check for
$172,000 for insurance and tax
preparations during the month of
February alone. A huge record
was also set in December as one
of our franchise owners had
monthly commission revenue that
exceeded $30,000. We are very
fortunate to have an impressive

|§a@ Lquners in eight states
tha

T have worked very hard over
that last few years to grow their
business.

In 2010 your franchisor has two

very large goals set. The first is to
continue the growth of locations

in our existing states and to add
locations in at least four more

states. Currently we have loca-
tions in CA, TX, FL, MI, IL, NY,

NJ, PA and MA. Recently we
added two new area development
agreements one for one hundred
locations between Kentucky and
Tennessee and a second for fifty
locations in New York city and

Long Island New York. At Fiesta,
our goal over the next eight years
is to have over 2,000 locations in
at least twenty states. The sec-
ond major goal for 2010 is im-

proved franchisee training.

Beginning in May of this year all
future franchise owners will go

7

through a week of training in our

Huntington Beach facilities. A
week of planned training with
appropriate training materials will
enable our franchise owners to
get started selling and operating at
a faster pace. The forty hours of
corpdpatertrainimguwiti ibeefollowexd f
with another forty hours of train-
ing modules available to be com-
pleted before and after the initial
training. The entire eighty hours
of training modules will be avail-
able as video and written training
programs and posted on our fran-
chise site. This will enable fran-
chise owners the opportunity to
refresh their knowledge and to
use the modules for future em-
ployees. The investment made in
these training modules will exceed
$25,000 but we are certain it will
greatly help our franchise owners.

oThink Bigod6 has
of my favorite mottos and | hope
that it can become yours too.
The beginning of a new year is
always a great time to focus on
goals and | encourage you to set
specific goals for 2010. First set a
goal for applications written for
each month in 2010. Be realistic if
you are currently writing 45 poli-
cies per month the next goal
should be 50 or 55 not 75. Set a
goal to learn a new product such
as commercial vehicles or home
owners. New applications written
is the basis of your income and |
believe it should be application
count not premium revenue for
your goal. How will you reach
your goal each month involves
actually doing something different.
We have all heard the saying

odoing the same
ing a different outcome is the
definition of

sure it really is but it certainly will
not improve sales. Ask yourself
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what can | do differently next
month to encourage an increase
in application
the economy, competition or
other excuses as to why you are
not reaching your goals. It is all
up to you if you succeed or fail.
Here are a few ideas:

I  Use our mascot costume and
branded arrow in front of
your location. It may sound
silly but it works!

1 Have flyers delivered to the
homes and parking lots near
your location

9 Build rapport when doing a
quote. People prefer to buy
from people they like.

9 Call back every quote to
complete the transaction
until they purchased.

I Send thank you cards to each

a | mew yckent.bVeee mave opose
cards available, please use
them.

1 Send birthday cards. We
have post cards available,
please use them.

9 Ask for referrals. We have
referral coupons available for
you.

I Read or listen to audio tapes
about improving your sales
skills, both verbal and non
verbal communication.

Dress appropriately.  Purchase
apparel from Lands End with your
logo. Stand out from the compe-
tition and be different. No day
should be a casual day. A cus-
tomer on Saturday deserves the
same level of professional service
that is offered the other days.
tplid yBuShave tHe add@dberfefft & -

people you see before and after

I N {krdedgdidng what You o fBr N ©

a living if you are wearing branded
clothing. /

co
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Looking For A New

Location?
Let us know how
we can help.

BOOKS OF THE MONTH

Put Your

DIR{=FA\Y
To The Test

By
John C. Maxwell

\WETS
Alla De La
Cumbre

Por
Zig Ziglar

AShow

Our new supply ordering system is
n o w I i v e at
www.FiestaFranchise.com. Please
visit the site and create your pass-
word. Franchise owners will now
be able to go online to order sup-
plies and pay for only what you
want to use. Additional types of
flyers and other products will be
continuously added. This is just
another example of systems that
we can place into action as we
continue to grow.

New Locations:

Oscar Neri
(3rd Location)
Fresno, CA
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New Yorx Times BESTSELLING AUTHOR
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Vayamos de la supervivenci: l )6
a la estabilidad, de la
estabilidad al éxito, .
del éxito a la =
importancia.

do,

Ron Bradshaw
Taylor, Michigan

Damian Simon
Pompano Beach, Florida

Dalkys Valdez
Palm Springs, Florida

Diego Vizcon
Miami, Florida

Dana Glover
Penbroke Pines, Florida

Jason Silva
Walden, Massachusetts

Eachron McNeil
Newark, New Jersey

have pr
wi nni
- Paul Bryant
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Ash Sultan
Ozone Park, New York

Alice Olodude
Riverview, Florida

Dan Barker
Area Developer
Kentucky and Tennessee

Dan Venditto
Area Developer
New York

New Product in Development

now we enter the

oPl antingo

tax business. Some of
you will continue to see occasional
clients coming in to have their tax
return prepared. One type of re-
turn you might see more often is
the ITIN tax return. Please be-
come very familiar with the proper
preparation of an ITIN tax return
(see our recorded ITIN seminar on
www.fiestafranchise.comNot only
can you make some income from
doing those type of returns, but if
you do them correctly and make
your clients happy, many referrals
will come your way this year and
next tax season as wellMy sug-
gestion is not to charge for the W7
and only charge for the tax return

