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Emotional Connection

Credibility

Logic

Do you move me?
People must feel they have a connection with you.

Why should I believe you?
Consumers must relate to you, your message, and your product or
service..

Does what you are saying make sense ?
The products and services you present must be relevant to the
consumer’s current situation.
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Emotional Connection | Credibility | Logic



The Sales Matrix
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F O R M

Family

Occupation

FORM is the most important aspect of the cusotmer conversation.
Customer needs are at the forefront of all product recommendations.
Without FORM you cannot properly make professional recommendations.
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F O R M

Recreation

Money
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QUOTE AND ONBOARDING CHECKLIST
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QUOTE AND ONBOARDING CHECKLIST
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THE FIVE STEP CUSTOMER EXPERIENCE
LEAD TRANSITION > FACT FINDING > COVERAGE EXPLANATION > PRESENTATION > CLOSING

LEAD TRANSITION

Good morning/afternoon may I speak to ______, please? 

__________, this is Dan calling from (Agent Name) Insurance here in (Location).
How are you doing today? I received information you were shopping for
insurance and just need a few minutes to save you money.  Did I catch you at
work today?

Prospects decide to stay engaged within eight seconds of the
first contact.
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THE FIVE STEP CUSTOMER EXPERIENCE
LEAD TRANSITION > FACT FINDING > COVERAGE EXPLANATION > PRESENTATION > CLOSING

COMMON OBJECTIONS

NO TIME

NOT INTERESTED

JUST SWITCHED
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THE FIVE STEP CUSTOMER EXPERIENCE
LEAD TRANSITION > FACT FINDING > COVERAGE EXPLANATION > PRESENTATION > CLOSING

FACT FINDING
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ACTION ITEMS AND DAILY REFLECTION


