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"Nudges" 
 

THIS NUDGE IS VERY EFFECTIVE IN FINDING OUT IF THE PROSPECT IS REALLY 
INTERESTED AND HAS BOUGHT INTO YOUR PRESENTATION OR IS JUST STALLING YOU.  
IF PROSPECT IS STALLING, FIND OUT WHY, AND ADDRESS THAT OBJECTION. 

PROSPECT: I'd like to take it home and check with my husband (or wife). 
 

USA REP: Ms. Jones if this decision were left up to you to choose protection for you and your 
family from these devastating diseases, would you enroll in a program like this? 
 

USA REP: That's exactly what we want you to do. However, I am sure your spouse will 
probably leave this "momentous" decision up to you for two reasons. First of all, 
this plan is to protect your entire family from one of the most financially 
devastating things that can happen to any of us and, secondly, it costs practically 
nothing. Do you see what I mean? 
 

PROSPECT: Yes. 
 

USA REP: That's exactly why I would like to include you and your family in our open 
enrollment along with all the others. Fair enough? 
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