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Dan Stewart 
Founder of Happy Grasshopper 



What you’ll learn today 

How to attract great people 

now and in the future, 

in every market condition. 



Dan Stewart

Connect With Me at 

DanStewart.com 

RECRUITMENT, LEAD CONVERSION 

& DATABASE NURTURING EXPERT

•  Founder of Happy Grasshopper 

•  4-time Inc. 500 | 5,000 Honoree 







Signal vs. Noise 



We Need a New Framework



What is recruitment?

EXIT ARRIVALand

Receives a signal 
they have outgrown 

their former life 

In a new, fantastic 
adventure, opportunity, 
career, or way of thinking 









YOU ARE

THE GUIDE



Recruits and departs 

OBI-WAN 

Stays on mission with recruit 

LUKE 



yes@happygrasshopper.com 



terrain 
Where do you  

need to be? 



terrain 
What can you rescue 

them from? 



terrain 
Where are you  

taking them? 



HOW TO DO IT IN 
FOUR STEPS



step one 

LOOK INWARD



Who Is Your Ideal Recruit?

Alignment with 
YOUR core values



Wounds

What keeps my ideal recruit up at night? 

_________________________________________________________ 

_________________________________________________________

_________________________________________________________



Plant Your Flag

Defend your 
CORE VALUES



Honest 

Transparency is critical to 

improvement. 

Consistent 

Consistency equals 

professionalism. 

Positive 

Opportunity is everywhere 

with the right mindset. 

Intentional 

Actions guided by 

intentions create results. 

Open-minded 

We set aside our egos in 

the quest for victory. 

Dependable 

Time-on-task over time 

achieves everything. 

Thoughtful 

We deeply listen and 

strive to understand. 

Tenacious 

We tirelessly pursue the 

achievement of our goals. 
Core Values

Every member of our company is sincerely 

committed to your success. Each of us will 

strive to exceed your expectations in a way 

that leaves you feeling surprised, delighted, 

and absolutely thrilled to be a member of 

Happy Grasshopper. 



Goals & Metrics

What’s your TAM?



TAM: Total Addressable Market

# of licensed agents in your market = ______________ 
 
  # who fit your criteria (or 20% (+/-)) = ______________

SET YOUR GOAL: How many would you like to recruit?



step two 

LOOK OUTWARD



Conduct Surveys

1.  Your agents
2.  Your prospects





Lists



Agent Data



step three 

USE A BLUEPRINT



RECRUITING

DONE RIGHT MAKES YOU 

MONEY.

RECRUITING

DONE WRONG MAKES YOU 

TIRED.



MECHANICS  + MESSAGE



Recruitment Blueprint 





SYSTEMATIC 
EXPERIENCE



GET LEADS

CLOSE SALES

WOW CLIENTS



THEIR EXPERIENCE

YOUR GCI

=







Message Optimization 

WORDS MATTER





step four 

GET LEVERAGE



The Cycle of Suck

Intentions

REPEAT

Actions PAIN!



Breaking the Cycle of Suck

Intentions

REPEAT

Actions PAIN!



The Path of Mastery

Narrowed 
FOCUS

Measured 
Actions

PREDICTABLE 
Results



QUEEN BEE ROLE

QBR

12,000 members

26,000,000 contacts

Over 1B datapoints



SUBJECT LINE TEST

  🤣 EMOJI

WINNER: The Question Mark

vs. NO EMOJI



EMAIL: HTML vs. TEXT TEST



EMAIL: HTML vs. TEXT TEST

WINNER:  
Text Based Email



yes@happygrasshopper.com

Dan Stewart
Connect With Me at 

DanStewart.com 


