[bookmark: _GoBack]THE 60-SECOND COMMERCIAL
“What we do for all these businesses I just showed you is a backup plan in case they or their employees ever go through an illness or an accident that could put them in a tough financial situation.  It’s totally different from health insurance because it pays cash benefits directly to the person, not to doctors or hospitals.  It’s to help offset lost income as well as all the extra expenses that come along with stuff like that.  One of the biggest reasons everyone has been sitting down with me is because this is totally different from other insurances because you get all of your money back if you never use this!  My job is just to show it to everyone, and if it’s not for you, I’ll be out of your hair in just a few minutes.  Is there a place we can sit down?”

HANDLING OBJECTIONS – in the approach     
1. So what is it/get to the point
· Must 2nd approach!  Show your business cards and 3-5 people you’ve talked to (pause and leave room for them to engage you in conversation).  
· Be assumptive: “Like I said, I only have a few minutes - I can just show you really quick.  Do you have a place to sit down?” 
· If they still object, do a 60-second commercial

2. This is something that would have to go through corporate/the boss (I’m not the one who handles that...).  
· 2nd Approach!  “I’m sorry,  like I said I’m in charge of talking to EVERYONE, (show biz cards/names).  I’d be more than happy to get in touch with corporate if that made sense later, but this really isn’t something for the business.  It seems like everyone I talk to has known someone that’s gone through something like cancer (a co-worker, a friend, a neighbor, etc) What’s your experience with cancer been?  (listen, and engage in conversation about their cancer stories, if appropriate).  That’s exactly why I’m here.”  (go right into intro)

3. We already offer something/we already have great insurance.  
· This most likely comes after you’ve done a 60-second commercial or told them enough that they think they know what you’re doing.  
· “Perfect, most places do.  That’s actually not why I’m here.  Like I said – Family Heritage pays cash to employees in addition to all other insurance if something like a serious illness or an accident happens.  If someone never needs our coverage they actually get a full REFUND, so it’s totally different.  Most people don’t mind taking 5 minutes to see how it works and how it’s different from what they have.  Do you have a place to sit down, or would right here work ok?”

4. We’re too busy/I’m too busy
· “I don’t have a lot of time either  It only takes about 5-10 mins to run you through how it works and see if it makes sense for you/your business.  Do you have 5 minutes, or is there a time that will work better for you?  Like I said, it’s just my job to show it to everyone and most people are pretty cool as long as I keep it short and sweet.”
HANDLING OBJECTIONS – at the buying atmosphere 
1. I would need to talk to my spouse before I could decide on anything
· Of course.  Do you guys get your insurance from your work or theirs?  Since this works with all insurance, usually costs less than a grocery or cell phone bill and gives you a refund if you never use it, most ppl tell me that it’s easier to just show it to them than to try and set an appointment outside of work.  If this was in your budget, different than what you guys currently have, and I could give you the policy outline if you did decide to get something – is that something your spouse would trust your decision on or would I definitely need to catch you together? 

2. I need to see how this works with my other insurance
· Go back to pie-chart.  Ask more questions about their insurance (health/disability).  “Assuming that your health insurance paid 100% of your medical expenses, which of these indirect costs do you think could potentially have an impact on you (if you (single), your sig. other, or God forbid one of your children had to battle cancer or spend a significant amount of time in the hospital?”  Whatever they say – ask, “If that were the case, do you think having a policy that pays CASH directly to you in addition to your other insurance might be helpful?  If they say yes, pick up again at the buying atmosphere.  If they say they aren’t worried about indirect costs, then get pre-approach/referrals and thank them for their time. 

3. Can you leave me some information/I never make a decision on-the-spot
· “Of course/no problem: Like I said it takes about 10 mins to run you through the details on how it pays out, what it costs and how the refund works.  If you did decide to pick up a policy, I’d be able to leave you with an outline of coverage today.  If it doesn’t look like something that makes sense for your family, you can tell me no…fair enough? 

