SALESMANSHIP

Perhaps you have asked yourself if those people who set new records in sales and
commissions do something or know something you do not. What is their secret? They have
learned to recognize the KEY ISSUE in a sale and overcome the objection. They have
learned/mastered salesmanship, effectively fitting the protection our program provides to the
individual's specific needs. We will show you the secret of increasing your sales and
commission by showing you how to recognize the key issue and overcome the objection. The
secret to finding the key issue is being a good listener. The prospect will tell you the reason
they will buy the program when they give you an objection. All you have to do is logically
overcome the objection and you have a sale.

In each school, year after year you will find our success rate grows higher and higher. One of
the many secrets to USA's growth come from the very fact our market of teachers never
diminishes. You can always find people that will buy.

Example:

1. Teachers who have been sick or injured and exhausted their sick days and personal
leave (leave without pay).
Teachers that had a scare with cancer or a heart attack.
Teachers that know they are a little older now.
Teachers that will enroll because so many others have, (show names)
The “lay down”. They see it, want it, and buy it.
Policy holders in school that will add on to their policy.

List Others:
Theoretically, any objection will fall into one of four basic types.
FOUR BASIC TYPES OF OBJECTIONS

1. THAVE INSURANCE. 2. SEE YOU LATER OR STALL.
3. QUESTIONS OF INFORMATION. 4. FLAT NO, WITH NO REAL
REASON GIVEN
Almost every prospect who objects and doesn’t buy from you will do so for three reasons.
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