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This will assist you in getting into a proper selling situation after your meeting. This is as 
important as giving the meeting! This is also the part of the process that generates your income. 

ALWAYS FOLLOW-UP IN A PROPER "SIT DOWN" SELLING SITUATION (just as if you were giving a 
one on one.) NEVER ATTEMPT TO SELL A TEACHER STANDING UP, ESPECIALLY AT THE DOOR OR 
IN THE HALLWAY. THIS PRESENTATION ASSUMES THAT YOU HAVE ACHIEVED THE PROPER 
SELLING SITUATION. (See guidelines for achieving the proper selling situations.) 

Good morning/afternoon Ms. Jones. You'll be happy to know today is enrollment day. We've had a 
tremendous number of teachers enrolling in our programs from the meeting yesterday. Take for 
example Ms. Smith, Ms. Brown, Ms. Jackson, Ms. Washington and many others. Some of the main 
reason they tell us they’re enrolling because of the Benefits and the school group discount. 

I think it's easy to see why so many teachers are enrolling, when the rate is only a few pennies a day 
or just_____/month. All we ask is your name, address and a few health questions, so let's see if you 
and your family qualify. (Look down at the application and do not hesitate. Go straight to the health 
questions on the application s.) 

(Look up and smile) Wonderful, you do qualify, so if you don't mind, I’d like to include you also if l 
may. May I do that for you . . . May I? (At this point, nod your head, close and stay closed.) 
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