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ASSUME THE SALE

e Throughout the sales process, adopt a confident
and optimistic attitude, as if the prospect has
already made the decision to purchase
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Use affirmative language and phrases like "When

you have this policy,” or "As a policyholder, you'll

benefit from...," to create a positive mindset

e This technique helps prospects envision

themselves as your clients and encourages them
to move forward with the sale
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EDUCATE & INFORM

e Use clear language and avoid jargon. Tailor ydur
explanation to their specific needs and concerns,
highlighting the value of the insurance product you're

offering

e Listen carefully to their concerns and provide
well-reasoned, fact-based responses

e Showcase the long-term benefits and the
potential financial risks they could face without

| coverage. Always remain patient and respectful
? during this process.
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| EVERAGE SOCIAL PROOF

e Share stories or testimonials from satisfied clients to
demonstrate the value of your insurance products
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This helps prospects visualize the benefits and
can alleviate concerns about makmg the
comm|tment

Be sure to use relevant examples that resonate
with the prospect's specific situation.
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(REATE A SENSE OF URGENCY

e Help prospects understand that delaying the decision
to purchase insurance could put them at financial risk

e Mention discounts, rate changes, or potential
moratoriums to encourage them to make a

decision

e Remember to balance urgency with empathy,
ensuring you don't come across as pushy or

T . aggressive
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ASK FOR THE SALE

e After addressing concerns and providing valuable
information, it's crucial to ask for the sale directly

e [f the prospect is still hesitant, offer to provide
additional information or answer any remaining
gquestions. Remember, sometimes prospects just
need a gentle nudge to make a decision

e "What is your account and routing number to get
T ~ this started today?"



