HELP YOUR AGENT TO BUILD A SALES PROCESS SYSTEM
Agent has workingfreedom ?

Unless you value the freedom
Agent is self boss ?

Unless you can boss yourself
Insurance selling is a harsh profession ?

It’s easy if your system works for you
Is our career a good opportunity to gain success ?

Unless you have good habits with drive
Agent’s most difficult job is to find many prospects ?

The most difficult job is filling up the daily schedule with productive activities
The most important thing an agent learn is to close case ?

The most important thing is to learn how to manage himself

Selling Proccess
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Prospecting
Why?

Quantity Business

How?

Use Activity Management

Planning Ahead

Activity Point Card
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How?

Use Activity Management Tools
Prospect List

Planning Ahead

Activity Point Card
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Approching & Sales Presentation

Why?

Make Prospect Interested
Build Your Image
What?

Prepare Youself

Prepare Your Sales Presentation
How?
Dressed Up as Professionals
Develop Your Own Sales Presentation
Use Sales Kits



After Sales
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