(s)-

The oOoPl antingo6 s
marketing your tax and insurance
business.Let everybody know who

S

weekly seminar series
again. All seminars are recorded

easadn pgbacewr on
www.fiestafranchise.comnder the

OResourcesbd

On May 1% we will be offering a
one-day Fiesta National Confer-
ence here at our home office for all
of our franchisees (Conference
Agenda will be out next week)On

May 17 and every month thereaf-
ter Fiesta will hold a one week
Franchisee Training Class for botl
new franchisees and those tha
need some-upobihes
class is one week long and held i
Huntington Beach|f you are inter-

ested in attending the National
Conference or the First Franchisee

Training Class please call or emai

Glen Wielandt
at 714- 842 5420
QSO Ny 0igS Al syQyid b

landt@fiestainsurance.com

you are and most of all give excep-

tional customer service to all of
your clients all year round. An-
ot her part of

to get properly trained to perform
all functions of your busi-
ness. Starting May 5 we will start

Following is information on ESer
vices, EFIN (Electronic Filing Iden

o p (ificafign; NH"’Qb%r) PIIN fPgegarer

Tax ldentification Number), Accep-
tance Agent Program Registration
and for those in CAd the CTEC

information: J

sect|i

=]

TAX Season F%e@a&e

ax Season has ended and up our

n


http://www.fiestafranchise.com
http://www.fiestafranchise.com
mailto:gwielandt@fiestainsurance.com
mailto:gwielandt@fiestainsurance.com

Each of you will need to apply for your own
EFIN (Electronic Filing ldentification Num-

ber) for each and every office (one
uniqgue number for EACH individual office)

that you operate and prepare taxes.
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Fiesta Tax Service
Tax Training Module Topics

It takes approximately 45 days for the EFIN

process.

YOU CANNOT FILE TAXES

ELECTRONICALLY WITHOUT AN EFIN.

Attached you will find information concern-

ing joining IRS-Bervices, getting your EFIN
and PTIN (preparer tax identification num-
ber § every tax preparer should have their

own unique number) and becoming a Certi-
fied Acceptance Agent (to prepare ITINS

Individual Tax Identification Number).In
order to prepare income tax returns and do

bank products this coming tax season you
MUST apply for ALL of the previous ser-

vices and numbers.

Since itds only Apri
apply. Anyone that does not apply to the
IRS by November 1 might not be able to

prepare taxes and do bank products in Jany
ary. The income tax business can providg

additional revenue not only on the tax side
but also give you the opportunity to gain

additional insurance clients.

Please perform the following tasks in
chronological order:

1. Got to www.irs.govand register on

E-Services
http://www.irs.gov/taxpros/

article/0,,id=109646,00.html

2. Apply for your EFIN for EACH

office http://www.irs.gov/publ/irpdf/
f8633.pdf

3. Apply for your PTIN for EACH pre-

parer http://www.irs.gov/pub/irgpdf/
fw7p.pdf.

4. Apply to become an Acceptance

Agent http://www.irs.gov/pub/irpdf/
f13551.pdf

5. For our California franchisees please

refer to
http://www.ctec.org/

for preparer information.

2010/ 2011 Date
Topic 1- Introduction of tax program and seminar series >-May
Topic 26 Filing Information 12-May
Topic 3- Exemptions (Expand on Dependency Rules) 19-May
Topic 46 Filing Status 26-May
Topic 378 ITINs 2-Jun
Topic 398 Acceptance Agent Program 2-Jun
Topic 5- Taxable and NofTaxable Income 9-Jun
Topic 13- Travel and Entertainment Expenses 16-Jun
Topie 14; Faned neome Tax Gredt, e 1 s 2
Topic 15- Child and Dependents Expenses Credit 30-Jun
“Topic 16- Child Tax Credit and Additional Child Tax Credit 7-Jul
Topic 17- Education Tax Credits 14-Jul
Topic 188 Refundable and NeRefundable credits 21-Jul
Topic 29- Alimony 28-Jul
Topic 476 Running a Tax School 4-Aug
Topic 4798 Alternative Minimum Tax and Excise Taxes 11-Aug
Topic 406 Clergy 18-Aug
Topic 446 Military Taxes 18-Aug
Topic 358 Generic State Information 25-Aug
Topic 388 Bank Products 1-Dec
Topic 460 Preparing a tax retur® The interview process 8-Dec
Topic 486 Policy and Procedure® Train The Trainer 15Dec
Topic 496 Tax Law Updates 22-Dec
Topic 416 Tax Season 2014 What to expect? 29-Dec
Topic 458 Pricing the tax return 29-Dec
Topic 508 Policy Manager Procedures 29-Dec

GOALS
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http://www.herastaxschool.com/6_Topic_3.htm
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